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By Joseph M. Callahan 
Staff Writer 
ESPITE an official silence on 
the. General Motors pattern of 
dealer franchise concessions, AuTo- 
MOTIVE News learned last week 
that Ford and Chrysler were rac- 
ing to announce a new deal for 
dealers before President Harlow 


to his dealers March 2. 

Dealers at the GM _ council 
meeting reported that bootleg- 
ging and the freight situation 
also were discussed at length and 
| action is expected soon. 

Curtice reportedly made a closed- 
circuit telecast last week to region- 
al and zone personnel demanding 
that they take immediate steps to 
halt bootlegging. 

* + 


EPORTEDLY, other makers 
were shocked principally by 
GM’s agreement to assume the full 





Curtice explains the GM program | 
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cost of warranty work. This, some 
sources said, will involve terrific 
factory expense. 


Considerable expense will also be 
incurred by GM as a result of 
larger contributions to the cooper- 
ative advertising fund, the im- 
nner 


See story on Page 8. 


ccc Se 
proved parts program and the 
clause giving dealers a larger al- 
lowance for unsold.cars when a 


|new model comes out. 


The cost of the program was 
considered so great by one ob- 
server that he remarked: 

“This is just GM’s way of quiet- 
ing the dealers and cutting the cost 
of their cars by $100—without the 
problems connected -with a price 
cut.” 

* * * 

ENERAL Motors has announced 

the following changes in its 


New-Car Stocks Highest Ever 


By Bob Sheldon 
Associate Editor 
wre the overall supply of cars 
in many lines exceeding the 60- 
day mark and sales still torpid, 
dealer new-car inventories have 


of 808,477 for January. 
There were only 462,673 new cars 
in stock in February a year ago. 


848,498 units had stood as the 
record. 


* 7 * 

> SOME quarters, dealer reaction 

to the rise in inventories report- 
edly’ has been violent. Dealers have 
sought to impress upon factory men 
the abnormally high level of new- 
car stocks, and these efforts are 
regarded as a contributing factor 
in Detroit’s deepening production 

thacks. 


not 
dealers are in a bad way, tend- 
ing to depress the market for all. 
” + 


A BELATED dealer problem—al- 
-leged factory coercion to accept 


-| Auto News 


@ Industry faces crisis in 
shortage of mechanics. 


@ Registration table shows 
957,001 trucks seld in 1955. 
Page 58. 


cars—has once again been called to 
the attention of Congress. 

Rep. Robert L. F. Sikes, Florida 
Democrat, told the House that “leg- 
islation may be needed to prohibit 
the manufacturer from foreing cars 
on the dealer if he is unable to sell 
them on his market.” 

Sikes said he was reluctant to 


How They Fared ... 


see legislation becorme necessary 
but insisted that something had 
to be done. He said that “the 
manufacturer himself is the 
proper person to settle the prob- 
lem by lowering his own quota 
requirements.” 

Laying the responsibility to com- 

(Continued on Page 4, Col. 4) 


New-Car Registrations by Makes 
Total for Year, '55-'54 


Total 
Regis., 
1955 
AMERICAN MOTORS... 136,753 
Hudson 43,212 
ash 


Mercury 
GENERAL MOTORS ....3,639,120 
Buick 


Car Output Declines Again 


As Chrysler, Ford Cut 


'URTHER downward adjustments 
rd 


‘index and 34.6 percent 


Entered as Second Class Matter 
at the Postoffice, Detroit, Mich. 


GM Changes Seen as Franchise Pattern . . . 


Ford, Chrysler Rush Reforms 


dealer selling contracts (GM state- 
ment in capital letters): 

1. ASSUMPTION BY GM OF 
FULL COST OF WARRANTY 
ADJUSTMENTS. 


Previously, GM dealers were re- 
imbursed on warranty work for 
60 percent of the labor charge, and 
invoice cost of parts, plus 10 per- 
cent. 

Under the new plan, the fac- 
tory will pay 100 percent of the 
labor charge, with the parts situ- 
ation remaining unchanged — 
the dealer still getting invoice 
cost of parts plus 10 percent. 

Said one dealer: “This will help 
me get nearly 100 percent service 
absorption. Its a tremendous thing 
for the dealers. Previously, we 
were just breaking even on warran- 
ty work. Consequently, most war- 
ranty work would be done after 
non-warranty work was completed. 
This new clause will be a big boon 
to the auto buyer.” 

Insiders predicted these two ma- 

jor changes by the factory, which 
will be trying to reduce warranty 
work to the minimum: 
(A) A more rigid control of 
man and a tightening 
of inspection because 
the factories will now be bearing 
the full expense of factory mis- 
takes. 


(B) A tightening of warranty reg- 
ulations and a closer scrutiny of 
warranty claims. In other words, 
the factories will not be so liberal 
in approving warranty work as 
they have in some cases formerly. 

* > * 
GRANTING A LARGER AL- 

* LOWANCE ON NEW CARS 
OF THE PRECEDING MODEL 
YEAR REMAINING IN STOCK 
WHEN A NEW MODEL IS AN- 





$8 Per Year, 25¢ Per Copy 


NOUNCED. THE ALLOWANCE 
NOW WILL APPLY TO ALL 
SUCH NEW CARS IN STOCK AT 
THAT TIME. 

Members of the GM Dealer 
Council, where the new contract 
was worked out and presented to 
the dealers, said dealers will get 
a 5 percent rebate on unsold new 
cars when new models are intro- 
duced. 

3. DOUBLING THE ALLOW- 
ANCE UNDER THE GM PARTS 
OBSOLESCENCE PLAN. 

Formerly, GM had allowed 

(Continued on Page 76, Col. 1) 
* * * 


Reaction Mixed 


To GM Changes 


Yarnall Enthusiastic, 
O’Mahoney Lukewarm 


By William Uliman 
Washington Correspondent 
ASHINGTON, — The capital's 


chief proponents of legislation 
to give dealers the right to sue 


their factories last week expressed . 


a somewhat dubious view of Gen- 
eral Motors’ announcement. of 
sweeping franchise changes. 
However, Frank Yarnall (Chev- 
rolet), last year’s NADA presi- 
dent, reached in Chicago, called 
it a dealer’s “Magna tie | 
bring a 


program. 
Yarnall, who frequently had crit- 
(Continued on Page 75, Col. 1) 


Top Old High by 13 Percent... 
°*55 Car Sales: 7,169,908 


By Maynard M. Gorden 
News Editor 
-CAR registrations rocketed 
past the never-attained. seven- 
million mark last year, surpassing 
both the previous year and the pre- 
vious peak year by commanding 
margins. 


Ten domestic 
their shares of 1955 sales over 1954 
performances, while 10 fell off. 
(Gainers, of course, included the 
new Continental Mark II, while 
losers 


the discontinued. 


included 
Henry J, Kaiser and Willys.) 
LTHOUGH Chevrolet withstood 


pe 
1954 market, but their joint share 
only 44’percent last year. 
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Attendance Up at Rochester, Denver .. . 





By W. C. Lockwood 
Staff Writer 

thy my officials of the Chicago Au- 

to Show, who promised that 
1956’s event would be a selling 
show, made good on their word, 
according to the Chicago Automo- 
bile Trade Assn. 

The CATA said that a survey in- 
dicated that an average increase of 
20 percent in number of actual 
closed sales and a boost of approx- 
imately 30 percent in the number 
of genuine prospects over 1955 was 
scored. 

For instance, Nash has re- 
ported “excellent” results with 33 
cars being sold at the show and 
a total of 833 “certified” pros- 


pects. 

John W. Raisbeck, sales vice- 
president, estimated that it was ex- 
pected that an additional 65 sales 
directly attributed to the show 
would be made in the very near fu- 
ture. 

* « * 
E SAID the show “has given 
us further proof that 1956 will 
be a highly successful year for 
Nash . . . dealers.” ; 

DeSoto reported 51 cars were 
sold and that a list of about 500 
bona-fide prospects was gained. 
These are described as persons who 
were willing to give their names to 
the salesmen and expressed a more- 
than-average interest in the car. 

DeSoto also is tying in it “Mrs. 
America” promotion with auto 
shows as a means of raising in- 
terest among women. 

Mrs. Illinois (Shirley Ray) ap- 
peared on television, was _ inter- 
viewed by columnists and women’s 
page reporters and appeared at the 
Chicago show. 

In a similar way, Mrs. Michigan 
(Norma Ruth Ivey) is aiding in 


Graves, Jacobson 


Take AMA Posts 


DETROIT. — William H. Graves, 
engineering vice-president of 
Studebaker-Packard and Charles L. 
Jacobson, sales vice-president of 
Chrysler Corp., have’ been elected 
directors of the Automobile Manu- 
facturers Assn. 

The new directors will fill vacan- 
cies created by the death of George 
W. Troost, finance vice-president of 
Chrysler, and the resignation of 
Harold S. Vance. 


Business 
Barometer 


Auto Production—153,127 cars, 
trucks in week vs. 188,387 year ago. 

Business Failures—236 in week 
vs. 238 year ago. : 

Department Store Sales—Up 5 
percent from year before. 

Freight Loadings—<680,989 cars 
in week, an increase of 45,210 cars 
from year before. 

Gasoline Stocks — 182,656,000 
barrels, an increase of 3,709,000 bar- 
rels in week. 

Jobless Claims—273,900 in week 
vs. 290,800 year earlier. 

New-Car Registrations—7,169,- 
908 in 1955 (final) vs. 5,535,464 in 
1954. 

New-Truck Registrations—957,- 
001 in 1955 (final) vs. 829,101 in 1954. 

Oil Stocks— 258,210,000 barrels, 
a decrease of 196,000 barrels in 
week. 

Steel Output — 97.8 percent of 
capacity estimated vs. 99.1 percent 
week before. 

Used-Car Prices—$879 average 
in February to date vs. $880 in Jan- 


vary. 
Wholesale Prices—111.7 percent 
on the 1947-49 index vs. 112.0 per- 
cent week earlier. 
oe 6s 


Common Stocks 
Feb. Feb. 1955-1956 
15 8 High Low 
13% 
101% 
70% 
54 
15% 


Am. Motors 
Chrysler 
Ford 

GM 

S-P 


8% 8 
73% 73% 
61% 


44 
9% 


Average 39.15 








activities connected with the De- 
troit show, which opened last Sat- 
urday (Feb. 18). 
+ * * 
ERCURY’s XM-Turnpike 
Cruiser is being shown at 
the Detroit show, which is featur- 
ing Gordon MacRae as the head- 
line entertainment attraction. 
Mercury said the experimental 
car was created for “America’s 
fast-growing network of ultra- 
modern highways.” It is displayed 
on a turntable and five 1956 
model Mercurys, including the 
new Custom Phaeton, complete 
the exhibit. 
Attendance at the nine-day Ro- 
chester (N.Y.) show was 47,000, an 


Sales Top 1955 
For Some Makes 





Factories Cite Gains, 


Eye Monthly Mark 


DETROIT.—Some auto makers 
last week reported strong January 
sales and said they were running 
ahead of January, 1955. The latter 
month saw 440,024 domestic new- 
car registrations, making it the 
second biggest January on record. 
Highest January total was 472,766 


in 1951. 
Chevrolet 


Domestic deliveries of new cars 
and trucks by Chevrolet dealers in 
January totalled 154,775, an in- 
crease of 18 percent over January, 
1955, according to T. H. Keating, 
general manager. 

Car sales of 130,044 also were 
10 percent ahead of Chevrolet’s 
January record set in 1951, he 
added. 


Oldsmobile 


Oldsmobile retail sales during 
January totalled 41,616 new cars, | 
according to J. F. Wolfram, general 
manager. This is second only to the 
record 43,877 new cars sold by 
Oldsmobile dealers in January, 1955. 
Sales for the first 10 days of Febru- 
ary were 13,930, second highest in 
history for that period. 


Nash 


Nash dealers delivered 6,160 new 
ears during January, it was an- 
nounced last week by John W. 
Raisbeck, sales vice-president. The 
total included 3,612 Ramblers. 

The figure was 27.5 percent ahead 
of January, 1955, Raisbeck said. 


Plymouth 


Plymouth sales for the first 10 
days of February were the largest 
of any 10-day period since the one 

(Continued on Page 8, Col. 5) 


Economy Run 
Scheduled for | 
March 19-22 


LOS ANGELES. — The annual 
Mobilgas Economy Run will go 
from Los Angeles to Colorado 
Springs, Colo., March 19-22, it was 
announced Sunday by H. J. Peck- 
heiser, White Star Division man- 
ager of Socony Mobil Oil Co., 
sponsor of the event. 

The automobile performance test 
demonstrates to the nation’s motor-! 
ists the gasoline mileage potential! 
of their own cars under the same 
driving conditions encountered by 
the average traveler. 

Worldwide recognition of the run 
as a major competitive automotive 
event came with the recent action 
of the Federation Internationale de 
L’Automobile’s Sports Commission 
which placed the run on the federa- 
tion’s international calendar at its 
annual meeting in Monte Carlo. The 
United States Auto Club, which has 
been assigned the responsibility for 
enforcing regulations by the federa- 
tion, will directly supervise the run. 

For the first time, two-door and 
four-door hardtop _ convertible 
models will be included. In previous 
years only standard four-door 
sedans were used. 


Chicago Show Proves Sales Spur 


increase from the 42,000 persons 
visiting last year’s show. However, 
it was down from the 1950 record 
high which came after a nine-year 
blackout of such events. 

Denver has tallied a total of 12,- 
500 at is 46th annual auto show, 
held in the Denver Coliseum for 
six days. 

+ * 

pa reported a keen in- 

terest was shown in the new 
models and that a good list of 
prospective buyers was accumulated 
by the exhibitors. Arthur Kumpf 
(Lincoln-Mercury) was general 
chairman. 

Early reports indicate that Mil- 
waukee’s auto show, which closed 
last Saturday (Feb. 18), was 
drawing good crowds. 

Attendance at the Quad-City Au- 
torama, Rock Island, IIll., fell off 
more than 10,000 from the previ- 
ous year’s event—34,149 from 44,- 
907. However, sponsoring dealers 
from Rock Island, Moline and East 
Moline-Silvis, Ill, and Davenport, 
Ia., said they were “well satisfied” 
with the turnout. 

The Quad-City Automobile 
Dealers Assn. said they were mak- 
ing preliminary plans for next 
year’s show. 

* * + 

N OMAHA, 33,759 visitors at- 

tended during the first two days. 
Fifteen pretty girls competed for 
the title of Miss Auto Show, with 
the winner getting a week’s va- 
cation in Las Vegas and a chance 
to enter the Miss Universe contest. 

Each of the other finalists was 
named “queen of a car,” such as 
Miss Buick. Admission to the show 
was $1. 

The Augusta (Me.) second an- 
nual auto show attracted 15,000 
during its three-day run. Henry 
A. Roderick, general chairman, 
said that 35 models were shown. 

The Lansing show closed yester- 
day (Feb. 19) as the Syracuse 
event opened. Kansas City’s display 
bay commence next Saturday (Feb. 





Top Trucks 


New-truck registrations: Final 


standings for 12 months: 

1955 Pos. Make 1954 Pos. 
1—329,791 Chev. 293,079— 1 
2—295,900 Ford 267,799— 2 
3—100,441 Inter. 84,222— 3 
4— 34,377 GMC 66,644— 4 
5— 66,208 Dodge 60,658— 5 
6— 27,252 Willys 17,523— 6 
I— 14,372 White 11,381— 7 
8— 10,932 Mack 6,098— 9 
9— 10,817 Stude. 10,193— 8 

10— 3,697 Diamond T 2,701—10 

1l— 3,121 Reo 2,283—11 

12— 1,144 Brockway  1,340—12 

8,449 Misc. 5,180 
Total All Makes 
957,001 829,101 


Further details on Page 58. 





Selling Hard at Show— 





Visitors cluster around the DeSoto exhibit at the St. Lovis auto show to listen to 
James Campbell, factory special events department, give a hard-sell talk on the ‘56 
DeSoto. The company has reported 51 sales plus about 500 solid prospects gained 


at the Chicago show by use of “ask for the order” 


men and strong dealer participation. 


techniques, tight control of sales- 





Canada ‘Might-Have-Been’ Models ... 
Peace Erases Dilemma 


WINDSOR, Ont.—The end last 
week of the 148-day strike against 
General Motors of Canada, Ltd., 
removed GM from the horns of a 
growing dilemma. 

The question was: “What about 
1956 models?” 

Of course it is history now, and 
’56 GM cars manufactured in Can- 
ada will be rolling out to dealers 
“within two weeks,” according to 
estimates given last week. 

The strike, which began last Sep- 
tember, was called before normal 
inventories were completed. This 
will have to be done. Rearrang- 
ing and retooling the line will fol- 
low. Then production can com- 
mence. 

However, the question at one 
time posed a critical problem and 
stirred many rumors in Canadian 
auto circles. It might be inter- 
esting to review them for—al- 
though it is hoped that such a 
crisis may never arise—it always 
is a possibility. 

Perhaps the most persistant 
rumor which was buzzing among 
Canadian auto men was that GM, 
if production was resumed late in 
the year, would continue ’56 pro- 
duction well into 1957, instead of 
changing tools after a short run. 

At the same time, observers were 
saying that GM must have been 
considering several possibilities so 
as to have been prepared in case 
they arose. 

“For instance,” one man said, “if 
the strike had lasted well into the 
summer they inevitably would have 





Site of Chevrolet's New Assembly Plant— 


Site where Chevrolet's largest assembly plant will be built is indicated by the 


The exact route of the run will| shaded portion on this sectional map of Trumbull and Mahoning Counties in north- 


not be known until all competing} eastern Ohio. Located in Lordstown Township, the 300-acre tract is about 12 miles 


cars are selected. 


northwest of Youngstown, six miles west of Niles and 30 miles east of Akron. 


been confronted by three alterna- 
tives: 

“1. Skip the 1956s, plunge di- 
rectly into ’57 output and gain a 
competitive edge. 

“2. Retool and put out a token 
56 run, then switch to ’57. 

“3. Retool, start °56 production 
and continue it into 1957 and suffer 
a competitive disadvantage. 

“Now, there possibly might have 
been another alternative, but right 
now I can’t visualize what it could 
have been.” 

Another observer said it would 
have been foolish to abandon the 
1956 entirely, even if the strike 
had lasted all summer. 

“A token run should have been 
made, for several reasons,” he said. 

Another auto man concurred 
and spoke of prestige. He thought 
this would have overbalanced the 
competitive edge that an early 
leap into ’57 output would have 
given GM. 

“After all,” he explained, “the 
gap in model continuity forced by 
the war was common to all. Some 
manufacturers show tanks or other 
products to fill those years in con- 
tinuity advertisements. How, in 
later years, would GM have covered 
that yawning gap between 1955 and 
1957?” 


Chevrolet to Build 
Its Top Plant 


Near Youngstown 


DETROIT. — Chevrolet an- 
nounced last week that it will build 
its largest assembly plant on a 300- 
acre site in the heart of industrial 
northeastern Ohio. 

The modern facility, 13th in 
Chevrolet’s national network of as- 
sembly plants, will be capable of 
producing 75 cars and 30 trucks an 
hour, according to T. H. Keating, 
general manager. 

Schedule calls for the plant, lo- 
cated in Lordstown Township, 
about 12 miles northwest of 
Youngstown, to be in operation by 
Fall, 1957, Keating said, with em- 
ployment in the neighborhood of 
8,000 salaried and hourly - rated 
werkers. The plant will contain 
both Chevrolet and Fisher body 
facilities. 

“It will contribute importantly 
to the production required to meet 
the demand for our product, which 
exceeded 2,300,000 units in 1955. 
This will be our largest plant thus 
far in employment, prc juction ca- 
pacity and area, a fact which be- 
speaks our confidence in north- 
eastern Ohio as one of the nation’s 
expanding industrial and marketing 
areas,” Keating said. . 

Plans are for factory buildings 
of modern design comprising more 
than 2,500,000 square feet. Site 
preparation and ground breaking 
is scheduled to begin this spring, 
with construction to start as soon 
thereafter as possible. 
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By John 0. Munn 





S COLUMN readers know, I 

have returned from a two- 
month visit to California. We drove 
both ways and enjoyed every 
minute and every mile. I have 
since attended the NADA Conven- 
tion in Washington where I 
thoroughly enjoyed myself. 

One of the great pleasures of 
life is to meet old freinds—like 
Uncle Billy Hughson, of San 
Francisco, who has attended all 
39 NADA conventions. I have 
missed but one. 

For the last several weeks you 
have read in other columns of this 
paper about the most recent con- 
vention. I will have more to say 
about it in weeks to come. - The 
vast majority of dealers who at- 
tended will agree with me that it 
was the best yet. 

I am sure that it is a year of 
decision in our trade and I am 
happy indeed that I am to see the 
culmination of personal efforts for 
many years to obtain a mutual 
contract. soi 

* 


Remember Bell’s Speech 


I URGE you to remember Fred 
Bell’s speech and to read it 
again and again. Perhaps some 
people will try to convince you 
that Bell is leading you to Govern- 
ment control, regulations or regi- 
mentation. That is not so. 

Because the trade has found it 
impossible to negotiate a mutual 
contract with the factories for 
these 40 years, it now is evident 
that some legislation is needed to 
make a fair contract permanent. 
I am thoroughly convinced that 
such legislation will be beneficial 
to the factories as well as to the 
dealers and the public. 

With the congressional hear- 
ings it is timely indeed to take 
this advanced step now and I 
urge all dealers to stand united 
and not be influenced by factory 

travelers. I can assure you 
that there is no Government con- 
trol involved in obtaining a fair 
contract. 

This time dealers must stand 
united and utilize the provisions 
of our constitution, so divinely in- 
spired by our leaders, to keep not 
only dealers strong but the factory 
strong and our economy strong. 

There can be no one more 
against Government regulation or 
control than I am. The fact is we 
have been controlled in this in- 
dustry by manufacturers and it is 
now working against our forward 
progress and must be eliminated. 
We must make the word “free” 
mean something for automobile 
dealers in our free competitive en- 
terprise system. 
x * x 


Mutual Pact Will Help All 


JRSMaMsER this important con- 
sideration. The purpose of this 
great trade is not alone to sell au- 
tomobiles, as we may sometimes 
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be made to think, but it is rather 
to sell and provide for the satis- 
factory use of the automobile. 
The automobile has been the life 
blood of this nation. The use of 
the automobile furnishes one out 
of every seven pay checks. The 
use of the automobile has changed 
our way of life and accounted for 


much of our high standard of| | 


living. 

On this new mutual contract 
rests the future progress of the 
industry and the nation. Its ben- 
efits will accrue not only to au- 
tomobile dealers, their customers 
and their workers but also to our 
giant automobile manufacturers, 
their factories, their employes 
and their stockholders. 


And so it is important, now, that 
the members of this trade stand 
by their guns and follow Bell’s 
leadership. He is a dedicated man. 
He is supported by the best staff 
NADA ever ‘has had and by a 
board of directors who were elected 
in free elections from each of the 
states. So, support him with lip 


| service, action and your member- 
| ship. 


* * * 


Don’t Give Up Now 
I WILL be saying much more 
about trade conditions in future 
weeks. I want to say, now, if there 
are any more of you, than those re- 
vealed by my conversation with in- 
dividual dealers at the convention, 
who are about to decide whether to 
remain in this business—just hold 
that decision in abeyance. 

I am sure we are at the thresh- 
old of much greater and bigger 
opportunities. Of course a new 
contract will not automatically 
put profits in any dealer’s opera- 
tion. That is still going to re- 
quire a good. businessman. 

And the new contract won’t be 
one-sided either. We must protect 
the interest of the factory as well. 
No contract can be satisfactory un- 
less it embraces public interest: 

So I urge you to determine to 
stay in business at least another 
12 months. 

You are doubtless already feeling 
less factory pressure. You are 
doubtless experiencing the fact that 
the dealers who have employed un- 
ethical practices the last couple of 
years are changing their policies. 
If not, I assure you they are rapid- 
ly becoming less successful. 

Many recent buyers, who have 
had their arms their 
keys lost, prices stacked, finance 
charges padded or their brand 
new car delivered without proper 
conditioning, have taken the veil. 

They and their friends will never 
be taken to camp again. They have 
resolved firmly that the next time 
they buy a car they will deal with 
a substantial, reliable dealer. So, 
don’t lose courage. Stay with us 


for awhile. 
* * om 


Service Poster Erred 


HAVE a confession to make to 

my readers. The last 12 columns 
that have appeared were dictated 
in November before I left for Cal- 
ifornia. In one which appeared 
Dec. -26th I offered some signs. 
There was an error in the sign that 
covered the interpretation of serv- 
ice. The word “not” was elimi- 
nated. 

Many dealers always have felt 
that the word “service” in con- 
nection with their operation was 
a misnomer, that customers in- 
terpreted it to mean something 
for nothing. 

The automobile dealer’s real serv- 
ice to his customers is the fact 
that he has invested a lot of money 
in buildings, equipment, parts 
stock and manpower to be ready 
constantly to take care of the 
owner’s needs. Isn’t it a real service 
in any community when a mer- 
chant has made this investment 
simply to be ready to serve all 
comers? 

It was to help the public under- 
stand the proper interpretation of 
the word “service” as it applies to 

(See MUNN, Page 73, Col. 2) 








Bills Seek to Control Would Bar Coercion . . . 


N. Y. Installment Sales 


ALBANY.—Two bills, one of 
which would put finance com- 
panies under state banking de- 
partment supervision, have been 
introduced in the Legislature. 
They are aimed at preventing 
overcharging in installment sales. 

Maximum charges on auto 
credit would be governed by the 
age of the car: New cars, $6 
per hundred; two years old, $9; 
three to five, $12 per $100 for the 
first $400, $9 on the balance; five 
years or older, $15 per $100 for 
the first $300, $12 for the next 
$300, and $9 per $100 for the 

ce. 


FRANKFORT, Ky.—By a vote of 
46-1, the Kentucky House of Rep- 
resentatives has passed a bill to 
protect automobile dealers against 
“unfair trade practices” by automo- 
bile manufacturers and dis- 
tributors. 

Fourteen other states have 

comparable factory-dealer licens- 
ing laws. 

Sponsored by Reps. Harry Low- 








Capital Area Dealers Elect Officers— 

Newly-elected officers of the Automotive Trade Assn. National Capital Area are, 
from left, seated, Robert D. Stewart (Buick), first vice-president; Harry Monroe jr. 
(Ford), president; Tom K. Wheeler (Chrysler-Plymouth), second vice-president. Standing: 





3 


Kentucky House Okays 
Factory-Dealer Bill 


man, Ashland, and R. B. Blanken- 
ship, Hartford, the bill was offered 
and adopted in amended form. The 
Senate must approve it before it 
becomes law. 

The bill forbids any manufac- 
turer or distributor to coerce 
dealers to accept delivery of any 
motor vehicle that the dealer does 
not.order. 

And it prohibits any manufac- 
turer from coercing any dealer to 
enter a sales agreement under 
threat of losing a franchise. 

The Lowman-Blankenship bill 
makes it illegal for any automo- 
bile manufacturer or distributor 
“to induce or coerce or attempt 
to induce or coerce” a dealer to 
assign any sales contract to a 
specified finance company. 

It also makes it illegal for any 
finance company to induce or 
coerce any dealer to transfer any 
installment sales contract. 

The bill would prohibit any man- 
ufacturer from giving “anything of 
value” to any sales finance com- 
pany in the state. 

It would require the licensing of 
automobile dealers, salesmen and 
manufacturers who do business in 
Kentucky. 

License fees are set at $10 for 
for dealers, $5 for manufacturers, 
and $2 for salesmen. 

Licenses may be suspended for: 

1. Proof of financial or moral 
unfitness. 

2. Filing a false income-tax re- 


Curtis E. McCalip jr. (Ford), secretary; Maurice J. Murphy, executive vice-president, turn. 


and Walter H. Eyles (Nash), treasurer. Directors include Joseph E. Bowman (Stude- 
baker), William E. Eaton jr. (Lincoln-Mercury), Paul A. Sellers (DeSoto-Plymouth), and 
Stewart. 


3. Wilfully defrauding any auto- 
mobile buyer. 
4. Making a fraudulent sale. 





R.I. Dealer License Board 
Cracks Down on False Ads 


car” unless actually true. Car 
used as taxis, police cruisers or 
leased vehicles must be so iden- 
The commission also banned use 
of “would you take” cards or de- 
ceptive price quotations for trade- 


By Thomas L. Forbes 
Staff Correspondent 
PROVIDENCE. — The Rhode 
Island Automobile Dealers License 
Commission last week cracked 
down hard on use,of false and mis- 
leading advertising. 

The commission said that com- 
plaints against certain dealers 
caused it to issue a new set of 
rules designed to stamp out ques- 
tionable retailing practices. 

Future violations, Rhode Island 
dealers were warned, may lead to 
license suspension or revocation. 
Such action would be determined at 
a hearing before the commission. 


The new regulations require that 
advertised claims of dealers must 
be accurate, clear, fair and free of 
any tendency or capacity to con- 
fuse or deceive the public in any 
manner. 

Bait advertising and selling 
methods are banned by the com- 
mission as is “bushing”—raising 
the selling price after buyer has 
made a down payment under a 
lower quotation. 

The commission further ruled 
that when a price is quoted, the 
ear shall be clearly identified as to 


GM, Dealer Lose 
$55,000 N. Y. Suit 


SCHENECTADY, N. Y.—UTPS— 
An award of -$55,000 was made in a 
suit against General Motors and 
Hall-Ehlert (GMC), Albany. 

The dealership was found guilty 
of breach of warranty in the action 
brought by Anthony Monaco, Sche- 
nectady, who bought the truck 
from Hall-Ehlert May 19, 1952. He 
sought $92,800 in damages. The 
truck had been returned for seven 
checkups before it was involved 
in an accident allegedly caused by 
a ball stud working loose because 
it was alleged that no cotter pin 
had been inserted. 

It was the plaintiff’s allegation 
that Hall-Ehlert should have dis- 
covered what was claimed to have 
been a fault in the truck during 
checkups and that GM was negli- 
gent in the manufacture of the 
truck. 





Seat bu the wok Geet hin Sunday Sales | B an 
Opinion Modified 


The new regulations bans from 
future advertising such phrases as 

EVANSTON, Ill. — The Illinois 
Supreme Court has modified its 


“name your own deal,” “we must 
sell 200 cars in 200 hours,” and sps- 
cific statements regarding the num- 
ae vos, miles @ used car has been| (oinion in the denial of an appeal 
af ie of the Evanston Sunday closing law 
Such phrases as “free insurance,” | and has been commended by Rabbi 
“no finance charges,” “no carrying} Aaron Opher, president, Chicago 
charges” shall not be used unless|Council of the American Jewish 
actually true, the commission or-| Congress. 
dered. It was Stressed that when) ‘he court struck from its opinion 
the statement “no money down” is/ 4 reference indicating that the local 
used, it shall mean exactly that. | jaw would be applicable to persons 
Use of a specific price in adver-| who observe a Sabbath other than 
tising tradein offers is banned|Sunday. The rabbi said this action 
where the price as stated is con-|“is a forward step in maintaining 
tingent upon the condition or age| religious freedom of such persons.” 
The appeal has been sought by a 
group of auto dealers after the law 
had been ruled valid. None of the 


of the car, unless that contingency 
is expressly made clear. 
The 
dealers, however, brought the reli- 
gious issue into the case. 


commission also forbade 
g a car as “repossessed,” 


make, year, model and special) in offers. 
“demonstrators” or “executive 


On the House. . 


No, no, not this, please: Jim Gorman, manager 
of the Missouri dealers group, reports that - 
redemption stamps are threatening to move next 
into the auto business. Local merchants claim that 
business increases 50 percent with the advent of 
coupon merchandising. But what happens when 
everyone gives ’em? .. . Bill Terry, Florida as- 
sociation president, recently asked all GM dealers 
to write GM President H. H. Curtice that they 
will accept five-year contract .. . 

With political activity soon to reach its peak, 
dealers are warned again that NO corporation is 
allowed to contribute money to an election for 
senators, representatives or electors. 
Keep your contributions a purely PERSONAL matter ...N. J. 
association also has a word of warning to dealers: Don’t cas 
checks (a) from strangers, (b) for sizeable amounts, or (c) for 
cars purchased after banking hours... 

St. Louis dealers will hold annual meeting today (Feb. 20), with 

Lt. Gov. James T. Blair jr. as speaker . . . Northern California 
association will elect officers March 8-9 at Fairmont Hotel, San Fran- 
cisco, with Senator Mike Monroney slated as speaker. San Francisco 
dealers will ditto a month later . . . Membership drive by Iowa 
association is months ahead of last year . . . One factory exec., when 
asked what the factories are doing about unethical advertising, said: 
“When in Rome, you do as the Romans do.” I wondet. 
—Perre Wemuorr, Editor, 
Automotive News 
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Top Old °50 Record by 13 Percent... ; 


°55 Car Sales Total 7,169,908 


(Continued from Page 1) 


petus of a strong comeback pro- 
gram. 

Mercury, Packard and Continen- 
tal, the latter a fourth-quarter 
entry, proved the only other share 
boosters during 1955. 

* a + 

- Secs surprise was the 

miscellaneous category, pumped 
to a share improvement by a Volks- 
wagen sales climb of 455 percent 
above 1954 levels. Volkswagen reg- 
istrations of 28,907 last year repre- 
sented 56 percent of the entire 
foreign-car total. 

New-car registrations crested the 
seven-million mark during Decem- 
ber activity which undersold the 
comparable 1954 month for the first 
and only time of 1955. 

Nevertheless, the 630,488 regis- 
trations achieved in December 


Willys Official 
Predicts Rise in 


Export Market 


TOLEDO.—J. C. Delaplain, gen- 
eral manager of - Willys-Overland 
Export Corp., last week predicted a 
substantial increase in the sale of 
vehicles abroad during 1956. 


Citing orders on hand for the 
first quarter, Delaplain said Willys 
will show improvement in foreign 
sales of 19.7 percent in the first 
quarter over the same period in 
1955. In 1955 Willys shipped over 
40,000 vehicles to foreign markets. 


He expressed optimism for the 
year and for the industry in gen- 
eral. Delaplain declared that ob- 
servations made during tours of 
Europe, Australia and the Carri- 
bean area late in 1955 showed busi- 
ness in general to be on an upward 
curve. 

He cited the increase in spite of 
temporary declines in Brazil and 
Columbia due to current dollar 
shortages. Delaplain said he be- 
lieves. these problems will be par- 
tially resolved in the course of the 
next few months. He said markets 
created in the world following the 
Jeep’s employment in World War 
II, have increased virtually un- 
abated in the post-war years. 








California, Florida 


Get Hot (in Sales) 


DETROIT. — The sunshine 
states of California and Florida 
scored impressive gains in new- 
car registrations last year, ac- 
cording to R. L. Polk & Co. tab- 
ulations. 

California placed first in sales 
among states, scoring 665,892 to 
New York’s 634,359. Only other 
year when California autregis- 
tered New York was 1952. 

Florida forged ahead of Mis- 
souri and Massachusetts to enter 
the top 10 states for the first 
time in history, Michigan was 
third; Pennsylvania, fourth; Illi- 
nois, fifth; Ohio, sixth; Texas, 
seventh; New Jersey, eighth; In- 
diana, ninth, and Florida, tenth. 





marked the eighth 1955 month 

when sales topped the 600,000 

mark. The fact that December, 

1955, trailed December, 1954, by 
26,128 cars was not regarded pes- 
simistically in view of the Chev- 

rolet-Ford registrations whirl 

towards the end of 1954. 

Only one industrywide record 
survived the 1955 sales onslaught in 
new cars. This was the monthly 
high of August, 1950, when 683,995 
new models moved out on the heels 
of the Korean war outbreak. 

June of last year came close 
(681,372), but the statisticians still 
are looking for a higher monthly 


sales volume than the frenzied Au- 
gust six years ago. 
+ * * 

FFSETTING the market-share 

declines posted for five domes- 

tic makes were the volume in- 
creases. This situation proved true 
for Cadillac, Chevrolet, Ford, Hud- 
son and Nash. 

Lincoln and Studebaker ebbed 
fractionally in both volume and 
percentage of market. 

Largest single gainer in per- 
cent of registrations was Plym- 
outh, up 2.16 percentage points. 
Chrysler Corp. as a whole rose 
3.92 percentage points, reflecting 
the 3.21 drop of Ford Motor and 
the dips of the smaller makers. 

In a special statement, Chevrolet 
General Manager T. H. Keating ac- 
claimed his division’s 1955 sales 
achievement. He: claimed that the 
Chevrolet margin over Ford had 
been lengthening since the intro- 


>| duction of 1956 models. 


“We further feel,” said Keating, 
“that our dealers deserve special 
commendation for their sales per- 
formance in what probably has 
been the most competitive year in 
the history of the automobile mar- 


| ket. They have again proved their 





Onceover for ‘Club de Mer'— 


Pontiac's “Club de Mer,” which will 
appear at the General Motors Motorama 
in Los Angeles, March 4, is checked out 
by R. M. Critchfield, right, Pontiac general 
manager, and Frank V. Bridge, general 
sales manager. The competition-type sports 
car has a blue body of brushed aluminum 
and a vermilion interior of hand-buffed 
leather. Powered in excess of 300 horse- 
power, the car is 38.4 inches high. 


superiority as a retail selling or- 


4 ganization.” 


Keating said Chevrolet registered 
15% percent more new cars last 
year than it did in 1950, the divi- 
sion’s previous record year. 





Foreign Cars 
(Final U. S. Standings) 








1955 Make 1954 
1—28,907 Volkswagen 6,344—1 
2— 3,573 Jaguar 3,365—3 
3— 3,001 MG 3,454—2 

16,177 Others 12,222 
51,658 Total 25,385 








Local Groups Push Campaign .. . 
Ad-Blitz Resistance Grows 


HE St. Louis Better Business 

Bureau has promised to intensi- 
fy a campaign against questionable 
advertising and sales gimmicks. 

The Ohio Automobile Dealer 
and Salesmen Licensing Board is 
investigating complaints against 
a Columbus dealer, among them 
an advertised offer of 500 gallons 
of gas free with a new-car pur- 
chase. 

Oklahoma City’s Better Business 
Bureau reports it has nipped a 
high-pressure auto-selling scheme 
in which wild advertising was part 
of the comeon. 

+ ” * 

A= so the local drives against 

blitz advertising by auto 
dealers moves along. The cam- 
paigns won’t be successful over- 
night. A long process of education 
is involved for it would seem that 
if the buyer is taught to recognize 
blitz advertising for what it is, he 
will be less susceptible to such 
presentations. 

He must recognize for ex- 
ample, the truth of a statement 
by Springfield Motors (Lincoln- 





DeSoto Adventurer Clocked at 137 m.p.h.— 


DeSoto’s new 320-horsepower Adventurer, which went on public display for the 
first time Saturday, Feb. 18, at the Detroit Auto Show, has been clocked at 137.273 
m.p.h. for a measured mile over the sands of Daytona Beach, Fila. The trial run, 
above, was a prelude to the annual NASCAR International Speed Week. Now in 
production, the Adventurer's advertised-delivered price is $3,682.50. 


Mercury), Springfield, Ill. The 
dealership said: “We're not sell- 
ing Mercury’s at actual cost... 
and neither is anyone else.” 


And realizing that profit is the 
life blood of any business, the 
buyer must be ready to question 
ads inserted by “philanthropists” 
who offer to sell their wares at 
cost or less. 

* * 5 
CASE in point: Christopher 
Motors (DeSoto-Plymouth), 
Miami, advertised recently, “Over- 
stocked . . . must sell entire stock, 
Some sold at cost. Some below 
cost.” 

The buyer also must learn to deal 
on the cash difference rather than 
the tradein allowance. 


He must look behind state- 
ments like “$650 allowance for 
any car (regardless of age) on 
any new ’56 Ford in stock — 
when brought to our lot under 
its own power.” 


The foregoing was offered by 
Hull-Dobbs (Ford), Cincinnati. 


Giveaways continued to flourish 
in advertisements surveyed by Au- 
TOMOTIVE News last week. 

a * ob 
N MIAMI, Laramore-Neese 
(Ford) offered a 21-inch televi- 
sion set or a $150 gift certificate 
redeemable at three local stores 
with each new-car purchase. 

Francis Motor Co. (Ford), Port- 
land, Ore., staged a contest with 
a ’56 Ford as the prize. It was 
open: only to persons who pur- 
chased a new car from the dealer- 
ship. 

Buyers were asked to complete 
a statement in 25 words or less 
with the winner having the pur- 
chase price of his car returnéd. 

A one-cent sale was the comeon 
used by Garfield’s Ford Corner, 
Manchester, N. H., during a “Feb- 
ruary Sales Jubilee.” 

The dealership gave buyers their 
registration and license plates for 
one cent. For another penny, pur- 
chasers could choose five items 
from a list of accessories. 





Ford Picks Ad Agency to Handle New Car— 


Special products division of Ford Motor Co., which is designing and engineering 
a new automobile, has selected Foote, Cone and Belding, Chicago, to handle its 
advertising and other advertising sponsored jointly by the division and the dealer 


organization that will be recruited to handle the sale of the car. 


The announce- 


ment was made by J. C. Doyle, center, division general sales and marketing manager; 
R. F. G. Copeland, left, assistant general sales manager, and Fairfax Cone, agency 


president. 


New-Car Inventories Set 


Alltime Mark 


at 856,000 


(Continued from Page 1) 


petition among the big makers, 
Sikes said that manufacturers “may 
be creating a monster which can 
destroy their own industry if, in 
the process of selling cars, they 
bankrupt the automobile dealers of 
America.” 


* * * 


qu» explained to the House 
that “auto dealers constantly 
are having their hands tied by the 
manufacturers in that they are be- 
ing forced to accept an assigned 
quota of cars regardless of local or 
national market conditions.” He 
added: 

“Without question, the present 
situation is unwarranted and un- 
justified. The dealer should not 
be forced to accept these cars 
under the stringent conditions set 
forth by the manufacturer. 


“Somebody has to pay for the 
cars whether or not they are sold 
to the public, and often the fran- 
chised dealer is left holding the 
bag. 

“In some cases, the franchised 
dealer is forced to resell a part of 
his car quota to other dealers for 
resale as new ‘used cars.’ This ap- 
pears to be the dealer’s only re- 
course in the light of the present 
situation.” 

* * * 
ALDISTRIBUTION is some- 
times said by dealers to result 

in a shortage of certain desired 
models in the midst of a general 
surplus. The wide variety of op- 
tional equipment and color selec- 
tions makes it a mathematical im- 
possibility to stock all the cars that 
might strike a prospect’s fancy. 

Acknowledging that new -car 
inventories in his area are 
“heavy,” one dealer concedes: 
“We must recognize that we are 
going to stock more cars than 
previously due to the increase in 
the options available to the pur- 
chaser.” 


However, even in the same city 
an extensive choice of cars may 
provide one dealer with a competi- 
tive advantage and another with a 
headache. Dealers in well-to-do sub- 
urban neighborhoods may move 
station wagons and sports jobs with 
comparative ease while dealers in 
working-class neighborhoods may 
wish for more stripped - down 
sedans. 

oe * * 
E source comments: “The only 
way we can have big inven- 
tories and still not be crushed by 
them is to have the factories as- 
sume their rightful share in this 
business of stocking cars. 

“The dealer shouldn’t be re- 
quired to hold more than a 30-day 
supply. The overhead, with financ- 
ing, insurance and storage, is a 
drain on profits. Besides, the 
model that I might have to safri- 
fice as a dog would prove profit- 
able to some other dealer. 


“I would suggest that the facto- 
ries allow each dealer to take just 





what cars he wants. He won’t take 
too few.-He knows he can’t sell 
them if he doesn’t have them. 

a * * 


—— the factories could set up 
strategically located ware- 
houses where additional cars, in- 
cluding special models, would be 
quickly available to dealers. Dealers 
could keep an inventory list of the 
cars that are being warehoused. 
“This way, efficiency would be 
improved, and makers and deal- 
ers would split the cost of main- 
taining the heavy inventories that 
are a necessity in today’s market. 
“Under present conditions, you 
can go only so far in diverting a 
buyer’s attention from the car he 
has in his mind’s eye to the one 
you have on the showroom floor. 
And there’s a limit to the swapping 
of cars among dealers, for certainly 


each wants to hold on to his own . 


best-selling models.” 





New-Car Stocks 
In Field, In Transit 


(Compiled by Automotive News) 


silane ie 


eGR ere a> 


Dealers 

Cars Cars In Total 

In Transit Potential 
Period Field to Inventory 
Ending Stockst Dealers Stocks 
dan, 1, ’50.... 251,754 188,500 440,254 
Apr. 1, ’50.... 276,136 158,000 434,136 
June 1, ’50.... 247,680 160.200 407,880 
Sept. 1, ’50.... 239,642 160,400 400,042 
dan, 1, ’51.... 888 89,900 404,738 
Apr. 1, ’51.... 406,541 138,500 545,04l 
duly 1, ’51.... 357,606 90,700 448,306 
Sept. 1, ’51.... 283,402 86,800 370,202 
dan, 1, ’52.... 224,968 31,000 255,968 
Feb. 1, ’52.... 198,762 69,000 267,762 
Mar. 1, ’52.... 182,577 76,000 258,577 
Apr. 1, ’52.... 213,391 83,000 296,391 
May 1, ’52.... 251,674 88,000 339,674 © 
dune 1, ’52.... 232,036 70,000 302,036 — 
duly 1, ’52.... 193,462 84,500 277,962 © 
Aug. 1, ’52.... 162,086 12,000 174,086 — 
Sept. 1, ’52.... 149,091 77,000 226,091 
Oct. 1, ’52.... 233,556 89,000 322,556 
Nov. 1, ’52.... 308,894 90,500 399,394 
Dec. 1, ’52.... 287,247 76,000 363,247 
Jan, 1, ’53.... 291,671 83,300 374,971 
Feb. 1, ’53.... 324,835 86,600 412,035 
Mar. 1, ’53.... 389,011 87.200 476,211 
Apr. 1, ’53.... 445,882 89,300 535,182 
May 1, ’53.... 490,381 97,700 588,081 
June 1, ’53... s 73,500 537,046 
duly 1, °53.... 479,698 82,800 562,498 
Aug. 1, ’53.... 517,119 82,200 599,319 
Sept. 1, ’53.... 514,569 74,500 589,069 
Oct. 1, °53.... 519,037 60,900 579,937 
Nov. 1, ’53.... 538,087 68,300 F 
Dec, 1, °53.... 430,876 29,000 459,876 
Jan. 1, ’54.... 428,125 36,600 464,725 
Feb, 1, ’54.... 466,176 60,600 526,776 
Mar, 1, ’54.... 511,122 62,000 573,122 
Apr. 1, ’54.... 541,911 64,000 605,911 
May 1, ’54.... 538,775 68,500 607,275 
June 1, ’54.... 503,219 62,500 565,719 
duly 1, ’54.... 445,665 62,500 508,165 
Aug, 1, ’54.... 390, 57,000 447,854 
Sept, 1, ’54.... 355,654 50,400 406,054 
Oct. 1, ’54.... 267,469 29,000 296,469 
Nov, 1, ’64.... 120,107 37,500 157,607 
Dec, 1, ’54.... 203,453 61,700 265,153 
Jan, 1, ’55.... 293,881 68, 362,381 
Feb. 1, ’55.... 373,573 89,100 462,673 
Mar. 1, ’55.... 467,655 95,000 562,655 
Apr. 1, ’55.... 544,038 99,500 643,538 
May 1, ’55.... 660,341 102,700 163,041 
June 1, ’55.... 755,498 000 848,498 
duly 1, ’55.... 736,591 77,000 813,591 
Aug. 1, ’55... 735,447 71,500 806,947 
Sept, 1, ’55.... 675,964 37,300 713,284 
Oct. 1, '65.... 489,475 48,900 538,375 
Nov. 1, ’55.... 481,735 87,600 569,335 
Dec, 1, °65.... 645,707 77,400 123,107 
Jan, 1, '56.... 755,177 53,300  *808,477 
Feb, 1, °56.... 787,765 68,900 856,665 


t+ Field stocks include cars actually at 
dealerships, those warehoused by dealers 
and factories, and demonstrators. 

* Revised. 
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All acceleration records broken for measured mile...new class mark set for flying mile... by 240-hp Plymouth FURY at Daytona Beach 


When acar breaks two U.S. records in trials sanctioned 
by the National Association for Stock Car Automobile 
Racing — brother, that’s news! And that’s what the 
new Plymouth FURY did on January 10, 1956. 


First, this Plymouth smashed all United States 
stock car acceleration records — which includes cars in 
the highest-priced field—for a measured mile. The 
FURY averaged 82.54 miles per hour in a two-way run 


from a standing start. The previous stock car record 
for the standing start was 80.428. 

Then, in a two-way run from a flying start, the 
Plymouth FURY averaged 124.01 miles per hour — 
exceeding by about 12 miles per hour the old record 
of 112.295 for its displacement class. 

Both runs were electrically clocked by NASCAR’s 
famous timing device. 


A fabulous record-smasher like the FURY isn’t 
built overnight. It takes daring imagination, superla- 
tive engineering skill. And these qualities, proved by 
the FURY’s brilliant performance, are built into every 
car that Plymouth makes! 


Dealers are now placing orders for this greatest 
Plymouth in the finest line of cars ever built to sell 
in the lowest-price field. 


A great car to sell...a great car to buoy PLYWAWOUT FI 
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Strike Finall Ends... 


To Resume 


By Joseph M. Callahan 
Staff Writer 
HE longest strike in North 
American automobile history, 


the 148-day walkout at five Gen- 
eral Motors of Canada plants, ended 
last week for 17,000 U 
men and more than 1,000 Canadian 
GM dealers. 


W work- 


The settlement, 
which will run to 
Aug. 1, 1958, was 
quite similar to the 
U. S. auto contracts. 
It provided for sup- 


plemental unemployment pay, three 
annual hourly wage increases of 
six cents, 
insurance benefits, two more holi- 
days, adjustments in wage inequi- 
ties and extra pay hikes for skilled 
workers. 


improved pension and 


George Burt, UAW regional Can- 


ada director, said the package was 
valued at about 25 cents an hour, 
compared to the U. S. settlement at 
GM of 21.3 cents. GM of Canada 
reportedly offered 
package of 20 cents before the 
strike began Sept. 19. 


the union a 


New 1956 GM models are ex- 
pected to begin dribbling through 
to GM dealers in about three or 
four weeks. Production will re- 
sume as soon as ’56 model change- 
over operations are completed. 
The changeover was partly com- 
pleted when the walkout began. 

As soon as the settlement was 


reached, construction crews began 
working 24 hours a day to prepare 
the assembly 
models. 
conjecture that the company might 
not have a 1956 car. Some produc- 
tion workers will not be recalled 
for two weeks. 


lines for the new 
There was considerable 


* * 


Union Capitulates 
oe final accord came shortly 


after the union capitulated on 


its demand that GM pay the full 
cost of employes’ hospital, surgical 
and medical insurance. Although 
Ford and Chrysler of Canada have 
already granted such benefits, GM 
refused on the grounds of princi- 
pal. The GM benefits are on a 50-50 
basis. 


Burt said the issue would be 
brought up at the next negotia- 
tions and that it would probably 
be an important matter at sub- 
sequent U. S. auto talks. 

The agreement is expected to set 


the pace for negotiations this 
spring with Ford and Chrysler of 
Canada whose contracts with the 
UAW expire in June and August, 
respectively. The last Ford nego- 
tiation resulted in a 110-day strike, 
which ended last year. Prior to the 
GM strike, this had been the long- 
est Canadian auto strike. 


* ® * 


60,000 Cars Lost 


HE strike is estimated to have 
cost the GM of Canada workers 


$26 million and the company the 
production of 60,000 cars. The un- 
ion poured in $4 million in strike 
. benefits. 


William A. Wecker, president of 


GM of Canada, said, “Our dealers 
were magnificent in understanding 
our problems. It was both hearten- 
ing and encouraging to know that 
our dealers were willing to make 
considerable sacrifices so that we 
could reach a just and equitable 
agreement.” 


“The contract should provide a 
return to the constructive labor- 
management relations which ex- 
isted for many years prior to 
the strike. Also, it will afford 
employes and the companies the 
opportunity to plan confidently 
for the future on a long term 
basis.” 

Oshawa’s Mayor John Naylor, 


full-time GM worker who divided 
his time between the picket line 
and city hall during the strike, 
said the dispute ended just in time. 


He stated, “I don’t know what 


would have happened to the city if 
it had gone on any longer. Already 
we have had to cut back on essen- 








GM of Canada Rushes 


Output 


tial city projects because taxes 


were slow coming in.” 
* * ae 


Packard Dispute Ends 


| Bayport’ week employes at a Pack- 
ard plant in Detroit were vot- 
ing to ratify a settlement which 
ended a six-week jurisdictional 
strike between AFL building 
tradesmen and UAW members. 

The agreement was announced 
at Miami Beach where AFL-CIO 
President George Meany had con- 
ducted talks with Walter Reuther, 
UAW president; James Hoffa, 
Teamsters vice-president; Richard 
Gray, national head of the AFL- 
CIO’s building trades department 
and others. 

To avoid similar disputes, 
Packard and the other auto com- 
panies will be asked to spell out 
specifically the work involved in 
renovations and to give con- 
tracts specifically for that work. 
The strike occurred when AFL 
building tradesmen came into the 
Packard plant to renovate it for 
the production of Air Force jet 
engines and found UAW members 
doing construction work. 

Within a few weeks a_ national 
formula for ironing out similar dis- 
putes will be drawn up by two 
seven-man committees representing 
the AFL-CIO’s building trades and 


industrial union departments. 
ea * 


* 


Organizing Goal Told 
_. week Meany also announced 


in Miami Beach that the AFL- 


CIO’s organizing drive has a goal 
of 26 million new members. This 
would bring the total union mem- 
bership to 41 million. 


The 26 million total was ar- 
rived at through a compilation of 
potential union membership state 
by state. Michigan, one of the 
most highly organized states, was 
reportedly organized to about 48 
percent of its AFL-CIO potential. 

Also in Miami it was reported 
that the cut in auto production re- 
sulting from the piling up of dealer 
stocks was worrying some union 
leaders. 

Norman Matthews, a UAW vice- 
president and director of the un- 

(Continued on Page 77, Col, 4) 


S-P Dealers Get 
New 2% Discount 
On Parts, Extras 


SOUTH BEND.—A new 2 per- 
cent cash discount on parts and 
accessories for Studebaker-Packard 
dealers was announced -last week 
by David S. McNally, general man- 
ager, parts and accessories divi- 
sion. 

McNally said the new discount 
is in line with the corporation’s 
policy of helping dealers achieve 
high service standards. 

Quantity lot discounts will be 
continued at the present rate as 
well as prepaid transportation from 
any of the corporation’s 31 parts 
depots, McNally said. 





Dealers Elect Officers— 


Carl R. Wetter (Cadillac-Oldsmobile), 
right, succeeds Lawrence E. Herron (Lincoin- 
Mercury), left as president of the Williams- 
port (Pa.) Automobile Dealers Assn. Other 
officers include Frank C. Hayes (Pontiac), 
vice-president; Charles Van Campen jr., 
(Dodge-Plymouth), secetray, and Edmund 
C. Purdy (DeSoto-Plymouth), treasurer. 





press releases broke out 








Michigan's Top Truck Driver— 


“truck driver of the year," 


Named Michigan's 


Herbert H. Wilson, with trophy, a 


driver for Cadillac, is congratulated by, from left, Edward S. Piggins, Detroit police 


commissioner; Mrs. Wilson; the Wilsons’ 


daughter, 


Pat; Michigan Lt.-Gov. Philip A. 


Hart, and H. G. Warner, Cadillac works manager. Wilson received his title at Michi- 
gan Trucking Assn.'s annual banquet honoring 12 ‘drivers of the month." 


— A battle of 
in the 
nation’s capital last week as the 
House Ways and Means Committee 
began hearings on the Boggs bill 
to finance an expanded bighway 
program. 

The antagonists were the 
American Trucking Assns., which 
favors the Boggs proposal, and 
the American Automobile Assn., 
which opposes it. The AAA pre- 
fers its own financing plan which 
it announced last month. 


Boggs has described his bill as 
a “compromise” with the financing 
plan that was defeated last year. 
He predicted it will win House ap- 
proval without substantial change. 


The issue in the AAA-ATA word 
war was: “Does the Boggs bill 
favor the trucking industry at the 
expense of the motorist?” 


AAA insisted the Boggs program 
is discrirninatory and asserted that 
its own plan would result in heavy 
trucks bearing what it calls “a 
— equitable share of the tax 
oO oo 


ATA called the AAA plan in- 
adequate. It claimed that the 
AAA proposal “actually would 
cost the trucking industry (in- 
cluding most of the large trucks) 
substantially less money a year 
than the Boggs proposal.” 

The Boggs bill would increase 
the Federal tax on gasoline and 
other fuels by one cent and would 
boost tires three cents a pound. It 
also would raise the excise on 
trucks, buses and trailers from 8 
to 10 percent and impose a new 
tax of 3 cents a pound on camel- 
back. 


Increases under the AAA plan 
would be half-a-cent a gallon on 
gasoline, 2 cents on diesel fuel and 
one cent on lubricating oil. Tires 
under 45 pounds, along with tubes 
and camelback in that class, would 
rise one cent. The boost would be 
5 cents in the over-45-pound class. 


The Boggs bill would produce 
an additional $12 billion in 15 
years, making a total of $34 bil- 
lion when added to revenues al- 
ready earmarked for highway 
construction. 

The AAA says its plan would re- 
sult in a total, from new and ex- 
isting sources, of $41 billion in 18 
years. However, ATA pointed out 
that the AAA plan earmarks exist- 
ing revenues from lubricating oil, a 
feature not included by Boggs. 

John V. Lawrence, ATA manag- 
ing director, said the Boggs bill 
would increase taxes $6.42 a year 
on a “typically operated” passenger 
ear. Taxes would rise $64.69 on a 
two-axle truck and $385.50 on a six- 
axle truck, he said. 

Heavy trucks, he said, would pay 
29.3 percent of the new taxes under 
the Boggs bill although they repre- 
sent only 6.2 percent of the nation’s 
vehicles. 

An AAA official said Law- 
rence’s arguments on the dollar 


WASHINGTON. 


ATA Approves Boggs Bill 


But AAA Fights Highway Revenue Proposal; 
Wants Higher Rate for Trucks 


taxes paid by trucks “pretty well 
ignore the real issue.” 

He insisted that regardless of the 
amount of taxes paid, there should 
be a differential in the rate fixed 
for heavy trucks and the rate for 
passenger cars and light and medi- 
um trucks. Every state levies a 
differential tax, he said. 

The truckers were the second 
large industry to support the Boggs 
bill. Earlier the Rubber Manufac- 
turers Assn. backed the proposal. 

Ross R. Ormsby, RMA president, 
said the industry regarded as equit- 
able the provisions of the bill which 


apply to rubber products. 


In New York, Arthur O. Dietz, 
president, C. L. T. Financial Corp., 
called for speedy action on a 
highway program and warned of 
the cost of delaying construction 
plans. 


Dietz, who also is treasurer of the 
Automotive Safety Foundation, said 
the ASF studied highway needs in 
Michigan in 1947 and recently has 
released a new study to supplement 
the 1947 report. 








GM Wins « Round 
In Fight on Colo. 
Cancellation Curb 


DENVER.—A three-man Federal 
Court last week awarded to Gen- 
eral Motors a round in its fight 
to invalidate a Colorado legal pro- 
vision which requires car makers 
to gain a court order before they 
can cancel a dealer’s franchise. 

The legislation, passed last year 
as an amendment to the State 
dealer-licensing law, also bars fac- 
tories from forcing parts, -accesso- 
ries and motor vehicles upon 
dealers. 

It is being held in abeyance pend- 
ing the GM court test of its legali- 
ty. GM filed suit in October to 
have the law declared unconstitu- 
tional. 

The court action last week upheld 
a GM motion to throw out defense 
contentions that contracts between 
GM and its dealers were in re- 
straint of trade and not entitled 
to protection under the State and 
Federal constitution, and that an 
illegal conspiracy existed bewteen 
the company and its dealers. 

The court gave Fred M. Winner, 
attorney for the State, 30 days in 
which to amend his answer to the 
GM complaint. 

Defendents in the suit are Gov. 
Edwin C. Johnson, Attorney- 
General Duke Dunbar, Earl 
Blevins, director of revenue, and 
David Walker, administration su- 
perintendent for motor vehicle 
dealers. 


2 New Hardtops 
Priced by Ford 


DEARBORN. Offcials of the 
Ford division have in mind an 


early introduction date for a pair — 


of two-door hardtops that will be 
added to the Ford Customline 
series. 

Advertised-delivered price of the 
six-cylinder job will be $2,042.83 and 
that of the V-8 model, $2,142.81. 

The middle-priced Customline 
cars heretofore have been without 
a hardtop to correspond with those 
offered in Chevrolet’s Two-Ten 
series. The Chevrolet two-door 


hardtops are priced at $2,029 for ~ 


the six and $2,128 for the V-8. 


School Honors Newberg 

SEATTLE. — William C. New- 
berg, Dodge president, has been 
named University of Washington’s 
“most distinguished alumnus” for 
1956. Newburg was graduated from 
the university in 1933. 


Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Copyright, 1956, by Automotive News) 


(Aptco Auction. Sales every Wednesday and Friday.) 


Feb. 15 


(Market steady. Sold 76 percent of 
186 cars entered.) 


BUICK — ’55 Century station wagon, 
$2,375*; RM conv., $2,215* (ps); 
Special 2-dr., 
coupe, $1,775*; Super 2-dr., $1,975*; 
4-dr., $1,965*. "54 RM, 2-dr., $1,525*; 
4-dr., $1,415*, $1,325*; Special 2-dr., 
$1,455*, $1,235*, $1,080*. ‘53 Super 
2-dr., $1,055*, $805*; 4-dr., $920*. 
"50 Super 4-dr., $225*; 2-dr., $125. 

CADILLAC — ’53 (62) sedan, $1,600* 
(ps), $1,590* (ps). °'52 (62) club 
coupe, $1,315*. '51 (62) sedan, $920*. 
*49 (62) club coupe, $425*. 

CHEVROLET—’'55 One-fifty (6) 2-dr., 
$1,000, $990. ‘54 Two-ten conv., $1,- 
100*; 4-dr., $865; 2-dr., $815, $760. 
’53 Bel Air 4-dr., $775, $700; 2-dr., 
$750, $735; %-ton pickup, $615; Two- 
ten 2-dr., $695*, $550. '52 SL Deluxe 
4-dr., $490*; %-ton pickup, $430; 2- 
ton van, $325.-.'51 SL Deluxe 2-dr., 
$295*, $295, $280. '50 SL Deluxe 2- 
dr., $215. 

CHRYSLER—’55 NY Hardtop, $2,260* 
(ps). '53 Windsor 4-dr., $885* (ps), 
$650*. ’52 Windsor conv., $370*. 

DeSOTO — '53 Fire Dome (8) club 
coupe, $745*; 4-dr., $770*. ’50 Cus- 
tom (8) conv., $155". 

DODGE — '56 Coronet 2-dr., 
(ps). °55 Royal (8) Hardtop, $1,590; 
Coronet club coupe, $1,545. '53 Coro- 
net sedan, $625*. °52 Coronet conv., 
$385; club coupe, $280*. °51 Way- 
farer 2-dr., $235; 4-dr., $205. ’50 
Coronet sedan, $250, $240*, $135. 

FORD — '55 Country Squire, $1,765; 
Fairlane (8) club coupe, $1,625; Cus- 
tom (8) 4-dr., $1,200, $1,135. °54 
Crest (8) club coupe, $1,150; Custom 
(8) 4-dr., $1,000; 2-dr., $880, $765; 
%-ton pickup, $710. '53 Custom (8) 
station wagon, $1,175; 2-dr., 
$700; 4-dr., $750, $575; 

Victoria, $920°; Main (6) 2-dr., 


$2,025*, $2,010*; club 


$2,140* 


. 


"52 Crest (8) Victoria, $600. ’51 Cus- 
tom (8) Victoria, $390; 2-dr., $360, 
$310, $275. °49 Custom (8) sedan, 
$110. 

HUDSON — ’°54 Hornet club 
$920*. °53 Super Wasp 4-dr., 
"52 Hornet 4-dr., $440. 

KAISER—’53 4-dr., $310. 


LINCOLN — ’'55 Capri 4-dr., 
’52 Capri 4-dr., $775*. 
MERCURY—’'55 Monterey sedan, 
760* (ps); Custom 2-dr., 
’54 Monterey 2-dr., $1,020*. 

. °*52 Hardtop, $610*. 
$360. °50 2-dr., $175. 
"54 Rambler station wagon, 
Statesman 2-dr., $850. 53 
Rambler station wagon, $645; conv., 
$530; Statesman 4-dr., $450. 

OLDSMOBILE—’54 (98) club coupe, 
$1,890*; (88) conv., $1,725*; club 
coupe, $1,580°; 2-dr., $1,475*. ’53 
(98) 4-dr., $930* (ps); (88) 2-dr., 
$890*. ‘52 (98) 4-dr., $500* (ps). 
"50 (88) club coupe, $365*; 4-dr., 
$320*. 

PACKARD—'54 Clipper 2-dr., $935*. 
"51 4-dr., $250*, $245*. 

PLYMOUTH — '55 Belvedere (6) club 
coupe, $1,405*; Savoy (6) 4-dr., $1,- 
205*. °54 Belvedere 4-dr., $835* (ps); 
Plaza d¢lub coupe, $340, '53 Cam- 
bridge club coupe, $525; 4-dr., $480; 
Cranbrook 4-dr., $560; club coupe, 
coupe, 2 at $550; Suburban, - $480. 
’52 Cranbrook 4-dr., $300. °51 Cam- 
bridge club coupe, $215; 4-dr., $125. 
"50 Special Deluxe 4-dr., $235. 

PONTIAC — '55 Star Chief (8) club 
coupe, $1,905* (ps); Chieftain (8) 
Catalina, $1,620*; 4-dr., $1,610*. °54 
Chieftain (8) Catalina, $1,390*; 2-dr., 
$1,025*. '53 Chieftain (8) club coupe, 
$985*, $930*; 4-dr., $815*, $770*, 
$750*, $730*; 2-dr., $710*. ’52 Chief- 
tain (8) 4-dr., $570*; 2-dr., $560*. 

STU DEBAKER—-~’55 Champion station 
wagon, $1,095*. 


coupe, 
$525. 


$2,200*. 


$1,- 

$1,370". 
"53 2-dr., 
"51 4- 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 57, 62, 63, 64 
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LONGEST LOVE AFFAIR SINCE 
AUTOMOBILES BEGAN : 


IN 1955, FOR THE 20TH YEAR IN A ROW, 
MORE PEOPLE BOUGHT CHEVROLETS 
THAN ANY OTHER CAR 


Final and official registration figures prove it! 
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Now—over 


2% million more 


people drive 
Chevrolets 
than any other 
Car...and 
the hot one’s 
even hotter 


in 1956! 


Chevrolet Division of General Motors, Detroit 2, Michigan aay 
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AUTOMOTIVE NEWS, FEBRUARY 20, 1956 


‘Efficiency’ Formula, Appeal Board Dropped ... . 
GM Reverses 2 Basic Policies 


By Maynard M. Gordon 
News Editor 

N OVERHAULING the dealer 

selling relationship, General 
Motors has uprooted basic policies 
directly connected with the cor- 
poration’s postwar growth. 

The full extent of the GM 
revision in terms of past corpora- 
tion thinking was just beginning 
to make itself clear to the 18,000 
GM dealers and their spokesmen 
last week. 

Many questions remained unan- 
swered, pending the March 2 
address by GM President Harlow 
H. Curtice and release by March 1 
of the new franchise agreements 
themselves. 

* * 
But unbelieving GM dealers last 
week were excitedly discussing 
point after point of the changes in 
an effort to figure out just what 
each one will mean. 

Much speculation and attention 
was being given the plan for a 
factory-dealer umpire and the 








repeal of the “efficiency” sales 
formula, by which local dealers 
were expected to match national 
penetration percentages. 

Fresh in dealer minds was the 
testimony of the 13 dealer wit- 
nesses against GM before the 
O’Mahoney subcommittee in De- 
cember. Twelve of these dealers 
or former dealers were censured 
by GM for failing to bring their 
volume up to the national level. 

One dealer called the 13, “Our 
13 martyrs.” 

The only dealer of the 13 can- 
celled for a reason other than his 
sales record was Lee C. Anderson, 
of Lake Orion, Mich. He lost his 
Buick-Chevrolet-Pontiac deal after 
making a public attack on GM’s 
employe discount sales plan. 

* * + 

HE cancellation of J. Ed Travis, 

of St. Charles, Mo., drew maxi- 
mum attention during’ the 
O’Mahoney hearings. Buick and 
Pontiac both dropped Travis, a 40- 
year dealer, 


on specific grounds! only of the national sales formula 


Upholstery 


Glove Compartment 


> 


of lagging behind the national vol- 
ume attainment in the St. Charles 
market. 

But this “yardstick” went into 
limbo under the GM announcement 
of last week. Henceforth, said the 
Curtice statement, GM 6 selling 
agreements will carry a “detailed” 
provision for “evaluating dealer 
sales performance based on all fac- 
tors, including local conditions, 
affecting his dealership either fav- 
orably or adversely.” 

In Travis’ case, closing of a 
local factory was blamed in large 
part for his inability to meet the 
sales targets set by the factories. 
He also assailed the national 
“yardstick” criterion during his 
appeal to the GM Dealer Rela- 
tions Board, insisting that Mis- 
souri sales percentages would be 
more applicable than a national 
scale. 

Reflecting the scope of the GM 
changes is the abandonment not 
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policy, but also of the Dealer Rela- 
tions Board itself. 

The Board, conceived by Alfred 
P. Sloan jr. in the “Quality Dealer” 
days: of 1938, is giving way to the 
impartial arbitrator. 

“Who will he be?” many GM 
dealers were wondering last week. 

* * * 


N° DOUBT exists among GM 
retailers that cancelled GM 
dealers will be able to bring their 
own attorneys and accountants 
before the umpire, a privilege 
denied them under the Dealer Rela- 
tions Board. 

The fact that an outsider, prob- 
ably a former judge, will be given 
the arbitrator job also was viewed 
as a marked concession. The Dealer 
Relations Board was composed of 
top corporation executives, headed 
by the president, whose orientation 
was “corporation” and who tended 
to place the burden of proof on the 
dealer-defendant. ; 

Travis, Anderson and Miller 

Kaminsky, of Savannah, Ga., bit- 
terly denounced the “one-sided- 

ness” of the appeal procedure 
before the O’Mahoney subcom- 

mittee. 

Another witness, S. W. Fraser, of 
Portland, Ore, said he decided 
against appealing to the Dealer 
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AVISCO’ PRODUCTS take to the road! 


Lift the hood, open the door, or look into the glove compartment of a modern automobile, 
and you're bound to come in contact with a product that American Viscose has helped pioneer. 
Tough, versatile rayon staple and tow are being used in the manufacture of many diverse 
automotive elements. And this is only the beginning. 


We believe that rayon products can be used even more extensively by the automotive industry. 
Our engineers are eager to work with suppliers and manufacturers. May we talk it over? 


*Trademark of American Viscose Corporation 


GROW WITH AVISCO 
















Relations Board because he had 
been advised he wouldn’t get a fair 
hearing. 

* * * 
NDERSON stirred the 
O’Mahoney deliberations with a 

charge that Curtice called the 
former dealer a “red” at an appeal 
hearing. This was denied for Cur- 
tice by W. H, Hufstader, GM dis- 
tribution vice-president. 


“GM,” one dealer mused, “has 


given up two pillars of its postwar + 


selling policy. First, they’ve dropped 
the national sales formula with 
which they bludgeoned more and 
more volume out of their dealers. 

“Second, the threat of summary 
and arbitrary cancellations is dis- 
pelled, because even if the umpire 
upholds GM, the cancelled dealer 
will be protected by the factory 
on disposing his premises. 

“Of course, the O’Mahoney and 
Monroney hearings had plenty to do 
with this change of heart, but I 
wonder if they haven’t come around 
to the notion that they can stay 
on top of the market on product 
appeal alone, without having to 
blackjack sales out of their dealers.” 

* * * 

EALERS were not as inclined 

to regard the three options of 

franchise agreements as contribut- 
ing factors to their long-range 
security. 

“We can be cancelled without 
cause under the indefinite-duration 
agreement—so that isn’t worth a 
darn,” one dealer said. “The five- 
and one-year agreements provide 
for ‘caneellation with cause,’ which 
hasn’t meant much in the past 
when you consider why the 
O’Mahoney witnesses were can- 
celled.” 

After concluding his hearings, 
Senator O’Mahoney had been 
quoted as saying that GM allowed 
for cancelling dealers “without 
cause.” The GM agreement now 
being rewritten has provided only 
for cancellations “with cause,” in 
contrast to the without-cause 
terminations allowed by Chrysler 
and Ford. 

Other anti-GM dealer witnesses 
who testified before the O’Mahoney 
investigation were as follows: M. H. 
Yager, Albany, N. Y.; J. B. Silaz jr., 
Conway, Ark.; James T. Hamrick, 
Mobile, Ala.; Don B. Robbins, Fort 
Smith, Ark.; Eldon C. Conrad, 
Springfield, O.; Sumpter Priddy jr., 
Waverley, Va.; Ed Hammer, Sheri- 
dan, Wyo.; W. E. Bunting, Shelby- 
ville, Del.; Albany (Ga.) Motors Co. 

An obviously pleased dual GM 
dealer summed it up this way: 

“Let’s face it. Throw in the war- 
ranty absorption and the other- 
dollar-and-cents concessions with 
the umpire and the sales policy 
changes, and you have to admit the 
boys on W. Grand Blvd. have really 
made an about-face.” 


Factories Claim 
Increased Sales 


(Continued from Page 2) 
ended last Sept. 30, William J. 


Bird, sales vice - president, 
nounced last week. 


Bird added that it was the first. 
time in four years that sales for. 


the first 10 days of February had: 
exceeded those of the last 10 days 
of January. 

* * ” 

Buick 

Buick dealers delivered 18,468 
new cars during the first 10 days 
of February, Ivan L. Wiles, gen- 
eral manager, announced last week. 
The figure was 12.2 percent below 
the 21,035 sold in the same period 
last year. 

Wiles said deliveries averaged 
2,052 for each of the nine selling 
days during the most recent period 
against 2,012 per selling day dur- 
ing the last 10 days of January. 

oF cs * 


Hudson 


January sales of new Hudson au- 
tomobiles were 61 percent ahead 
of January, 1955, according to N. K. 
VanDerzee, sales vice-president. 


$450,000 Blast, Fire 

An explosion and a fire caused 
an estimated $450,000 worth of 
damage to two dealerships and ad- 
joining property in Sulphur, Okla., 
and Hoopeston, Ill. In Sulphur, a 
butane truck blew up in the shop 
of Paul Reed Motor Co. Damage 
was put at $250,000. A four-hour 
fire caused some $200,000 damage to 


Sims Motor Sales and an adjoin- ; 


ing building in Hoopeston. 
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Ford Dealership Parallels Epic Events ... 


Flanagan Buggy, 90, Marches On 


GREENVILLE, N. C. — If any 
auto dealership except the John 
Flanagan Buggy Co. (Ford) of 
Greenville announced its 90th an- 
niversary, it would sound prepos- 
terous. 

But this adaptable company, 
which began operating in 1866 and 
started selling Fords in 1914, is 
still flourishing and expanding un- 
der the third and fourth genera- 
tions of Flanagans. 

Asked how the company was 
able to survive nine decades de- 
spite crop failures, panics, de- 
pressions, bank failures, changing 
times, wars and other adverse 
conditions, a spokesman said: 

“There are, of course, many rea- 

sons; but probably the key factor 
to which such a record must be 
attributed is that the company has 
been able to adjust itself to chang- 
ing times and changing conditions 
and still keep pace with advance- 
ments and offer its customers the 
same high caliber service from year 
to year, decade to decade.” 

The spokesman added that 
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parts department 


time and money. 
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LYON 


METAL PRODUCTS, INC. 
General Offices: 

290 Monroe Avenue 
Avrora, illinois 

Factories: 

Aurora, Illinois 

York, Pennsylvania 


Your LYON 
Automotive 
Distributor 


is thoroughly qualified to lay 
out and install a complete 


Why not talk to him? You'll 
find he can save you space, 


another necessary element is a 
management that is farsighted, ag- 
gressive and endowed with the 
conviction that the greatest days 
of the people it serves are yet to 
come. 

He continued, “It (the manage- 
ment) must be willing to increase 
its investment to give greater 
and more timely service to its 
customers. It must be willing to 
plow back into the business a 
large portion of the funds which 
are paid in by customers for serv- 
ices and products.” 

The Flanagan Buggy Co. cer- 
tainly has fulfilled this require- 
ment, having increased its net 
worth 4% times since 1942 when 
the present president, E. Graham 
Flanagan, took the reins. 

Shortly before the Civil War be- 
gan John Flanagan had founded a 
small manufacturing plant in Ham- 
ilton, N. C., about 100 miles north 
of Greenville. 

Then, according to a biographer, 
“The Southland needing his serv- 
ices, in 1862 he enlisted in the 17th 










for you. 











North Carolina Regiment and gal- 
lantly served in the Confederacy 
until the laying down of arms at 
Appomattox. 

“While he was away in the war 
and during Foster’s raid through 
this section of North Carolina, his 
factory and all that he possessed 
was destroyed by fire. 

“Returning to his home he 
found, like many other Confeder- 
ates, that the ravages of war had 
swept away all that he had, but 
nothing daunted, he set to work 
again, determined to forge his 
way to success.” 

He then founded the John Flana- 
gan Buggy Co. in Hamilton, in 
1866 when he was 37. Two years 
later he moved his buggy manufac- 
turing concern to Greenville, where 
he remained until his death in 1902, 
producing “quality carriages, phae- 
tons, surreys and runabouts, both 
steel and rubber tired.” 

After the death of the founder, 
his son, Col. E. G. Flanagan, took 
control of the company and reor- 
ganized it, with several stockhold- 
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John Flanagan Col, Flanagan 
* + * 

ers. In 1907 the firm was again 
reorganized when Col. Flanagan 
and W. E. Hooker bought up all 
the stock, dissolved the corporation 
and operated as a partnership for 
the next 25 years. 

One historian reports, “recogniz- 
ing the automobile would in time 
take the place of the horse and 
buggy, the company in April, 1914, 
signed a contract with Ford Motor 
Co. for the distribution and sale of 
Ford cars and trucks. 

Later in the same year the com- 
pany also began selling Buicks and 
Oakland cars and Pope and Indian 
motorcycles. The Buick and Oak- 








FOR AUTOMOBILE DEALERS 


@ What’s your particular bulky parts storage problem? 
These Lyon racks provide the exact answer because 
they are completely adjustable and can be adapted to 
any requirement. No matter how long or bulky, parts 
can be stored neatly, by group or part number se- 
quence. Faster location. Closer inventory control. 
Easier ordering. 


Write for Lyon Steel Equipment catalog and name 
of your nearest Lyon Automotive Distributor. 


A PARTIAL LIST OF LYON STANDARD PRODUCTS 
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land franchises were surrendered 
in 1918. 


“In 1916,” the writer continues, 
“two years after the company 
entered the automobile business, 
it was still doing a thriving buggy 
manufacturing business. In the 
Greenville plant almost 125 peo- 
ple were employed in buggy man- 
ufacturing, turning out buggies 
at the rate of 60 a day. 


“Four company drummers (sales- 
men) traveled throughout the South 
selling the buggies to dealers in a 
number of states.” 


As the “horseless buggy” gradu- 
ally replaced the horse and buggy, 
the firm’s manufacturing function 
was gradually curtailed. In 1920 the 
John Flanagan Buggy Co. made its 
last buggy. 

Commenting on the firm’s reluc- 
tance to change its name, F. 
Badger Johnson jr., the present 
general manager, said, “The firm 
has always held to the original 
name, very probably from a senti- 
mental standpoint, and very likely 
will never change its name.” 

In 1932 the company was reor- 
ganized and Hooker sold his stock 
to his partner’s sons, E. Graham 
Flanagan and John Flanagan. Sub- 
sequently Flanagan served as state 
resentative for four terms, state 
senator for one trem and he was 
North Carolina delegate to three 
Democratic national conventions. 

In 1942 Col. Flanagan, who had 
become a leading figure in North 
Carolina political and business cir- 
cles, died, leaving the firm to his 
four children, John, Graham, 
Charles and Rosamond Flanagan 
Wagner. The company was _ re- 
incorporated, with these four hold- 
ing all stock. 

Two years later, E. Graham 
Flanagan bought the stock of his 
brother John. Since then the 
company has been owned and 
operated by E. Graham Flanagan 

(president and treasurer), C. R. 
Flanagan (vice-president) and 
Mrs. Wagner as secretary. 
Commenting on his first jobs in 

the auto dealership, E. Graham 
wrote recently, “I graduated to 
teaching people who bought cars 
from us how to drive. After the 
first two efforts in driver instruc- 
tion I knew then I was an expert 
and no one was incapable of being 
taught to drive. 

“But I hadn’t counted on Mr. 
Willis Johnston. Mr. Johnston’s © 
prior means of transportation was & 
boat he operated on-the Tar River. 
At that time the steering wheel on 
boats was turned in the opposite 
directicn of which you wished to 
go. One can imagine how difficult 
it was to instill in Mr. Johnston’s 
mind the idea that automobiles 
didn’t steer that way. 

“I told him about Barney Old- 


field and the race track, and took 
(Continued on Page 70, Col, 3) 


Bendix Combines 
All Activities 
In Auto Radios 


BALTIMORE.—Bendix Radio, a 
division of Bendix Aviation Corp, 
has announced that it is consoli- 
dating all .its automotive radio 
product sales, manufacturing, engi- 
neering, quality control and pur- 


chasing. 
Edward K. Foster will be general 
manager; G. R. Badger, quality 


control manager; G. R. Randolph, 
chief engineer; H. M. Munson, 
purchasing agent; Vincent C. Judd, © 
general sales manager; L. H. Jones, 
sales manager, Baltimore; R. A. 
Scheeler, manufacturing manager, 
and Edward A. Curry, sales man-— 
ager, Detroit. 

The firm said the new setup also 
was being patterned for the avia-— 
tion, mobile and government prod- 
uct lines. It is being established for 
better managerial coordination of 
the automotive business, which 
Bendix said, has increased steadily. 
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Meeting the Practical Problems .. . 
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Case Histories of a Salesman 


Eprror’s Note: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who is 
active in today’s market. 

* aod * 


Dear Ed: 
WAS on my way to the show- 
I room this morning when I 
came upon the scene of an acci- 
dent only a few minutes after it 
d happened. 
7 = Like several 
2 others, I got out 
to see what was 
going on and if 
anyone had 
been hurt. 
Fortunately, 
no one was in- 
jured, but one 
car was badly 
wrecked and 
couldn’t be 
a driven. In this 
Bert Simons car, from out of 
state, were two adults and three 






children. They had been travel- 


Waterbury Plans 
Washington’s 
Birthday Fete 


WATERBURY, Conn.—Members 
of the Waterbury New Car dealers 
Assn. have completed. plans for 
their third annual Washington’s 
Birthday open house which will be 
held Wednesday. The event is 
something of a one-day auto show 
during which residents are invited 
to visit the city’s dealerships and 
view the 1956 models. 

The dealer group also 
soring a safety slogan 
First prize is an ocean 
trip for two. 

It has been announced that the 
expiration date for 1955 Connecti- 
cut auto registrations has been ad- 
vanced from Feb. 29 to March 31. 
Deadline for renewal by mail is 
March 10. 

The registration fee now is $8 for 
all types of passenger cars. The fee 
formerly was based on the weight 
of the car. 


is spon- 
contest. 
vacation 


Aluminum Assn. 


Reelects Fahlman 


NEW YORK.—Everett G. Fahl- 
man president, Permold Co., 
Medina, O., has been reelected 
president of the Aluminum Assn. 
and Arthur V. Davis has been 
reelected board chairman. Davis is 
board chairman of Aluminum Co. 
of America. 

Reelected vice-presidents were L. 
M. Brile, Fairmont Aluminum Co., 
Fairmont, W. Va.; Frank B. Cuff, 
Aluminum Co. of America, and 
George N. Wright, Harsch Bronze 
& Aluminum Foundry, Cleveland. 

Renamed directors-at-large were 
Archie P. Cochran, Cochran Foil 
Co., Inc., Louisville, and John W. 
Douglas, Republic Foil and Metal 
Mills, Inc., Danbury, Conn. C. A. 
Macfie, Revere Copper & Brass, 
Inc., New York, also was elected 
to a three-year term on the board. 


Lempco Announces 


Cash Bonus Awards 

BEDFORD, O. — Al Harding, 
sales vice-president, Lempco Prod- 
ucts, Inc.. here has announced 
bonus awards for sales perform- 
ances in the automotive equipment 
division. 

Top men were Bill Mansfield, 
Greensboro, N. C. ($4,500); Ed Ke- 
zele, Detroit ($4,000); and, Russ 
Sutton, Easton, Pa. ($3,500). These 
men, with Bill Nunn, Seattle, and 
Al n, Waterbury, Conn., were 
admitted to the “100 Club.” Sutton 
also was named “salesman of the 
year” for producing the greatest 
volume over sales quota. 


Standard Picks Robertson 


Appointment of I. W. Robertson 
to a position with the sales staff 
of Standard Products Co., Detroit, 
has been announced. His work for 
Standard will be in sales and devel- 
opment engineering for the Port 
Clinton (O.) division. 








ing through on their way to the 
eastcoast. 

I made my way toward the 
owner to see if in some way I 
could lend a hand in his situa- 
tion. After a few minutes of in- 
troduction and explanation—their 


Detroit Area Jobbers 


See New Fram Program 


DETROIT. — Fram Corp. un- 
veiled its 1956 sales and merchan- 
dising program before more than 
150 jobbers and salesmen. It in- 
cludes a nationwide dealer and job- 
ber salesmen’s contest with 1,218 
prizes valued at $110,000. 


Robert Kosten, sales manager, 
jobber division, explained the pro- 
gram and displayed the new Fram 
products in a 55-minute presenta- 
tion. Other Fram representatives at- 
tending were Roy C. Noll, Detroit 
zone manager, and George Max- 
stead, Detroit district manager. 


ASK YOUR BEAR JOBBER FOR AN 


name was Brown — it became 
practical to get them away from 
all the excitement the accident. 
had caused. 


7 * ok 
{Ao they had no friends 
in the city, I invited them 
into my car to wait for the police 
to arrive and make the necessary 
report. 

I also arranged for a tow 
truck from our garage to take 
care of his car. With these 
things done, we proceeded to 
my dealership, which was not 
far away. 

When we arrived, Mrs. Brown 
had many little chores to do to 
get herself and her children back 
to normal. Brown and I waited 
the arrival of his wrecked car. 

* * + 


ya the tow truck arrived, 
our bump shop manager 


looked over the car. It was 





wrecked too badly to fix up again 
considering that it was five years 
old. I knew my natural duty now 
was to sell him a new one—so 
first question was about the kind 
of insurance he had, where it 
was and so on. 


an office in town 
known to us. I 
could go over there righ 


In the meantime, I was aware 
what the wreck was worth ap- 
proximately and also, within rea- 
son, how the insurance adjuster 
would settle. With these facts I 
proceeded to show Brown how 
he could trade for a new model 
right away. 

It was still early morning and 
by noon we had a deal cooked 
up to a point where we had the 
approval of our finance company 
—which had an office in Brown’s 
home city. 

By 2 p.m., the Browns were on 
their way in a new car. 


Sometimes it pays to be nosey. 
The Browns were well pleased 
and on their way, and I made 


another sale. 
—Berrt Smons. 








The Big and The Smalil— 


Anticipating the demand for bigger 
tires, General Tire and Rubber Co. has 
announced a million dollar expansion of 
its facilities for giant tire production. To 
illustrate its dual program, General Tire 
poses Gilbert Reichert, 7-foot 6-inch sales- 
man, with its 1,800-pound LCM tire, and 
little Gary Pinkle, of Akron, with a white- 
walled Nygen tubeless tire weighing 27 
pounds. 


” DEMONSTRATION 


of the NEW 1956 BEAR On Car BaLancer 
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grease pit! 


This demonstration will open your eyes, too, to a new 
kind of simplicity of operation, a new high in accuracy 
and a new low in equipment cost! Be sure to grab your 
first opportunity to see this great little money-maker 
in action—make a date soon for an “eye opener”’ 
demonstration of the 1956 Bear On-A-Car Balancer! 
Bear Mfg. Co., Dept. A-14, Rock Island, Ill. 
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Factories Move fo Lift 
Morale of Dealers 


C APPEARS that the auto makers are making a 

determined effort to meet the challenge of solving 
dealer-factory problems before Washington steps in with 
legislation. 


If this is possible, it will be a healthy step for the indus- 
try. It would be far better for the morale of all concerned 
for the industry to meet its own problems. 

Spirit plays a large part in the success of any selling 
organization—and the spirit under mutual efforts to iron 
out problems within the family has much more promise 
than that which would exist under government efforts to 
regulate a dealer-factory relationship. 


All of the makers presently are engaged in efforts to 
restore dealer morale. George Romney, president of Ameri- 
can Motors, started the ball rolling several weeks ago. 


And last week Harlow H. Curtice, president of General 
Motors, offered a program involving revamping of the fran- 
chise, use of a cancellation umpire, assurances of fairer 
treatment of dealers in cancellation and a moratorium on 
expansion of GM’s dealer total. 


Judging by the enthusiasm of dealers who attended the 
conference, GM has taken a long step toward restoring the 
morale of its dealers. 


In view of the competitiveness of the auto industry, you 
can take it as a certainty that the other makers will do no 
less for their dealers. 


If the industry follows through with these plans, it is 
likely that auto sales will once more be soaring, for the 
industry will have a spirited sales organization behind its 
efforts, rather than a disgruntled one. 


As we pointed out some time ago with relation to this 
problem, cooperation beats the whip any day. 





Events 


Dealer Conventions 


Feb. 27— Louisiana Automobile Dealers 
Assn., Hotel Roosevelt, New Orleans. 
May 4-5—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 
May 14-15—Missouri Automobile Dealers’ 
Assn., Muehlebach Hotel, Kansas City, 
°, 


M 
ey 14-15—Pennsylvania Automotive Assn., 
e Inn, Buck Hill Falls, Pa. 

May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S. C. 

June 25-27 — Michigan Automobile 
Dealers Assn., Hotel Olds, Lansing. 
June 28-July I—New York State Automo- 
bile Dealers, Inc., Directors and County 
Vice-Presidents Spring Meeting, Lake 

Placid Club, Lake Placid, N. Y. 

Sept. 17-18—Minnesota Automobile Dealers 
Assn., St. Paul Hotel, St, Paul, 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 

Oct. 21-23—Florida Automobile Dealers 
aah, Fort Harrison Hotel, Clearwater, 

a. 

Nov. I1-13—Kentucky Automobile Dealers 
Assn. Seelbach Hotel, Louisville. 

Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland, 

Jan, 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco, 


* x = 


Dealer Auto Shows 


Feb. 18-26—Detroit Auto Show, Michigan 
State Fair Grounds, Detroit. 

Feb. 19-25—Syracuse Auto Show, Onon- 
daga County War Memorial building, 
Syracuse, N. Y. 

Feb. 25-March 3—Kansas City Auto Show, 
Exhibition Hall, Municipal Auditorium, 
Kansas City, Mo. 

March 6-10—Chariotte Auto Show, Me- 
morial Coliseum, Charlotte, N. C. 
March 7-li—Spokane Auto Show, Coli- 

seum, Spokane, Wash. 

March 9-11 — Kansas Motor Show, Sports 
Arena, Hutchinson, Kansas, 

March 13-19 — Greensboro Auto Show, 
Greensboro Tobacco Warehouse, 
Greensboro, N. 

March 16-18—Wichita Auto Show, Univer- 
sity of Wichita Field House, Wichita. 

March 20-27—Danville Auto Show, Neal's 
Tobacco Warehouse, Danville, Va. 

March 27-Aprilt 3—Raleigh Auto Show, 
William Neal Reynolds Coliseum, Ra- 
leigh, N. C. 

March 27-April 3 — Rocky Mount Auto 
Show, Rocky Mount, N..C. 

April 3-10 — Lynchburg Auto Show, Big 
Farmer's Warehouse, Lynchburg, Va. 
April — Lewiston Auto Show, Lewiston 

Armory, Lewiston, Me. 

Jan. 5-13—Chicago Auto Show, Interna- 

tional Amphitheatre, Chicago. 


General 


Feb, 12-26—NASCAR Speed Weeks, Day- 
tona Beach, Fla. 

Feb. 21-22—MEMA, NSPA and MEWA 
National Conventions, San Francisco. 

March 3-11—General Motors Motorama, 
Pan Pacific Auditorium, Los Angeles. 

March 6-8—Society of Automotive Engi- 
neers, Passenger Car, Body, and Mate- 
rials Meeting, Hotel Statler, Detroit. 

March 15-17—Uniontown Auto Show, Fay- 
ette Street, Uniontown, Pa. 

March 19-2i—Society of Automotive Engi- 
neers, Production Meeting and Forum, 
Hotel Statler, Cleveland. 

March 24-April |—General Motors Motor- 
ama Civic Auditorium, San Franciseo. 

March 27-29 — Canadian Automotive 
Wholesalers & Manufacturers Assn., 
King Edward Hotel, Toronto. 

April 16-20 — New York's annual Safety 
Convention and Exposition, Hotel Stat- 
ler, New York, 

Apr. 19-29—General Motors Motorama, 
National Guard Armory, Boston. 

April 21 - May 2—38th International Motor 
Show, Turin, Italy. 

April 28-May 6—International Automobile 
(See CALENDAR, Page 67, Col. 1) 


30: Years Ago.. . 


The Big Stories 


An unprecedented winter demand for Chevrolet cars and trucks 
necessitated a production last month nearly three times that of Janu- 
ary, 1925, according to W. S. Knudsen, president. January production 
was more than 440,000. February production calls for more than 


51,000 units. 


A. R. Glancy, president, Oakland Motor Car Co., stated that the 
automobile industry has been stabilized by sane production and distri- 
bution of new cars, economies in production and by an intensive 
effort of manufacturers to help dealers merchandise their cars. 


All previous two-day production records of Dodge Bros. were broken 
when output of the Detroit plant reached 1,500 cars for each of the 


two days. 


The sales of General Motors cars by dealers to users in January 
totalled 53,721 cars and trucks, compared with 25,593 in January, 1925. 
Sale at auction of the assets of Rollin Motors Co., Cleveland, for a 
total of $47,500 to a group of 12 bidders was confirmed in U.S. Court. 











An Irked Owner Speaks 





Automotive Cartoon 


Of the Week 


(During iliness of Ogg Fitzgerald, other cartoonists are filling this corner), 
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"Speaking of cars, Senator, | can give you the 
deal of a lifetime this month!" 





Letterbox 
‘Memo to Designers... . 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 
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|are too weak and too hard to 
|notice quickly. 
may I submit the following sugges- usta ‘= tae a bee an 


tions with the hope that, if you meters. Also, I do not itke 1 
. ; e instru- 
concur, you will pass them along) ents that are unreasonably in- 


For whatever they are worth 


to the industry. 

Re: Exterior Lig hts—Some 
modern cars have headlights 
and/or tail lights so mounted 
that a car so equipped is very 
difficult to see at night when it 
attempts to enter traffic from the | out a cigarette. - 
right or the left. I like two ash trays on the dash- 
These recessed or hidden lights|board. I use one for ashes and 
can hardly be seen from the side.|snuffing and the other for butts. 
There are several ways to correct| This procedure minimizes the dis- 
this. All are obvious. I recommend | agreeable odor. If a quick, efficient 
that planners of future models do|and thorough snuffer is installed, 
something about this. possibly persons would not be so 

Re: DirecrionaL SicNats.—Some| apt to throw lighted cigarettes out 
of cars.—W. C. Taytor, La Jolla, 
Calif. 


* * * 
Salesmen? They’re Born 


After reading Joseph M. Calla- 
han’s article, “Where are the Sales-— 
men?” in the Jan., 16 issue of, 
Automotive News I couldn’t resist” 
the temptation of answering, 
however clumsily I might do it.” 

You might be interested first in 
knowing my qualifications for such — 
a task. I am the daughter of 4 
man who was the leading salesman 
in the country for 35 years with 
Benjamin & Moore & Co. in New 
York, and has just retired this” 
year. My husband of 12 years has 
been in the car business both as 
an owner and a salesman for 15 
years, and recently was named top 
salesman for his franchise in the 
Buffalo district. a 

When you ask, where are the) 
salesmen? I feel you are not look- | 
ing in the right places. First of” 

(Continued on Page 67, Col. 1) * 


accurate, such as those on one of 
my cars. 

Re: Ash Trays.—Make these 
larger and easier to use. Have 
a good snuffer that will not cause 
finger burns and will quickly put 


—From the files of Automotive News. 
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—,. at no premium price! @ 


REO 96' A SERIES 
with Cummins 175 h.p. JT-6B Turbodiesel 













All the rugged engineering features of the world’s 
toughest trucks plus exceptional maneuverability 
and roomy driver comfort of full-size conventional 
cab. 96” cab tractor pulls modern high-capacity 
square-nose trailers within 45' overall. Tandem and 
single axles. All standard wheelbases for straight 
truck and truck-trailer uses, on or off highway. 
Models up to 48,000 G.V.W. or 62,000 G.C.W. 

Reo A series also with Gas or LPG Gold Comet . 
short-stroke, wet-sleeve V-8s .. . 195 and 220 h.p. 





35 FT. SQUARE NOSE TRAILER 
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REO .on.1 CAB... 





WITH CUMMINS 175 H.P. JT-6B TURBODIESEL 


V4 





All the famous engineering and rugged- 
duty construction features of the world’s 
toughest trucks in a highly maneuverable, 
easy-handling conventional style cab. 
Roomy comfort reduces driver fatigue. 
Smooth, low-vibration-level performance 
under extreme loads at high throttle. 


Tandem and single axles. 
All standard wheelbases for 
straight truck and truck- 
trailer uses, on or off high- 
way. Models up to 48,000 
G.V.W. or 62,000 G.C.W. 


Reo F Series also avail- 
able with Gas or LPG Gold 
Comet Engines—short- 
stroke, wet-sleeve sixes— 
from 107 to 160 h.p. 























Fj COMING SOON! 200, 250 and 300 h.p. 
Turbodiesels in new Reo Super-V 63 (COE). 


e what’s next. 


MAIL FOR COMPLETE INFORMATION TODAY! 


REO MOTORS, INC., DEPT. 9 
LANSING 20, MICHIGAN 


Please send, immediately, information on Reo Diesels: 

















“A” Series a Tk ace nS 
New Reo Super V (COE) 
Gold Comet “6” V-8 Gas LPG 

NAME 


COMPANY 


TITLE 


ADDRESS 
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AUTOMOTIVE WASHINGTON 


Patman Bill 


Would Cut 


Small-Business Taxes 


By William Ullman 


Washington Correspondent 


A BILL to graduate the tax rates on corporate incomes 
has been introduced in the House by Rep. Wright Pat- 
man, Texas Democrat. It seeks, in the main, to amend the 
Internal Revenue Code of 1954 for the purpose of aiding 
small and medium-sized business. 

In an accompanying state-?—\—\__————____"—_- 


ment, Rep. Patman said, in 


part: 

“In both corporate and personal 
taxes the Federal Government is 
taking each year approximately 
one-fourth of the national income. 
We can no longer ignore the im- 
pact of these taxes. They are rap- 
idly bringing about fundamental 
changes in the structure of busi- 
ness, none of which is good.” 

Among other things, Patman de- 
clared, “the present tax structure! 
is channeling substantially all of 

' the income avail-| 
able for invest-| 
ment in business | 
growth into a few| 
super giant indus-| 





trial corporations, | 
and making them 
investment bank- 
ers.” 

If our free en-| 
terprise system is) 
to survive, these| 
trends must be 


William Uliman 


reversed, he said. 
Patman said his bill would: 
1. Reduce the “normal” tax rate 
on corporate income from 30 per- 
cent to 22 percent and substitute a 
graduated series of rates for the 
present 22 percent surtax. 
2. Raise the surtax exemption | 
from $25,000 to $100,000 and in- | 
crease it gradually to 53 percent | 
on profits in excess of $1 billion. | 
3. Maintain the present rate on 
corporations receiving $50 million | 
a year in net income, decrease the 
rate for smaller firms and increase | 
it for firms over that figure. 
* * * | 


AAA Sounds Warning 


ao support by the na- 
tion’s car owners is needed to 
help Congress enact an equitable) 
tax measure to finance the National | 
System of Interstate Highways and 
other Federal-aid roads, according} 
to the American Automobile Assn. | 

“Immediate action in the form of | 
a letter-writing campaign is neces-| 
sary,” says the AAA, “or Congress} 
will pass a measure to finance the 
highway program that reflects the 
wishes of the pressure groups and 
ignores the rights of the motorists.” 

If the country’s motorists are 
not heard from promptly, they | 
will before long find themselves 
saddled with the major cost of 
the program, warns the AAA. 

The AAA favors a pay-as-you-go 
financing program and believes that 
proceeds from excise taxes on gaso- 
line, diesel fuel, oil, tires, tubes and 
camelback should be applied to 
road construction. 

The association also insists that 
heavy trucks are not paying an| 
equitable share of Federal-aid high- 
way costs and that adjustments in 
this regard should be made in the 


tax structure. 
Ed * * 


Trade Hearings Slated 


Tex House Ways and Means 

Committee will begin hearings 
early in March on the Administra- 
tion bill to authorize the President 
to accept membership for the U. S. 
in the Organization for Trade Co- 
operation, committee chairman 
Jere Cooper, Tennessee Democrat, 
announced last week. 

Many Capitol Hill observers be- 
lieve this action sets the stage for 
what may be one of the hardest- 
fought legislative battles in this ses- 
sion of Congress. 

In his State-of-the-Union mes- 
sage to Congress, President Eis- 
enhower emphasized that he re- 
gards this nation’s membership 
in the trade organization as vital 
to the promotion of wider trade 
among free countries. 

The urgency for membership has 
grown in recent months, the Presi- 
dent told Rep. Cooper in a recent 
letter, because of the stepped-up 





economic activities of the Soviet 
Union. 

Secretary of Commerce Sinclair 
Weeks, who recently prepared a 
memorandum for the Cabinet on 
the Organization for Trade Coop- 
eration, pointed out that it would 
be “exclusively an administrative 
organization.” 

“It could not,” said the Weeks 
memo, “add to United States obli- 


|gations under the General Agree- 


not abridge the powers of Congress 
with respect to customs and import 
duties. It could not make tariff con- 
cessions or modify in any way the 
United States, tariff structure.” 


* * * 


Highway Report Available 


fa sue Government Printing Office 
last week announced that the 
annual report of the Bureau of 
Public Roads for fiscal 1955 is now 
available from the Superintendent 
of Documents at 25 cents a copy. 

Included in the report are signifi- 
cant improvements on the National 
System of Interstate Highways as 
well as developments on other pri- 
mary and urban highways and 
farm-to-market roads. 

Total U. S. industry require- 
ments for nickel will approximate 
300 million pounds in 1956, includ- 
ing defense requirements, accord- 
ing to a review report of the 
Business and Defense Services 
Administration, following consul- 
tation with representatives of the 
chief consuming industries. 

Citing increases in nickel con- 
sumption from 1946 to 1956, the re- 
port indicates that-industrial use of 
the metal would reach a level of 
260 million pounds a year by non- 


defense business. It expects demand 
(Continued on Page 56, Col, 3) 








Houdaille Discusses Sales Strategy— 


Houdaille Industries, Inc., revealed its sales and merchandising campaign for 
1956 to its aftermarket sales group at a meeting. in Buffalo. Attending the meeting 
were (from left, rear row) Gene Aske, Phil Scales, Karl Knierim, Jack Goodman, 
Elmer Harre, Landon Maddox, Dean Johnson, Ted Clarke and Walter Hastrich. 
Front row: Pete DeGreen, Bob O'Connor, Dick Johnson, Bill Dehn, aftermarket sales 
manager; Earl Riner, sales manager, Buffalo hydraulic division; Joe Kemp, and J. 
McEwen-Cherry. 


Wants Heads Staff 


Clarence Wantz has been ap-)| Robertshaw-Fulton Controls Co. 
pointed chief engineer in charge of| Youngwood, Pa. Wantz, who joined 
the engineering’ department of the| Robertshaw-Fulton in 1952, replaces 
Robertshaw thermostat division of|M. C. Potter, who resigned. 





Put open-vision to work for you 


with a Pittsburgh Store Front 





Brenner Motor Sales, Inc., Toledo, Ohio. 


Store Fronts, on the multitude of Pitts- 


oo success or failure of any retail busi- 
ness depends in a large measure on 
attracting and holding customer attention 
and goodwill. That's why many mer- 
chants have enlisted the eye-catching, 
business-building help of Pittsburgh 
Open-Vision Store Fronts. 

When an Open-Vision Store Front is in- 
stalled on a retail store it makes the entire 
store one large showroom, permitting the 
display of much more merchandise. An 
Open-Vision Store Front eliminates the 
sense of division between the sidewalk 
and the store. The eye of the passerby is 
drawn right inside, and the sidewalk 
looker often becomes the inside buyer. In 


PAINTS - GLASS 


P| 


IN CANADA: 


oe ee Te ee oe 


addition, a Pittsburgh Open-Vision Front 
marks the store as a progressive establish- 
ment, where up-to-date services and prod- 
ucts will be found. 

For more information on Open-Vision 


Pittsburgh Plate Glass Company 


CHEMICALS - BRUSHES - 


ee Se ee - 


Room 5432, 632 Fort Duquesne Bivd., Pittsburgh 22, Pa. 


Please send me a FREE copy of your store front booklet. 


PLASTICS 


a ae 


burgh Store Front Products, send in the 
convenient coupon. We'll also send you a 
free copy of our store front booklet, “How 
To Give Your Store The Look That Sells.” 





+ FIBER GLASS 
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CANADIAN PITTSBURGH INDUSTRIES LIMITED 














Here's a list of the leading automotive advertisers that 
appear in the Post. it will pay you to feature their prod- 
ucts—for they are the fastest-moving in the business! 


|! 
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AUTOMOTIVE ADVERTISERS IN THE SATURDAY EVENING POST wstewart aon, ba encennie a 
Stewart-Warner ment, CD-2 Concentrate 
Corp., The Oil Additive, Electronic 
As of January 1, 1956 Wheel Balancers 
Alliance Mfg. Co. eee 
Detroit Diesel EngineDiv. GM Diesel Engines Nash Division Nash Cars rage Voors 
CARS * TRUCKS - TRACTORS - TRAILERS ccntinaes tom. fmeriean Meters Corp. Allied Motor Parts Ce. Allied Metal Valves, 
Allis Chalmers Mfg. Ce. Crawler and Wheel Trac- | Dodge Car Div. Dodge Cars, Trucks, Oldsmobile Div. Oldsmobile Cars Moher Doms, Cheseis 
tors, Road Machinery, Chrysler Corp. Station Wagons Genera! Motors Corp. 4 arts, Pistons 
Motor Graders, Centrifu- ; cai Aluminum Co. of Alcoa Aluminum for 
gal Pumps, Institutional Eshelman Co., Midget Autos, Packard Division Packard Cars America Automotive Parts 
zoe Cheston L. Motor Scooters Studebaker-Packard ican Brake Sho ; 
American Coach Co. American Trailers cuctid Bly Euclid Earthmoving Corp. American Brake Shoe Co. owe longa 
American Motors Corp. —_ Rambler Cars General Motors Corp. Equipment Plymouth Div. of Plymouth Cars, Station American Chain & Weed VBar Tie Chains, 
Arcea, Inc. U-HAUL Rental Trailers Fisher Body Div. Fisher Bodies Coryoter Corp. Wagons, testitutional CableCo. Institutional 
Briggs & Stratton Corp. Briggs & Stratton General Motors Corp. byt Womans yo" ae American Cyanamid Co. —_ institutional 
Gasoline Engines Ford Div. Ford Cars, Trucks, E : ; American Enka Corp. Jetspun Seat Covers 
Buick Division Buick Cars Ford Motor Co. Station Wagons Ree Meters, Inc. a Engines, — Institutional 
"if General Motors C ituti 
i Piss sci “i a Ford loter Ge. taotinetione Schult Corp. Schult Trailers Andrews-Alderfer Ce. FABRicushon Products 
4 General Motors Corp. General Meters Corp. Institutional Stewart Coach Stewart Trailers AP Parts Corp. AP Mufflers 
Genesis Waite ts Coterpiller Tract GMC Truck & Coach Div. | GMC Trucks, Truck Industries, Inc. A.R.A. Manufacturing =A. R. A. Automotive 
P . ae te sane General Motors Corp. _ Engines, Diesel Tractors Studebaker Div. Studebaker Cars, Trucks, Co. Air Conditioners 
Lp Equipment,DieselEngines | Hudson Motor Car Div.ef Hudson Cars Studebaker-Packard Station Wagons Armco Steel Corp. Armco Stainless Steel 
Gd : : American Motors Corp. Corp. Hubcaps, Car Mufflers, 
ie Chevrolet Motor Div. Chevrolet Cars, Trucks, : s Willys Motors, Inc J Truck Tanks, Guardrails 
: Hi General Motors Corp. Station Wagons Imperial Div. Imperial Cars ys ya eeps Atlas Supply Co. Atlas Batteries, Acces- 
| Chrysler Corp. ae Perma-guard 
ee Chrysler Corp. Institutional Innocenti Company Lambretta Motorized i-freeze d 
iq 7 Lambret PARTS + ACCESSORIES + EQUIPMENT | Autotite Battery corp. sree 
P| Chrysler Sales Div. Chrysler Cars AC Spark Plug Di A k i Batteries, Service Parts, 
a Chrysler Corp. International International Trucks, General Mators Corp eK ag by ro Auto-Lite Service =| 
hy Continental Div. Continental Cars Harvester Co. Institutional “Pumps, T-3 Safety-Aim Auto Specialties Auto Specialties, 
Ff} Ford Metor Co. Lincoln Div. Lincoln Cars Headlamps Mfg. Co. Double-Disc Brakes 
i Cushman Motor Cushman Trucksters Ford Motor Co. Aircraft-Marine A-MP Super Champ B «K Huffman Service Station Equipmen 
Works, Inc. Mack Motor Truck Corp. Mack Trucks Products, Inc. BK Service Products ab a9 ehorgeg 
De Soto Div. De Soto Cars Mercury Div Mercury Cars Airguide Instrument Co. —Airguide Auto Compasses f es ae 
: : ’ Balkamp Inc. tor Kits, © 
saisepighaa Ford Motor Co. Station Wagons Albertson &Co., Inc. Sioux Tools 7 aioe 
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Bear Safety Chek-Up 


Bear Mfg. Ce. 
* ear Mig Telaliner, Tire Balancing 


Equip. 
Behr-Manning Divisionef Behr-Cat Plastic 
Norton Company Electrical Tape 


Belden Mfg. Co. Beiden Spark Plug Wires, 


Battery Cables 


Bendix Products Div.ef | Bendix Power Brakes 


Bendix Aviation Corp. 


Benrus Watch Company _Chryslermatic Self-Winding 


Steering Wheel Watches 
Bernz-0-Matic Torch 
and Flame Spreaders, 
Lanterns, Fuel Cylinders 


Bernz Co., Inc., Otte 


OT ae ae ee 


| Black & Decker Mfg.Ce. Black & Decker Portable 
| Elec. Tools 
Boker & Co., Inc., H. Boker Pocket Knives 


Borg-Warner Corp. Borg-Warner Products, 
Overdrive, Automatic 
Transmissions 


Bowes “Seal Fast” Corp. Bowes Stop-Leak, Rust- 
Rout, Tire Inspection 
Service, Auto Polish, 
Combustion Aid, Cleaner 
& Shine Cloth, Terminal 
Battery Cables, Seal Fast 
Brake Fluid, Tri-Brite 
Auto Finish, Car Wash, 
Tubeless Tire Service 





Boyle-Midway Inc. 3-In-One Oil Spra 
Bridgeport Brass Co. Bridgeport Valve Caps 
and Cores 
Briggs Shock Absorber = “‘Hydro-Muscle” Ride 
Co., The Control 
Division of Gabriel Co. 
Brown Company Nibroc Towels 
Brown Corp., W. R. Speedy Sprayers 
Burgess Battery Co. Burgess Flashlight 
Batteries 
Campbell Chain Co. Campbell Kwik-On Tire 
Chains, Traction Clips 
Carter Carburetor Corp., Carter Carburetors, Fuel 
Div. 0 Pumps, Filters, 
ACF Industries, Inc. Carburetor Service 
Chain Belt Co. Duckworth Timing Chains 
Champion Spark PlugCe. Champion Spark Plugs 
Chisholm Industries Inc. _Hi-Gloss Turkish Towels 
Chrysler Corp. MoPar Mufflers, Spark 
Plugs, Anti-freeze, Paint 
Applicator, X-Tra-Full 
Batteries, Cleaner & Auto 
Polish, Radiator Rust 
Resistor, Brake Fluid, 
Parts and Accessories 

Clevite Service Division | Monmouth Engine 
Bearings 

Coleman Company, The Coleman Lanterns 

Continental-Diamond Celoron Timing Gears 

Fibre Div. of 

The Budd Co. 

Crawford Door Co. Branches Handling 
Delco-Matic Garage 
Door Opener 

Dalton Mfg. Co. Dalton Electric Saws 

Dana Corp. Dana Products 

DeKoven Mfg. Co. Soundmaster Mufflers 

Delco Appliance Div. Delco Power Sweep 

General Motors Corp. _ Electric Windshield Wipers 
Delco Products Div. Delco Electric Motors, 

General Motors Corp. Shock Absorbers, Delco- 


Matic Garage Door Openers 


Delco Radio Div. Delco Auto Radios, 





General Motors Corp. Signal Seeking Tuners 
quip- Delco Remy Div. Delco Batteries, Ignition 
ite General Motors Corp. Parts, Thundervolt 
ic Electrical Systems 

Delta Electric Co. Delta Lanterns 
Delta Power Tool, Div.ef Delta Power Tools 
Rockwell Mfg. Co. 
Dinsmore InstrumentCo. Dinsmore Auto Compasses 
s Dittmer Gear & Mfg. Transmission Gears and 
Corp. Shafts 
Dole Valve Co. Doie Automobile 
Thermostats 
Dow Chemical Co. Auto Covers of Saran, 
Institutional 
ins, Du Pont de Nemours & DuPont Cooling System 
Co. (inc.), E. I. Cleaner, Spray Glaze, 
Anti-Rust Water Pump 
Lubricant, Cellulose 
Sponges, No. 7 Polish, 
Car Wax, Car Wash, 
Tire Black, Fast Flush 
ts Radiator Cleaner 
Eaton Mfg. Co. Eaton Truck Axles 
(Axle Div.) 
Echlin Mfg. Co. Extras in Ignition 
| ew Automotive Fleet Bumper Jacks 
Ss, 3 Vv. 
ails Electric Auto-Lite Co., Spark Plugs, Service 
2s. The Parts, Bull’s Eye Sealed 
| Beam Lamps, 
‘ Institutional 
arts, i 
a Phe Saturday Evening 
1 eyayss 
pment an aE 
rs, os 


Kits, | 


Estwing Mfg. Co. 

Exide Automotive Div. 
Electric Sto 
Battery Co., 

Federal Bearings Co. 


Firestone Industrial 
Products Co. 


Firestone Tire & 
Rubber Co., The 


Ford Moter Co. 
Fram Corporation 


Freeman & Freeman, Inc. 
Gabriel Co., The 
General Electric Co. 


General Motors 
Acceptance Corp. 
are Tire & Rubber 
e 


Gould-National 
Batteries, Inc. 


Grey-Rock Div. of 
Raybesto: 


Inc. 
Grizzly Mfg. Co. 


Guide Lamp Div. 
General Motors Corp. 


Harrison Radiator Div. 
General Motors Cerp. 


Hastings Mfg. Co. 
Haywood Industries 
= Chemical Co., 
Hollingshead Corp., R. M. 


Houdaille-Hershey Corp. 
Hull Mfg. Co. 


mera 
International Mfg. Co. 
International Parts Corp. 
Irwin Auger Bit Co., The 
Johns-Manville Corp. 


Johnson & Son, Inc.,$.C. 
Jones & Laughlin 

Steel Corp. 
Justrite Mfg. Co. 


Kaiser Aluminum & 
Chemical Corp. 


Klean-Strip Co., Inc., The 
Klein & Sons, Mathias 
Kozak Aute Dry Wash 
Laitner Brush Co. 


Libbey-Owens-Ford 
Glass Co. 
Lincoln Engineering Co. 


Liquid Glaze, Inc. 
Mall Tool Co. 


Manning, Maxwell & 
Moore, Inc. 


Martin-Senour 
Master Lock Co. 
McQuay-Norris Mfg. Co. 


Micro Test Gear Co. 

Millers Falls Co. 

Minnesota Mining & 
Mfg. Co. 


Modern Accessories Co. 


a 
0. 


Moraine Products Div. 
General Motors Corp. 

National Autemotive 
Parts Association 

National Cotten Batting 
Institute & National 
Cotton Council 


New Britain Machine 
Co., The 


els to the 


Estwing Hammers 
Exide Batteries 


Federal Ball Bearings © 


Federal-Mogul Air 
Control Bearings 


Foamex for 

Car Upholstery 
Firestone Batteries, 
Brake Linings, 
Automotive Accessories 
Genuine Ford Parts, 
Ford Dealer Service 
Fram Oil Filters, Fuel 
Filters, Air Filters, Water 
Filters, Cartridges 
Porcelainize Car Coating 
Gabriel Shock Absorbers 
G-E All-Weather 
Headlamps, Institutional 
GMAC Time Payment 
Plan 


Goodyear Batteries 


National Batteries, 
Gould Batteries 


Grey-Rock Brake Linings 


Grizzly Brake Linings 
Guide Autronic-Eye, 
Sealed Beam Units, 
Auto Accessories 
Harrison Radiators, 
Harrison Thermostats, 
Air Conditioning 
Hastings Steel-Vent Pis- 
ton Rings, Wear Reducer 
Modac “V” Belts, 
Modac Radiator Hoses 
Swif Solder 


Whiz Products, 
Lusterize Cleaner, 
Venus Car Finish 
Golden Glide Shock 
Absorbers 


Hull Auto Compasses, 
Hull Vacuum Cup Auto 
Compass Mounts 


Hyatt Bearings 


Rayline License Plate 
Frames 

International Parts, 
Mufflers 

Irwin Micro-Dials 

Irwin Auger Bits 
Johns-Manville Asbestos 
Brake Linings 

Car-Plate Cleaner, Wax 
Institutional 


Justrite Searchlights 
Institutional, 

Auto Battery Cables 
Klean-Strip Paint Remover 
Klein's Pliers 

Kozak Auto Dry Wash 


Laitner E-Zee Water 
Hose Brushes 

E-Z-Eye Safety Plate Glass, 
L-O-F Parallel-0-Plate 
Multi-Luber Lubrication 
System 

Liquid Glaze 

Mall Tools 

“Budgit” Electric Hoists 
for Trucks 

Automotive Paint, Finishes 
Master Padlocks 
McQuay-Norris 

Piston Rings 

Micro Test Axle Shafts 
Millers Falls Power Tools 
“Scotchlite” Reflective 
Safety Tape 

Automobile Safety Belts 
Monroe-Matic Shock 
Absorbers 

Moraine Bearings, Delco 
Hydraulic Brake Fluid 
Institutional 


Institutional 


New Britain Hand Tools 


New Departure Div. 
General Motors Corp. 

Nicholson File Co. 

Olin Mathieson 
Chemical Corp. 


O'Malley Valve Co. 
Oster Mfg. Co., John 


Overhead Door Corp. 
Ox Fibre Brush Co., Inc. 
Oxwall Tool Co., Ltd. 


Packard Electric Div. 
General Motors Corp. 


Parker Rust Proof Co. 
Perfect Circle Corp. 
Permatex Company Inc. 
Petersen Mfg. Co., Inc. 
Plastone Co., Inc. 


» Plumb, Inc., Fayette R. 


Portable Electric 
Tools, Inc. 


Portiand Cement Assn. 
Prest-0-Lite Co., Inc. 
PurOlater Products, Inc. 


Raybestes Div. of 
Raybesto 
Inc 


Rayonier Inc. 
Ray-0-Vac Company 


Reading Batteries, Inc. 
Republic Steel Corp. 


Revere Copper & 
Brass Co. 
Robertshaw-Fulten Ce. 


Rockford Screw 
Products Co. 


Ruscee Co., W. J. 
Russell Mfg. Co. 
Rustain Preducts 
a" 
General Motors Corp. 
Silex Company, The 
Simoniz Company, The 


Skil Corporation 
Speedway Mfg. Co. 
Standard Seal Co. 
Standard-Thomson Corp. 
Stanley Works, The 
Stewart-Warner Corp. 


Studebaker Div. 
Studebaker. 


Corp. o 
Sumar Speed Equi 
Sunbeam Corp. 
“Telechron Timers” 
Terado Company 


Texas Company 
Thompson Products Inc. 
Thor Power Tool Co. 
Timken eater Bearing 


i” 


Trice Products Corp. 
True Temper Corp. 
Union Carbide & 
Carbon Corp. 
United Motors Service, 
Div. of 
General Motors Corp. 
United Parts Mfg. Co. 
Universal Products Co. 
anaes 
Group, 
U. S. Plywood Corp. 


Utica Forge 
& Tool Co. 





foot 


New Departure 

Ball Bearings 
Nicholson Files 

Olin Leakproof 
Flashlights and Batteries, 
Puritan Brake Fluid, 
U.S.|. Permanent 
Anti-freeze, Permanent 
Pyro Anti-freeze 

Faucet Repair Kit 
Cummins Home Power 
Tools 

Overhead Garage Doors 
Oxco Whisk Brooms 
Oxwall Tool Kits 
Packard Wires & Cables 


Bonderite, Bonderlube, 
Parco Compound, Lubrite, 
Pre-Namel 

Perfect Circle Piston 
Rings, Nurlizing Process 
Cooling System Cleaner 
& Conditioner 

Petersen Vise-Grip 
Wrenches : 
Turtle Wax Polish 

Plumb Tools 

Pet Power Tools 


Institutional 
Prest-0-Lite Batteries 


PurOlator Oil Filters, 
Institutional 


Raybestos Brake Linings, 
7 Point Brake Check 


Cellulose for Tire Cords 


Ray-0-Vac Flashlights, 
Ray-0-Vac Batteries 
Rebat Batteries 
Republic Tire Chains, 
Institutional 


Revere Metals for the 
Automotive Industry 


Robertshaw-Fulton 
Autostats 


Rockford Fasteners 


Pliobond 

Rusco Brake Linings 
Zud Rust & Stain Remover 
Safety Power Steering 


Silex Products 
Bodysheen, Bodyguard, 
Liquid Whiteside Tire 
Cleaner, Simoniz and 
Kleener, E-Z-2 Chrome 


& Metal Cleaner, Tar Re- 
mover, Sprint Car Wash 


Skil Tools 

Thor Speed Drills 
Standard Grease Seals 
Thomson Thermostats 
Stanley Tools, Rules 
Stewart-Warner Motor 
Minders, Electric Fuel 
Pumps, South Wind Car 
Heating System 
Studebaker Parts & 
Accessories 


Auto Safety Belts 
Drillmaster Kits 
Telechron Clocks & Timers 


Terado Trav-Electric 
Converters 


P-T Anti-Freeze, 
Institutional 


Thompson Products, 
Sky-Ride Shock Absorbers 


Thor Portable 
Power Tools 


Timken Roller Bearings 


Trico Wiper Blades 
True Temper Tools 
Institutional 


United Motors 
Service Products 


Hydraulic Brake Parts 
Detroit Universal Joints 
Leather Upholstery 

for Automobiles 
Weldwood Cement, Glue, 
Satinlac, Firzite 

Utica Tools 


Vace Products Co. Vaco Screw Drivers 
Vatco Mfg. Co. Vatco Auto Seat Covers 
Vehicle Products Co. Visall Safety Products 
Victor Mfg. & Gasket Oilok Treated Paper 
Co. for Balkamp Packing 
Wagner Electric Corp. Wagner Brake Fluid, 
Auto Products, 
CoMaX Brake Linings 
Warner-Patterson Co. Warner Radiator Cleaner 
& Cooling System 
Protector, Liquid Solder 
Weller Electric Corp. Weller Soldering Kits, 
Soldering Guns, 
Electric Sanders 
Wen Products Inc. Wen Electronic Soldering 
Guns, Electronic Sanders 
Willard Storage Willard Batteries 
Battery Co. 
Wix Corp. Wix Oil Filters, 
Hevi-Duty Cartridges 
Wooster Rubber Co. Stylemaster Kar-Rugs 
Yale & Towne Mfg. Co. Lift Trucks & Hoists, 
Institutional 
TIRES 
American Rayon Rayon Hi-Test Tire 
Institute Hi-Test Tubeless Tees 
Atlas Supply Ce. Atlas Tubeless Tires 
Cooper Tire & Cooper Tires 
Rubber Co. 
Dunlop Tire & Dunlop Tubeless Tires 
Rubber Cerp. Dunlop Tires 
Du Pont de Nemours Nylon Cord for 
Co. (inc.), E. 1. Truck Tires 
Firestone Tire & Rubber Firestone Tubeless Tires 
Co., The Firestone Tires 
General Tire & Rubber General Tires 
Co., The General Tubeless Tires 
Goodrich Company, B. F. Goodrich 
The, B. F. Tubeless Tires 
Goo Tire & ae Tires & Tubes, 
mabber Co., The Tubeless Tires, Truck 
Tires, Lifeguard 
Blowout Shields 
ere Kelly-Springfield Tires, 
Co., Tubeless Tires 
Pennsylvania Tire Ce. Pénnsytvania Tires 
Seiberling Rubber Co. Seiberling Tires & Tubes, 
Institutional 
Seceny Mobil Oil Ce., Mobil Tires 
The 
Tire Retreading Institute  Master-Retreaded Tires 
United States RubberCe. U.S. Tires and Tubes 
U. S. Rubber Separators 
GASOLINE - OILS - LUBRICANTS 
American Petreleum Institutional 
oil Informa- 
tion Commitee 
AP Parts Corp., The Miracle Power 
Casite Div. of Casite 
Hastings Mfg. Ce. 
Emere! Mfg. Co. Marvel Mystery Oil 
E ‘ “Drive More” abe 
—— Promoting Travel by Car, 
Use of Premium Gasoline 
Gulf Oil & GulfprideH. D. Motor Oil, 
~~ Gulf No-Nox Gasoline 
Hollingshead Corp.,R.M. | Whiz Motor Rythm 
Kendall Refining Co. Kendall—The 2000 Mile Oil 
Lubriplate Division Lubriplate Lubricants 
Fiske Brothers 
Refining Co. 3 
Pennsylvania Grade Pennsylvania Motor Oil, 
Crude Oil Assn. Institutional 
Pennzoii Company, The — Pennzoil Motor Oil 
Pyroil Company, The Pyroil 
Quaker State Oil Quaker State Motor Oil 
0i — Shell X-100 Motor Oil ) 
1 - 
a Shell Research | 
Sinclair Refining Sinclair Extra-Duty 
™ Motor Oil 
Socony Mobil Oil Mobilgas-Special 
Mobiloil—Special 
ane Mobil Care 
§ Hi-C 
Sue G2 Company Motor Oil, Institutional 
Fire-Chief Gasoline, 
Tat, Eee 
Marfak Lubrication, 
Sky Chief Gasoline, 
Texaco Products 
Tide Water Associated  Veedo! 10-30 Motor Oil 
Oil Co. 
Union Oil of California Royal Triton Motor Oil 
Wolf's Head Oil Wolf's Head Motor Oil 


of America 
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Legislation Affecting Auto Industry 


By Bethune Jones 


Legislative Correspondent 
Spon issues related to supplemental wage plans of the 
type pioneered in the automotive industry are getting 
increased attention in state capitals. 
Bills prepared in Maryland would amend unemployment 
compensation laws to stipulate definitely that supplementary 


payments would not be de- 
ducted from state jobless 
benefits. 


Several [Illinois 
employer associa- 
tions joined to- 
gether in an 
Information Com- 
mittee on Unem- 
ployment Benefits, 
which contends 
that private sup- 
plemental 


ly be integrated 
with state unem- 
ployment compen- 


eo 


Pay | these. 


plans can’t legal-| 








sation without action by the Legis- 
lature. 

The UAW and other labor groups 
want an administrative ruling 
approving such integration. 

Although administrative rulings 
to permit integration have been 
given in several states, including 
Connecticut, Delaware, Massachu- 
setts, Michigan, New Jersey and 
New York, indications are there 
may be litigation or legislative pro- 


posals on the issue in several of 
* * 


Supplemental Pay Rapped 
UX QUALIFIED opposition to any 
supplemental unemployment 





benefit plan which would be tied 
in with the New York State unem- 
ployment system has been ex- 
pressed by the Associated Indus- 
tries of New York State. 

A newly organized Michigan 
“information committee,” claim- 
ing to be composed of repre- 
sentatives of industry, business, 
education, agriculture and the 
professions, is conducting a state- 
wide campaign aimed at prevent- 
ing integration. 

Even as this opposition move- 
ment was attempting to get off the 
ground, however, the Michigan Em- 
ployment Security Commission 
ruled that state unemployment 
compensation benefits could be paid 
in conjunction with private supple- 
mental wage plans. 

In Ohio, wheré the issue will be 
revived in the 1957 Legislature, 
representatives of Ford and Gen- 
eral Motors recently urged legisla- 
tion approving layoff pay on top of 
state unemployment compensation. 


Ohio voters last November rejected 
an initiated proposal which would 
have legalized layoff pay plans and 
sharply increased state jobless 
benefits. 


* * * 


Rhode Island Offers Plan 


ea a bill proposing 
establishment of a State-oper- 
ated fund to supplement regular 
unemployment compensation has 
been introduced in Rhode Island. 
Although similar in intent to the 
automotive industry’s supplemental 
pay plan, the proposed Rhode 
Island legislation would set a $60- 
a-week limit on combined benefits 
and require the worker to be an 
employe of the same employer for 
at least three years before he could 
draw the supplemental benefits. 
The proposal would require 
both employers of eight or more 
persons. and their employes to 
contribute 1 percent of annual 
wages up to $3,600 to a State 
guaranteed annual wage fund. 
Starting July 1, 1960, workers 
would be eligible for benefits from 
the new fund which would equal 
weekly earnings when coupled with 
his regular jobless benefits. His 
total claim against the guaranteed 
wage fund, however, could not ex- 
ceed $780. 
New legislation to liberalize state 





A chance to make a big profit .. . with a hand- 
some ELECTRO SERVER for your wife, your sweet- 
heart (or to use yourself) at a give-away price. 
1. 27 Fastest selling, most profitable Purolator 
refills at regular prices. All are new stock—with 
the fabulous Aluminum Body —at regular prices. 
2. Electro-Server. Sturdy aluminum construction. 
7-cup capacity. Keeps liquids hot. 

3. All packed in sturdy carton for shipment. 


DEALER 


$35.52 
(For filters and Electro-Server) 
DEALER PROFIT 
$25.16 


(Plus profit on oil changes) 


PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey and 
Toronto, Ontario, Canada. 









COST 


Here's the deal... LOOK IT OVER ! 


Purolator’s aim: To give you 


;> 


the safest, surest 


quick-profit deal in the history of the industry! 


So—stock now . . 


. for this month’s Bonanza 


profits .. . for Purolator’s Spring Filter Check- 


Time sales and profits! 


Next month—just around the corner—Purolator’s 
Annual Spring Filter Check-Time! Will be 
backed by the most powerful selling campaign in 
Purolator history. 


‘*Purolator’’ and ‘*‘Micronic,’’ Reg. Trade Mark U.S. Pat. Off. 
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... America’s No. 1 OIL FILTER 





unemployment benefits has been 
recommended thus far this year by 
the governors of Michigan, New 
Jersey, New York and Virginia. 

* om * 


65% Proposed in Michigan 

OV. G. Mennen Williams, Michi- 

gan, proposed benefits of 65 
percent of a worker’s pay, plus $5 
weekly for each dependent. He also 
proposed lengthening the payment 
period from 26 to 39 weeks and 
added that he favored no limit at 
all. 

There also is pressure in several 
states for another round of in- 
creases in workmen’s compensa- 
tion benefits. Such proposals have 
been introduced in Georgia, Massa- 
chusetts, Michigan, New Jersey, 
New York and Virginia. 

Proposals for new or broadened 
laws regulating wages and hours 
in intrastate employment were 
introduced in Arizona, Kentucky, 
Michigan, New Jersey, New York 
and Rhode Island. 

A bill introduced in Michigan 
would forbid deficiency actions 
against those whose cars have been 
repossessed. 

The New York State Automobile 
Dealers Assn. revealed it would 
seek legislation to compel registra- 
tion of automobile manufacturers 
as a means of ending cancellation 
of dealer franchises without proved 
cause. 

It was understood that bills be- 
ing drafted by the group would 
contain clauses against alleged co- 
ercion whereby dealers must take 
any quantity of cars or equipment 
from the factory, at any time, or 
risk losing their franchises. 

* * x 


Gas Tax Hikes Urged 


| Bed Averell Harriman sent spe- 
cial messages to the New York 
Legislature calling for a new law 
setting up a fund to indemnify in- 
nocent victims of uninsured motor- 
ists, revision of the State’s now 
inoperative motor vehicle inspec- 
tion law and adoption of a number 
of other proposals aimed at pro- 
moting highway safety. 

In the field of highway financing, 
Williams urged the Michigan Leg- 
islature to liberalize bonding re- 
strictions under the State’s arterial 
highway construction act to raise 
an additional $200 million for con- 
struction of four-lane divided high- 
ways. 

An increase from seven to eight 
cents a gallon in the Arizona gaso- 
line tax was advocated by Gov. 
Ernest W. McFarland for highwa: 
purposes. 

Estimating that New Jersey 
needs to spend $2 billion over a 
10-year period to modernize its 
highway system, Gov. Robert 
Meyner suggested it might be 
necessary to consider a bond 
issue. Meanwhile, a bill was of- 
fered to boost the State gasoline 
tax from four to five cents a gal- 
lon. 

Gov. Christian Herter recom- 
mended that the Massachusetts 
Legislature authorize an additional 
$200 million highway bond issue, 
accompanied by a gasoline tax in- 
crease from five to six cents. 

Legislation was introduced in 
West Virginia to authorize issuance 
of up to $10 million in additional 
highway bonds. Also pending are 
proposals to permit financing of 
extensions of the West Virginia 
Turnpike to the Ohio and Pennsyl- 
vania lines with full or partial 


credit of the state. 
ae * on 


2 Turnpikes Move Ahead 


Paaans Legislature was 
urged by the State Turnpike 
Authority to put a $300 million 
State-backed bond issue before the 
voters in November to aid in fin- 
nancing 500 miles of toll superhigh- 


ways from the Ohio line to the — 


Straits of Mackinac and from De- 
troit to Chicago. 
The authority said the proposed 


system, costing an estimated $600 


million, would be self-liquidating 


and could be completed in five — 


years. 
Initial contracts for construc- 
tion of the 193-mile northern Illi- 
nois toll road system are expected 
to be let about July 1, with the 
pikes scheduled for completion in 
1958. The cost will be met from 
a@ $415 million revenue bond issue. 


A 279-mile inland route for the 
northern link of a state-long Flor- — 
ida toll highway was authorized by © 
the Florida Turnpike Authority, © 
which predicted traffic would be © 


moving over it by 1958. 
It will cost an estimated $185 
(Continued on Page 21, Col, 1) 
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(Continued from Page 20) 


million and will run from Fort 
Pierce to north of Jacksonville. It 
will tie in with the 108-mile pike 
now being constructed from Miami 
to Fort Pierce. 

+ aa * 


Harriman Asks Tax Cut 


Gov. Averell Harriman has asked 
a “substantial reduction” in the 
New York State personal income 
taxes in his message to the Legisla- 
ture. It was said that a target 
reduction of $50 million should be 
effected this year. 


* * * 


Tradein Exemption Asked 


Bills to exempt tradein allow- 
ances on autos and appliances from 
the state sales and use tax have 
been introduced in the Rhode Island 
Legislature. 

+ * 
Excise Tax on Wages 


Asked in Pennsylvania 
A bill proposing a 2 percent excise 


tax on the net income of persons | 


employed or domiciled in Pennsyl- 


vania has been introduced in the| 


Legislature. 

It would compel 
deduct the tax from wages at a 
rate of 2 percent and make quar- 
terly returns to the state. 
required would be declarations of 
net income and returns from 
individuals and partnerships, trust 
and estates. It was estimated the 
tax would raise $210,000,000. 

* * J 


Gov. Herter Asks Boost . 


In Gas Tax, Truck Levy 


Gov. Christian A. Herter has 
asked the Massachusetts Legisla- 
ture to raise $20 million in addi- 
tional state revenue by eliminating 
Federal income tax payments as 
deductible items on state income 
tax returns. 

He also proposed enactment of a 
one-cent increase in the state gaso- 
line tax, or a half-cent boost in the 
gasoline tax and a $6 million levy 
on heavy trucks to finance the 
highway program. 

> 


Sales Tax Hike Asked 


A bill to increase the Kansas 
sales tax from 2 to 3 percent has 
been introduced in the Legislature. 
It is expected to raise $27 million 
in additional revenue, if passed. 

” * ” 


Michigan Proposal Seeks 


To Limit Discount Sales 


A bill introduced in the Michi- 
gan Senate would prohibit below- 
cost sales of merchandise if the 
seller limited the amount that 
could be purchased by any one per- 
son. 

Perishable or seasonable goods 
would be exempt as would goods 
sold under Government contract or 
under court order. Another pend- 
ing Michigan bill would forbid em- 
ployers to buy goods for resale at 
a discount to employes. 

= * ” 


Safety Belt Law Asked 
A bill providing for compulsory 
installation of safety belts in new 
cars sold in Arizona after July 15, 
1957, has been introduced in the 
Legislature. 
s 


* = 

N. Y. Bill Would Provide 
Registration of Liens 

A bill introduced in the New 
York Legislature is designed to 
“protect the unwary purchaser of 
a@ used car from the risk of buy- 
ing a stolen car or one loaded 
with hidden liens,” acording to its 
authors. 

The bill would set up a uniform 
certificate of title on which all 


chattel mortgages or liens would 
have to be filed. 


Truck Weight-Hike Plea 


Expected in Kentucky 

A proposal to increase truck 
weight limits from 42,000 to 56,000 
ee 2 expected to be revived in 

spec session of the Kentucky 
Legislature. A similar roposal 
failed in 1954. : 

It is understood that no changes 
will be suggested in height, length 
and width regulations. Capital 
Sources say a two-cent hike in 


employers to| 


Also | 


truck fuel is being considered but 

that no decision has been reached 

on this or other truck tax measures. 
. + + 


Mudguard Bill Passed 


Kentucky’s House of Repre- 
sentatives has passed and sent to 
the Senate a bill to require all 
trucks and semitrailers to have 
mudguards “that will efficiently 
decrease the amount of mud and 
spray thrown in the air by the 
tires.” Another bill passed would 
require motor vehicles carrying 
inflammable liquids or explosives 
to stop before crossing railroad 


tracks. 
+. . * 


|Georgia House Passes 
Liberal Weight Bill 


A bill to increase the legal lengths 
|and weights of trucks and buses 
|}has been passed by the Georgia 
| House of Representatives and sent 
to the Senate. 

Lengths were boosted from 45 to 








48 feet, instead of the 50 feet as 
originally proposed. Weight was 
raised from 18,000 to 20,320 pounds 
per axle. The bill provides that 
heavy trucks using the new limits 
could not use roads maintained by 


counties. 
* * * 


Compulsory Insurance Seen 


Assembly Speaker Oswald D. 
Heck has predicted that a com- 
pulsory automobile liability in- 
surance bill would be passed by 
the New York Legislature at its 
current session. The Motor Vehi- 
cle Bureau reports that 3,917,858 
vehicles were insured and 587,- 
219 not insured last year. 


* * * 
Sliding Tax Urged 
The Arizona Legislature has be- 
fore it a bill providing for an auto- 
matic 25 percent sales tax hike 
whenever State expenses exceed in- 
come. Any surplus created would 


be used in figuring the property 
tax rate. 


“Just smell it—can’t you smell 
the fresh-baked smell of it?” 





lations for truck trailers and house 
trailers. 
A height of 12 feet 6 inches would 


S. C. Studies New Limits remain in force, as would a vehicle 
length of 40 feet. But the present 


On Trailer Maximums limit of 50 feet for a house trailer 


The South Carolina Legislature|and its pulling unit would be ex- 
has under consideration new regu-|tended to 60 feet—provided the 


* * * 
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unit moved in the daytime only. 
The old 50-foot limit would pre- 
vail after dark. 


* * * 


Referendum Proposed 


A bill proposing a referendum on 
raising the State’s sales tax from 
3 to 4 percent has been introduced 
in the South Carolina Legislature. 
The funds would be used to raise 
teachers’ salaries. 

* * oa 


Taxes for Teachers 
Bills calling for new or increased 
taxes on sales, tobacco products 
and parimutuel betting have been 
introduced in West Virginia in an 
effort to raise additional funds for 
teachers’ salaries. 


Ford Reassigns Webb, 
McGrane and Long 


A. R. Webb has been named 
production control manager of the 
Ford division assembly plant in 
Chicago. He replaces B. C. Me- 
Grane, who has been assigned other 
duties. 


C. G. Long jr., has been appointed 
stock-handling superintendent of 
Ford’s parts depot in Charlotte, W. 
Va. 





E-Z-EYE GIVES YOUR CUSTOMERS DRIVING COMFORT 





Because his eyes are protected from glare, this driver is 


relaxed and fresher during long hours on the road. 


Recommend E-Z-Eyve with the shaded windshield to all 


of your customers. 


They’re reading about it in full-color national advertising 
(bleed pages in The Saturday Evening Post and Time). 
They say they want it on their next car. So sell it to them. 


Theyre happier. You make more money. 


And if you do any glass replacement, get the L-O-F 
Safety Glass Installation books. Call your L-O-F Distribu- 
tor (listed under ‘“‘Glass’” in the phone book yellow pages). 
Or write to Dept. 5626, Libbey‘Owens:Ford Glass Co., 608 


Madison Ave., Toledo 3, Ohio. 


with the shaded windshield 
Reduces Glone,Eyestnain,Sun Heat 


E-Z-EYE SAFETY PLATE GLASS 


LIBBEY -OWENS-FORD GLASS COMPANY - TOLEDO 3, OHIO 








Dr. Dinsmore Honored— 


Dr. Ray P. Dinsmore, research and de- 
velopment vice-president, Goodyear Tire 
and Rubber Co., left, receives the 1955 
Charles Goodyear Medal from John M. 
Ball, retiring chairman of the division of 
rubber chemistry, American Chemical So- 
ciety, at the division's fall meeting in 
Philadelphia. The medal, presented an- 
nually by the division, is awarded to a 
person who has made a valuable contri- 
bution to the science of technology of 
rubber or related subjects. 
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AZUSA, Calif—Auto dealers 
were urged last week to get MAD 
at their business by John Lom- 
bardi, a Californian who has been 
a used-car salesman, sales -man- 
ager and dealer. 

Lombardi declared, “I say to 
you, get MAD at your business 
because three essential elements 
of a successful used-car opera- 
tion are Adver- 
tising, Display.” 

Defining merchandising as the 
art of trading, he said that each 
dealer’s merchandising policies must 
be tailored to fit his individual 
needs. 

He said, “First, establish a goal. 
Do you want to operate a cut-rate 

organization and undersell your 
competitors? Then do it. There is 
certainly nothing wrong with that. 
Druggists do it. So do many other 
retail merchants. Even some pro- 
fessional people do it. 

“Or, would you prefer to en- 
joy an enviable reputation of 


Used-Car Man Spea ks Up... 


Get Mad, Dealers Urged 





selling nothing but the finest that 
money can buy and ‘standing 
back’ of your merchandise. You 
will make just as much money. 
Maybe more.” 

After the goal has been estab- 


New York Plans Switch 


To Permanent Plates 


ALBANY.—New York plans to 
switch to permanent license 
plates sold only by mail, accord- 
ing to Joseph P. Kelly, State 
motor vehicle commissioner. He 
did not say when the new system 
would go into effect. 

Kelly said the plan includes 
staggered expiration dates for 
auto registrations and the 
mechanization of record keeping. 
He said his bureau now uses more 
than 1,000 forms’to transact busi- 
ness with the state’s five million 
vehicle owners and six million 
drivers. 








lished, Lombardi recommends that 
only those merchandising policies 
in line with this goal be adopted 
and that dealers shouldn’t sell their 
products—they should merchandise 
it. 

“This business of merchandising,” 
he said, “is not only an organi- 
zational problem, but an individual 
one as well which applies to even 
the newest or oldest of salesmen. 


“The merchandising attitude of 
each salesman within the organ- 
ization must not be contrary to 
the policy of the organization. 
If it is and the salesman involved 
is not capable of adjusting him- 
self to his new environment, get 
rid of him, no matter how good 
he is, lest he shatter your efforts 
to accomplish your goal.” 

As an example of good merchan- 
dising, Lombardi cited the case of 
the despondent restaurant owner 
who finally hung a sign in his win- 
dow saying, “The cook next door 
eats here.” 

But his competitor was not to 
be outdone and he placed a sign 
in his window announcing, “Our 
cook died.” 

Switching to advertising, he said 
it is “as vitally necessary for the 
successful operation of your busi- 
ness as food and drink are to life 





LOOK WHAT’S 





AMERICAN 


A POWERFUL PROMOTION ON SEAT COVERS 


WOVEN oe on TS i U Ne’ 


JETSPUN, ENKA’S SOLUTION DYED VISCOSE YARN, with its beauty, color- 
fastness, durability, all weather comfort, and shock resistance roars into the 1956 
seat cover battle with the biggest JETSPUN promotion ever. Listen: 15,000,000 
car owners will see a JETSPUN advertisement in The Saturday Evening Post—a 
big full page, full color ad on May 15th. JETSPUN minute movies will run in drive-in 
theatres throughout the country during May and June. This means in-the-car audi- 
ences will see selling movies of JETSPUN during the peak season for seat cover 
sales. They’ll be coming to see you—their local JETSPUN dealer. And to help 
you bring them in, JETSPUN promotion display kits will be ready for you on or 
before April 1. Posters... streamers ...counter cards and reprints of The Saturday 
Evening Post ad...and hard-selling mats for your local advertising! Make sure you 
get in on this program. Write us for further information. 


e ni ka CORPORATION 


206 Madison Avenue, New York 16, New York 

Sales Offices: 871 McCallie Avenue, Chattanooga, Tennessee 
428 Jefferson Standard Building, Gréensboro, North Carolina 
2001 Industrial Bank Building, Providence, Rhode Island 


itself—as indispensible to our econ- 
omy as the capital-wage system of 
democracy which has raised the 
standard of living of the average 
American far beyond the greatest 
expectation of any other people.” 

Lombardi said that 200 years 
ago Joseph Addison, the English 
essayist, defined advertising as the 
art of finding out a proper me- 
thod to catch the reader’s eye. 

He continued, “Professional ad- 
vertising men spend many years of 
their lives attempting to become 
adept in that specialty, and even 
they require considerable time and 
effort before submitting an ad to 
your local paper. 

“Yet we amateurs will wait until 
the last minute before a deadline 
and then, acting almost instinctive- 
ly, or perhaps because it has been 
deeply-rooted in our tradition, or 
custom, submit a hodge-podge of 
jumbled words and prices which 
we expect to be effective.” 

Lombardi urged dealers to 
tailor their advertising to their 
needs and to their goals. 

He concluded, “Other things 
being equal, effective display will 
probably sell as many cars for 
you as any other single factor. 
Make your lot appealing. Adopt 
methods of displaying your wares 
which are in keeping with your 
policy. Get MAD at your business.” 


Rambler Sales 
Up 48% in Month, 
Abernethy Says 


DETROIT. — Rambler sales 
climbed to 5,323 in January, a gain 
of 48 percent over December and 
an increase of 36.5 percent over Jan- 
uary, 1955, according to Roy Aber- 
nethy, distribution and marketing 
vice-president, American Motors. 

Abernethy said Rambler produc- 
tion in January was 101 percent 
ahead of December and that the 
company plans to build 61 percent 
more Ramblers in February than 
it built in February, 1955. 

Meanwhile, Nash announced that 
it is polling buyers of '56 Ramblers 
to determine which features led to 
the purchase. 

The three-page questionnaire, 
which need not be signed, asks how 
the buyer first became interested 
in the car—through advertising, a 
salesman, another owner or other 
reasons. 

It also asks the owner’s age and 
occupation, the type of community 
he lives in and which member of 
the family will drive the car most. 


Dodge Dealer Job 
Goes to O'Neill 


DETROIT. — Dodge has named 
William R. O'Neill dealer develop- 
ment manager, it was announced last 
week by E. P. 
Letscher, sales 
manager-field op- 
erations. 

O’Neill will 
have charge of 
new - dealership 
activities 
throughout the 
nation. He came 
to Detroit a year 
ago and has been 
serving on the : 
staff of Byron J. W. R. O'Neill 
Nichols, Dodge general sales man- 
ager. 

Nichols last week announced the 
appointment of Fred Vinal to the 
position of dealer finance manager. 
Vinal will be responsible for main- 
taining liaison at the national level 
with all of the finance institutions 
who are associated with Dodge 
dealers. 

O'Neill joined DeSoto in 1946 as 
assistant to the advertising man- 
ager and later was a district man- 
ager and assistant regional man- 
ager for that division. 

Vinal entered the auto business 
in 1935 with Commercial Credit 





Corp. From 1938 to 1942 he was — 


general manager of a Dodge dealer- 
ship. He operated his own deal- 
ership from 1946 to 1950 and spent 


the next three years as general 
manager of a dealership. From — 


1953 until his most recent appoint- 
ment, he was sales manager for 
General Finance Corp. 


L-O-F Names Harr 


Claude F. Harr has been named 
to the sales technical service depart~ — 
ment of L-O-F Glass Fibers Co, 


Toledo. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Automatic Transmission 


‘Standard’ in 1960? 


| Nagpenrr eign Ae by industry exe- 
cutives who speak with a back- 
ground of participation in long- 
range design and production plan- 
ning now are beginning to disclose 
a timetable for the passing of the 
clutch and manually shifted trans- 
mission. ; 

A forecast that the automatic 
transmission will be “standard” 
in another four or five years was 
made recently by T. J. Ault, pres- 
ident, Long Mfg. division, Borg- 
Warner Corp. 

Speaking at the Die Casters’ 
luncheon of the Automotive and Air- 
craft Parts Manufacturers’ Assn. 
(Canada), Ault said, “The year 1960 

has been established tentatively as 
the date when the manual-shifted 
transmission will no longer be avail- 
able on passenger cars as standard 
equipment. 

“There is very reason to belive,” 
he continued, “that the same will 
be true for the majority of truck 
applications within a very few 
years thereafter.” 

x * * 


Start Made on Alloys 


For Automotive Turbine 


ORK on several new alloys 
which promise to circumvent 
limitations on cast or strategic alloy 
content was dis- 
closed recently by 
Donald Frey, as- 
sociate director, 
scientific labora- 
tory, Ford engi- 
neering staff. In 
presenting-a 
progress report 
on new alloys for 
_ automotive tur - 
bines, Frey told 
P the audience at 
D. N, Frey SAE’s annual 
meeting that whole new classes of 
alloys will have to be developed if 
the gas turbine is to be established 
as an automotive power plant. 


The necessity for new alloys in 
this application arises entirely 
from considerations of cost and 
availability. High temperature al- 
loys used by aircraft turbine build- 
ers would be satisfactory for the 
contemplated stresses and tem- 
peratures in automotive turbines 
—except that they are too costly. 


To proceed with the development 
of needed high-temperature alloys, 
researchers have established the 
following alloy usage limitations: 
(1) Cobalt not to exceed five per- 
cent in compressor turbine blading 
alloys, and none elsewhere in the 
engine. (2) Nickel not to exceed 50 
percent in compressor turbine blad- 
ing, and not more than 5 percent 
in other hot rotating parts. None 
specified elsewhere in the engine. 
(3) Tungsten, vanadium and molyb- 
denum not to exceed 2 percent in 
hot rotating parts, and none else- 
where. 

These limitations were set up by 
considering the present and pre- 
dicted future cost and availability 
or strategic character of the vari- 
ous alloying elements. 

Alloys under development are of 
three types: Iron base Cr-Mn-N 
austenitic alloys, iron-aluminum 
ferritic alloys containing up to 16 
percent aluminum, and cast ferritic 
alloys with 12 percent chromium 
maximum and minor amounts of 
titanium, vanadium, molybdenum 
and tungsten. 

” * * 


Manganese Austenitic Alloys 
PRESENT gas turbine design 
™ calls for forging, sheet and cast- 
ing alloys’ capable of high stress 
Service at temperatures ranging 
from 1,150 to 1,400 degrees Fahren- 
heit. According to Frey, alloys cur- 
rently used at these temperatures 
usually contain a minimum of 8 
percent nickel, with some metals 
having up to 75 percent nickel. 
In the search for a nickel-sub- 








stitute, manganese is being con-. 
sidered, despite its admitted weak 
austenitic forming capacity when 
compared with nickel. However, 
since nitrogen is a powerful aus- 
tenite-former, the combination of 
manganese and nitrogen has been 


Ethyl Ups Ludt, Otto 

William C. Ludt now is assistant 
manager of Ethyl Corp.’s gasoline- 
testing division, with headquarters | 
at Yonkers, N.Y. He is succeeded 
as manager of the gasoline-testing| 
laboratory at North Kansas City, 
Mo., by Edward J. Otto, formerly 
deputy manager. 








widely used as a substitute for 
nickel. 


In summarizing the findings for 
high nitrogen manganese auste- 
nitic steels, Frey commented that 
the properties appear adequate for 
certain categories of sheet and tur- 
bine rotors. The properties were 
called inadequate for compressor 
turbine blading, however, and it 
was pointed out that further devel- 
opment is needed on stronger, more 
complex alloys of this general type. 


*® * * 


Tron-Aluminum Alloys 


TURNING to a discussion of ex- 
periments with iron-aluminum 
alloys, Frey said, “A definite need 
exists in the automotive turbine for 
an alloy possessing very high oxi- 
dation and corrosion resistance and 
only low to moderate high-tempera- 
ture strength.” Such a material 
could be used in burner can assem- 
blies and nozzle guide vanes. 
Proposed applications require 
that this alloy be workable by 
conventional fabricating tech - 
niques such as cold-forming and 
welding. As usual, economic and 
strategic considerations ruled out 
the nickel and cobalt-base mate- 
rials now used in many aircraft 
turbines. 
The results of work to date are 
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RELATIVE CORRODIBILITY 





8 
ALUMINUM, % 


Oxidation Comparison— 

This chart shows relative oxidation re- 
sistance of iron-aluminum alloys. At least 
8 percent aluminum is required for proper 
oxidation resistance at temperatures above 
1,800 degrees F. 

ee 


said to make it appear probable 
that ductile and workable simple 
iron-aluminum alloys with about 10 
percent aluminum can be produced 
economically in sheet form for very 
high-temperature, low-stress parts 
such as combustor can liners. The 
use of aluminum-coated plain car- 
bon steel was mentioned as another 
possibility, with cost the deciding 
factor. 

The Ford turbine engineer stated 
that high-stress parts operating at 
temperatures up to 1,100 degrees F. 
about 1,150 degrees also can be 





23 


made of iron-aluminum alloys. For 
adequate hot strength, it has been 
found that aluminum content must 
be at least 10 percent. 


* * * 


Cast Ferritic Alloys 
RROCEEDING to a discussion of 
work on cast ferritic alloys, 

Frey. explained that, in addition to 
the development of wrought alloys 
for high-temperature use, it also is 
advisable to carry out a cast alloy 
development program for applica- 
tions in the moderate temperature 
range (to 1,150 degrees). 

Summarizing this phase of the 
program, Frey indicated that cast 
and heat-treated molybdenum-van- 
adium-titanium alloys have excel- 
lent strength up to 1,100 degrees— 
but would have “marginal oxidation 
resistance” in many turbine appli- 
cations. 

The less economical 422 M has 
about the same strength at this 
temperature, but better oxidation 
resistance. Thus, the blades of a 
power turbine could perhaps be 
made of 422 M and the hub of mo- 
lybdenum-vanadium-titanium. The 
chief disadvantage of both these 
alloys, according to Frey, is the 
“rather difficult and expensive” 
heat treatments required for good 
high-temperature properties. 





“Use only Quaker State Super Blend...youll have 
smooth going...I'll have a satisfied customer. 


Yes—the best advice you can give new 
car owners is to start with—and stay 
with—Quaker State Super Blend. Be- 
cause Super Blend is the all-weather — 
(SAE 10W-30 HD) Pure Pennsylvania 
Oil that gives utmost customer satisfac- 
tion. And satisfied customers are the 


surest growth insurance any business 
can have. Quaker State Super Blend is 
backed by a powerful and interesting 
advertising program reaching millions 
of motorists every week. Capitalize on 
it. Stock, display, and sell Super Blend. 
Make it your profit leader! 


QUAKER STATE OlL REFINING CORPORATION, Oil CITY, PA. 
Member Pennsylvania Grade Crude Oil Association 








engineers...all of these are yours with 
BENZ franchise. 


prestige of the world’s oldest and 
motive manufacture. 


FIRST with 
+ fuel injection 
- independent front whé 


international races of 1954 and 1955, 
Z gives you dramatic proof of un- 
rivalled performance wherever the world’s best cars 


§ compete. 


And MERCED ENZ gives you a big, varied line 


automotive class...sports cars, 


RCEDES-BENZ; models are meticulously hand- 
@—upholstered in top-grain cowhide, whipcord 
iT—a ‘trims are hand-polished, selected 
m elegance to this royal family of 
our MERCEDES-BENZ franchise 
lifts you all 
range of fi 


180 SEDAN 


Medium-sized 5-6 passenger car, 
designed for maneuverability 
and economy, with the interior 
spaciousness. and comfortable 
suspension of a heavyweight. 
Also available with Diesel engine. 
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220 SEDAN 


eaturing a high-output ohc 
ngine and turbo-cooled power 


brakes, a medium-sized 5-6 
passenger sedan that offers 
perfect safety and roadability 
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MERCEDES-BENZ TO 


220 CONVERTIBLE 


This elegant all-weather con- 
vertible combines performance 
features of the 220 sedan with 
luxury coachwork: hideaway top, 
wraparound windshield, count- 
less hand-finished details for 
superior styling and comfort. 





OLDEST MANUFACTURER 
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300 SEDAN 


Now available with automatic 
transmission precisely matched 
to the output of the superb 
Mercedes-Benz ohc engine — 
more than ever the most effi- 
cient and beautifully finished 
sedan in standard production. 


WORLD'S 


of AUTOMOBILES 





* 


ad 


SELL BVERY PROSPECT! 


300 4-DR. CONVERTIBLE 


With automatic transmission, 
supplementary torsion bar sus- 
pension, all the luxury features 
of the 300 sedan—a convertible 
that is truly weatherproof, 
truly two great cars in one, 








300-S CONVERTIBLE 


World’s first large car that is 
powered by the revolutionary: 
fuel injection engine, with top 
speed close to 112 mph. Also 
available as a roadster or as 
a full three-passenger coupe. 
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Co., Oklahoma City. 


derly and well-kept? 


Amblewagon, Multiple Purpose Vehicle— 


Described as a new concept in what has heretofore been a high cost field, the 
Amblewagon is a multiple purpose vehicle converted from an eight-passenger Ford 
Country sedan. Although designed principally for funeral directors, it embodies fea- 
tures which make it adaptable for a variety of tasks. As an ambulance, above, it 

; accommodates a full size stretcher, with ample room for an accompanying attendant. 
' Produced by Automotive Conversion Co., Birmingham, Mich., the unit can be recon- 
verted to a conventional station wagon in three to four minutes without the use of 

' tools, it is claimed. 


* * 


Advice from Dobbin 


ice department) ? 
* 


Mercury), Baltimore, 
new-car customers 


right from the feed box. 


and announced, 


How They're Pushing Sales .. . 


Dealer Ad Ideas 





UYING a car is like marriage— 
the car becomes part of the 
family, according to North Buick 


Norton suggested that in buying 
a car, “It might be wise to check 
into the background of the family 
(dealer). How long have they been 
around? Are they newcomers? Is 
their home (place of business) or- 


“And how about their other off- 
spring (cars they’ve sold) .. 
they welcome home in time of trou- 
ble and is there space for them to 
put their feet under the table (serv- 


- are 


ALTER H. Hick, Inc. (Lincoln- 


offered 


some advice 


Its ad used a drawing of a horse 
“Common horse 
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sense will tell you that you can’t 
get somethin’ for nothin’. We hold 
no hysterical, hurry-hurry, give- 
away sales, but there’s no deal 
anyone can make that we can’t 
match or even better.” 

* * * 


What Sam Needs... 


- OW!” cried Sam Ramo of Har- 

ley Buick, Detroit, in a news- 
paper ad, “you’ve heard about those 
guys on radio and television that 
can beat each others’ deals and 
give you $900 to $1,000 for ’50 and 
51 cars. 

“T’'ll give you $800 to $1,000 for 
a nickel cigar and you can keep 
your car. But bring me that nickel 
cigar. Hurry, hurry—see Sam Ramo 
at Harley Buick.” 

* * * 


Chair Sitters? No! 
ALTER LAEV, INC. (Ford), 
Milwaukee, wants hard-hitting 
men. In an advertisement it ad- 
vised: “If you are a chair sitter— 








In Chicago, it takes 2— 


No single daily newspaper reaches 
i even half your Chicago-area pros- 
; pects. It takes Two. For greatest 
| unduplicated coverage, one must 
be the... 


CHICAGO 








SUN-TIMES 


211 W. Wacker Drive, Chicago * 250 Park Avenue, N. Y. 


i. READERSHIP CONCENTRATED WHERE MOST OF THE BUYING IS DONE 


i to sweet-talk the little woman 


REPRESENTED BY: SAWYER-FERGUSON-WALKER CO., LOS ANGELES, SAN FRANCISCO, PHILADELPHIA, DETROIT, ATLANTA © HAL WINTER CO., MIAMI BEACH 











a bottle baby—or just plan lazy, you 
need not apply.” 
* 


* * 


No Horse Play... 


C= CAR, Syracuse (N.Y.) 
Ford dealer, promoted new-car 
business with an unusual news- 
paper ad which featured the theme: 
“Horse play is fine for horses— 
but we guarantee no horse play 
when you buy a car here.” 

Said ad copy: “We don’t like tak- 
ing up a customer’s time with lots 
of foolishness. We always are brief 
but completely accurate in our car 
appraisals; and we do not resort 
to high-binding methods of doing 
business.” 

* * + 


‘Dial-A-Deal’ at Weber 


ar. by phone, urged Weber 
Chevrolet Co., St. Louis, in 
announcing its “Dial-A-Deal” plan. 
Buyers can call Weber for price 
information, tradein estimates or to 
arrange for a demonstration ride. 
* * * 








Tears Flow 
Like Wine 
In Sales Pitch 


WHIMSICAL note was touched 

by Tyrrell Chevrolet Co., Chey- 
enne, Wyo., in a newspaper ad 
headlined: “Happy Days Are Here 
Again?” 

The ad featured a picture show- 
ing copiotis weeping on the part of 
Gale Tyrrell, dealer; Vern Hage- 
stad, general manager, and Carl 
Afflerback, used-car manager. 

Hagestad was shown examining 
the dealership’s books, afloat in a 
sea of red ink; Afflerback’s tears 
were rolling off his Bluebook, and 
Tyrrell’s face was buried in his 
drenched handkerchief. 

Said the ad: “Tears have changed 
to smiles . . . for the three Tyrrell 
Chevrolet executives pictured 
above. 

“. . You see, the tremendous 





| sale of the new ’56 Chevy has been 


responsible for a wonderful influx 
of late-model OK used cars which 
Cheyenne folks just seem to 
wm. 


Ford’s Copeland 
Takes Sales Post 


DEARBORN —Robert F. G. 
Copeland, director, product adver- 
tising and sales promotion, Ford 
Motor Co. has 
been named as- 
sistant general 
sales manager for 
Ford’s new spe- 
cial products di- 
vision. 

Copeland is re- 
sponsible for di- 
visional and 
dealer coopera- 
tive advertising 
programs and 
sales promotion . 
and training programs with field 
and dealership personnel, according 
to J. D. Doyle, general sales and 
marketing manager. Copeland 
joined Ford in 1948. 


Seat-Belt Report 
In Buffalo, Ford Buyers 


Show Most Interest 


BUFFALO.Buyers of 1956 
Fords lead all other western New 
York State car buyers in inquiring 
about seat belts, according to re- 
ports from dealers. It is estimated 
that 85 percent of Ford buyers ask 
about the belts. 

A Chevrolet regional officials said 
seat-belt demand is fairly small, 
and the sales manager of a Buffalo 
Chevrolet dealership said about 20 
percent of the buyers inquire about 
the belts and 10 percent order them. 

A DeSoto-Plymouth dealer said 
not more than 5 percent of his cus- 
tomers ask for seat belts, and a 
Dodge-Plymouth dealer reported no 
sales and “only a couple inquiries.” 


Daschner Named Director 


Harold A. Daschner has been 
appointed managing director of the 
Pressed Metal Institute, replacing 
Orrin B. Werntz, who retired to 
spend full time on his regular work 
as executive vice-president of the 
National Screw Machine Products 
Assn. New headquarters of the In- 





F. G. Copeland 


stitute are located at 3673 Lee Rd. 


Shaker Heights, O. 
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with SUPER tune-ups PROFITS soar... 


more cars move through your service doors 


and Everybody's Happy ! 





























A CALL to your Sun Representative, 
OR A LETTER. to the factory will quickly 
bring information on how new Super-Tune 
can be your most frequent and important 
contact with car owners! 





TUNE-UP AND SERVICE PROFITS SOAR as 
more and more car owners find that you keep 
their engines operating at top efficiency with 
SUPER-TUNE! 


Today’s more complex, higher horsepower en- 
gines require greater accuracy and precision in 
tune-up care ... more frequent adjustment! 


WITH SUPER-TUNE, all the tune-up care these 
engines demand can be accomplished fast and 
simply! Valuable service time is utilized at maxi- 
mum efficiency as your service operators give 
verified top engine performance and economy— 
Fast—Simply—Profitably! 


FAST ... In 10 minutes or less, engine operation 
can be tested area by area, and precision adjusted 
to the manufacturer’s recommended performance 
level . .. OR you isolate specific areas where extra 
work is needed! 


SIMPLE . . . You use the famous Sun 6—12 Volt 
Tune-Up Tester—four simple-to-operate units 
conveniently mounted in handy work bench cabi- 
net—to perform the following simple area tests: 


Cranking Voltage - Distributor Resistance - 
Charging Voltage - Engine Idle Speed Adjust- 
ment - Ignition Timing - Dwell and Dwell Vari- 
ation - Ignition Advance - Ignition Output and 
Leakage - Secondary Resistance and Polarity. 


These area tests assure a fast, accurate tune-up 


routine . . . let you perform precision adjustments 
with a minimum of test lead change-overs! 


PROFITABLE . . . With SUPER-TUNE, profits 
go up—comebacks go down, because the job well 
done assures Greater Customer Satisfaction... 
More Tune-Up Volume... Increased Parts and 
Service Sales! 


‘SUN ELECTRIC CORPORATION « Harlem and Avondale Avenues - Chicago 31, Il 
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Merchandising 


Memos to Dealers 


By Bob Finlay 





ERE’S an idea with a merit 
from a veteran salesman: 
Why don’t the auto makers have 
sales trouble-shooting crews made 
up of teams of veteran retail sales- 
men? When a dealer runs into a 
tough sales situation, he can call in 
the trouble-shooters. 
Most things that happen have 
happened before. And there are 


times when the dealer is too close 
to the trees to see the forest. 

Talking over his problems with 
veterans in the retail field may get 
him headed on the right track 
again. 


Open Up Ideas 


, too, there’s no one who 


Weekly idea meetings might be of 
help to dealers—with his depart- 
ment heads as well as his salesmen. 

Here are some tips from those 
experienced in such sessions: 

The meeting is to promote ideas, 
not sit on them. So make it clear 
in the beginning that you want 
everyone to feel free to offer ideas 
without fear of criticism. 


Tell ’em that even if the idea 


seems a little far-fetched, to get it 
out where you can look at it. 

Urge the participants to ex- 
pand other people’s ideas, or 
combine them. 

There is a great temptation for 
some to scoff at other people’s ideas, 
so whoever is leading the meeting 
should sit on any one who tries to 
get critical.. Put out firmly that 
judgment comes later, not at this 
session. 

Have a secretary take down all 


has a monopoly on ideas.|the ideas. Then, at a later date, go 








Keller-Koch Purchases 
Chicago Dodge Exclusive 


BIRMINGHAM, Mich.—Keller- 
Koch, Inc. (Chrysler-Plymouth), 
has purchased Hart Motor Co., 
Chicago, a Dodge exclusive. The 
Chicago dealership also is being 
operated as Keller-Koch, Inc. 

Principals of the firms are 
Richard W. Keller, son of K. T. 
Keller, Chrysler Corp. board 
chairman, and Victor C. Koch, 
son of Victor C. Koch sr., retired 
Fisher Body executive. Koch will 
direct the Chicago dealership 
with Keller heading the Birming- 
ham operation. 





over these ideas with your key men. 
Often you'll find that an idea that 
started out weak grew in the dis- 
cussion. 


If you get started right on this, 





Helping to put the POWER in 


Power Steering for Trucks, Buses, 


Tractors, Construction Equipment 














B-W Engineering Makes It Work 
Production Makes It Available 








When it comes to power steering, heavy duty over-the-road and off-the-road 


vehicles have special requirements. Components have to be huskier, tougher, 
able to stand up under the constant demands of heavy duty operation. 

To provide unfaltering hydraulic power regardless of operating condi- 
tions, Borg-Warner’s Pesco Products Division has developed a remarkable 
power steering pump. An engine-driven, positive-displacement gear pump 
specially designed for heavy duty equipment, it features Pesco’s exclusive 
“Pressure Loaded” bearings which automatically adjust for wear . . . mini- 
mum power requirements . . . minimum size . . . weight of only 6.75 pounds 


of 750 psi. 


. .self-lubrication . . . built-in pressure relief valve with standard setting 


Like all Borg-Warner products, the Pesco power steering pump was born 
of B-W’s “design it better—make it better” tradition. In this way Borg- 
Warner serves industry with both creative engineering and large-scale pre- 


cision production. 


BORG-WARNER, Executive Offices, 310 S. Michigan Ave., Chicago. DIVISIONS: ATKINS SAW + BORG & BECK + BYRON JACKSON 
ROIT GEAR « FRANKLIN STEEL « HYDRALINE PRODUCTS + INGERSOLL CONDITIONED AIR « INGERSOLL KALAMAZOO + INGERSOLL 
L STEEL « LONG MANUFACTURING » MARBON CHEMICAL « MARVEL-SCHEBLER PRODUCTS + MECHANICS UNIVERSAL JOINT 
UCTS « ROCKFORD CLUTCH « SPRING DIVISION « WARNER AUTOMOTIVE PARTS + WARNER GEAR »« WOOSTER DIVISION 
NCE CORP « BORG-WARNER INTERNATIONAL ¢ BORG-WARNER,LTD + BORG-WARNER SERVICE PARTS « LONG MFG., LTD 
JADA, LTD © REFLECTAL CORP + WARNER GEAR, LTD « WESTON HYDRAULICS, LTD 


you'll find that it will give you a 
fresh look at your business. 
+ 


os * 
Oldsters 


re. we keep hearing 
from Roy Brooks, who once was 
an outstanding Packard salesman 
in Atlanta, that the accent today in 
sales is all on youth, with no place 
for the older salesmen. 

The old boys have a lot of savvy, 
too. Take another look at the old- 
sters. They can have young ideas. 

* * + 


System Helps 
E. DUMAS MILNER, who 

* heads several successful deal- 
erships in the South, says that the 
key to selling is working at it 
systematically. 

He says that all of his salesmen 
are required to observe these 10 
commandments: 

1. Make a minimum of five per- 
sonal calls every day. 

2. Write a minimum of 25 new 
postcards every day. 

3. Make at least 20 telephone calls 
a day. 

4. Write 10 postcards to satis- 
fied customers each day. 

5. Always have a minimum of five 
bird dogs working for you. 

6. Make at least three working 
road demonstrations every day. 

8. Pass out a minimum of 25 
business cards a day. 

9. Check with the service depart- 
ment personnel each day for serv- 
ice customers who need new cars. 

10. Be courteous, friendly and 
persistent. 

Organization of time is a tough 
thing for many salesmen to learn. 
Why not work up your own simple 
chart each morning of goals to 
accomplish. Then check at the end 
of the day to see how you did. You 
might surprise yourself. 


AC Chiefs Confer 
With 16-Member 
Distributor Group 


FLINT.—The 16-member AC dis- 
tributor council met last week at 
General Motors’ AC Spark Plug 
division here. The agenda included 
conferences with management and 
sales officials and tours of AC’s 
manufacturing, research and engi- 
neering facilities. 

The council plan was started a 
year ago to promote an interchange 
of ideas between the plant and the 
distribution organization. 


Members of the council for 1956 
are: W. J. Barron jr., Barron Mo- 
tor Supply, Cedar Rapids, Ia.; H. 
B. Braden, American Gear & Parts 
Co., Dallas; E. J. Brickhouse, Ches- 
apeake Auto Supply, Norfolk, Va.; 
K. V. Browne, Crow-Burlingame 
Co., Little Rock, Ark.; Lawson 
Driver, York Supply Co., Dayton, 
O.; Wally E. Glyer, LamusLundlee 
Co., Sacramento, Calif.; Andrew 
N. Johnson, Automotive Electrical 
Service, New York. 

F. G. McKenzie, Automotive 
Supply Co., Bluefield, W. Va.; Ker- 
mit Moore, H. D. Taylor Co., Buf- 


falo; W. D. Myers, Myers Motor 
Supply Co., Joplin, Mo.; Stanley 
Stover, Stover Co ; Herb 


E. Nimmer, Monark Supply Co., 
Milwaukee; Lucius H. Tarbell, Tar- 
bell-Watters, Springfield, Mass.; M. 
D. Taylor, Taylor Parts & Supply 
Co., Andalusia, Ala.; Edward Voor- 
hees, United Service, Nashville, and 
Howard Weaver, Featherstone’s 
Los Angeles. 


Hizer Promoted 
By Studebaker 


SOUTH BEND. — Leonard Hizer 
has been appointed eastern sales 
manager for Studebaker trucks, 
with headquar- 
ters at 1861 
Broadway, New 
York City. 

All truck sales 
in Boston, Buf- 
falo, New York, 
Philadelphia, 
Pittsburgh and 
Washington zones 
covering 14 states 
will be under Hiz- 
er’s direction. 

L. Hizer During the 17 
years Hizer has been with Stude- 
baker he has held sales assign- 
ments in the Atlanta, Buffalo, Chi- 
cago and Pittsburgh zones as well 
as in the home office. 
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Service 





Backshop 


{ Regular Monthly 


... by Jack Weed 





XHIBITORS at the NADA Serv- 

ice Equipment Exposition were 
mighty pleased that the show was 
located so close to the main meet- 
ing hall. They felt it helped at- 
tendance greatly. 

I had only one objection to the 
location: The stairs from the meet- 
ing hall to the show site were as 
steep as they possibly could be and 
still be called stars. And they were 
as long as many a portage I have 
struggled over in northern On- 
tario. 

NADA really supported the 
show this year. After every ses- 
sion, the moderator reminded the 
dealers of the show so that even 
those who were staying at down- 
town hotels knew there was a 
shop equipment show going on 
that they should attend. 

The entrances to the stairs were 
well marked and in many other 
ways the convention management 
did a good job of making certain 
as far as possible that the show 
got a good play from the attending 
dealers. 

The only soft spot mentioned to 
me by any exhibitor was the small 
attendance from jobbers and in- 
dependents in the area who were 
invited to see the show Saturday 
and Sunday. 

I must admit that I didn’t see 
too many white badges floating 
around the exhibit space either of 
those days, but then I was head 
over heals in trying to cover the 
editorial beat assigned to me and 
wasn’t on the show floor too much 
either day. 


x * 


On to San Francisco 


r= be San Francisco next year. 
Many exhibitors don’t like the 
setup at the San Francisco Civic 


Auditorium, but some 650 of them 
will be there this week for the 
Pacific Automotive Show. Many of 
the exhibitors who showed at 
NADA will be among them. 

For those of you who will be 
at this show or in the neighbor- 
hood of San Francisco this week, 
Pll be covering the show and will 
be at the St. Francis along with 
several other Automotive News 
representatives. 

To my knowledge, this is the first 
time the three aftermarket associa- 
tions—NSPA, MEWA and MEMA 
—ever have met in the same city 
and at the same time a regional 

(Continued on Page 68, Col. 2) 





industry’s 
ties: 


Independent garage mechanics 
Filling station mechanics 


replacements for all outlets 
Mechanic man-hours available 
Number service stalls 


Section 


Service Industry Needs 
Projected to 1960 


Projections from a vehicle factory survey graphically 
need during the next five years for servicemen and facili- 


Car and truck dealer mechanics..... 


Number of new mechanics for car and 
and truck dealers needed, including 
estimated loss of present force... 


Estimated need of new mechanics and 


sckdahaeshate 247,000 310,000 
shiitbespiséahy.; 3 ~~ "5: Weapuabelaaes 112,500 
casi 156,000 195,000 
einstein 244,000 295,000 
Sioseasuscsbel”- ft aaenio 282,500 
Sidi ced 1,400,000,000 1,700,000,000 
sschetipanel 710,000 875,000 
soiidireniede 327,173 355,143 


Number service shops total............... 
Note—It is estimated that 20 percent of present mechanics will be lost to the 
industry for one reason or another in the next five years. 


Management 
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iy ay aay, a AT les 
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Industry Faces Crisis 
In Mechanic Shortage 


vos automotive industry is fail- 
ing to solve its most serious 
problem—the problem of recruiting 
sufficient mechanics for the service 
end of the business. 

It is admitted that plans and 
programs have been advanced 
during the past few years aimed 
at correcting this condition, but 
very little has been accomplished. 
This situation has been building 

up for ten years. Regardless of 
what is done today, the problem 
will get worse before it possibly 
can improve. 

It’s a case of too much conver- 

sation and far too little action. 
+ * + 


T is needed is a central 


committee or group to spear- 
head the attack and it must be 






illustrate the 











HAVE WILL 
AT PRESENT IN 1960 

















backed by the prestige and money 
of the entire industry. 

Then the first and only step 
that this group or committee 
can take that will spell success 
is to delegate responsibility to a 
hard-hitting administrator and 
turn him loose: 

The sooner these positive steps 
are taken the better. 

With all due respect to General 
Motors the Automobile Manufac- 
turers Assn. and the National 
Standard Parts Assn., which have 
led the way in working with voca- 
tional schools to try and get not 
only more but higher-type young 
men to come into the service end 
of the business, the program has 
not even scratched the surface of 
the industry’s need. 

The service managers committee 
of the Automobile Manufacturers 
Association say from 45,000 to 50,- 
000 new mechanics are needed each 
year to keep service shops proper- 


ly manned, Less than 10,000 re- 
cruits are coming along a year. 
NSPA claims the industry could 
absorb at least 100,000 additional 
mechanics right now and not alle- 
viate the shortage. 


* * * 


Teamwork Project 


A three of these groups have 
been working diligently with 
the American Vocational Assn. to 
try to improve the type of teachers 
who teach the automotive shop 
coutses and the layout and equip- 
ment used in the school rooms, 

Here and there they have been 
very successful. Many new schools 
have been built with automotive 
mechanic school rooms in which 
the industry has been asked to help 
plan the facilities. 

A goodly number of vocational 
teachers of automotive subjects 
have spent their vacations work- 

(Continued on Page 31, Col. 1) 


Pacific Show Set to Open; 
Dealer Exhorts Jobbers 


ee automotive aftermarket 
association conventions will 
open in San Francisco tomorrow 
(Feb. 21) in conjunction with the 
Pacific Automotive Show which 
starts Thursday (Feb. 23) and 
closes Sunday (Feb. 26). 

show has reported the 


display booths. 
The first two days of the show 
(Feb. 23-24) are open only to 
sponsoring jobbers and manufac- 
turers. The last ‘two days and 
(Continued on Page 31, Col. 1) 


Safety-Check Group Seeks Local Help 


AKE it a thousand in ’56” is 

the motto of the Inter-Indus- 
try Highway Safety Committee as 
it prepares for its annual May 
safety check of vehicles. Last year, 
422 communities participated in the 
program. This year’s goal is more 
than twice that number. 

The community safety-lane 
checks were highly successful in 
1955, accounting for the increased 
emphasis on this part of the pro- 





Safety Drive Symbol— 


Here is the symbol for the May safety-check campaign sponsored by the Inter- 
Industry Highway Safety Committee. Last year, 422 communities participated in the 


gram in the upcoming campaign. | asked to furnish the mechanics to 
Another reason lies in the fact| man the check lanes. It is felt that 


that dealers across the country are 
hard-pressed to take care of cus- 
tomers’ service needs and probably 
would be unable to provide the 
space or the manpower to do a 
month-long job in their own shops. 

The same applies to independent 
service stations and tire dealers. 
But these three groups aren’t out 
of the picture entirely. They'll be 


Program. The committee hopes to sign up more than 1,000 this year. 


this arrangement will not place too 
much of the job on any one outlet. 
~ * = 


Booster Clubs Help 


EPRESENTATIVES of the In- 

ter-Industry committee already 
are in the field starting the ball 
rolling toward a greatly increased 
community program this year. This 
small force is being augmented by 
five public relations men being 
loaned to the committee by the tire 
industry. 

While the car and truck builders 
have not yet supplied any man- 
power, it is believed that some aid 
from this quarter will be forthcom- 
ing soon. 

Last year the jobbers and 
booster clubs across the nation 
also put their shoulders to the 
program. It is felt that both will 
do an even better job this year. 
The Booster clubs, composed of 

men who sell repair parts and shop 
equipment to the wholesale auto- 
motive outlets are help- 
ful. These men are civic minded as 
well as safety minded and have 
helped in many ways to make driv- 
ing safer for everyone. 
+ ~ * 

TS state coordinators say the 

franchised dealer is expected to 
play a major part in the program 
since the dealer, by the very nature 
of his business, has a big stake in 


making driving safer for every one 
of his customers. 

It has been found, however, that 
it often is more effective to put a 
Chamber of Commerce or luncheon 
club president at the head of the 
community program. 


Such a man, it is said, cannot 


The chairman must be active, 
good organizer and respected 
his fellow citizens. The committee 
should be small, composed of five 
or six key automobile dealers, tire 
dealers, independent garage and 
service station operators as well as 


to determine how many safety lanes 
it will take to check a reasonable 
percentage of the cars in the area 
in a one-or-two-week continuous 


program. 
+ * a 


10 Points to Be Checked 
Ts safety-lane check is the 
same 10-point check program 
that has been proposed for dealer 
check efforts in the past. It in- 
cludes brakes, steering, glass, rear- 
view mirrors, windshield wipers, 
(Continued on Page 30, Col. 1) 


NEW PRODUCTS 
Page 46 


oo independent jobber has an . 
opportunity to be of service to 
franchised automobile dealers but 
is failing success- 
fully to promote 
that opportunity. 
will be carried 
tomorrow (Feb. 
21) to the San 

con- 
vention of the 
National Stand- 
ard Parts Assn. 
by Walter B. 
Cooper (Chev- 
rolet), Fort Col- 
lins, Colo., who also is NADA 
Colorado director and chairmans 
the NADA public relations com- 
mittee. 





W. B. Cooper 


Cooper will tell the jobbers that 
there are things that the dealer 
likes about the service given by his 
factory, but that also there are 
weaknesses. 

* * * 

i IS in these weaknesses, Cooper 

believes, that the jobber oppor- 
tunity lies. One is extremely slow 
service on items not stocked in 
zone warehouses, another is too 
many slow moving parts included 
in parts kits for new models. 


Among the points liked 


by 
a|Cooper are the jobber’s ability to 
by | check the dealer’s stock of selected 


items which the dealer usually 

buys from the jobber without con- 

suming the parts manager’s time. 
On exchange items, the jobber is 


that there are 
jobber’s service. 
ingness to sell to individuals, par- 
ticularly if they have purchase 
orders from an independent garage. 


* * * 


BELIEVES there could be 


items are going to buyers that 
(Continued on Page 31, Col. 1) 
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°56 Goal Is 1,000 Communities .. . 


Safety Group Seeks Local Aid 


(Continued from Page 29) 


horns, headlights and turn signals, 
rear lamps and stop lights, exhaust 
system and tires. 


Safety-lane operation always 
turns up a fairly high percentage 
of corrective work and replace- 
ment of parts. In last year’s com- 
munity check program, 25 per- 
cent of the cars and 35 percent of 
the trucks were found to have 
one or more things unsafe and 
these vehicles had to be repaired 
before they could receive the 
“safe” sticker. 

So it behooves both retailers and 
wholesalers to make certain they 
have sufficient stocks of the major 
replacement items. In one southern 
city where they held a community 
safety-lane check, shops were out 
of tires before the end of the first 
week and were very. low on several 
other items, especially brake shoe 
replacements. 

* * * 


F COURSE in the 13 states 
which require periodic inspec- 


tion there is little need for any 
great community effort for a May 
safety check observance. 


But in the other 35 states the 
results of the May safety check 
have proved year after year the 
need for such a program, whether 
it be by community, county area 
or individual dealer. 


The interindustry committee 
needs civic-minded leaders in many 
areas to spark this year’s program. 
Last year a number of states, some 
with high accident and fatality 
records, failed to do even a token 
job of checking the faulty cars in 
their areas because no civic-minded 
dealer or individual took the time 
and effort to get the ball rolling. 


* * * 


How to Get Information 


— certainly is an indictment 
of the franchised dealers and 
the dealer associations in those 
states. 

It is hoped that with increased 


emphasis at the community level 


this year, the May Safety Month 
program will convince additional 
thousands of motorists of the value 
of periodic safety checks. 


The National Vehicle Safety- 
Check for Communities Commit- 
tee will send free program mate- 
rial to those who wish to help in 
making their community a safer 
place to drive. The material can 
be obtained by writing the com- 
mittee at 316 Ring Building, 1200 
18th St. N. W., Washington 6, 
D.C. 

Official safety-lane materials 
needed to put on a community pro- 
gram can be purchased from this 
committee. 

Persons wishing information 
about what can be done in their 
area are urged to contact their 
state program coordinators listed 
below: 

ALA.—W. Lyerly, Dept. Public 
Safety, P. O. Box 1511, Montgom- 
ery 2. 





ARIZ.—Charles Pemberton, Sup. 





Dealers’ U. C. Sales 


Up 37%, Packard Says 


DETROIT. — Used-car sales by 
Packard and Clipper dealers in 
1955 were 36.9 percent ahead of 
1954, according to Jack E. Reese, 
Packard-Clipper division national 
used-car manager. 

Reese said used-car inventories 
were about a months supply on 
Jan. 1, compared with about 
three-months supply on Jan. 1, 
1955. Citing NADA’s used-car 
guide book, he claimed the 1955 
Packard 400 hardtop led all other 
makes in percentage of increase 
of retention value over 1954 mod- 
els. The increase, he said, was 9.6 
percent. 





Traffic Safety Div., Ariz. Highway 
Dept., 1739 W. Jackson St., Phoenix. 
ARK. — Capt. Jack Rhea, Ark. 
State Police, Little Rock. 
CALIF.—W. A. Huggins, Exec. 
Secy., Governor’s Traffic Safety 
Comm., State Capitol, Sacramento. 
COLO.—Exec. Dir., Colo. High- 
way Safety Council, State Capitol, 
Denver. 
CONN.—W. M. Greene, Dir., State 








cures another 


case of “tools with legs” 





“OK, young fella, here’s the Snap-on man. 
He can fix you up with the wrenches you need.” 


Yes, the tool borrower is one of the most 
irritating time and money wasters in any 
garage or repair department. And one of 
the best ways to stop “tools with legs” is to 
invite the Snap-on man in and urge your 
mechanics to talk to him. He not only pro- 
vides a complete line of the finest tools avail- 
able, but he knows tools and can help me- 
chanics fill in and build up their sets. 


You'll find your men depend on Snap-on. 
His regular calls remind them to buy now 


8082-B 28th Avenue * 


*Snap-on is the trademark of Snap-on Tools Corporation. 


SNAP-ON TOOLS CORPORATION % 


Kenosha, Wisconsin 


instead of later. Snap-on also provides a 
complete line of shop equipment, and special 
tools for specific model and make cars that 
can help speed tricky jobs—earn more money 
for both the garage and the mechanic. 


Make it a point to talk to the Snap-on 
man the next time he calls. Let him explain 
the various plans that can help your mechan- 
ics own a complete set of the right tools. 









Safety Comm., State Office Bldg, 
Hartford. 


DEL.—J. James Ashton, Mgr, 





Del. Safety Council, Room 2169 Dy. 


Pont Bidg., Wilmington. 

D. C.—A Julian Brylawski Traffic 
Advisory Board, 702 Warner Bldg, 
Washington 4. 

FLA.—Roger C. Collar, 
Safety Coordinator, Exec. 
State of Florida, Tallahassee. 


Traffic 
Dept, 


GA.—J. W. Maloof, Dir., Georgia | 
Citizen’s Council, Room 406, 20 Ivy | 


St., S. E., Atlanta. 


IDAHO.—Earle Koehler, Dept. of | 


Law Enforcement, 

Boise. 
ILL.—Robert Campbell, Div. of 
Traffic Safety, Dept. of Public 


State Capitol, | 


: 


Safety, 507 Armory Bldg., Spring. | 


field. 
IND. — Joe Lingo, Dir. Traffic 


Safety, State of Indiana, 145 waa 


Wash. St., Indianapolis 4. 

IOWA — C. H. Moyer, Comm. 
Dept. of Public Safety, State Office 
Bldg., Des Moines. 

KANS. — C. R. McCamment, Dir, 
of Safety, State Highway Comm, 
Topeka. 

KY. — C. B. Jones, Exec. Sec, 
Governor’s Highway Safety Comm, 
New State Office Bldg., Frankfort. 

LA.—Mrs. Ruth Vaughan, Exec, 
Sec., La. Safety Comm., 1-D-6 Pen- 
tagon, P. O. Box 4095, Baton Rouge. | 

ME.—Capt. John deWinter, Traf- | 
fic Div., Dept. of State Police, 66 
Hospital St., Augusta. 

MD. — P. E. Burke, Dir., Md. 


Traffic Safety Comm., 21st and Guil- | 


ford Ave., Baltimore. 
MASS.—R. F. King, Registry Mo- 


tor Vehicles, 100 Nashua St., Bos- | 


ton. 

MICH. — Maxwell Halsey, Mich. 
State Safety Comm., 
Tower, Lansing. 


MINN. — E. Larimer, Safety Dir., 


Minn. Highway Dept., St. Paul. 


MISS. — Grady Gilmore, Dept. é 


Public Safety, Box 958, Jackson. 

MO. — Col. Hugh H. Waggoner, 
Supt. State Highway Patrol, State 
Office Bldg., Jefferson City. 

MONT.—Glenn M. Schultz, Mont. 
Highway Patrol, Helena. 

NEB. — Capt. O. H. Witt, Neb. 
Highway Patrol, Lincoln. 

NEV. — Chas. M. Oliver, Dir. 
Driver’s Licensing-Saf. Resp. Divs., 
Public Service Comm., Carson City. 

N. H. — F. N. Clarke, Comm. Mo- 
tor Vehicles, State House Annex, 
Concord. 

N. J. — Leo Welch, Traffic Safety 
Bureau, Dept. Law and Public 
Safety, State House, Trenton. 

N. M. — Jesse Holmes, State 
Safety Comm., P. O. Box 4085, Cor- 
onado Sta., Santa Fe. 

N. ¥. — JZ. KR Barrett, Div. od 
Safety, 17 Elk St., Albany. 

N. C. — Ed. Scheidt, Comm. Dept. 


700 Olds f 





of Motor Vehicles, Revenue Bldg, | 


Raleigh. 

N. D. — Floyd J. Upham, State 
Safety Dir. State Capitol, Bis- 
marck. 

OHIO — U. C. Felty, Ohio Dept. 
Highway Safety, 1117 E. Broad St, 
Columbus 5. 

OKLA. — Bob Eastman, Okla. 
Safety Council, 1600 N. W. 23rd St., 
Oklahoma City. 


State, Capitol Bldg., Salem. 

PA. — A. S. Beshore, Education 
& Information Unit, Bureau of 
Highway Safety, Harrisburg. 

R. I. — A. E. Hawkes, Dir. of 
Research, Reg. of Motor Vehicles, 
Smith St., Providence. 

Ss. C. — J. A. Rutledge, Dir. Pub- 
lic Rels., S. C. Highway Dept., Co- 
lumbia. 

Ss. D. — Carroll Stinson, Safety 
Dir., S. D. Highway Patrol, Pierre. 

TENN. — Nolen Puckett, Exec. 
Dir., Tenn. Safety Council, Cotton 
States Bldg., Nashville. 

TEX. — J. O. Musick, Tex. Safety 
Assn., Littlefield Bldg., Austin. 

UTAH — G. E. Bourne, Utah 


ORE. — Earl T. Newbry, Sec. o T 


Safety Council, State Capitol, Salt | 


Lake City. 

VT. — H. E. Marsh, Comm. of 
Motor Vehicles, State Office Bldg., 
Montpelier. 

VA. — Capt. R. B. King, State 
Police, Box 1299, Richmond. 

WASH. — M. H. Powell, Wash. 
State Safety Council, Olympia. 

W. VA.—Col. R. W. Boyles, Supt. 
Dept. of Public Safety, State Capi- 
tol Bldg., Charleston. 

WIS. — R. C. Salisbury, Safety 
Dir., Motor Vehicle Dept., 1 W. 
Wilson St., Madison. 

Wwyo. — Lt. Neil Boyd, Safety 
Dir., Wyo. Highway Patrol, State 
Office Bidg., Cheyenne. 
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‘|employer of a graduate moves the 
boy along in step with his ability. 

Many franchised car dealers, in 
particular, complain bitterly that 
when they take a graduate into 
their employ he leaves before he is 
actually worth what they were pay- 
ing him. 

Is that the fault of the boy? 


* * + 


Dealer Interest Ebbs 





Recruiting Step-Up Needed... 


Lack of Mechanics 
Threatens Crisis 


(Continued from Page 29) 


ing in industry or going to The pace must be stepped up con- N FAR too many cases, say men 
courses in colleges where they | siderably. I who know, the dealer has shown 
are brought up to date with needs ee little or no interest in the boy. In 





of retail service shops. They get § &- trade must go much fur- 
to know the types of equipment ther and faster if it expects to 
that the progressive dealer and | “lick the problem that is licking” 


far too many cases the dealer has 
kept him on one job, has not 
pointed out or shown by example 














nubile independent uses in maintaining dealer and other repair shops" in ‘ that the boy will be moved along 
; and repairing our modern cars | trying to keep our ever-increasing t : tant d bett a 
ring- j ks fi t f vehicl ffici Sh f M h : Di d. to more impor ant an e ter pay 
and ) dene : th sh oa! eet of vehicles efficient and safe ortage o echanics Viscusseq— ing jobs if he shows ability and, 
raffic ge tins a right pot = 6) on ae Ragawaye. _ | The above photo shows attendance at a luncheon held by the National Standard | far too often, has looked upon the 
5 wer Sut at the pace the industry is | Men who have years of experi- | Parts Assn. for state supervisors of trade and industrial education to discuss the| boy as a finished mechanic just be- 
: going now many experts in the in- oan in this = claim that . Will | critical shortage of automotive mechanics. cause he is a graduate of a trade 
men and mone i 
mm. dustry feel that we will be as bad | quantities than is —_ in sight to| eee pam or vocational cian bl i 
Dffice off 10 years from now as we were | get sufficient action to keep even|to help them keep abreast of in-| erly are place with sympathetic eee tt, fatten Ps 
10 years ago when the need Ser abreast of the needs of retail auto- | dustry needs but also to help them| dealers or shop operators who ‘iimeh bebe into ‘automotive 
, Dir, finding . tenn — ree oi motive service shops. |channel a greater number of high-| will provide the additional train- | work. Too many of our present 
mm., eae eee ee Among the things that will be|type boys into automotive voca-| ing each graduate will need and | vocational automotive school stu- 
— ee oe | needed, say these experts, is to have | tional classes. not with those who will so dis- | dents are there not because they 
Sec, | sufficient and intelligently-directed | It will take additional, well- | courage the boys that they will | selected the course but because 
mm, Dealer Com lains men in the field to work with voca-| directed men to follow through quit. they were of such low calibre 
fort. | tional schools and teachers not only| to see that the graduates prop- It will take men to see that each (Continued on Page 32, Col. 1) 








xe. = That Jobbers 


a, Lag in Service 


lished by using an average sales- 
man.” 

Cooper believes the salesman that 
will get the business is the posi- 
tive type.. “The business builder, | 
the real sales minded individual 


ate 
Yor- 





re aes “8 


Yaa ike 





se ails ll wll i. 
ept. te Bea 


d that does not recognize obstacles, | 
8. 


ee eee Seen The brand of brake fluid you supply may make the difference between 


i and his happy smiling personality 
makes the customer feel that it is| 


a privilege to buy.” | a safe stop and an accident...For safety’s sake—standardize on 


Pacific Show | W. ; ° Lo ' 2 ' 


| 

Ready to Open | 

Thursday evening, the show will be | 
serena BRAKE FLUID 

* * * | 


e, 66 | (Continued from Page 29) 
| 
M might otherwise buy from -the| 
" id. dealer. 
Suil- In Cooper's opinion, jobbers| 
should stock a greater supply of | 
Mo- medium or slower-moving parts be- | 
Bos- cause when a dealer becomes ac-| 
customed to buying such parts | 
Lich. F from the factory, it is easier to con- | 
Olds tinue buying all his parts from| 
that same source. 
Dir, Cooper tomorrow will give his | 
views on jobber salesmen for | 
ept. the benefit of the NSPA. One, 
1. is the order taker. “A type lack- 
ing initiative, perfectly willing to | 
ae believe that the franchised dealer | 
tate must buy all his parts from the 
factory and is happy to get an 
font. order for a few mops, some rags 
or perhaps a broom or two.” 
Neb. Then comes the neutral type. “He 
is really a nice boy, makes his 
Dir. calls, he’ll accept orders for any- 
jivs., thing we want to buy, he'll do 
Yity. favors for us when we ask him to 
Mo- and probably is what you would 
nex, call an average salesman. How- 
ever, your attempt to get addi- E 
fety tional business from authorized 
iblic auto dealers cannot be accomp- 
h 
4 


cate 
3is- 


ept. 
St., 


<la. 
St, 





(Continued from Page 29) | 


OURS for sponsoring jobbers | 
on Thursday and Friday are 10 


les, am. to 6 p.m. From 6 p.m. Friday The performance of brake fluid has a lot to do with brake action... 
until 10 p.m. and from 10 a.m. to Don’t risk possible accidents by gambling on “bargain priced” inferior 
10 p.m. Saturday and Sunday all quality brake fluid. Be safe! Be sure! 
So- automotive trades are invited. : * , 
Associations meeting include Use safety-proven Wagner Lockheed. It’s America’s leading Brake 
ety the Motor & Equipment Whole- Fluid. There’s none better—none safer. It’s chemically balanced and 
< salers Assn., National Standard surpasses specifications established by the Society of Automotive 
see Parts Assn. and Motor Equip- Engineers 
on ment Manufacturers Assn. F ‘ ; 7 
a Credentials and badge identifica- Wagner Lockheed Brake Fluids answer all service needs. 21B is for 
; tions for the show may be picked trucks, buses and cars where heavy duty type fluid is recommended or 
oi up by association members as fol- required by state law. 
Ows: . ° 
alt Feb. 20 - 9 a.m. to 5 p.m.—Pacific Available in 12 oz., quart, gallon, 5-gallon, 30-gallon, and 54-gallon 
of Auto Show offices in Civic Auditor- containers. Get it—and al/ your brake service requirements—from a 
Z., ium. safe, reliable source—your nearest Wagner Jobber. 


Feb. 21 - 8 to 10 am. —NSPA 


convention sessions, Mark Hopkins Wagner Flectric @rporation 
H 

otal. 6393 PLYMOUTH AVE., ST. LOUIS 14, MO., U.S.A. 

Noon to 5 p.m.—Show offices, (Branches in principal cities in U.S. and in Canada) 
Civic Auditorium. 

Feb. 22 - 8 to 10 am. MEWA 
sessions, Sheraton-Palace Hotel. 






the beet known name 


~ 
s 
7 
mem ee 2 
SOE oe ena ccc. RD FEL ENS REE 


ty Noon to 5 p.m.—Show offices, EST. 
W. Civic Auditorium. 1891 ° ° 
Thurs. to Sunday—Show offices, th brake service 
ty Civic Auditorium. 
te Trade attendance at the show LOCKHEED HYDRAULIC BRAKE PARTS and FLUID...CoMaX BRAKE LINING...NoRoL...AIR HORNS 


only by admission tickets. AIR BRAKES... TACHOGRAPHS...ELECTRIC MOTORS...TRANSFORMERS...INDUSTRIAL CRANE BRIDGE BRAKES 
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Step-Up Needed in Recruiting o 6 


Industry Starved for Mechanics 


(Continued from Page 31) 


that the schools didn’t know what 

else to do with them. 

The entire industry faces a job 
selling the youth of this country 
and their parents on the fact that 
the mechanical end of the retail 
automobile business is not only well 
paid but that it holds opportunities 
that are equal, if not better, than 
any other work line a man can do. 

This can be done and at not too 
great a cost. 

The American Trucking Assns. 
was able to change the attitude 
of the nation toward the truck 
driver by a series of advertise- 
ments sponsored by various in- 
dustry firms. This same idea 
wouldn’t take too much effort or 
be too costly to firms now hurt 
by the mechanic shortage. 

Checking on each individual firm 
and association that should be 
keenly interested in alleviating this 
10-year-old and constantly growing 
mechanic shortage, we find that, 
among car and truck builders, GM 
has led the way and that the NSPA 
has done yeoman service in the 
jobber association field. 
* * + 

aus Service Managers Commit- 

tee of the AMA has been con- 
sistently working with the Ameri- 
can Vocational Assn. since 1948. 
The service managers of all vehicle 
makers are represented on this Au- 
tomotive Industry-Vocational Edu- 
cation Conference Committee. 





In addition to several booklets 
aimed at helping teachers set up 
automotive classes and arrange 
their curricula so that it will be 
more realistic, the AMA is in the 
process of putting out a booklet 
that will urge dealers to put forth 
more cooperation with local schools 
and how to go about it. 

AMA has also put out a bibliog- 
raphy on teaching aids and mate- 
rial which the teachers can obtain 
free or at nominal cost. It also tells 
teachers the best ways of contact- 


Robinson Named 
President of Auto 


Electric Assn. 


CHICAGO.—E. N. Robinson, Ste- 
wart-Warner Corp. has been 
elected president of the Automotive 
Electric Assn. 

Vice-presidents and division 
chairmen are W. E. Blank, Electric 
Auto-Lite Co., manufacturers’ di- 
vision; J. L. Finn, Gardner, Inc., 
Cincinnati, central distributors’ di- 
vision, and C. W. Apley, Ballantine 
Auto Parts & Service, Chicago, 
service distributors’ division. 

Secretary-treasurer is Richard 
Durham, Durham Co., New York. 

Newly elected directors are Rob- 
inson and Blank, manufacturers’ 
division; Durham and Robert F. 
Edwards, Frank Edwards Co., San 
Francisco, central distributors’ di- 
vision and Apley and Earl A. 
Marks, Earl A. Marks Co., Port- 
land, Ore., service distributors’ di- 
vision. 


Canadians Probe 
TBA ‘Tiein’ Sales 


OTTAWA.—A general inquiry is 
continuing into “tied sales” in the 
automotive accessories field, T. D. 
MacDonald, director of investiga- 
tions and research, has revealed in 
his annual report to the Minister 
of Justice. 

He referred to cases whereby a 
gasoline company requires its out- 
lets to handle only company-sup- 
plied accessories or those of a 
distributor willing to pay the com- 
pany a commission. 

MacDonald said that this may 
be objected to by gasoline dealers 
whose freedom of choice is cur- 
tailed or by suppliers whose access 
to outlets is curtailed. 





Nunnenkamp Retires 


PORTLAND, Ore.—William Nun- 
nenkamp, manager of the service 
department of Fields Chevrolet Co. 
here for the past 38 years, has an- 
nounced his retirement. He was 
presented a 1956 Bel Air sedan by 
Phillip L. Fields, president. Forrest 
James, body shop foreman, will 
succeed Nunnenkamp. 


ing vehicle factories for assemblies 
and parts to use in class and fur- 
nishes a list of service schools 
available for the teacher to attend. 


NADA is just getting into the 
program. It has acquired a new 
member of the staff who has had 
a background which fits him to 
take over this problem as far as 
NADA is concerned. He plans to 
work with a vocational director 
in an eastern state and imple- 
ment a program this year that 
can be used as a pilot for guid- 
ance of a national program for 
next year. 


Chrysler Corp. service represent- 
atives make it a practice to call on 
vocational schools with automotive 
courses, offer services in helping 
the teacher and offer any aid pos- 
sible in getting assemblies for in- 
struction. Men from the central 
service staff also are available for 
speaking to teacher groups when- 
ever requested. 

Ford has trained approximately 
187,700 students 


in field training’ 


classes in the past six years and 
also has carried on a very close 
alliance with Detroit and Cincin- 
nati vocational schools for the past 
five years. In this program Ford 
took the best graduates from each 
school, gave them a week’s inten- 
sive training, an examination and 
placed passing students with 


dealers. 
* * * 


What Groups Are Doing 


ORD also makes assemblies and 
cut castings available to schools 
to use in class room work. 

Motor & Equipment Wholesal- 
ers Assn. has been active in dis- 
tributing conference-sponsored 
literature to jobbers. 


Motor & Equipment Manufactur- | 


ers Assn. has been working with 
the Advisory Board for Vocational 
and Extension Education of the 


Board of Education for New York | 


City and was in part responsible 
for creating the Brooklyn High 
School of Automotive Trades. 

In addition to putting a mobile 





Spray Painting— 

|. B. Thomas (center), DeVilbiss Co. | 
spray painting instructor, points out on a 
metal panel that correct technique will 
produce quality finishes desirable in auto 
refinishing. At right, Paul O. Wilson, pres- 
ident, Toledo chapter, Automotive Main- 
tenance Assn., is shown using spray as 
Harold A. Grindle, secretary of the organ- 
| ization, looks on. 





| training unit on the road, White 
Motor Co. has consistently sug- 





gested to its dealers and branches 
that they promote men from the 





inside of their service organizations 
to fill the more important jobs and 
stress improved locker rooms for 
the mechanics and better eating 
facilities. White also solicits dis- 
tributor cooperation in sending 
young men to participate in college 
management training courses. 
Thus, it is seen that practically 
every branch of the industry— 
with the sole exception of the 
franchised dealers association— 
has been doing something to try 
and relieve the mechanic short- 
age. Individual dealers and job- 
bers in various parts of the coun- 
try have done outstanding jobs. 
But it is vividly apparent that all 
that has been done to date is not 
enough. Therefore it is time for the 
industry to agree on an agency to 
handle this critical problem and 


| back it to the hilt to see that the 


job is done. 


It must be done if we are to close 
the gap and be able to assure buy- 
ers of new cars and trucks that 
there will be efficient and adequate 
maintenance available to keep their 
vehicles in economical operation. 

Let’s face it. What’s the use of 
engineering progress’ without 
matching progress from a mainte- 
nance standpoint?—Jack Weep. 








DE LUXE UNI-TUNER 








UNI-STAND 
Portable Tester Stand 





DE LUXE ALLENYZER 





D-T-VEE 
Dwell-Tach-Volt Tester 


Ignition and Electrical 
System Tester 









COMPLETELY 





POWR-TIMER 
Power Timing Light 





NEW PIECES 


OF TESTING AND SERVICING EQUIPMENT BY ALLEN 


Now! From Allen . . . 16 new additions to the “money-maker” line 


of testing and service equipment that’s designed to handle any engine 


Call your , ; 
ALLENYZING and the new equipment in 





tune up in your shop — faster, easier, 
before! It’s the new ALLENYZING way .. - the modern way to keep 


modern engines at maximum performance with 
For greater profits . . . be sure your shop is completely equipped for 
ALLENYZING. Today, more than ever before, you must meet mod- 
ern servicing demands . . . to satisfy your 


money. Designed to mee 
ments, Allen equipment will make more money 
your customers complete and thorough engine tune-up service. 


Allen Jobber now and get the complete story on 


more accurately than ever 


big profits for you. 


customers... to make more 


{ today’s and tomorrow’s automotive require- 


for you by offering 


the Allen line. Ask him 


about the Deferred Payment Plan — the Allenyzing profits meet 
the payments! 


EQUIP YOUR SHOP 


Use the Deferred Payment Plan... 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
For Vehicle, Equipment Makers 


DETROIT.—Here is the schedule, axle—Atlanta, Feb. 27-March 23; 
of field service schools for the next| Hydra-Matic—Dedham, Mass., Feb. 


month—a regular feature of the| 20-24; 


Hinsdale, Ill, March 5-9; 


monthly Service Section of Avto-| Clarence, N. Y., Feb. 27-March 9; 


MOTIVE NEws., 
FOR “MAKE” SERVICEMEN 


CHRYSLER CORP. — Master! 


technicians conference, which con- 
sists of a kit containing a film, 
record, charts, 
and other like material supplied 
monthly for the training of me- 
chanics in the dealer’s place of bus- 
iness. 

FORD—District service schools 


will be conducting service courses | 


on the new model cars and trucks. 
Also during this period of Feb. 20- 
March 19, a 40-hour Fordomatic 
course, a Fordomatic recondition- 


ing course, and a carburetor course, | 


will be conducted. A 24-hour air- 
conditioning course will also be 
held on a regional level. 


reference booklets | 





|Golden Valley, Minn., March 5-16; 


Serv. Mgr. Refresher—Dedham, 
Mass., Feb. 27-March 2; Houston, 
March 12-23; Tigard, Ore., Feb. 20- 
March 2; Carburetion—March 5-9; 
Omaha, March 12-16; Clarence, N. 
Y., March 19-23; Golden Valley, 
Minn., Feb. 27-March 2; Standard 


| Transmission—Dedham, Mass., 
|March 12-16; Twin Hydra-matic— 


Hinsdale, Ill., Feb. 20-24; Houston, 
Feb. 27-March 9; Union, N. J. 
March 12-23; Tarrytown, N. Y., 
Feb. 20-March 2; San Leandro, 
Calif., March 19-23; V-8 Tuneup— 
Hinsdale, Ill, Feb. 27-March 2; 
Omaha, March 19-23; San Leandro, 
Calif., Feb .20-March 9; Golden 
Valley, Minn., March 19-23; Diesel— 
Hinsdale, Ill., March 19-23; Denver, 
Feb. 20-March 23; Detroit, Feb. 27- 


GMC TRUCK & COACH—Rear | March 2; Cleveland, March 12-23; 





Omaha, Feb. 20-March 9; F. M. 
Governor—Detroit, March 5-9; 
Tune-up—G olden Valley, Minn., 
Feb. 20-24. 

HUDSON—All field service men 
will be in the technical section in 
Milwaukee during period covering 
Feb. 20-March 19, taking training 
on the new V-8 engine and hydra- 
matic transmission. 

PLYMOUTH—Schools in dealer- 
ships on selected subjects by dis- 
trict field service engineers. Con- 
tact Plymouth regional service 
manager. Master technicians serv- 
ice conference meetings in dealer- 
ships on subject of automatic 
transmission service. 

PONTIAC—Hydra-Matic schools 
are being conducted in all GM 
training centers. 

STUDEBAK E R-PACKARD 
CORP.—Refresher courses in V-8 
engine, torsion-level and Twin- 


Ultramatic transmission; also, 1956 | 


model training. Contact zone parts 
and service manager 
meeting date. 

UNITED MOTORS SERVICE— 
Continuous instruction on various 
phases of automotive service. In- 
struction in factory approval serv- 
ice methods, using the latest equip- 


regarding | 





ment, is available in (1) automo- 
tive electricity (Delco-Remy), (2) 
carburetion (Rochester), (3) elec- 
tronics (Delco auto radio and 
Guide Autronic eye), (4) transmis- 
sion (Hydra-Matic). Classes are 
held continuously at 30 United Mo- 
tors classrooms at GM. training 
centers throughout the country. 


|Contact UMS distributor for train- 


ing center locations and classroom 
schedules. 


WHITE—Classes in engine and 
transmissions, cooling systems, car- 
buretors, fuels, preventive mainte- 
nance, shop equipment and tools, 
fleet safety. Frank A. Novak, in- 
structor in charge. 


FOR ALL SERVICEMEN 


ALLEN ELECTRIC & EQUIP- 
MENT CO., Kalamazoo, Mich 
Course includes the following sub- 
jects: Regulators, generators, and 
starters; automotive battteries and 
ignition circuit; distributors; fuel 
systems and carburetion; power- 
tune procedure. The new Allen 
Power-Tune course for modern en- 
gine servicing will be held at 
Western Michigan College. Classes 
commence at 7 p.m. and run for 
five consecutive Monday nights. 
Herbert Ellinger, instructor. 


AMMCO TOOLS, INC., North 








ot 


ADJUST-A-KIT 
Regulator-Distributor-Spark 
Plug Adjusting Tools 








ALL NEW ALLEN CATALOG WITH COMPLETE 


INFORMATION ON NEW ALLEN EQUIPMENT. 


WRITE FOR YOUR COPY NOW! 


LLEN 


ELECTRIC AND EQUIPMENT COMPANY 


Kalamazoo, Michigan 


FOR ALLENYZING NOW ! 


MIGHTI-MITE 
Timing Light 


Allenyzing Profits Meet the Payments! 


SAFTI-SEAL 
High Compression Tester 








GENREG VARI-SPEED 
Generator-Regulator Test Bench 





PRECISIONTEST 
High Compression Tester 





Chicago—Instruction on engine re- 
pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave. North 
Chicago. 


BEAR MFG. CO., Rock Island, 
Iil.—Courses will be given in align- 
ment, frame straightening, wheel 
balancing, safety service equipment 
and the comfort ride program. 
Contact Mrs. Mildred T. Clark reg- 
istrar. 


BENDIX PRODUCTS, South 
B en d—(Power brakes and Strom- 
berg carburetors). Specialized serv- 
ice schools in both of the above 
products available through Bendix 
central service distributors. Special 
instructor’s technical schools are 
available at the Bendix factory for 
all qualified distributor personnel. 
No definite schedule and no tuition 
expense. 


BINKS MFG. CO., Chicago, IIl. 
—Classes are held for a period of 
one week once a month. Anyone 
interested in spray painting and 
spray painting equipment may at- ° 
tend. Next class will be held Feb. 
27-March 2. No tuition. Contact 
W. Beachan, instructor. 


CARTER CARBURETOR CORP., 
St. Louis—Classes of 12 men in 
carburetion starting today (Feb. 
20) for three weeks. Special classes 
for factory graduates only—re- 
fresher courses—each one week 
duration beginning March 5, 12 and 
19. Contact nearest Carter distri- 
butor. 


DEVILBISS CO., Toledo — One- 
week classes of limited size cover- 
ing theory, operation, maintenance 
and servicing of the equipment 
used in spray painting. No instruc- 
tion charge. Applications may be 
obtained by writing DeVilbiss Co., 
300 Phillips, Ave., Toledo 1, O. 


ELECTRIC AUTO-LITE, Tole- 
do—Courses open to anyone in the 
automotive trade. No fee for tui- 
tion or materials. Students learn 
basic information and funda- 
mentals of electricity, magnetism 
and testing equipment; the battery 
as it is related to the electrical 
system; the component parts of the 
electrical system, circuit by circuit, 
and wiring. Next class March 5-23. 
Write William B. Selb or H. M. 
Riddle instructors in charge, 511 
Hamilton St., Toledo, O. 


INLAND MFG. CO., Omaha — 
Through individual training in ra- 
diator servicing. Classes start each 
Monday, six days a week for two 
weeks. No tuition cost to owners 
of Inland radiator servicing equip- 
ment. Write James V. Grasso, 1108 
Jackson St., Omaha, Neb., for 
reservation or further information. 


THERMOID CO., Trenton, N. J. 
—Instruction in brake service. No 
definite school scheduled and no 
tuition expense. Write John Mc- 
Laine, supervisor, for further infor- 
mation. 


STEWART-WARNER (Alemite 
Div.)—School is for the training 
of Alemite depot servicemen and is 
held in factory service training 
school at 1826 W. Diversey Park- 
way, Chicago. Depots represented 
are from all distributors’ terri- 
tories throughout the U. S. and 
normal classes include a maximum 
of 14 trainees. Next class March 
12-16. 


SUN ELECTRIC CORP., Chica- 
go—Classes in modern tune-up pro- 
cedures, Feb. 20-24; service mer- 
chandising, Feb. 27-March 2; test 
equipment operation, March 4-9; 
automotive electricity, March 12-16, 
will be held at Chicago technical 
training center. 

PENNSYLVANIA STATE UNI- 
VERSITY — Maintenance courses, 
March 5-9. 

UNIVERSITY OF CALIFORNIA, 
Berkeley — Maintenance courses, 
March 14, 16. 


Ford of Canada to Build 
New Alberta Parts Depot 


TORONTO.—Ford Motor Co. of 
Canada has announced plans for a 
$1 million parts and accessories de- 
pot to be built on a 10-acre site 
in Edmonton, Alta. 


Rhys M. Sale, Ford of Canada 
president, said the present depot 
in Calgary will be made headquar- 
ters for Ford Tractor & Equipment 
Sales Co. of Canada Ltd. when the 
new building is opened at the end 
of 1956. 
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rt Yields Dealer Comment. . . 





More Lowdown from Senate Quiz 


Eprror’s Note: Here are more 
dealer remarks on the retailing 
scene taken from the question- 
naire circulated by Senator A. 8. 
Mike Monroney’s subcommittee 
on automobile marketing prac- 
tices. The Oklahoma Democrat 
asked: “Have you any further 
comments regarding conditions in 
the automotive industry today?” 

Other answers to this ques- 
tion appeared in the Jan. 30 issue 
of Automotive News. 

* * . 


IOWA (Dodge-Plymouth)—Fac- 
tories insist on too much produc- 
tion. .Some factories—Ford and GM 
—are too big, should be controlled 
and not allowed to use such force- 
ful methods on dealers. 


MASSACHUSETTS . (Ford)—We 
honestly believe that the race for 
leadership and overproduction is 
bad for both the dealer and the 
buying public. 

TEXAS (Buick)—Unethical fran- 
chised dealers, false advertising 





are definitely ruining the fran- 
chised dealers ... There is so much 
false advertising. This definitely 
should be stopped. Bootlegging by 
the larger dealers that is sanc- 
tioned by the factory representa- 
tives should be stopped, or the little 
dealer should not be criticized for 
doing this. 


PENNSYLVANIA (Packard)— 
Car dealers are forced to take 
more cars than they can sell 
making a reasonable profit. So 
they pass them- on to bootleg 
dealers at $25 to $50 over in- 
voice. The bootleg dealers pass 
them on to a customer at an- 
other $25 to $50 over his price. 


WEST VIRGINIA (Chevrolet)— 
Territory security would elimi- 
nate the problems of the dealer. 


ILLINOIS (Dodge - Plymouth)— 
(1) Legislation should be con- 
sidered to eliminate fraudulent or 
misleading advertising. (2) A board 
should be established similar to 
National Labor Boards to act as a 








mediator in all involuntary fran- 
chise cancellations. 

CALIFORNIA (Chevrolet)—Fac- 
tories are pushing the dealers for 
volume. Result is very large dis- 
counts, wild terms and false ad-| 
vertising, with high interest rates. | 
Regulation would help—one-third | 
down and 24 months with fixed in- 
terest rates on new and used cars. | 


IOWA (Ford) — Franchised | 
dealers are on their way to ruin 
because of (1) a race between | 
two manufacturers; (2) bad dis- 
tribution; (3) overproduction; (4) 
bad relations between factory 
and dealer;.(5) 35 percent truck 
penetration for 1955, still trucks 
are a bad problem; (6) dealer 
loyalty cannot be had by force. 
MICHIGAN (Oldsmobile)—I be- | 
lieve that the automobile dealer | 
has a perfect right to mark up 
freight and EOH which are cost 
items to the dealer and represent 
part of his fixed investment in an 
automobile. The factory discount | 
and dealer’s profit are allowed to| 








“For what your insurance com- 
pany allowed you—all we could 
do was bandage it!” 


be figured only on the retail list 


price and cost price and no allow- 


ance is made for the dealer's in-| 


vestment in the Federal excise tax 


and freight plus cooperative adver- | 


tising which the dealer pays. 
I believe that a dealer is entitled | 
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(DURING FEBRUARY AND MARCH ONLY!) 


\I can each of 2 profitable 
EW Alemite products fu : 


ad each case of... 


...tO give you 






*235 EXTRA PROFIT 


on every case of CD:2 you sell 


With every case of CD-2, you will receive, absolutely 
free, one can of new Alemite Kleen Treet and one can of 
new Alemite Cooling System Conditioner! This boosts 
your normal profit by 20%, giving you an extra profit 


of $2.35 per case! 


It’s a limited-time offer—to get you and your custom- 
ers acquainted with two new top-quality Alemite prod- 


ucts. 


. . two mor& products to help you cash in on the 


famous Alemite name! After you’ve tried them, you’ll 
want to lay in a supply — to get ready for the demand 
from the millions of car owners who already are regular 


satisfied users of CD-2. 


. who are already reading about 


these new products in national magazines from coast 


to coast! 


All 3 of Alemite’s Money-Making Automotive Chemical Products 
Are Featured in Alemite’s Biggest Advertising Campaign Ever! 


@ LIFE e TRUE @ NEWSPAPERS 
® POST @ POPULAR MECHANICS @ RADIO 
® LOOK ©@ POPULAR SCIENCE eTV 


ALEMITE 


REG. U. S. PAT. OFF 


1826 Diversey Parkway, Chicago 14, Illinois 





List, $1.35 





Step Up Your Profits with New 
Alemite Cooling System 
Conditioner! 


New Alemite Cooling System Conditioner 
gives on-the-road cleaning! No more 
messy flushing and draining. Prevents 
lubricates water pump and ends 
annoying water pump squeal. Works with 


rust... 


either hard or soft water. 


List, $1.09 


Step Up Your Profits with 
New Alemite Kleen-Treet ! 


Kleen-Treet’s amazing results will guar- 
antee repeat business for you! Cleans 
carburetor and fuel system... 
annoying high compression ping. . . 
vents stalling due to icing . . . 
fuel pump and upper cylinder area for 
better engine action. 


reduces 
pre- 
lubricates 





Take Advantage of 
this Special Limited-Time Alemite Offer Now ! 
Call Your Jobber Today! 





ratio so as to give him a 24 percent 
profit on the total selling price on 
an automobile. The same should be 
true on accessories. 


CALIFORNIA (Ford) Reduced 
production, abolition of phony in- 
crease in prices for purpose of 
making larger allowance on used 
vehicles so as to establish down- 
payment, fair-trade code might 
solve the problem providing used- 


; mark these items up on the 


controlled. 
OREGON (Pontiac) — Factory 
pressure is undoubtedly the big 
cause of overselling. Short down- 
payments and 30 to 36 months pay- 
| ments. 
MINNESOTA 


(Chevrolet) 


.| The public will not let a dealer 


make a fair profit on his prod- 
uct. Consequently, you have 
dealers that use unscrupulous 
tactics which in turn give all 
dealers a bad name. Something 
should be done about advertis- 
ing of new cars. 

MICHIGAN (DeSoto-Plymouth) 
—Enforce manufacturers to cur- 
tail production only to the extent 
that each dealer have only as many 
cars as he personally can handle 
| profitably. Stop this forcing, by 
| different ways, of dealers to handle 
|cars they do not really want. Give 
tthem all they want and no more. 
| CALIFORNIA (Oldsmobile) — 
|Would like to see production 
slowed up a little. 

OKLAHOMA (Buick) — Some 
|companies are trying too hard for 
| first place in sales, forcing dealers 
ito sell too close. This affects all 
dealers. 

NEVADA  (Kaiser-Willys) 
Model changes sheuld be made 
on Jan. 1 each year and not at 
various times of the year. As- 
sociate dealers should be al- 
| lowed to secure the cars they 
| wish to stock from any direct 
dealer handling their make of 
car whom they wish to deal with. 
This will keep some unethical 
direct dealers in line with fair 
practice. 

WISCONSIN (Ford) — Most of 
| the trouble is too high production 
|}along with high pressure put on 
| dealers to sell regardless cf profit. 

CALIFORNIA (Chevrolet) — If 
there were not an overproduction 
brought about by the bitter com- 
petition between manufacturers, to 
see who can outproduce whom, 
dealers would not be forced to 
resort to the unethical, ridiculous 
and fantastic advertising that is 
sweeping the country and which 
| has changed the retailing of auto- 
|; mobiles from a dignified, respected 
and legitimate business into honky- 
tonk gyp type of operation, which 
from all indications has the bless- 
ing of the manufacturers. 

IOWA (Pontiac)—More rigid re- 
quirements to obtain franchises 
land less pressure from manufac- 
|turer. Allow manufacturer more 
power to call the price cutters on 
the carpet, or fair-trade agreement. 

IOWA (Cadillac) — Packing 
of new-car prices by dealers 
(some factories sanction this 
practice) has so befuddled the 
buyers and caused the “gimmick” 
deals to be so prevalent that it 
has done more to hurt the car 
business than any other thing. 
| MISSOURI (Buick) — Too much 
pressure by factory to buy tools 
and advertising in excess of our 
needs. 

MISSOURI (Chevrolet) My 
trouble with my factory is that I 
have no assurance of a contract 
from year to year regardless of 
how well I serve their interests in 
getting what they, call market pen- 
etration. Their treatment (my fac- 
tory) of their dealers can best be 
described as the treatment ac- 
corded a captive dealer. 

IDAHO (Packard) — Manufac- 








turers should be allowed to sell 
only through franchised dealers. 
They should not be allowed to sell 
national, fleet and governmental 
agencies direct, at special prices. 
Manufacturers should not be com- 
petition to their own dealers with 
special prices and discounts. 
NEW MEXICO (Chrysler- 
Plymouth)—Car manufacturers are 
building more cars than our econ- 
omy can absorb and allow dealers 
to make a normal net return. It’s 
a nice business for manufacturers. 
They force cars on dealers, re- 
ceive cash on delivery, no tradeins 
and do not have to put up with 
complaining public—beautiful set- 


up. ; 
OREGON (Ford) — Fair-trade 
(Continued on Page 35, Col. 1) 


unit allowance could be somewhat 
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Lowdown for Monroney 


More Dealer Comment 
From Senate Quiz 


(Continued from Page 34) 


$$ _______ 


pricing would give a_ profitable 
margin and woud make for a far 
more realistic transaction for all 
parties concerned. 

OREGON (Chrysler-Plymouth) 
—We feel that if the factory 
were required to repurchase new, 
unsold models in a dealer’s stock 
at three months’ intervals this 
would take care of bootlegging 
and overstocking. 

OREGON (Pontiac)—I think the 
manufacturers should protect their 
dealers in regard to fleet. sales. 
These should be sold through bona 
fide dealers and not the manufac- 
turer. 

MINNESOTA (Pontiac) — Leave 
auto business alone. As far as 
dealer problems are concerned, I 
am in favor of a bonus plan of| 
$100 per car, all of which should} 
be paid dealer at the end of the| 
year. 

SOUTH DAKOTA (Chrysler- 
Plymouth)—Eliminating bootleg- 
ging must come through legisla- 
tion. 





As of this moment, the larger 
percentage of automobile manu- 
facturers are not in the least con- 
cerned about retail price of their 
units sold. Their only concern 
is sales position and the percent- 
age of consumer sales. 

For this reason, many dealers 
are forced to take new cars, be- 
come overstocked and, because 
of financing problems, to dispose 
of their older new-car stock 
through any channel they can. 

Actually, through this practice, 
there is a waiting market for the 
“curbstone dealer.” 





MISSOURI (Studebaker) We 
have had very little bootlegging 
trouble here. However, we live in 
a town that is 50 miles from a 
large city, and the metropolitan 
newspapers are widely distributed 
in our city. The unethical and 
untrue advertising that is spread 
in these papers does more to affect 
our business than bootlegging. Blitz 
sales, exorbitant offers for used 
ears and other gimmicks all have 
a detrimental effect. Overproduc- 
tion, and the manufacturers’ de- 
sire to be No. 1, is the big reason 
for the industry’s headaches. We 
need more quality and less quanti- 
ty, and more salesmen instead of 
circus performers. 

CALIFORNIA (Dodge-Plymouth) 

Enforce the manufacturer to 
make the current-model delivery 
date from Jan. 1 on, not two or 
three months before the year end. 

Stop all false advertising. 


NEW YORK (Buick) — Dealer 
should have a voice in what type 
of sales material he accepts from 
factory. The _ special-tool racket 
should be eliminated. Dealer should 
not have to pay the factory a big 
profit on literature, sales aids, new- 
car display material, etc. 

MASSACHUSETTS (Packard) — 
Overproduction, I believe, is the 
primary cause. 
ing is another evil—long terms, no 


downpayments. I believe in credit 
restrictions. 
MICHIGAN (DeSoto-Plymouth) 


—Just producing too many cars, 
and it’s cheaper to finance a new 
car at 30 months than a used car 
at 15 months. 

NEW YORK (Cadillac) — Fac- 
tory top brass and down the line 

. get their bonuses, etc., at the 
cost of blood sweat out by dealers 
who try to protect their life’s work 
and savings by hard work and 
worry ... Also, there seems to be 
strong political connection between 
factory brass hats and a few 
larger dealers. This should be in- 
vestigated. For instance, the 
world’ s largest Chevrolet dealer, 
ete., etc. The wine-and-dine boys. 
Also would recommend that all 
dealerships be franchised on three- 
to five-year basis instead of the 
uncertainty relative to 1-year fran- 
chises. 

Motor-holdings backed dealers 
and similar factory-financed set- 
ups . . ereate a monopoly over 
their competition. These factory- 
controlled (or financed) dealers are 
just another subterfuged outlet 











Improper financ- | 


and, in my opinion, under factory 
pressure, to sell new cars at ridic- 
ulous prices, thereby forcing com- | 
peting franchised dealers to 
slaughter prices, create comeon ad- | 
vertising and then apply high- | 
pressure tactics; in other words, | 


unfair competition and another | 


method for the top-bracket boys to 
gather horribly high bonuses at the 
expense of the struggling dealer 
who has spent his life’s work and 
effort building goodwill and a fol- 
lowing. 


SOUTH CAROLINA (Dodge- 
Plymouth) We need territory 
security and the privilege of mov- 
ing our own cars by private con- 
voy, not by common carrier. 


MASSACHUSETTS (Nash) 
Feel that manufacturers should not 
overproduce for first, second, or 


|dealers are concerned ... 
\legislative action to... 


third place but should operate on 
a sound profitable basis, and guide 
their dealers so they in turn will 
operate profitably for the country’s 
economy. 


OKLAHOMA (Buick)—Frenzied 
competition between factories is re- 
sulting in more and more uncer- 
tainty of the future as far as 
It took 
stabilize 
the oil business. I feel that if we 


were to have a slight recession in| 


business, automobile dealers would 
fold up by the thousands. (Under- 
| stand there are only 40,000 dealers.) 
Uncontrolled production does not 
augur well for value of owner’s 
|}old car. I cannot offer any easy 
solution, but the matter is very, 
very serious. 


INDIANA (Cadillac)—Cadillac 
dealers have been less affected 
by unorthodox automobile retail- 
ling than any other group of 
dealers because of the strong de- 
mand for Cadillacs. However, it 
is apparent that we soon will 
be facing the same problems. We 
believe that the manufacturers 
really do not care much for the 
dealers’ dilemma caused by over- 
production. It will only end when 
a sufficient number of dealers 





quit or go under to make the 
factories wake up. 

TEXAS (Oldsmobile)—I am not 
in favor of Government in business. 
I know our problems will work 


| themselves out without calling for 


police. I remember OPS and Regu- 
lation W, which was a shining ex- 
ample of “monkey wrenches in cogs 
of free enterprise.” 

LOUISIANA (Dodge - Plymouth) 
—We are in favor of a more equi- 
table share of legitimate profit on 
our sales. To the best of our ability, 


|we can only find dealers making 


less than 2 percent on their vol- 
ume sales, whereas Chrysler Corp. 
and General Motors are netting 20 
percent or better. This is largely 
brought about by overproduction. 
ILLINOIS (Nash)—Enfranchised 
dealers are required to carry a con- 


| siderable investment in parts and 


service equipment. The cost of free 
service on a new car from the time 
it arrives in the dealer’s place of 
business until the warranty expires 
averages from $50 to $90, depend- 
ing upon the make of car and 
dealer volume. Dealer is entitled to 
protection in his territory to take 
care of this overhead as well as 
this actual cost of free service. 
LOUISIANA (Buick) — Overpro-| 
(Continued on Page 36, Col. 1) ' 





Sponsor Irish Cage Tilts— 


As the first step in a program to further 


develop customer interest, the owners of 
Newman & Altman, Inc. (Packard), South 
Bend, sign a contract with station WNDU, 
Notre Dame University, to sponsor all 
broadcasts of Notre Dame basketball 
games. 










with a Bay Lift under the car 
it’s never a job, it’s a position...a 


shop in a 


and trucks 
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anwhere 


margin. 


tions so FAST .. 
steam cleaning and every type of repair. 
Everybody gains with BAY... 
shop-owner to the car-owner. That's 


widely used air lift in the world .. 
you should make a brand-new BAY 
your first step in any plans to improve 
your POSITION-FOR-PROFIT. 


BAY PORTABLE 
PNEUMATIC AUTO LIFT 


1. FASTER—ten seconds to raise load to 
maximum 50-inch height. 
SAFER—double 
automatic safety lock-compact. 

MORE EFFICIENT—slant position lets 
serviceman 
strain UP TO it. 

MORE PORTABLE—rolls fast, 


\ ‘POSITION “40K “PROAIT | 


@ These words, POSITION-FOR- 
PROFIT, are synonymous with the 
BAY LIFT. 
ice department, garage or maintenance 


No other lift puts the serv- 


better, overall POSITION- 


FOR-PROFIT. No other lift gets cars 


in and out of service posi- 
. for undercoating, 


from the 


is the most popular, most 
. why 


safety factor with 


look his work not 


easy, 
air hose can go, stores on 


end in 27-square-inch space. 

5. HIGH CAPACITY—3,000 povnds, auto 
model, 5,000 pounds, truck model, rec- 
ommended capacities with wide safety 





BAY LIFT 
MODEL P-3000 


At Leading Jobbers Everywhere or Write for Full Details. 


BAY MANUFACTURING DIVISION 


Box 537-A2, YOUNGSTOWN 1, OHIO é. 
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BAY BUMPER JACK 
MODEL H-3000 HINGE TYPE 


UEE TIME PRODUCTS CORP. 


pyr 


OVERSEAS DIVISION 


276 West 43rd St 


ft Mfq. Div 


BAY ROCKER-HEAD STAND 


MODEL B 


CABLE 
LOPREH 
NEW YORK 





New York 36, N. Y 


See the Positions-For-Profit of the Bay Lift demonstrated at the Pacific Automotive Show, booths 346, 347, 348. 
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Monroney Report Yields Dealer Comment .. . 





More Lowdown from Senate Quiz 


(Continued from Page 35) 


! 


duction and inequitable distribution | 
seem to be the underlying causes | 


of the sad plight of automobile 
dealers today. We scream for suffi- 
cient stock of cars, but cannot get 
what we need, because the manu- 
facturer ships to hundreds of small 
dealers who, in turn, sell to used 
car dealers who compete with us. 


CONNECTICUT (Hudson) 
Automobile dealers today are not 
allowed to run their own busi- 
ness. They are completely dom- 
inated by the factory, which re- 
quires that they have a certain 
kind of establishment and pur- 
chase a certain number of new 
automobiles each year, whether 
or not they can dispose of them 
at a legitimate profit ... Dealers 
fear operating contrary to the 
orders from the factory for fear 
of losing their franchise and 
therefore are forced to dispose 
of the new cars forced upon 
them, sometimes below cost or at 
a very small profit. 

TENNESSEE (Chevrolet) — The 
promiscuous use of unsound credit 
is undermining the future market 





and the unethical practices accom- | 


panying the trend undermine the 


good name of reputable lending) 


agencies. 


NEW YORK (Chevrolet) — We 
have a total investment in our deal- 


ership of over $500,000. We have | 


no protection whatever on our in- 
vestment in trying to compete with 
new-car sales by used-car dealers 
who have no investment whatever 
other than a used-car lot. This is 
probably the most serious condition 
we are all faced with today. 
WEST VIRGINIA (Chevrolet) — 
Conditions in the automotive indus- 
try today are healthy, but I am 


personally concerned about the} 


trend by some franchised dealers 
toward wild and misleading adver- 
tising and other practices which 
cause public loss of confidence in 
dealers. 


MONTANA (Chevrolet)—I think 
it’s a bad mess. 


FLORIDA (Pontiac)—If dealers 
would learn the value of saying 
“No” both to the factory and to 
unreasonable customers, you would 
not have had to mail this question- 
naire. (Votes against Congress in- 
vestigation.) 

INDIANA (Ford)—I do not be- 
lieve any automobile manufacturer 
should be permitted to have any 
money invested in an automobile 
dealership by loaning or otherwise 


store and factory-controlled agen- | 
cies, and if something is not done | 
to correct this condition in the next 
two years, all of the independent | 
makes and 75 percent of the “inde- 
pendent” Big Three dealers will be 
out of business. 


WISCONSIN (Pontiac)—If the in- 
dividual small dealer is going to} 
stay in business, the sharp adver- | 
tising from the big cities will have | 
to change. A lot of people fall for) 
these giveaway ads, and a small-| 
volume dealer cannot compete} 
with this very long. 


CONNECTICUT (Buick) — Too 
many dealerships are being or- 
ganized with money obtained 
from sources closely related to 
the manufacturers. Dealers oper- 
ating under these conditions are 
easily coerced to do business in a 
manner favorable to the manu- 
facturer (i.e., low margin). This 
then sets the pattern by which 
all other dealerships must oper- 
ate. It also prevents dealerships 
from organizing effectively to 
cope with the manufacturers, 
since these subsidized dealers are 
in a sense factory representatives. 


NEW MEXICO (Chevrolet) — I 
have been in the automobile retail 
business for over 30 years, and it 
has sunk to an unbelievable low of 
all times. Chevrolet during the late | 
1930s and 1940 built up a fine deal-| 
ers’ organization upon a quality, 
not quantity program. Now, in less 
than three years, they have torn| 


|this down, grasping like vultures 


|for every penny of registration as 





...If the present trend is allowed | 


to continue, there will be no chance 
in the future for a young man to 
start and own his own small busi- 
ness. 

INDIANA (Studebaker-Packard) 
—Present conditions were brought 
about by the rat race between Ford 
and Chevrolet with their chain- 


At DeVilbiss Preview— 


Attending DeVilbiss Co.'s national sales 


* meeting and equipment preview in To- 


ledo, Carl B. Gracely, left, East Coast 
sales manager, and J. W. Dayton, center, 
West Coast manager, listen to Harold C. 
Fornwall, equipment analysis engineer, de- 
scribe the new portable paint heater which 
will be marketed soon. The new heater 
will broaden the uses of the unit and is 
expected to be an aid in the industrial, 
maintenance and contract painting fields, 
according to the company. 








| from me. 


|—I employ 30 people and I would 


|very few if any sales of that par-| 
| ticular make had been made in my | 
| territory. I worked hard developing 
|the line, yet was canceled out by 


if they were destitute. 


OKLAHOMA (Pontiac)—I do not 
feel it right for a dealer to spend 
as much money as I have in 28 
years advertising one car, Pontiac, 
and then have other Pontiac deal- 
ers come to my town and cut my 
throat by giving away all their 
profits just to take deals away) 


ILLINOIS (Lincoln-Mercury) — 
We all hate to mention controls, 
but the factories and dealers will 
never be able ‘to rectify present 
situation. The controls will have to 
come from Government. The entire | 
dealer structure is slowly breaking 
down completely under this selling 
for no profit. The Government is| 
going to have to protect our busi- 
ness. 


OKLAHOMA (DeSoto-Plymouth) 


sell out my operation for 50 cents | 
on the dollar. If the auto business 
does not change by some means, 
getting every vacant lot out of the 
new-car business, most of the new- 
car dealers will be broke. 
WASHINGTON (DeSoto- 
Plymouth) — Franchise contracts 
are of the “yellow dog” variety, as 
the baseball players say ...I have 
in the past taken franchises for 
makes of cars and trucks where 


the factory which took over the 
territory with large number of 
units and owners. 

I think that something has to be 
done to encourage small retail bus- 
inesses such as ours. Sure, the fac- 
tories are making huge profits be- 
cause their sales are high and they 
get cash on the barrelhead. But it 
is different with small retail deal- 
ers. I believe it is just a matter of 
time before we'll all be out of busi- 
ness ...I for one am ready to 
quit trying if I could find somebody 
to buy me out. 

OHIO (Lincoln-Mercury) — If 
every businessman and his em- 
ployes in retail selling would exert 
themselves 5 percent more than 
they are, we would have the great- 
est prosperity ever. 

CALIFORNIA (Former Olds- 
mobile dealer) — Many manufac- 
turers are signing up “fast” 
operators in hopes of obtaining 
volume ... Even though Olds- 
mobile has sound dealer-manu- 
facturer relationships, due to the 
policies of most other manufac- 
turers, the impact on the dealer 
at the retail sales level is such 
that he has to have “larceny in 
his heart” to survive. I made good 
money in the auto business, but 
the basis for making it became, 
by my moral standards, shadier 
and shadier. I sold out to go into 





|aging this, 
| make a profit on financing. 


|}a product so vital to the American 


| business can survive without a code 


| cost than the other. 


|of Chrysler products. 
|Chevy are the worst in our town. 


the implement business and am 
glad I have done so. I am not an 
old pessimistic codger, but am 36 
years of age and want to be proud 
of my business ... Right now, 
the automobile business is in the 
“red light” district of American 
retail sales. 


KANSAS (DeSoto-Plymouth for| 
27 Years)—The Ford and Chevvy 
battle for first place with Buick a) 
second is wrecking the automobile 
business. Lots of deals are made 
where there is not a cent left for 
the dealer. Factories are encour- 
telling the dealers to 


The result is dealers all over the 
country are dying like flies. The 
remaining dealers of this year will 
be lucky if they can make one-half | 
of 1 percent on their sales, while 
the factories are making 6 and 8 
percent. 

KANSAS (Chrysler-Plymouth) 

I Have spent my entire adu!t life 
as an automobile salesman and 
dealer. I have never seen condi- 
tions nearly so bad ... There is no 
future in this business under pres- 
ent conditions. 

WASHINGTON (Nash) — I 
have been in or connected with 
the business for 30 years. Some 
used-car dealers have sold new 
cars as long as I can remember 
. . . Actually, the number of so- 
called bootleg cars is very small 
. .. If new-car dealers attend to | 
their business properly and set- 
tle their own affairs, they would 
be much better off than to run to 
Uncle Sam for help. They are the 
very ones who bellyached about 
Government interference the 
most during the control period. 

WASHINGTON (Studebaker-| 
Packard)-—-I do not see anyone 
giving away suits, shoes, eggs, | 
bread at sellers’ cost. Why this} 
compulsory giveaway by dealers of | 


way of life? 

CALIFORNIA (Lincoln Mercury) 
—Competition against the unethical 
operator is not free competition. No 


of ethics. I believe the Government 
should pass legislation that will en- 
able the manufacturers to 
strengthen their dealers by proper 
police action. 

NORTH CAROLINA (Ford) — It 
is really confused. Dealers are com- 
peting with each other to see who 
can sell nearer to the actual invoice 


WASHINGTON (Dodge- 
Plymouth) —I believe overproduc- 
tion is causing bootlegging, forcing 
the dealers to take cars. You will 
note there is very little bootlegging 
Ford and 


WASHINGTON (Oldsmobile)— 
Most of the used-car or bootleg- 
ging dealers are of as good char- 
acter and quality as any other 
business. It’s only the few bad 
ones we hear about . .. When 
the factory loads the dealer and 
threatens to cancel his franchise 
if he doesn’t take the cars, the 
dealer then must do what he can. 


WASHINGTON (Buick) —I be- 
lieve wholesaling of new cars to 
nonfranchised dealers, and ruses of 
many types to cover delivery of car 
not actually sold by authorized 
dealer, is our largest problem. We 
are still expected to service these 
evidently bogus authorized sales by 
our factory. 

NEW JERSEY (Hudson)—I am 
one of the Little Three dealers. To- 
day the finance companies are get- 
ting panicky on the independents, 
and the Big Three products retail 
cheaper than the independents. We 
are not in line with the Big Three 
in prices on cars. I do not believe 
there is any solution for the Little 
Three. The outcome of the battle 
between Ford and GM for leader- 
ship in the industry will definitely 
pull their dealers into ruination and 
chaos. In my opinion, there is no 
way to stop this battle, as America 
was built on free enterprise and 
competition. 

KANSAS (Pontiac) — My ex- 

perience has been that Pontiac 

tries to put the dealer in such a 

position stockwise that he must 

sell in desperation. When a dealer 
is desperate, he will sell to any- 
body, even at a small loss just to 





Fleet-Wing Cites Jobbers— 


|factory puts in dealers where and | 
| when they please. 








F. L. Barnhart, left, manager Fleet-Wing | 
Corp., Cleveland, presents a Metalphoto | 
recognition plaque to Theodore H. Althoff, 
owner of Althoff Oil Co., Sidney, O. The 
plaque was awarded under a program 
designed by Fleet-Wing to pay tribute to 
many of its jobbers with whom the com- 
pany has enjoyed pleasant business rela- 
tions. | 


get out from under his stock. I 
am sure that Pontiac is not the 
only one. 

ILLINOIS ((Pontiac) — The big-| 
gest problem for dealers who ex-| 
pect to make money is among the} 
dealers themselves who bid too high 
for used cars in trade. If they had | 
guts enough to take fewer cars and 
make a fair profit on what they 
sell, everyone would be better off. 

OHIO (Ford) — I would say as 
a whole everything is going good 
with Ford dealers with exception 
of misleading advertising by cer- 
tain dealers. 

MICHIGAN (Dodge-Plymouth)— | 
There is not enough territorial se-| 
curity even in Detroit when the 


MARYLAND (Oldsmobile)—Sug- | 
gest something be done about false | 
and misleading advertising that all | 
dealers be treated equally regard-| 
less of size. 


MISSOURI (Chevrolet) — Our} 
factory has never put pressure of 
any kind on us whatsoever to sell 
more cars. We have never been 
overstocked. 


MINNESOTA—Retailers are try- 
ing to cut each other’s throats and 
nobody makes any money. 

OREGON (Chevrolet) — Dealers 
are their own worst enemies. 
Abuses are bound to exist in any 
situation. But it’s a good competi- 
tive business, and I hope you leave 
it that way. 

ILLINOIS (Ford) — A used-car 
dealer, with less investment and 
overhead, can sell for less and is 
willing to accept less profit. 

PENNSYLVANIA (Nash) — I 
oppose a franchised territory 
whereby a manufacturer can im- 
pose a penalty on sales outside your 
territory. I feel this would take 
away free-enterprise selling. 


PENNSYLVANIA (Pontiac) 
What the dealers need is a strong 
union to protect them—the same as 
the auto factory workers, so that 
dealers could be assured of some 
profit if they worked. 

WISCONSIN (Ford)—Misleading 
advertising on price, tradein allow- 
ances and discounts should be reg- 
ulated. 

MISSOURI (Chrysler-Plymouth) 
—This business has fallen into a 
gutter racket. 

GEORGIA (Oldsmobile) — The 
trouble with our industry is the 
battle between Ford and Chevrolet 
for first place. 

NEW YORK (Hudson) — Unless 
something is done, a great number 
of car dealers will be forced into 
bankruptcy. 

VIRGINIA (Dodge) — As much 
as I dislike Government interven- 
tion, I,would now say that I believe 
it is the only course that will save 
(the new-car dealer). 

MISSISSIPPI (DeSoto- 

Plymouth)—The same as Govern- 

ment controls cotton production. 
—FLORIDA (Studebaker-Packard) 
—The dealers are allowing them- 
selves to be carried away with 
“wheeling and dealing.” They treat 
honest profit as if it were some- 
thing to be ashamed of. The deal- 
ers must get tougher moral fiber if 
the situation is to straighten out. 

WISCONSIN (Ford) — I think 
something should be done to pro- 
tect dealers against so-called vol- 
ume sales dealers. 

ILLINOIS (Pontiac)—The small 
dealer cannot operate on volume 
sales with small profit because he 
cannot sell enough cars. 

MISSOURI (Chevrolet)—Dealers 





|dealers themselves are 
|responsible for the existing prob- 


| have 
|regulation of or 


;need to have guts to say no fur- 
| ther deliveries. 


PENNSYLVANIA (Ford) — The 


'factories are like the Army—thcey 


cannot make you do anything, but 
they sure can make you wish you 
had. 

CALIFORNIA (Dodge-Plymouth) 
—I have a full-page ad in my desk 
out of a Portland paper where 
they say they are giving $1,000 off 


| the price of a new Dodge. I know 
|there is not that much profit in a 


new Dodge. 


NEBRASKA (Buick) — False or 
misleading advertisement over TV 


|and in newspapers is our biggest 


threat. 
CALIFORNIA (Lincoln- 
Mercury)—The Federal Govern- 
ment should guarantee us against 
the inevitable repossession losses. 
WISCONSIN (Nash) — I think 
if the new-car dealer would go to 


work, the used-car dealer would 
not interfere with his make of cars. 

CALIFORNIA (Buick - Cadillac) 
|—I feel that to a large extent 


primarily 


lems. 

IOWA (Dodge-Plymouth) — We 
never favored Government 
interference in 
business .. . But if the choice is 
between that and overproduction 
and all the resulting evils, we would 


| rather put up with limited Govern- 


ment regulation. 

WISCONSIN (Chrysler- 
Plymouth)—Bootlegging is a result 
of other ills rather than a cause of 
any difficulty in the automotive in- 
dustry. There must be some reason 
why businessmen sell for cost or 
less to get rid of something. That 
reason most logically is that he has 
more merchandise than he can re- 
tail profitably. 

TEXAS (Lincoln-Mercury) — 
Overproduction is a big danger... 
Auto dealers’ overhead is very high, 
and profit per car is dangerously 
low. With overproduction, the dealer 
has no choice. He must sell cars 
with little or no profit and long 
terms. 

INDIANA (Buick-Cadillac)—The 
manufacturer doesn’t seem to care 
who sells the cars—where, when or 
under what conditions . .. They 
use a tremendous amount of pres- 
sure on dealers; in fact, they never 
let up ... Their only objective is 
to outsell the other fellow. 

ILLINOIS (DeSoto-Plymouth) — 
There is no mercy shown by any 
large automotive manufacturer 
when it comes to canceling a deal- 
er’s contract. 

CALIFORNIA (Cadillac- 
Oldsmobile)—The race for volume 
sales means tremendous volume 
profits for General Motors and 
Ford and little or nothing for the 
dealer except volume contingent 
liability. 

The factories are shelving the 
quality dealer programs of former 
years for a bunch of cheap, un- 
principled carnival operators who 
can provide volume outlets and 
sales and depend on gypping the 
public for their own profit. The 
factory will wink at any unethical 
dealer practice as long as he is 
producing volume sales. 





Fone com 


PASAGENA 


Drag Race Winner— 


Lloyd Porter, left, son of Ernie Porter, 
Pasadena, Calif., Chevrolet dealer, has 
been backing up his father’s claims of 
a “hot one” by proving the point on 
Southern California drag strips. A win- 
ner of four trophies in elimination drag 
races, Porter also is the holder of a stock- 
car class record of 85.90 m.p.h. set in 
a special contest at Saugus, Calif. 
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Colorful, Long er- Lasting ... because it’s GENERAL viny! 


Rich colorful vinyl interiors are catching the eye of today’s 
new car buyers. Along with increased power and modern design, 
motorists want the practical beauty of vinyl. They like the way it 
shrugs off scorching sun, torrential rain and the hazards of carefree 
active living without cracking, fading or scuffing. Being able 
to keep its luxurious newness fresh and bright for years with 
nothing but the swish of a sudsy cloth has kept them “sold’’ 
on this modern miracle-like material — viny]. 





GENERAL 


PLASTICS 


The General Tire 
& Rubber Company 







THE GENERAL TIRE & RUBBER COMPANY 
TEXTILEATHER DIVISION, Toledo, Ohio . . . BOLTA PRODUCTS DIVISION, Lawrence, Mass. 





Vinyl headliners help com- Vinyl door panels allow almost Vinyl covered crash pads work Vinyl trunk floor covering 
plete the decorative color limitless design possibilities, hand in glove with shock resist- is scuff and scar resistant, easi- 
scheme of the car, are easily while providing strength and ant material to provide beauty ly withstands abuse from heavy 


kept free of road dust and dirt. beauty where it is most needed. as well as protection. luggage and other loads. 
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Across the Nation... 





Auto Dealer Changes 


White Motor Co. has announced 
the establishment of two new truck 
distributorships, the opening of two 
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Davenport, Ia.; Donnellan Garage, 
Greenfield, Ia.; Hunt Motors, Inc., 
Peru, Ind.; Sours Hudson Sales & 
Service, Huntington, Ind.; Fry Mo- 
tor Co., Huntington, W. Va.; Mc- 
Alpin Sales & Service, Grafton, O.; 
Forrest Johnson, Hastings, Mich.; 
Brockway Motor Sales, Battle 
Creek, Mich.; W & M Phelps Sales 
& Service, Warren, Mich.; Rose 
Motor Sales, Burwell, Neb.; Heard 
& King Motor Co. Greenwood, 
Miss.; Culver Hudson Sales & 


Atlanta; Cervi Motor Sales & Serv- 
ice, Irwin, Pa.; Ray Kinney Motors, 
Joliet, Ill; Preston Auto, Inc., 


new branch dealerships and the | Bluffton, Ill.; Chain O’Lakes Gar- head agg soni oe 

movement of three outlets to new | age, Lake Villa, Ill.; Uptown Motor Hu “3 5 a 7 me “on Rae 

quarters. Sales, Houma, La. Cob — ——— — 
The new distributorships are/ Howe Motors, Waukesha, Wis.; | r * * 

Greensburgh White Truck Sales,|terb’s Auto Sales, Rochester,| 

headed by Paul Cunningham in|Minn.; Selnes Implement Co.,| Hurlbut to Hudson 


Greensburg, Pa., and Waterbury 
Truck Service, managed by Daniel 
Bartholomew in Waterbury, Conn. 

The new branches are Great 
Falls (Mont.) White Co., a branch 
of Billings White Truck Co., and 
a branch in DuBois, Pa., of Peter- 
man’s Garage of Altoena, Pa. 

Located in improved quarters are 
Southern Garage, 
Calif.; C. L. Haskin, 
and Boise White Truck & Equip- 
ment Co., Boise, Id. 

* * * 


Epstein Buys Nims Deal 
Art Nims Chevrolet, 830 Market 


Ave., S., Canton, O. has been sold | 
to Ben Epstein and will be known | 


as Eppy’s Chevrolet, Inc. 


* * * 


Jackson Takes Yates 


Leland Jackson has taken over 
the Oldsmobile franchise in Macon, 
Ga., formerly held by Charlie Yates, 
and will operate as Jackson Olds- 
mobile, Inc. Yates is retiring. Jack- 
son formerly was with Capital Au- 
tomobile Co., Atlanta. 


Payne Opens Chrysler 
J. Truett Payne Co., Inc. (Chrys- 
ler-Plymouth) has opened at 231 S. 
22nd St., Birmingham, Ala. Owners 
are J. Truett Payne and Gordon 
Payne. 


- * * 


Johnson Buys Chevrolet 


William Johnson Chevrolet, for- 
merly of Lower Lake, Calif., has 


purchased Moore-Thompson Chev-| 


rolet Co., Corning, Calif. 
* . * 


Studebaker Signs Melton 


T. D. Melton has been appointed 
a Studebaker dealer in Albany, Ga., 
and has opened Melton Motor Co. at 
811 Pine Ave. 


* * * 


Ted Booth Quits 


Ted Booth, Inc. (Packard), Grand) 
Rapids, Mich. has discontinued | 
business. Booth’s facilities, 245 Jef- 
ferson Ave. S. E., have been pur-| 
chased by Spitzer Motors, Inc.| 
(Dodge), formerly located at 101 | 
Weston, S. E. 


* = - 


Jensen Heads Nash, Inc. | 


Ray Jensen has been named 
president of Nash, Inc., located 
at the corner of Shaw and Ricey 
Sts., Pasadena, Tex. 


Davis Sells Hotel 


Gordon A. Davis, former Lincoln- | 
Mercury dealer in Utica, N. Y., has} 
sold his interest in the Moose Head 
Hotel, Old Forge, N. Y. He is re- 


tiring from active business. 
x * * 


Hudson Southside Opens 


Hudson Southside Motors, Inc., | 
has opened in Javksonville, Fla., | 
and announced the event in a 
newspaper ad that also mentioned 
Disneyland and told of the deal- | 
ership’s used-car “covered lot.” 


cans Nesitees 45 
Added Dealers; 
97 in 3 Months 


Hudson has appointed 97 new 
dealers to its retail sales organiza- 
tion during the final quarter of 
1955, with 45 being franchised in 
December, according to N. K. Van- 
Derzee, sales vice-president. 

VanDerzee said the dealers 
signed in December were: McKen- 
zie Motor Co., Boston; Finn Motor 
Sales, Worcester, Mass.; Stewart’s 
Garage, Wind Gap, Pa.; Roy West 
Motor Co. Elizabethtown, Ky.; 
Millville Motors, Millville, O.; 
Cheek Motor Co., Salem, Ark.; Lee 
Hearn Motor Co., Angleton, Tex.; 
Finney Hudson Motors, San An- 
gelo, Tex.; Bill Thornton, Inc., 








Bakersfield, | 
Toledo, | 


Grand Forks, N. D.; White Motor| Charles H. Hurlbut now is a Hud- 
Sales, Owensboro, Ky.; C & I Auto | son dealer, operating as C. Hurlbut 
Sales, Raymond, Wash.; East End | Motors, 2529 Meridian St., Belling- 
Motors, Cle Elum, Wash.; D & H|ham, Wash. The new franchise 
Motor Co., Augusta, Me.; C. F. King | holder replaces Prospect Motors. 

Motor Sales, Inc., Coventry, R. L; * * & 


Maplewood Motors, Inc., : 
Studebaker Picks Manor 


Boston; | 
F & D Hudson Sales, Inc., Syra-| 
cuse; Main Motors, Sheridan, N. Y.;| Manor Motor Sales, Providence, 
Rolly Motors, Inc., Scarsdale, N. Y.;| R. I., has been appointed a Stude- 
Automotive Distributors, Inc. New| baker dealer. William Mambro is 
York; Marine Basin Auto Mart,| president. 
Belmar, N. J. e *e- 

George Carr, Shabbona, IIl.; Ave- 
|nue Auto Mart, Chicago; Murphy’s, | McMahon Opens Ford 
|Cicero, Ill.; Gippert Motor Sales, | 





| 


ot |i 


ween us 








“.. . and for his commission, I 
just recharge his battery!” 





Sugar-McMahon Co. (Ford), Chi- 
cago. He formerly was associated 
with Litsinger Motor Co. as busi- 
ness manager. 

+ * * 


Broe Adds Jeep Line 
R. E. Broe, Inc. (Dodge-Plym- 


| outh) has been named a Jeep dealer 
Samuel F. McMahon has opened | 


in Springfield, Ill. The firm has 


New Gabriel selling tools: attendants’ badges, hand-out 
folders, sliderule application data, tie-in window poster. 


| showrooms and service department 
at Fourth and Jackson Sts. 
* > * 


Hancock Buys Williams 
Keith Williams has sold Keith 
Williams Motor Co. (Chrysler- 
Plymouth), Vicksburg, Miss., to 
Kermit (Doc) Hancock. The deal- 
ership will be operated as Hancock 
Sales Co. 


* x * 


Rudy’s Mercury Expands 


Rudy’s Mercury Sales, Celina, O., 
has opened a dealership in Wapa- 
koneta, O. Rudy’s has been in busi- 
ness since 1938. 

+ * + 


Shear Handling DeSoto 


John R. Shear is president of a 
new DeSoto-Plymouth dealership, 
Shear Motors, Inc., in Warsaw, Ind. 

- * * 


Cranston Opens Ford 
A new Ford dealership, Dick 
Cranston Ford Sales, has been 
opened at Bristol, R. I. 
* * 


* 


Money Goes Oldsmobile 


William C. Money has been fran- 
chised as an Oldsmobile dealer in 
| Phoenix. He had been a partner in 
| Burns - Money Buick in Phoenix 
since 1953. 
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DeSoto Signs Howard Motors— 


Chicago’s newest DeSoto dealership, Howard Motors, Inc., is jointly owned by 
The location, at 5711 
; ae Western, is the former site of Burke Motors. Shown at the opening are, from left, 
r in Feinberg, Arvey, his father, Col. Jake Arvey, Illinois Democratic political leader; 
nix Schwartz, C. F. Jenkins, Midwest zone manager, and J. P. DeGorgue, regional 


an- Mike Schwartz, Preston Feinberg and Howard Arvey. 


manager. 
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BRAND NEW...NO COST TO You! 


Here, at last, is a practical shock absorber sales con- 
vincer ... a sure way to make $30-$40 clear profit every 
day—easier than you’ve ever had it before! 
Ask your Gabriel Jobber for the new Shock Tester 
illustrated here. Use it to show your customers that their 
shocks are shot. The test is easy and foolproof. It takes 
only 3 minutes or less. And the reward is tremendous: 
A better, safer ride for your customers! A minimum 
profit of $14.88* plus labor for every four Gabriel 
*HydrOshox you sell! 
Remember—3 cars in every 5 need new shocks now. 
With Gabriel’s new tester to pick ’em out for you, two 
jobs a day—$30-$40 into your cash register—is a sure 
| thing. Get going... get Gabriel!  *stocking dealer price schedule 


© 1956 THE GABRIEL COMPANY, CLEVELAND, OHIO 
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SHOCK ABSORBERS 


Bulletin Board... 





“Vinylfoam—The Elastomer proc-| vertising manager, Graver Water | 
ess” — free. Elastomer Chemical} Conditioning Co., 216 W. 14th St.,| 
Corp., 212 Wright St., Newark 5, N. J.; New York 11, N. Y. 


* * * * +” * 


How to Use Credit Truck Equipment 
“Using Credit Intelligently — 60, “ATA Recommended Equipment” 
pages, $2 for non-members, $1.30|— booklet, free. Signal-Stat Corp., 
for members. National Foundation | 523-539 Kent, Brooklyn 11, N.Y. 
for Consumer Credit, Inc., 1627 K * * «& 
St., N. W., Washington, D.C. Royalty-Free Patents 
* Xx * 
~~ ° Patent Abstract Series Supple- 
Sched-U-Graph Described | ment (PB-111854)—134 pages, $3.75. 
Sched-U-Graph catalog (KD-777) | Office of Technical Services, U. S. 
—16 pages, free. Remington Rand,| Dept. of Commerce, Washington 
315 Fourth Ave., New York 10, N. Y. | 25, D.C. 
* * * 


a * x 


Distributor Performance 


Distributor Operating Ratios & 
Comparative Performance Records 
— free to members. Automotive 
Electric Assn., 16223 Meyers Rd., 
* Detroit 35, Mich. 

Water Treatment ~ q 

Technical reprint No. T-138, on Steelworking Data 
chemical treatment of water for “The Working of Tool and High 
clarification—free. R. S. Lewis, ad- | Speed Steels”—technical data sheet, 


Press Marking Dies 
“Supplement B-146 ... Press Style 
Marking Dies”—free. Jas. H. Mat- 
thews & Co., Inc., 3942 Forbes St., 
Pittsburgh 13, Pa. 
a * 


* * 





Gabriel’s exclusive 


SHOCK ABSORBERS 


resteo FREE 


= 3 wine 





39 


16 pages, free. Sales Dept., Alle- 
gheny Ludlum Steel Corp., 2020 
Oliver Bldg., Pittsburgh 22, Pa. 


a * * 


Soldering Production 


Production Brazing & Soldering 
—eight pages, free. Selas Corp. of 
America, Philadelphia 34, Pa, 


a * 





Ultrasonics Bulletin 


Uses of the ultrasonic Reflecto- 
scope — bulletin No. 50-105, eight 
pages, free. Sperry Products, Inc., 
1000 Shelter Rock Rd., Danbury, 
Conn. 

a - 


Zinc Industry Reviewed 


“A Review of the Zinc Industry 
in 1955”—13 pages, free. American 
Zinc Institute, Inc., 60 E. 42nd St., 
New York 17, N. Y. 


* * * 


Insulating Material 


Technical brochure on Haysite, a 
glass-reinforced alkyd-base polyes- 
ter insulating material—12 pages, 
free. Reinforced Plastics Division, 
Hays Mfg. Co. W. Twelfth St., 
Erie, Pa. 


* * % 


Hydraulic Ladder 
Catalog describing hydraulic Se- 
ries 2100 ladder, free. J. H. Holan 
Corp., 4100 W. 150th St., Cleveland 
11, O. 


* * # 


Solvent Detergents 


Booklet describing the cleaning 
uses and abilities of solvent deter- 
gents, free. Oakite Products, Inc., 
157 Rector St., New York 6, N. Y. 

* * © 


Cast Bronze 


Bulletin No. 301, describing con- 
| tinuous-cast bearing bronze, free. 
| Continuous-Cast Products Depart- 
ment, American Smelting and Re- 
fining Co. Barber Station, Perth 
| Amboy, N. J. 


| * * + 


| . ° 
Aluminum Extrusions 


| Publication describing heavy- 
|press aluminum extrusions — 24 
| pages, free. Industrial Service Di- 
| vision, Kaiser Aluminum & Chemi- 
|cal Corp., 1924 Broadway, Oakland 
| 12, Calif. 


* * * 


Federal Highway Aid 
Federal Aid for Highways — 24 
|pages, free. National Highway 
Users Conference, 966 National 
| Press Building, Washington 4, D. C. 

* * 7 


| 
| 


Anniversary Catalog 
| “Golden Anniversary Catalog”— 
|80 pages, free. South Bend Lathe 
| Works, South Bend 22, Ind. 


* * * 


Modernization Guide 


“Basic Guide to Store Modern- 
ization” — $10. Store Planning 
| Center, Store Modernization In- 
= 5 Middlesex Rd., Darien, 

nn. 





| * * 7. 

Six-Wheel Trucks 

| Bulletin CR-860-E on six-wheel 
trucks — 24 pages, free. Motor 

| Truck division, International Har- 

| vester Co., 180 N. Michigan, Chi- 

| cago, 1 Il. 


* * * 


Rubber Products 


“Automotive Rubber Products”— 
jcatalog, 48 pages, free. Ray- 
bestos division, Raybestos-Manhat- 
tan, Inc., Bridgeport, Conn. 

+ * * 


Machinery Bulletin 
General bulletin 110-D on ma- 
chinery—24 pages, free. Watson- 
Stillman Press division, Farrel- 
Birmingham Co., Inc., 109 Aldene, 
Roselle, N. J. 
+ 


a ~ 
Engineering Publication 
“Thompson Products Engineering 
Bulletin”—12 pages, free. Thompson 


Products, Inc., 23555 Euclid, Cleve- 
land 17, O. 


* * 7 


Stocking Methods Booklet 


Booklet containing plans for con- 
struction of muffler and tail pipe 
storage racks, free. AP Parts Corp., 
Sales Department, AP Bldg., Tole- 
do 1, O. 





Waste Control Data 


Waste control brochure—free. 
Clarkson Co., Kaukauna, Wis. 


* * * 


How to Save Eyes 


Watchemoket catalog —11 pages, 
free. Watchemokat Optical Co., Inc., 
Providence 3, R.I. 
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Put your Advertising Outdoors and Watch America Go 
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“SEE-POWER” 


L. F. CARLSON, Merchandising Manager 
Oldsmobile Division 


General Motors Corporation, says: 





Poster designed by D. P. Brother & Company 





“We find Outdoor Advertising an effective medium in many ways — partic- 
ularly in the support it gives our dealers locally throughout the year. We 
recognize the value of its never-ending repetition ... and we credit Outdoor 
Advertising with playing a definite part in helping Oldsmobile achieve an out- 
standing sales record.” 


TURN “SEE-POWER” INTO SALES POWER 


You know that the more your advertising is seen the more you can sell. In a typical 
market 93% of people SEE OUTDOOR — average person sees it 22 times per month.* 
POELITZ proves the average exposure time a solid 32 seconds. And OUTDOOR costs 


less than any other major medium—only 15c per 1000 in average national campaign. 


*Traffic Audit Bureau 


OUTDOOR ADVERTISING INCORPORATED 


NATIONAL SALES REPRESENTATIVE OF THE OUTDOOR MEDIUM 
60 EAST 42nd STREET, NEW YORK 17, N. Y. 
ATLANTA + BOSTON + CHICAGO «+ DETROIT + HOUSTON + LOS ANGELES 
PHILADELPHIA + ST. LOUIS + SAN FRANCISCO «+ SEATTLE 





Copyright 1956 Outdoor Advertising Inc. 
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NASCAR Gets 34 Dodge Station Wagons— 


Thirty-four Dodge station wagons, equipped for quick conversion into ambulance 
units, were turned over to NASCAR for use during the annual Daytona Beach (Fia.) 
Speed Weeks. Later the units will be sent to NASCAR tracks across the country. | 
Inspecting one of the units are, from left, Joe Epton, NASCAR chief timer and scorer; 
Newberg, Dodge president, and Bill France jr., son of the founder of 


William C. 
NASCAR. 
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Auto Personnel 





Charles G. Long jr., formerly of 
Charlotte, N. C., has been named 
stock superintendent of the Ford 


division’s Charlotte parts depot. 


Long was promoted from traffic 
manager of the Chicago parts de- 
pot according to O. C. Osborne, 
Charlotte parts depot manager. 

* * * 


Delta Tool Picks Groya 
George J. Groya, Chicago district 


sales manager for Rockwell Mfg. | 


Co.’s Delta power tool division, has 
been named service manager for 


the division, with headquarters in | 
Pittsburgh. Groya, who joined) 


Rockwell in 1947, is one of the 
pioneers of the current “do-it-your- 
self” trend in the home workshop 


| field. 


* * 


* 
Thermoid Elects Hulse 
Warren E. Hill, 
president, has announced the elec- 
tion of Ronald S. Hulse as vice- 
president and general manager of 
Southern Asbestos Co., a Thermoid 


Auto. Repainting is a 


Big Profitable Business 





Air Compressors Hose and Connections 


Spray Guns 





( but you gotta 


Check your area for the thriving dealerships or boom- 
ing repair shops. You'll find that most of them handle 


Thermoid Co. | 





serving as works manager, a title 
he will retain. 
* * + 


Keown Replaces Carlson 


As Tung-Sol Sales Chief 


George W. Keown, formerly 
general sales manager, has been 
named sales vice-president of 
eo Electric, Inc., Newark, 
N. J. 

Keown succeeds Raymond E. 
Carlson who had held the post 
since 1938. President Louis Reiben 
said Carlson would remain with 
the firm as a vice-president and 
a member of the board. 


* * * 


subsidiary. Hulse previously had 
been assistant to George S. Fabel, 
who has retired as president of 
both Thermoid and Southern 
Asbestos after more than 35 years. 
Fabel is now an advisor. 

* ok + 


| Dow Corning Ups Blessing 
| Olin D. Blessing, sales manager, 
Dow Corning Corp., Midland, Mich., 
has been made a vice-president of 
the company. 
* * * 


| Nash Names Coupe, Powers 


. | As New York Zone Aides 
Barrett Is Appointed | Thomas A. Coupe has been ap- 


Walter J. Barrett, has been ap-| pointed manager of Nash’s New 
| pointed territorial manager of Mar-| York zone, and A. V. Powers has 
| tin-Senour Paint Co. automotive di-| been named assistant manager. 
| vision, covering National Automo-| Coupe has been Boston zone 
tive Parts Assn. warehouses in Des| manager for another auto maker. 
|Moines, Minneapolis, and Omaha. | Powers formerly was assistant zone 
* * & | manager in Cincinnati for Nash. 
McLary Promoted ‘ a. 
M. R. McLary has been elected | Pratt Joins R. L. Polk 
vice-president of the I ngersoll|_ Frederick W. Pratt jr. has joined 
Products division of Borg-Warner|R. L. Polk & Co., Detroit publish- 


Corp., Chicago. McLary has been| ing house, as account executive for 
the eastern region of the direct- 


mail division. Pratt formerly was 
a special assistant to the president 
of Time, Inc. 

+ * + 


Packard Names Hines 


Tom Hines has been named serv- 
ice manager of Packard’s Minnea- 
polis zone, replacing R. A. Ander- 
son, who has resigned. Hines for- 
merly was service manager in 
northern Minnesota and North Da- 
kota. 





* * * 


Towson Honors Foster 


Edward K. Foster, vice-president, 
Bendix Aviation Corp., has been 
honored in Baltimore by being 
named 1955 Man of the Year by 
the Towson Town association. The 
Maryland association selected Fos- 
ter, a resident of Towson since 1940, 
for his “outstanding contributions 
to the economic and civic life” of 
the county seat. 


go after it) 


complete auto repainting in a big, bold, outstanding * * 


way. 


Which means that somewhere along the line, these 
businessmen took a long, shrewd look at their business 


picture and discovered this 
profits. 


Their next step was to call 


right equipment and helpful technical advice. 


Perhaps they only started 
Spray Gun or two, paint cu 
the spunk to make it pay. 


Trailmobile Appoints Conrad 
Willian Y. Conrad, formerly as- 
sociated with Monarch Machine 
Tool Co., Cincinnati; and Sheffield 
Corp. and General Motors Corp., 
both in Dayton, Ohio, has been ap- 
pointed personnel director for 
Trailmobile, Inc., Cincinnati. 


in DeVilbiss to get the 1 --ldag: 
Chrysler Names Carse 


Frederick G. Carse has been ap- 
pointed superintendent of plant 
protection for Chrysler Corp. He 
formerly was executive assistant to 
Dan H. Keller, manager of plant 
protection. 


important key to high 


modestly —a DeVilbiss 
ps, air transformer and 


As business grew, they added a DeVilbiss Spray ee 


Booth — scientifically lighted, 


built to Fire Underwriters’ specifications. Still later, a 


DeVilbiss Bake Oven. 
Then came the allied spray 


undercoating, flock applications, upholstery recondi- 


tioning and many others. 


The result: High profits, steady profits — the bump 
and paint shops often accounting for 50% of total labor 


sales, the major part of ove 
Your DeVilbiss jobber or 


gladly help you get started. Just check the classified 
pages of your phone book for the name. 


THE DeVILBISS 


Toledo, Ohio 


Barrie, Ontario e 
Branch Offices and Distributors in Principal Cities 


Santa Clara, Calif. + 


FOR BETTER SERVICE, BUY 





~ 


Spray Booths 


I-H Promotes Rose 


G. H. Rose has been named Ot- 
tawa district motor truck manager 
for International Harvester Co. of 
Canada, Ltd. He joined the firm 
in 1938. 


exhaust engineered and 


services — spray waxing, “a a 


Buick Puts Sibley in Charge 


Of Parts and Service Plant 


James W. Sibley jr., special rep- 
resentative on Buick’s jet engine 
and tank transmission programs 
since 1951, has been named super- 
intendent of the parts and service 
plant. 

Sibley succeeds the late Henry 
F. Rogers. He has worked for 
Buick since 1944, starting as a su- 
pervisor in Buick’s Melrose Park 
(Ill.) plant. ° 

x * * 
Continental Picks Simmons 


As Purchasing Agent 

Daniel R. Simmons jr. has been 
appointed purchasing agent of Con- 
tinental. He joined the division as 
purchasing manager in June after 
serving as senior buyer of truck 
stampings for the Ford division. 

+ or * 


r-all service absorption. 
our branch office will 


COMPANY 


London, England 


Clevite Appoints Begun 


Director of Marketing 


Dr. S. J. Begun has been ap- 
pointed director of marketing for 
Clevite Corp. 

Dr. Begun, director of Clevite Re- 
search Center, will supervise pat- 
ent and market research and help 
coordinate development of new 
products and new markets. 

He replaces Willard W. Brown, 

(Continued on Page 43, Col. 1) 
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(Continued from Page 42) 


now president of the company’s 
Cleveland graphite bronze division. 
+ * . 


Revere Boosts Hawkins 


Eugene P. Hawkins has been 
elected vice-president of Revere 
Copper & Brass, Inc., and ap- 
pointed executive head of the Mich- 
igan division in Detroit. Hawkins 
had been assistant general mana- 
ger of the division. He succeeds the 
retiring Harold N. Todt. 

= 


* * 


Romer Takes New Post 


Marian Romer has joined the 
merchandising division of Indus- 
trial Rayon Corp., New York, to 
work on market development and 
fabric creation for the company’s 
new nylon staple fiber. He formerly 
was product engineer at the 


Bridgeport division of James Lee} 


& Sons. 


* * * 


McNulty and Hallam 


Appointed by Mack 

Appointments of new managers 
for the central and Atlantic divi- 
sions of Mack have been an- 
nounced. 

Manager of central division is 
H. L. McNulty, Atlantic division 
manager since 1953. Atlantic di- | 
vision manager is Wallace Hal- | 
lam, formerly Philadelphia district | 


manager. McNulty joined Mack | 
in 1938, Hallam in 1922. 
* * * 


5 Leaders Named 


Five St. Louis business leaders| 
have been elected to the boards of 
General Contract Corp. and the 
Bank of St. Louis. They are Joseph | 
E. Griesedieck, Edward D. Jones, 
Minard T. MacCarthy, Barak T. 
Mattingly and A. H. Perry. 

* Oo” * | 


Rech, Reese and Hamm 
Promoted by 3-M 


The promotion of three men in| 
the coated abrasives and related} 
products division of Minnesota} 
Mining & Mfg. Co. was announced 
last week. 

Willis C. Rech was named central 
region supervisor with headquarters 
in Chicago. John A. Reese was pro- 
moted to industrial sales manager 
of the Chicago branch. Harry J. 
Hamm jr. was appointed industrial- 
hardware sales manager in the St. 
Paul branch. 

* 





* * 


DeSoto Names Buchanan 


D. L. Buchanan has been 
named new merchandise manager 
for DeSoto in the Minneapolis 
zone, replacing W. W. Drescher, 
transferred to Chicago in a simi- 
lar capacity. Buchanan formerly 
was Mankato (Minn.) district 
manager. It also was announced 
that R. K. Cullen, formerly De- 
Soto city manager in Chicago, 
has been transferred to Minneap- 


olis as used-car manager. 
- = “ 


Trailmobile Names Deck 

Warren Deck has been named 
manager of Trailmobile Inc.’s in- 
dustrial fleet sales office in St. 
Louis. He has been a sales repre- 


sentative six years for Trailmobile. 
* * x 


Schwarz Heads Branch 


Newly appointed Chicago branch 
sales manager for Yale & Towne 
Mfg. Co. is Charles T. Schwarz, 
Bensenville, Ill. His predecessor, 
Roy L. Wolter, has been named 
general manager of Yale’s Auto- 
matic Transportation Co. division, 
Chicago. 

a2 * ” 
Devoe Appoints Moss 

Devoe & Reynolds Co., Louis- 
ville, has appointed O. P. Moss pur- 
chasing director to replace Herman 
B. Block and the purchasing de- 
partment, formerly located in New 
York, will be shifted to Louisville. 
Moss joined Devoe & Reynolds in 
1939. Prior to that he served as 
e. purchasing agent for Ford Motor 


* * * 


Gombert Is Elected 


J. H. Ingersoll, president, Inger- 
soll conditioned air division of 
Borg-Warner Corp., has announced 
election of Fred S. Gombert as a 
divisional vice-president. Gombert is 





manager of the conditioned air 
division, Kalamazoo, Mich. Prior 
to joining Borg-Warner in 1954, 
Gombert was sales manager of Hall 
Neal Furnace Co., Indianapolis. 

* * + 


Dodge Appoints Webb 


Francis E. Webb has _ been 
named used-car manager for 
Dodge in the Minneapolis region. 


* x * 


Johnson and Kohls 


Emil F. Johnson, formerly of De- 
troit, has been named Minneapolis 
|zone manager for United Motors 
| Service. He succeeds Armour O. 
| Kohls, who has been appointed zone 
| manager in Indianapolis. 

* * * 


Chapin Named by Willys 
| Carroll Chapin has been named 
| new district sales manager for Wil- 





|lys in the Minneapolis zone and 
| will headquarter in Minneapolis. 
|He formerly was associated with 





Dodge in the Minneapolis zone as 
a district manager. 
* * * 


Johnson and Bailey Named 


Walfrid H. Johnson and Arthur 
W. Bailey have been named sales 
representatives in the metals divi- 
sion of Olin Mathieson Corp. John- 
son had been with Behr-Manning 
Corp. 


* * * 


Armstrong Names Two 


Armstrong Rubber Co., West 
Haven, Conn., has announced ap- 
pointment of Paul R. Stadiman as 
assistant manager, and L. R. Yan- 
cey, budget supervisor, of the Des 
Moines division. 

* * * 


Albert Heads Board | 


Pierce Governor Co., Inc. has an- | 
nounced election of Sydney L. Al-| 
bert as chairman of the _ board. 
Albert, is president of Bellanca Air- 
craft Corp. 








*® * * 


Allen Electric Picks Jensen 


To Boss New Division 

Harold Jensen has been named 
divisional manager of Allen Elec- 
tric & Equipment Co.’s newly es- 
tablished north central division, 


"im telling your new and 


eee Starting February 23rd on 


my ‘TONI 


**. . . to include at least one quart of Rislone to each three quarts of regu- 
lar oil to facilitate break-in and protect their new or reconditioned engine. 


“In fact, I’m telling your customers that after they drive 10 miles, if they 
don’t agree that Rislone has improved their engine performance, they get 


buyers... 


GHT’ TV Show... 


their money back. It’s as simple as all that! 


“I’m also plugging the BIG RISLONE Super-Give-Away Prize Contest 
. . . asking your customers to get their free entry blanks from you. If 
anyone of them wins a prize, you get a prize, too! 


‘You can count on me to sell Rislone for you... 
my “TONIGHT” TV Show...and backed up by an aggressive newspaper 


advertising campaign. 


“Just ask your nearest Rislone wholesaler how you can tie-in to Rislone’s 
nationwide big Prize Contest . . . and make a nice profit for yourself 


every time you sell a quart of Rislone!”’ 
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with headquarters in Minneapolis. 

The new sales division covers 
North Dakota, South Dakota, Min- 
nesota, Nebraska, Iowa, Wiscon- 
sin and Michigan’s Upper 
Peninsula. This area formerly was 
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part of Allen’s midwest central 
division. 

Axel T. Peterson has been ap- 
pointed manager of the Canadian 
branch of Walkerville, Ont., replac- 
ing John Herdegen, who resigned. 

* * + 


-| Yale & Towne Appoints 


Minich Sales Manager 

Paul R. Minich jr., a former Yale 
representative, has been named 
general sales manager of the ma- 
terials handling division of the Yale 
& Towne Mfg. Co. 

Joseph J. Murray, Yale sales ex- 
ecutive, has been named assistant 


general sales manager. 
a * * 


Ford Appoints Heric 


Morin J. Heric has been named 


+} manager of the purchasing admin- 
-| istrative department of the special 
| products division of Ford Motor Co. 


Heric held a similar position with 
the company’s aircraft engine di- 
vision in Chicago until his recent 
promotion. 
+ * * 
King and Nolan Named 
William K. King and John J. 
Nolan have been appointed North 
Bergen, (N. J.) terminal operations 
(Continued on Page 44, Col. 3) 
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MoPar Installs Electronic Brain— 


The control console, above, supervises the functions of a new 28-ton electronic 
brain installed by the MoPar division, Chrysler Corp., to control its nationwide inven- 
tory of parts and accessories. Daily, the machine computes total material on hand 
and on order and determines if this quantity is sufficient to take care of current 
demands. John Petter, IBM representative, demonstrates the machine to Lois Gates, 


MoPar employe. 
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supervisors of Red Star Express 
Lines, Auburn, N. Y. King, former- 
ly was dock foreman at Syracuse 
and Nolan was transferred from 


Auburn. 
cf ~ * 


DeSoto Appoints Vogt 


R. L. Vogt has been named exe- 
cutive assistant of DeSoto’s western 
zone in Los Angeles. Formerly, 
Vogt directed business management 
activities for DeSoto’s Los Angeles 
region and prior to that served as 
district manager in several 
districts. 


* * x 
Mercury Promotes Page 


In U. C. Sales Promotion 


Promotion of Grover C. Page 
to the new post of used-car sales 
promotion manager for Mercury 
has been announced by George O. 
Hackett, sales promotion and 
training manager. 

Page will work with Mercury’s 
district and used-car sales mana- 


gers, Mercury dealers and sup- 
pliers of sales promotion aids. He 
joined Mercury in 1951. 


* * * 


| International Picks Dunn 


| J. N. Dunn has been named In- 
ternationl’s district manager at 
Davenport, Ia. succeeding C. E. 
Cheney who has retired. Dunn 
was acting district manager at 
Davenport, while Cheney was on 
leave of absence due to reasons of 
| health. 


* x * 


Brittain Retires 


Harold A. Brittain, assistant to 
the production manager of Good- 
year Foreign Operations, Inc., has 
|retired after 37 years of service 
with Goodyear. m 

* ca 


Oliver Appoints Fisher 
E. H. Fisher has been named to 
head the new industrial sales di- 
| vision of Oliver corp. Fisher, who 
will be in Chicago, will be in charge 











— 


of sales to all distributors in the 

U. S. and Canada, except those on 

the West Coast. 
* 


* uk 
Carter Carburetor Elects 


Bragdon and Read 


Carter Carburetor Corp., St. 
Louis, has announced the elec- 
tion of Dudley A. Bragdon and 
Lee B. Read as vice-presidents. 

Bragdon, who formerly was ad- 
vertising manager, assumes the 
title of vice-president in charge 
of aftermarket sales and service. 
Read, former chief engineer, be- 
comes engineering vice-president. 

ad * ok 


Tide Water Names Thomas 


Rupert B. Thomas, divisional at- 
torney of Tide Water Associated Oil 
Co.’s eastern division, has retired 
after 35 years. Thomas joined Tide 
Water as an attorney in 1920. In 
1927, he advanced to assistant coun- 
sel, and in 1936, was named to his 
last post. 


Azzolina Promoted to Head 


Le Roi Service Department 


Paul Azzolina has been named 
managed of the service department 
of Westinghouse Air Brake Co.’s 
Le Roi division at Milwaukee. He 


formerly was assistant manager. 
* * * 


Dodge’s Spokane District 


Now Headed by Evans 


Edward G. Evans has been ap- 
pointed Spokane district manager 
of Dodge. Once a used-car dealer 
and formerly regional sales man- 
ager for another automotive con- 
cern at Richmond, Calif., Evans 
last served as a car salesman 
and appraiser for dealerships in 
Portland, Ore. 

* 


* * 


Grant Chooses Lambert 


Charles E. Lambert has been 
appointed sales manager of Grant 
Storage Battery Co., it has been an- 
nounced by R. L. Sommerville, gen- 
eral sales manager, automotive di- 
vision, Electric Storage Battery Co. 
Lambert has been with Electric 
Storage Battery in various market- 
ing capacities. 

Of * * 


Gavin Heads Nationai Plant 


Upon Flagle’s Retirement 


Beauford E. Gavin has stepped 
up from assistant manager to man- 
ager of the Indianapolis plant of 
National Malleable & Steel Cast- 
ings Co. 

He succeeds W. W. Flagle, who 
has retired after 25 years of 
service. 





a * 


Lodge Promotes Page 


Peter Page has been /appointed 
general manager and director of 
Lodge Spark Plug Co., Los Angeles. 

* * 


Chrysler Names McGivney 


John H. McGivney, has been ap- 
pointed assistant secretary of 
Chrysler Corp., of Canada, Ltd. 

x * * 


Divco Appoints Evans 


Eastern Sales Manager 


Austin K. Evans has been named 
eastern district sales manager for 
Divco Corp., Detroit. 

He will be responsible for dealer 
operations and fleet sales in New 
York City, eastern New York State 
and western New England. Evans 


joined Divco in 1939. 
* * * 


Cedar Rapids Engineering 
Realigns Its Sales Staff 


George L. Erwin has become 
general sales manager of Cedar 


Rapids Engineering Co, Cedar 
Rapids, Ia, succeeding O. L. 
Brokaw, who is taking over the 


new duties of sales promotion man- 
ager. Erwin formerly was assist- 
ant general sales manager. 

Duane R. Platner will be the new 
assistant sales manager and will 
be responsible for export sale of 
the company’s Kwik-Way engine- 
reconditioning equipment. 

OK * an 


Superior Shifts Personnel 


T. H. Hamlin jr. has been ap- 
pointed regional sales supervisor 
of bulk handling operations for 
the process machinery division, Su- 
perior Separator Co., Hopkins, 
Minn. The firm also announced 
the transfer of Marshall Carpenter, 
sales manager of bulk handling 
equipment, and William Symons, 
sales supervisor for eastern states, 
to the firm’s headquarters in 
Hopkins. 
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earning capacity. 
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ir of the Se eiees had either actual | cepted throughout the automotive world, because of its The handling of “road calls” is a highly profitable 
: or constructive knowledge of the high degree of working efficiency. Its adaptability to operation which today calls for the BEST of SERVICE. 
Y defect. Bae work. Its ability to handle jobs on any terrain and under To meet these exacting requirements, Holmes provides 
Engine Removal OK’d | every possible working condition. Its flexibility of opera- a wide range of 6 streamlined wrecker units, each of 
ECENTLY a higher court rend- tion and other exclusive HOLMES features which assure different size and capacity. All Tried, Tested and Proved 
R ered an unusually important! fast, safe and economical service on the most difficult according to the Holmes standard of performance. See 
decision holding that a garageman recovery or towing job. There are in fact many your jobber or write today for model specifications, 
e may remove from a.mortgaged car REASONS WHY—shops prefer Holmes Wreckers, but prices and details. 
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. Lundy’s Garage, 276 Pac. (2d) 727, 
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l contract. 
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the car to a garage for installa- 
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pletion of the repairs, the 
garageman retained possession of | 
the car because of nonpayment 
of his bill. In the meantime, 
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HOLMES Double Swinging Booms 
The Double Boom principle of 
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HOLMES Tow-Lift 


Tows from front or rear end of 





HOLMES Ad-Mor-Length Boom 


Adjustable Boom Attachment per- 
mits standard Double Boom Wrecker 


any model car or truck. Easy to 
hook-up. Furnished with V-Type 
spacing bar and leather covers for 


Wrecker construction originated by 
Holmes is the KEY to many operations 
which makes Holmes the safest, most 
satisfactory wrecker yet developed for protection of bumper. Available 
use on the highway. in 2 sizes, for any type wrecker. 


ERNEST HOLMES COMPANY=—| Chattanooga, Tennessee 


ments to the seller of the auto- | 
mobile. 

In subsequent litigation, the) 

\ higher court held that the garage-| 
man could remove the newly) 
installed engine from the automo- 
bile before allowing the seller to} 
repossess it. The court said: 
“The conditional vendor of the 


to be used on numerous commercial 
jobs. Built in 8 ft. sections for assembly 
up to 38 ft. Capacity ranges from 1 to 
10 tons depending upon height lifted. 
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ings, the spray Zinc Chromate 
Primer can be used in auto repair 
shops and manufacturing plants as 
a bonding agent; over nuts and 
bolts and small parts to which en- 
amel would not otherwise adhere 
unless a primer was used, it is 
claimed. It comes only in one color, 
interior green, and is being pack- 
aged in 12 oz. aerosol cans. 


HEADLAMPS—tThe General Electric ‘‘all- * * * 
Weather” headlamps are said to feature | 
“Aim-right Gizmoes"’ for easy and accu- 
rate aiming. The Gizmoes, which are be- 
low the fingers at the top of the lamp and 
above the thumb at the bottom, are glass 
pods molded in the lends. Designated 
5400s (12 volts) and 5040s (6 volts), the | 
headlamps are interchangeable with all 
other sealed beam headlamps, its is| 
claimed. Miniature Lamp Dept., General | 
Electric, Nela Park, Cleveland 12, O. 

es 








STRAIGHTENING DIE—A 
| straightening die, precision-made to fit 
contours and curvature of 


tubeless rim 


| the tubeless 
rims, has been introduced. The rim needs 
only to be heated and hammered to shape 
against the die or squeezed out on an 
| hydraulic press, it is claimed, to restore 
_ airtight seal. Riverside Rim & Wheel 
Co., 720 Garrison Ave., Bronx 59, N. Y. 





FENDER EXTENSIONS — Xtension-Brows 
are steel stampings custom-formed to | 
match fender contours of Fords, Mercurys 
and Chevrolets back to 1949. Welded to | 
the fenders, they are individually styled 
for specific makes and models. California 
Custom Accessories Mfg. Co., 301 W. Jef- 
ferson Bivd., Los Angeles 7, Calif. 





PENETRATING OlL—Nu-Aero penetrat- 
ing oil is said to cut rust, paint, grease, 


dirt, corrosion, and is especially suited 
to hot applications. Available in pres- 
surized containers, the penetrant contains 
“Moly” (molybdenum § disulfide), which, 
with other penetrates, produces a product 
which both loosens and lubricates even 
under extreme conditions, it is claimed. 
The Moly is said to lubricate with a 
film that heat or pressure will not destroy. 
Pressure Products Co., West Chester, Pa. 





SAFETY PAD—An upholstered pad, the | 
E-Z Rest, when in proper position, is de- So ex<s 
signed to prevent passenger from being 
thrown against instrument panel or wind- 
shield in case of a sudden stop, it is 
claimed. Viking Specialties, Inc., 7575 S. 
Telegraph Rd., Dearborn 9, Mich. | e 
i 





announced the development of the No. 
4114 carbide tipped tool bit for use in all 
makes of brake drum lathes. The carbide 
insert, instead of lying flat on top, ex- 
tends through the whole depth of the 
holder which is % of an inch square. 
Ammco Tools, Inc., 2100 Commonwealth 
Ave., North Chicago, Ill. 





TIRE REPAIR SYSTEM—A tube and tube- 
less-tire repair system, utilizing Camel jet 
vulcanizing patches and liquid vulcanizer, 
has been introduced by H. B. Egan Mfg. 
Co., Muskogee, Okla. The patches, when 
applied with the liquid vulcanizer; auto- 
matically vulcanize without heat to the 
repaired item, it is claimed. The patches 
are available in four sizes and will repair 
injuries up to four inches in tubes, or 
1% inches in tubeless tires. The vulcan- 
izer is available in -pint cans. 

oS 


Krylon, Inc, to Produce 
Zinc Chromate Primer 





ALL-PURPOSE TUB—The Apex Roll-Around 
Fibre Glass tub is designed for use in 
auto wash establishments and in other 
operations that require frequent move- 

Krylon, Inc., Norristown, Pa., has| ment of materials. The unit consists of a 
announced it is producing Zinc | removable 20-gallon capacity tub and a 
Chromate primer spray under the | 33-inch baked-enamel steel stand. Lock cas- 
Krylon label. |ters permit the unit to be locked in a 





CARBIDE CUTTER — Ammco has | 
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HACK SAW—The Commando hack saw 
offers an untwistable tubular frame with 
die-cast aluminum handle and nonslip 


front grip, it is claimed. The saw's speci- | 
fications include an overall length of 17 | 
and | 


inches, mounting a 12-inch blade, 
throat depth of almost 4 inches. The saw 


weighs 14 ounces. Dreier Bros., 5642 Lake | 


Park Ave., Chicago 37, Ill. 
* * * 





ENGINE CONDITIONERS — Newest de- 
velopment in American Motors’ part and 


accessories program is the addition of a| 


line of 
Hudson 
include 
bustion 


engine conditioners handled by 
and Nash dealers. The products 
a carburetor and cylinder com- 
area cleaner known as 
‘n-Tune,"" a gasoline additive for upper 
valve lubrication called “Sta-Tune,"’ and 
an engine oil additive trade-named ‘‘Velv- 


Oil.” 





SIPHON CUP—A graduated siphon cup, 
with markings visible on the inside and 
outside, has been introduced. The mark- 
ings show fluid levels for ratios of 1-to-1, 


| 2-to-1 and 3-to-1, as well as a mark for 
the one-quart level. Said to fit all makes | 
| Of spray guns, cup attachments are avail- 


able for % and ¥% of an inch standard 
pipe thread fldid connections and for 


|9/16-inch 20 connections. Binks Mfg. Co., 
| 3122 Carroll Ave., Chicago 12, Ill. j 


* x * 





FIRE EXTINGUISHERS —A line of wet 
chemical portable fire extinguishers which 
includes pressurized and brass container 
units has been introduced by Walter Kid- 
die Co. The line includes a 2'-gallon 
Pressure operated combination water and 
anti-freeze extinguisher, which, because of 
its tin lined, brass container construction, 
is said.to be completely non-corrosive. All 
extinguisher shells are tested to 500 psi 
and are approved by Underwriters’ Labor- 
atories, it is claimed. Walter Kiddie & Co., 
Inc., Belleville, N. J. 

a 


Pocket-File Marketed 


As Aid to Salesmen 


The Fossler Pocket-File has been 
introduced as an aid to salesmen 


Used to prepare bare metal sur-! stationary position. Apex Electrical Mfg.|and is said to help them organize 
faces for final paint or other coat-|Co., 1070 E. 152nd St., Cleveland 27, O.| their calls in advance arid to have 





“Kleen- | 
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| customer and prospect records with 
| them in the field. 


It consists of a pocket-size loose- 
leaf binder holding up to 300 pros- 
pect-customer sheets which can be 
arranged in the book so that the 
company name is always visible. 
Further information can be ob- 
tained from G. O. Fossler & As- 
|}sociates, 154 E. Erie St., Chicago 
} 11, Ill. 


* * * 
| 
| 





AIR COMPRESSORS—A line of compact, 
lightweight medium portable air compres- 
sors, designed for one-man maintenance 
spray painting, has been marketed. Said 
to spray paint up to 900 square feet per 
hour, the unit measures 19 inches wide, 


28 inches long, 25 inches high, and is 
available with either an electric motor or 
gasoline engine. Binks Mfg. Co., 3122 Car- 
roll Ave., Chicago 12, Ill. 


* x * 


ALIGNERS—Portable, floor-type turning 
aligners for cars, heavy-duty buses or 
trucks, have been marketed by Bee Line 
|Co., Davenport, la. The aligners feature 
| the Bee Line off-center turning radius and 
easy-to-read protractor, designed to turn 
as the wheels turn, on a ball bearing off- | 
center kingpin radius. 






OlL DRAIN PLUG—The Pos-Met is a 
calcium alloy unit affixed to the oil drain 


plug. It reacts chemically with the oil 
to retard its oxidation and deterioration, 
adds a self cleaning quality to the oil, 





it is claimed. The change is made by 

replacing the present oil drain plug with 

’ the Pos-Met oil drain plug. Available 

|in various sizes, the unit ,is a patent 

LEATHER CLEANER — The Alleather development of the National Research 

cleaner-preserver is said to prolong the| Council, an agency of the Canadian 

life of leather, leatherettes and plastics| Government. Positive Metals of Buffalo, 

at least 50 percent. Marketed in Y-pint|!nc., P. O. Box 298, Dept. T3, Buffalo, 
jars, 3%, by 2% inches, the product re-|N. Y 


moves dirt, grime, retards cracking and « * . 
peeling, it is claimed. It is applied direct | 
from the container with a regular cloth. 
A damp cloth is then used for wiping, 
after which a dry cloth is used to im- 
prove the luster, it is said. Clipper Prod- | 
| ucts Co., 3223 N. Sheffield Ave., Chicago 
13, I. | 





TAPPET ADJUSTER—The Zim No. 827 
tappet tool is a heavy-duty drop forged 
| unit for all overhead rocket arm tappet 
| adjusting operations. Designed to take 
| any four-way ¥/-inch square drive socket, 
the tool is equipped with a large knob, 
tension spring and stocky handle for 
| leverage. Sockets are not included with 
j the tool, which weighs 15 ounces. Zim 
| Mfg. Co., 3037 W. Carroll Ave., Chicago 
112, OM. 





| 
| 
| 
} 
| 


QUAD RINGS — Construction has been 
simplified and friction reduced while | 
maintaining required pressures over a} 
| wide temperature range in Stewart-War- | 
|ner's Alemite Farm Gun No. 4026A by) 
| using Quad Rings, a four-lipped hydraulic | 
ings it is claimed. The rings are said 
| to have made construction easier by elim- 
| inating several parts previously required 
|in guns of this type. Minnesota Rubber 
j}and Gasket Co., Dept. KP, 3630 Wood- 
| dale Ave., Minneapolis 16, Minn. 





* * * 


VACUUM CLEANER — Designed for the 
automotive service industry, the Vacu-Blo 
vacuum cleaner uses a patented jet action 
principle to convert air pressure to a vacu- 


STORAGE CABINETS—The addition of 
three storage cabinet models to its line 
of steel office furniture has been an- 
uming action without moving parts. An| nounced by Borroughs Mfg. Co., 3002 N. 
auxiliary air blow gun is part of the unit. | Burdick St., Kalamazoo, Mich. Known as 
Two nozzles, one for flat surfaces, the | Cyclops cabinets, the three styles are 
other for crevices are provided with the | storage, wardrobe and combination, and 
unit which weighs 24% pounds. U. S. Engi-| are convertible with interchaneable parts. 
neering & Mfg. Co., 3254 Lincoln Ave.,| All cabinets are 36 by 78 inches, avail- 
Chicago 13, Ill. able in 18 and 24-inch depths. 
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UTOMOBILES will not “go out 
like the horse and buggy. 

Air Age... Atomic Age... even 
with supersonic jets and guided 
missles you can’t run a war with- 
out infantry or land vehicles. 


Until humans sprout wings— 
either figuratively or literally— 
foot soldiers and ground vehicles 
are essential. 


War or peace the automobile is 
no “dobbin” ready to be put out to 
pasture. Today’s news proves it. 

” * x 


ERE are some recent highlights 
. . . food for thought for any 
automobile man: 


With 1956 auto production well 
under way steelmakers are wonder- 
ing how they are going to fill their 
orders. 

The national industrial confer- 
ence board summed up its survey 
of 131 major manufacturers this 
way: “Business in the remainder 
of 1955 will be just as good as it 
was during the record first half, 
if not better.” 

General Motors’ “Powerama”... 
$7,000,000, 26-day .. . bathing beau- 


46 idieee 
Added by AAR 


Across Nation 


NEW YORK.—Automotive Affili- 
ated Representatives has an- 
nounced that 46 manufacturer’s 
representatives have been admitted 
to membership in the organization. 

The new members and their 
regions are: Boston—Paul E. Kelle, 
Liberty Associates; New York City 
—W. M. A. Romans, H. B. Marin- 
off, The Harry Hanser Organiza- 
tion, Fred J. Wall; Syracuse— 
Edward M. Clarke, H. O. Holland, 
J. F. Weller, Inc.; Philadelphia— 
William G. Brown. 

Atlanta—Kitchens & Co. Fike 
Co., F. D. Barringer, Co., Ray M. 
Smith & Associates; Cleveland — 
Amster-Heiser Co., William G. Car- 
others, Robert M. Columbus, W. 
A. Hiller, Fred Jackson Associates 
Co., Appel Cornwell & Associates; 
Detroit—C. P. Hoffman, Lester D. 
Moss, F. W. Hammond. 

Indianapolis—Victor H. Drum- 
mond Co., Roger Foster, Amos F. 
Barton; St. Louis—W. E. Dorman 
Co.; Chicago—McClure & Graef, 
H. M. Winter, Karl Knierim & 
Associates, Harold M. Blum & Co.; 
Minneapolis—L. E. Eklof. 

Kansas City—Paul H. Peterson 
Co., Paul K. Wilcox Co., Brookmoor 
Co., H. E. Russell Sales Co.; Dallas 
—Ralph E. Russell Co., Rudy Cope- 
land jr.; Denver—Holland Co., M. 
H. Miller Co.; San Francisco — 
Robert H. Justice & Associates; 
Los Angeles—Louis B. Smith & 
Associates, Parrish & Sloan Co.; 
Seattle—Dan J. Sweeney Co.; Van- 
couver, B. C.—Charles F. Thorpe, 
G. A. Cimolino. 


SAE Paper Set 
On AMC V-8 


DETROIT. — The new American 
Motors V-8 engine will be the sub- 
ject of a paper to be read at a 
meeting of the Society of Automo- 
: Engineers scheduled for March 





American Motors Corp. reported 
that a public announcement date 
for the new engine will be made 
later. 

The paper (No. 719) was written 
by J. F. Adamson, D. V. Potter and 
C. E. Burke, all of American Mo- 
tors. It will be presented during 
the 8 p.m. session. G. A. Sprague, 
Studebaker-Packard, will be chair- 
man. 

The meeting will be devoted to 
Passenger cars, bodies and mate- 
rials but an address at the March 
8 dinner will be concerned with 
earth-circling satellites. Dr. S. F. 
Singer, department of physics, Uni- 
versity of Maryland, will be the 
speaker. 


ties and everything ... seven-day- 
a-week diesel opera on Chicago’s 
Lake Shore Drive glamorized the 
diesel engine, developed by GM 
from a patent by Rudolf Diesel, 
who committed suicide because he 
thought his engine had backfired. 
It took GM from 1933 to 1955 to 


build 100 million diesel horsepower. 


* * * 


HHRYSLER and Ford have do- 


nated $200,000 each to Cornell 
for automotive crash research. 
Using the highways as a laboratory 
with accident reports from 10 states, 
they hope to find the connection 
between patterns of injuries and 
vehicular design. 
Results will be made available to 
the whole automotive industry. 


Practically the whole automo- 
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Mexico’s Borderites 


Get Break on Levy 


MEXICO CITY. — Residents of 
towns on the U. S. border are 
getting a big break over other 
Mexicans in the matter of im- 
porting automobiles. 

The Ministry of Finance is al- 
lowing these borderites a 90 per- 
cent discount on import duties if 
they pay within 90 days of Feb. 1. 





tive industry, including the “Big 
Three” have now signed union 
contracts providing jobless pay. 

The new Lincoln models, Pre- 
miere and Capri, are the kick-off 
‘for Ford’s campaign to capture 








from Cadillac the position of aris- 
tocrat of U. S. cars. With 74,000 
Cadillacs and only 16,000 Lincoln 
registered in the first half of 1955, 
it will take years to catch up. One 
of the new safety features (op- 
tional) in these models are seat 
belts. 


+. * = 
SS plans eventually to 
limit each of its 10,000 dealers 
to one kind of car. Who decides 
which? 

Railroads have started a truck 
transport service—on flat cars—for 
loaded trucks. Less congested high- 
ways? Lower maintenance and de- 
preciation on trucks? Will the rail- 
roads in this way get back some of 
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the freight business lost to trucking 
companies? , 
Trans World Airlines wants to 
partition off its fast transconti- 
nental planes for coach passen- 
gers who will get less service, but 
the same eight-hour cross-coun- 
try ride cheaper. What will be the 
bus companies’ answer to this? 

P. S. Soo-oh .. . It looks as if 
the automotive industry was doing 
plenty and has plenty more to do. 
And I predict that even if the day 
comes when man sprouts wings, the 
automotive industry will be right in 
there pitching, designing seats with 
louvres to fit folded wings .. . for 
the 90 percent of us who would be 
just too darned lazy to fly every- 
where, after the novelty wore off. 


Newly-Formulated, Improved MARTIN-SENOUR 


NEU-SAND Lacquer Primer-Surfacer 


Use with Martin-Senour 


ip No. 6295 or 6298 Lacquer Thinner 


Order today from your 
N.A.P.A. jobber! 





Two new, improved versions of the 
sensational Neu-Sand Primer-Surfacer! 





Now two new developments from famous Martin- 
Senour laboratories make the best even better! A new 
Red Oxide (No. 6256) and a new Dark Gray lacquer 
primer-surfacer (No. 6257) give fastest drying, even 
when applied in wet, heavy coats ... in winter or 
summer .. . in rain or shine! They sand easiest and 
quickest, too—and absolutely will not gum sandpaper. * 


® Controlled settling saves time and work! Neu-Sand can be 
“shaken in’ —even when reduced 48 hours or more! 


© Takes any reduction— 100%, 150% or 200%—depending 
on local conditions and individual painter preference. 


© Easy fo apply — Just spray on two or more coats, and allow 
five minutes drying time between each. May be wet or dry 
sanded in 20 or 30 minutes, or less! 


© Costs no more—You don't pay one cent more for this im- 
proved lacquer primer-surfacer that gives you faster, finer 
spot repair work than anything else on the market! 


MARTI ENOUR PAINTS 


2520 S. Quarry St., Chicago 8, Illinois 
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Sales Conditions in Various Areas... 





Auto Market Reports 


Atlanta 


Total new-car registrations in At- | 
lanta for 1955 were 42,714 units, a 
whopping gain over the 26,991 cars 
sold in 1954. 

Ford finished in first place with 
11,719. Chevrolet followed close be- 
hind with 11,251. 

In third position was Buick with 
a total of 3,830; followed by Pon- 
tiac with 3,366, and Oldsmobile with 
3,309. Oldsmobile rose from seventh 
to fifth position this year, displac- 
ing Plymouth. 

Plymouth sank to sixth place 
with 2,595. ) 

Totals of other new car makes 
for the year were: Mercury, 2,028; 
Dodge, 1,291; Cadillac, 808; Chrys- 
ler, 666; Studebaker, 510; DeSoto, 
418; Packard, 306; Nash, 299; Lin- 
coln, 177; Willys, 35; Hudson, 24; 
Kaiser, 6, and miscellaneous, 76. 

Chevrolet, with 1,822 registra- 
tions, led the new-truck field. Ford 
took second place with 1,658. 


Others totalled as follows: Inter- 
national, 483; GMC, 352; Dodge, 
249; White, 183; Mack, 78; Stude- 
baker, 29; Reo, 15; Willys, 9, and 
miscellaneous, 57.—(E. C. Bash.) 

* * a” 


Minneapolis 

A total of 2,662 new cars were 
delivered during January in Henne- 
pin County (Minneapolis), accord- 
ing to Finance and Commerce, 
Minneapolis financial paper. 

The total was surpassed only in 
January, 1951, when 3,226 new cars 
were delivered, and represented the 
biggest sales month since last Sep- 
tember. 

Dealers said they thought heavy 
merchandising plus the interest 
created by the auto show early 
in the month were responsible 
for the good volume. 

January new-car registrations by 
make were: Chevrolet, 687; Ford, 
469; Oldsmobile, 258; Buick, 224; 
Plymouth, 212; Mercury, 142; Pon- 
tiac, 135; Dodge, 133; Cadillac, 86; 
DeSoto, 63; Chrysler, 59; Stude- 
baker, 53; Nash, 41; Packard, 35; 
Lincoln, 29; Hudson, 26; Willys, 1, 
and miscellaneous, 9. 

A total of 242 new trucks was 
delivered in January, with the fol- 
lowing breakdown: Ford, 78; Chev- 
rolet, 62; International, 54; Dodge, 

21; GMC, 12; Willys, 5; White, 3; 
Studebaker, 3; Reo, 2; Mack, 1, and 
miscellaneous, 1.—(Donald M. 
Lyons.) 


* * * 


Dayton, O. 


According to the Montgomery 
County Automotive Dealers Assn., 
Chevrolet far outdistanced other 
makes in December with 539 new- 
car registrations. 


Ford followed with 389, and other 
registrations were: Buick, 240; 
Oldsmobile, 203; Pontiac, 153; Plym- 
outh, 134; Mercury, 92; Cadillac, 
84; Dodge, 67; Chrysler, 39; Stude- 
baker, 38; Packard, 25; Lincoln, 17; 
DeSoto, 15; Nash, 8; Volkswagen, 
7; Willys, 3; Continental, 2; Hud- 
son, 2, and Porsche, 1. The Decem- 
ber total was 2,058. 


Total 1955 sales in Dayton and 
Montgomery county also were led 
by Chevrolet, with 5,504. Ford was 
second with 4,613 and Buick third 
with 3,469. 


Others were: Pontiac, 2,398; 

Oldsmobile, 2,208; Plymouth, 1,- 
636; Mercury, 1,368; Dodge, 1,041; 
Cadillac, 746; Chrysler, 454; De- 

Soto, 369; Packard, 264; Stude- 

baker, 295; Lincoln, 170; Nash, 

134; Hudson, 95; Volkswagen, 68; 

Willys, 35; Porsche, 7; Mercedes, 
4; Triumph, 3; Continental, 2; 
MG, 2; Austin, 2; Jaguar, 1, and 
Hillman 1. This came to a total 
oo new-car registrations in 

Truck sales in Montgomery 
County for December: Chevrolet, 
68; Ford, 49; International, 17; 
GMC, 15; Studebaker, 3; Dodge, 2; 
and one each for White, Diamond, 
Reo, Volkswagen. The total was 
158. 

Truck registrations for 1955 came 
to: Chevrolet, 674; Ford, 604; In- 
ternational, 208; GMC, 141; Dodge, 
71; Studebaker, 19; White, 17; Div- 
co, 15; Willys, 9; Reo, 7; Mack, 4; 








Diamond T, 1, and Volkswagen, 1, 
| totalling 1,771. —(E. F. Barker.) 


* * * 


Dallas 


An increase of 7 percent marked 
new-car registrations in Dallas 
during December, as the total was 
hiked to 4,031 from the November 
count of 3,753. 

Meanwhile, new-truck registra- 
tions dropped 19 percent—from 480 
in November to 389 in December. 

For the full year, 53,897 new cars 
and 6,746 new-trucks were regis- 
tered in Dallas. 

By make, December new-car 
registrations were: Chevrolet, 1,- 
146; Ford, 902; Buick, 444; Pon- 
tiac, 365; Oldsmobile, 352; Plym- 
outh, 274; Mercury, 164; Cadillac, 
107; Dodge, 79; Chrysler, 53; 
Studebaker, 38; DeSoto, 26; Lin- 
coln, 23; Packard, 18; Nash, 14; 
Hudson, 8; Volkswagen, 7; Ja- 
guar, 3; Continental, 2; Triumph, 


2; English Ford, 1; Lotus, 1; 
Porsche, 1, and Willys, 1. 

Truck registrations were: Chev- 
rolet, 176; Ford, 110; International, 
53; GMC, 22; White, 14; Dodge, 7; 
Mack, 2; Autocar, 1; Diamond T, 1; 
Kenworth, 1; Studebaker, 1, and 
Volkswagen, 1. 

For the full 12 months of 1955, 
new-car registrations were: Ford, 
14,106; Chevrolet , 13,670; Buick, 
5,253; Pontiac, 5,023; Oldsmobile, 
4,532; Plymouth, 3,384; Mercury, 
| 2,797; Dodge, 1,356; Cadillac, 1,127; 
Chrysler, 592; DeSoto, 429; Stude- 
| baker, 395; Packard, 330; Lincoln, 
| 261; Nash, 258; Hudson, 139; Willys, 


| Triumph, 7; Morris, 7; Continental, 
4; Mercedes, 3; Anglia, 2; Hillman, 
2; Consul, 1; Doretti, 1; Ferrari, 1; 
Isetta, 1; Kaiser, 1, and Lotus, 1. 

Full-year truck _ registrations 
were: Chevrolet, 2,729; Ford, 2,027; 





165; Volkswagen, 46; Jaguar, 38; | 
Austin, 17; Midget, 12; MG, 11; | 
|Porsche, 9; Clipper, 8; Renault, 8; | 


International, 842; GMC, 371; 
White, 287; Dodge, 258; Mack, 101; 
Studebaker, 35; Kenworth, 23; Dia- 
mond T, 22; Reo, 22; Willys, 18; 
Autocar, 7; and Volkswagen, 4.— 
(Ruby Fenoglio.) 


* * * 


Salt Lake City 


A total of 1,147 new cars were 
registered in Salt Lake City in 
December, compared with 817 in the 
previous month. 

In the new-truck field, December 
saw 248 registrations, compared 
with 121 in November. 

December new-car registrations 
by make were: Ford, 314; Chev- 
rolet, 294; Oldsmobile, 106; Buick, 
93; Pontiac, 74; Plymouth, 56; 
Mercury, 49; Cadillac, 39; Dodge, 
25; Volkswagen, 21; DeSoto, 20; 
Chrysler, 18; Lincoln, 9; Nash, 9; 
Packard, 6; Studebaker, 5; Hud- 
son, 3, and miscellaneous, 6. 

Truck registrations were: Chev- 
rolet, 62; Ford, 61; GMC, 38; Dodge, 
| 36; International, 16; White, 9; Ken- 
worth, 7; Willys, 6; Mack, 5; Dia- 
|mond T, 1; Divco, 1; Reo, 1; Stude- 


baker, 1, and miscellaneous, 4. 
a * x 


Buffalo 
The 15-week Westinghouse Elec- 
tric strike here is hurting business 








of automobile dealers, especially in 
the suburban areas near the Cheek. 
towaga plant, where many employes 
live. 

Said one dealership official: 
“There is no question that the 
strike is having a direct effect 
on our business. Not only have 
our car sales to Westinghouse 
employes dropped to practically 
zero, but many persons are seek- 
ing more time to make pay- 
ments.” 

The spokesman said he has dis- 
cussed the strike with many 
merchants who complained their 
business was “terrible” because of 
the work stoppage.— (George E. 
Toles.) 


* * * 


Louisville 

Total registrations of new cars 
in Louisville totalled 1,817 in Jan- 
uary, some 21 percent below the 
December total of 2,308. 

Truck registrations, meanwhile, 
dropped 3 percent to total 220, com- 
pared with 227 in the previous 
month. 

Breakdown of new-car regis- 
trations showed: Chevrolet, 651; 
Ford, 438; Buick, 168; Oldsmo- 
bile, 160; Plymouth, 112; Pontiac, 

(Continued on Page 49, Col. 1) 








BILL ROYSTON, superintendent of maintenance, 
(above) says: “Campbell 66 Express operates over 
900 units. Our over-the-road rigs chalk up a total 
of 16,151,715 miles a year. Pick-up trucks add an- 


Campbell 66 Express, major 


RAYON CORD 


other 1,903,008 miles a year. At a mill a mile, we 
think RAYON CORD TIRES give us the lowest 
tire costs per mile that can be obtained and the 
dependability that is a must in our operations.” 
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Auto Markets 


(Continued from Page 48) 


78; Mercury, 64; Dodge, 39; De- 
Soto, 25; Cadillac, 18; Chrysler, 
17; Studebaker, 13; Packard, 10; 
Hudson, 8; Nash, 6; Lincoln, 4; 
Continental, 1; Imperial, 1; MG, 
1; Volkswagen, 1; Willys, 1, and 
miscellaneous, 1. 

Truck registrations were: Chev- 


rolet, 82; Ford, 80; International, 
34: GMC, 5; White, 4; Dodge, 3; 
Pontiac, 3; Willys, 3; Divco, 2; 


Autocar, 1; Mack, 1; Plymouth, 1, 
and Studebaker, 1.— (A. W. Wil- 


liams.) 
= = 


Omaha 


Figures for the final month of 
1955 in the Omaha market territory 
show Chevrolet in a commanding 
first place for the month, with 305 
new-car registrations. 

Ford was second, with 242, and 
Plymouth was in third spot, with 
124. Close behind, with 115 sales, 
was Buick. Oldsmobile scored fifth, 
with 90, and Pontiac sixth, with 78. 





The December total was 1,161, as 
against 1,197 for November. 


In the truck department, Chev- 
rolet was in front again, with 122 
sales. Dodge, with 41 registrations, 
topped Ford’s third-place 31. 

The month’s total registrations 
came to 227, a healthy increase, 
over November’s total of 112.— 
(Arthur R. Oleson.) 


+ * * 


Washington, D. C. 


A 36 percent drop in registra- 
tions plummeted the January new- 
car total in Washington, D. C., to 
1,800, compared with 2,804 in the 
previous month. 

The decrease in new-truck regis- 
trations was even more severe. The 
January total was 162, down 43 per- 
cent from December's 287. 

New-car registrations by make 
were: Chevrolet, 474; Ford, 257; 
Plymouth, 268; Oldsmobile, 156; 
Pontiac, 148; Buick, 146; Mer- 
ecury, 75; Cadillac, 70; Dodge, 43; 
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Packard, 35; Chrysler, 33; De- 
Soto, 27; Studebaker, 17; Lincoln, 
9; Imperial, 6; Hudson, 6; Nash, 
6, and miscellaneous, 24. 

Truck registrations were: Ford, 
75; Chevrolet, 39; GMC, 19; Inter- 
national, 15; Dodge, 4; Mack, 4; 
Diveo, 2; White, 1; Willys, 1, and 
miscellaneous, 2. — (William UIl- 


man.) 
+ * * 


New Orleans 

New-car sales in New Orleans for 
January dipped to 1,905 units, as 
compared with 2,205 for December. 
The January figure was nine better 
than the corresponding month of 
last year. 

January truck sales with 343 reg- 
istrations marked the best month 
since June, when 314 were titled. 
The January figure was 145 better 
than December and 67 more units 
than were registered for the corre- 
sponding period of last year. 

New-car sales by individual 
makes were: Chevrolet, 640; Ford, 

402; Pontiac, 189; Buick, 159; 

Oldsmobile, 127; Plymouth, 97; 
Mercury, 95; Studebaker, 45; 
Chrysler, 33; Cadillac, 31; Dodge, 
30; DeSoto, 23; Packard, 16; Lin- 
coln, 10; Volkswagen, 3; Jaguar, 
2; Renault, 1; Karmannghia, 1. 

Truck sales by individual makes 


midwestern trucking company, proves 


TIRES PAY OFF! 
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Systematic records on all the trucks are kept here. The records show that Rayon 
Cord Tires often reach as many as three recaps with a total of 230,000 miles to their 


credit after the third recap! 





Recaps cut operating costs. Because of Ray- 
on’s toughness, this tire can take a third recap. 
This means many thousand extra miles of service. 


“Better highways . .. better drivers.” 





The main terminal and shop of Campbell 
This is one of fifty terminals that service the Midwest. Campbell 66 Express trucks 
are equipped with Rayon Cord Tires 100%! 








Truckers say that tires made of Rayon cord are better for any and all 
kinds of trucking. Records show that more truckers use RAYON CORD 
TIRES than any other. They can rely on Rayon because Rayon pays off! 











0 OO Ne ais a ee 


Rayon’s long-lasting strength plus reg- 
ular air check pays off by forestalling tire 
failure and reducing down-time loss. 


66 Express at Springfield, Missouri. 





Plymouth Service Engineers at School— 

Part of the four-week course for Plymouth field service engineers includes a 
session at the firm's ‘““Qualimatic’’ engine plant. J. C. Kaiser, instructor, explains the 
console panel which indicates operations of automatic units on the assembly line. 


Engineers are, from left, back row: H. Mowen, Minneapolis; O. Miller Washington; 
R. Harpe, New York; R. Reiter, Pittsburgh; W. Hamilton, Memphis; C. Thames, Port- 
land; D. Whitney, Atlanta; R. Barwick, St. Lovis, and D. Sharp, Kansas City. Front 
row: J. Green, los Angeles; E. Toler, Atlanta; C. Shaffer, Pittsburgh; H. Sampsell, 
Cleveland; J. Ryan, Philadelphia; J. Sangine, New York, and G. Jully, Detroit. 








were: Ford, 129; Chevrolet, 123;|6; Diamond T, 6; Studebaker, 3; 
International, 44; GMC, 27; Dodge, | Mack, 2; White, 2, and Willys, 1.— 
(Gordon Hebert.) 


* * * 


Cincinnati 
New-car registrations in Hamil- 
ton County (Cincinnati) during 


January totalled 2,704, a decline of 
144 units from the like month in 
1955 when 2,848 new cars were reg- 
istered. 


During the period Chevrolet shot 
ahead of Ford with a total of 759 
units sold, compared with 529 in 
January, 1955. In January, 1955, 
Ford sales totalled 644, compared 
with 449 in the first month of this 
year. 


Other new-car registrations by 
make were: Oldsmobile, 322; 
Buick, 274; Plymouth, 231; Pon- 
tiac, 138; Dodge, 115; Mercury, 
106; Cadillac, 77; Studebaker, 40; 
Nash, 37; Chrysler, 47; DeSoto, 
29; Packard, 19; Hudson, 18; Lin- 
coln, 16; Volkswagen, 14; Impe- 
rial, 6; Austin, 2; Continental, 1; 
Karmann Ghia, 1, and MG, 1. 

New-truck registrations in this 
area in January totalled 199, a de- 
cline of 45 units from January, 
1955, when 244 units were regis- 
tered. 


New-truck registrations by make 
were: Chevrolet, 64; Ford, 55; In- 
ternational, 26; General Motors, 16; 
Dodge, 13; White, 13; Studebaker, 
9; Diamond T, 1; Divco, 1, and 
Mack, 1.—(Frank Kappel.) 


* * 


Cleveland 


A slight upturn in automotive 
sales was noted for the first week 
in February as new-car sales went 
to 1,329, about 300 over the same 
period a year ago. 


Used-car sales also were holding 
firm for this time of the year, with 
sales at 1,421. In commercial vehi- 
cles, new sales were 113, about 
twice that of a year ago, and indi- 
cating a seasonal move. Used com- 
mercial sales were reported by 
Leonard Fuerst, clerk of courts, at 
60, also over that of a year ago. 


January sales showed a hike in 
new-car units, but a dropping off 
in used-car vehicles. For the 
month, new units sold were 5,389, 
compared to 5,047 a year ago. 
Used were 6,034, compared to 
6,603. 

In makes, Ford nipped Chevrolet, 
1,193 to 1,123, and both lines again 
appear headed for a tight race for 
the year. Buick was third with 526; 
Plymouth’s 464 was just one ahead 
of Oldsmobile; Pontiac had 350; 
Dodge, 315; Mercury, 242; Cadillac, 
230; Chrysler, 130; DeSoto, 100; 
Lincoln, 64; Nash, 56; Studebaker, 
43, and Volkswagen, 27. 

In commercial sales, Ford paced 
the field with 166; Chevrolet had 
92; International, 89; GMC, 57; 
White, 18; Dodge, 13, and Divco, 10. 
—(Sanford Markey.) 


* x x 
Pittsburgh 
According to the University of 


Pittsburgh’s Bureau of Business 
Research, new-car registrations 
showed a “moderate increase” in 
the week ended Feb. 3. 

Other lines of Pittsburgh busi- 
ness activity, however, fell off dur- 
ing the Feb. 3 week as compared 
with the previous week.—(Leon M. 
Leffingwell.) 
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Factories and Dealers . . . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 

Automotive advertising linage in 
newspapers, climaxing a series of 
monthly record-smashing perform- 
ances, wound up 1955 with a gain 
of 34 percent over the previous 
year, and for the second successive 
year became the top classification 
of newspaper national advertising, 
according to the Bureau of Adver- 
tising of the American Newspaper 
Publishers Assn. 

New-car advertising, far above 
all previous years, came up with 
a 59.2 percent increase over 1954. 

A breakdown of all automotive 
advertising for 1955 showed new- 
ears with 156,803,909, as compared 
with 98,525,368 in 1954; gasoline and 
oil with 37,414,619, as against 36,- 
947,854 a year earlier; trucks and 
tractors, 17,241,852, as compared 
with 12,339,622 in 1954; tires and 
tubes, 7,900,015 last year, as com- 
pared with 7,995,208, or the only 





automotive classification to show 
a lower gross in ’55; parts and ac- 
cessories, 986,890, as against 787,- 
137; aviation, 3,196,651, as compared 
with 1,046,318 in ’54, and miscel- 
laneous, 51,881,995, as against 47,- 
834,167 the previous year. Linage 
from all automotive classifications 
in ’55 totalled 275,425,931 lines, as 
compared with 205,475,674 in 1954. 

Steep linage gains also were 
chalked up by numerous other 
national advertising classifica- 
tions, the Bureau noted, with 
total national advertising show- 
ing a 12-month gain of 13.1 per- 
cent. 


The figures represent only linage 


and not dollar investment, the Bu- | 


reau pointed out, and are confined 
to 228 of the newspapers covered 
by Media Records’ “Blue Book.” 
Final official dollar figures cover- 
ing the large majority of U. S. 


HARD-DRY, IN All 


THIS COLD! 


of National Advertisers in News- 
papers.” 
> * * 


Baubie, Reid Appointed 


James A. Baubie, manager of 
public relations services, Chrysler 
Corp., and Thomas R. Reid, direc- 
tor of civic affairs, Ford Motor Co., 
have been elected to the board of 
|directors and executive committee 
of the Detroit Convention and 
Tourist Bureau. 


The bureau is a civic agency 


| troit’s conventions and individual 


| visitor traffic. 
| * * * 





| Direct Mailers Meet Feb. 24 


Leaders in the field of direct-mail 
|advertising will converge on De- 


|troit Feb. 24 to participate in a| 


| day-long series of meetings as part 
of the annual Direct Mail Day in 


| Detroit, under sponsorship of the | 
Adcraft Club of Detraoit and co-| 


| operating organizations. 

| Joseph J. McGee jr., president of 

|the Direct Mail Advertising Assn., 
and advertising manager of Old 

|American Insurance Co., 

| City, will be the speaker before the 

| Adcraft Club 


DULOX SPEEDY DRYER 
SURE SAVES WAITING ! 





|which promotes and services De-| 





Kansas | 


luncheon at noon.| 
dailies will be issued by the Bureau | Awards in Detroit’s own “best of | 
in its annual study, “Expenditures |industry” direct-mail advertising| started its 1956 sales campaign on | 


contest will also be made at the 
luncheon. Robert A. Vander Pyl is 
chairman of the event. 

ad * od 
Cather Joins Grant 


Myers B. Cather has been named 
a vice-president and account ex- 
ecutive on the Dodge account for 
Grant Advertis- 
ing, Ine. Cather 


of the Dodge ad- 
vertising pro- 
gram. 

Cather previ- 
ously owned his 
own agency, Ca- 
ther Advertising 
& Display Co., in 
Lincoln, Neb., and 

M. L. Cather was most recently 
vice-president and co-owner of 
McHugh-Cather Advertising Agen- 
cy, Inc., in Los Angeles. 

He was formerly president of the 





| Cellomatic Sales Corp., Beverly 


Hills, Calif. manufacturer and 
worldwide distributor of replace- 
able cell batteries. 

* * * 


Rislone Campaign Opens 


Shaler Co.. Waupun, Wis., has 


Jobs dry up to 2 hours faster in cold shops 
with new DULUX’ SPEEDY DRYER-REDUCER 


Cold, damp days won’t slow up your enamel jobs 
when you use new “Dulux” Speedy Dryer-Reducer. 
It flash-dries enamel faster . . . saves up to two hours 
on complete drying. And because there’s less danger 
from dust, less risk of sags and runs, you can deliver 
smooth, glossy jobs on schedule! ‘‘Dulux” Speedy 
Dryer-Reducer permits quicker taping, too. That 
makes it ideal for two-toning. 

You’ll find other ‘“‘Dulux”’ reducers to meet every 
drying problem. They range from the famous T-3864 
“Vari-Temp” Reducer that provides better flow 
and wrinkle resistance in hot weather to the popular 


T-3812 general-purpose reducer. Ask your Du Pont 
jobber to recommend the most economical “Dulux” 
reducer for your shop conditions. 


DU PONT 
REFINISHING MATERIALS 


REE ys. pat OFF 


BETTER THINGS FOR BETTER LIVING .. . THROUGH CHEMISTRY 


will be responsi- | 
ble for all phases 


—e, 


Rislone, with a $1 million advertigs. 
ing program in newspapers, tele. 
vision and trade publicationg 
| through Walker B. Sheriff, Inc. 


Kickoff is a 26-week television 

network campaign on Steve Al. 
| len’s NBC “Tonight” program, 
| starting Feb. 23, and supplemented 
| by television spots (featuring 
| Allen); plus newspaper ads in 170 
major market areas. 


The campaign is sparked by a 
$30,000 consumer prize contest offer. 





| ing station wagons, refrigerators, } 


|home freezers, color television and 


portable radios and automatic | 


washer-dryers. 
* 


* * 


New Willys Publication 
“Salespower” is the name of a 

new monthly publication being is- 

|sued by the merchandising depart- 


oo of Willys Motors for retail @ 


salesmen. 

The four-page tabloid is devoted 
to short articles on automotive sell- 
ing methods with particular em- 
|phasis on closing techniques and 
| sales psychology. Latest “Jeep” ve- 
|hicle modifications and improve- 
|ments which provide sales ammu- 
nition are pointed up. Editor is 
Basil Rath. 





sk * * 


Jaguar Wins PM Poll 


A national poll just concluded by 
Popular Mechanics picked Jaguar, 
manufactured by Jaguar Cars Ltd, 
of Coventry, England, as the 
world’s most representative sports 
car. 

The magazine polled its read- 
ers in an attempt to learn what 
automobile American motorists 
considered most representative 
of the ideal sports car, regardless 
of power, speed or popularity. 

Other cars and the order in which 
they finished were: 

Porsche, MG, Ferrari, Austin- 
Healey 100, Mercedes-Benz 300SL, 
Triumph TR2, Aston Martin DB2-4, 
Lancia, Alfa Romeo, Cunningham, 
Bugatti, Allard, Morgan, Thunder- 
bird, Siata, A.C. Ace, Frazer-Nash, 


Corvette and Pegaso. 
* * * 





Lincoln Ups Mayhew 


Appointment of John F. Mayhew 
as manager of the public relations 
department of Lincoln has been 
announced by Ben D. Mills, divi- 
sion general manager. 

Mayhew, a native of Detroit, 
joined Ford in 1953 as a member 
of the news department. In August, 
1955, he was named public rela- 


tions assistant of Lincoln. 
ok * * 


American Art Names Rose 


Arthur R. Roy, president of 
American Colortype Co., has an- 
nounced the appointment of Stanley 
T. Rose as president of American 
Art Works, Inc., a division of Amer- 
ican Colortype Co. 

Rose, prior to his promotion to 
president, was vice-president and 
general sales manager of American 
Art Works, Inc. He succeeds Stuart 


H. Lane, who resigned. 
* oa * 


NCSSC Retains Publicists 


The National Conference of State 
Safety Coordinators has retained 
Flournoy & Gibbs, Toledo, to han- 
dle preparation and distribution of 
promotion material for the 1956 
“Slow Down & Live” campaign. The 
national highway safety campaign 
starts May 30 and continues through 


Sept. 3. 
* * * 


Greer Names Farley 


Appointment of John Farley as 
director of public relations of Greer 
Hydraulics, Inc, has been an- 
nounced by Robert P. Lord, exe- 
cutive vice-president. 

Formerly an account executive 
in the publicity and public rela- 
tions department of Kenyon & Eck- 
hardt advertising agency, Farley 
will head the marketing and in- 
stitutional public relations, adver- 
tising, promotion and _ technical 
information activities of Greer. His 
office will be at the company’s new 
peeeeaston and plant, in Jamaica, 


* * * 


U. S. News Ads Increase 


Closing the year with a total of 
3,020 pages of advertising, U. S. 
News & World Report chalked up 
new alltime highs in both advertis- 
ing pages and advertising revenue 
in 1955, the publishers announced. 

With a gain of 260 pages over 
1954, this was the sixth straight 
year of advertising page and reve- 
nue gains, and the third consecu- 

(Continued on Page 51, Col. 1) 


meses 


SOA SIE, SY ES RRS — seme 


PORTE 9). 





tive 
Ret 
gail 


cre 
700. 


“row toa as 


— 










of a 
gy is- 
Dart- 
etail 4 


‘oted 


sell 


and 
ve- 
‘Ove- 
mu- 
r is 


1 by 


uar, 


’ 


Ltd., 
the 
orts 


ad- 
hat 
ists 
ive 
ESS 


lich 


tin- 
ISL, 
2-4, 


ler- 


ash, 


1ew 
ons 
een 
ivi- 


oit, 


ust, 
la- 


of 
an- 
ley 
an 
er- 


ate 
ed 
in- 


56 
he 
on 
oh 


er 
n- 


ve 
a- 
k- 
ey 
n- 


al 
lis 
Ww 
a, 





¢ 


AREY TLE om eR 


AE 


an meme prem mmr rin 


GEMS Mietodncenl 


‘ 
j 













AUTOMOTIVE NEWS, FEBRUARY 20, 1956 


51 





Automotive 


Advertising 





(Continued from Page 50) 


tive year that U. 8S. News & World 
Report has led its field in page| 
gains, it was reported. 

Circulation also showed an in- 
crease, with the 1955 rate base of 
700,000 moving to 775,000 in 1956. 


* x * 


Oldsmobile Ups Oldfield 

Appointment of Willis J. Oldfield 
as sales promotion manager of AC 
Spark Plug division has been an- 
nounced by E. H. Francois, mana- 
ger of replacement sales. 

Francois said the new position 
has been created “to meet the 
needs of AC’s greatly expanded 
sales and merchandising cam- 


paigns.” Oldfield will report to O. 
F. Frost, general merchandising 
manager. Oldfield has been with 


AC’s public relations department 


since 1942. 
* * ad 


Tribune Ads Increase 


The Chicago Tribune has an- 
nounced that its 1955 advertising 
volume established an alltime rec- 
ord of 52,486,000 lines. 

The new mark was 9 percent 
gain over its 1954 total of 48,151,000 
lines. 

Automotive classified advertising 
broke all previous records by pass- 
ing the two million mark, an in- 
crease of 27 percent over the 1954 


total of 1.6 million. 
+ * * 





Clymer in New Post 


D. J. Clymer has been named 
advertising manager of the De- 
troit Diesel Engine division of 
General Motors. 

Clymer joined Detroit Diesel’s 
technical publications depar t- 
ment in 1943. He was later in 
charge of distributor sales man- 
agement programs and national 
trade shows and also assistant 


to the advertising manager. 
* * * 


N. W. Ayer Transfers 8 


Eight new men have been added 
to the Detroit office of N. W. Ayer 
& Son as another step in the con- 
tinuing expansion program for 
service to Plymouth. 

F. Glenn Rink, of Philadelphia, 
will work on the Plymouth account; 
Warren Abrams will work in the 
radio-television field; Denman J. 
Jacobson, Edward M. Keating jr., 
Robert R. Weikart, James R. 
Hughes, and Roy W. Robinson jr. 
are new members of the Auto Co- 
Op Service. Dirk A. Watson has 
transferred from Philadelphia Serv- 
ice to Detroit Service. 

* * * 


Parade Revenue Up 


Closing 1955 with an alltime ad- 
vertising high of $14,009,848, Pa- 
rade registered a 28 percent gain 
over 1954 when it grossed $10,967,- 
456, according to Ed Kimball, di- 
rector of advertising sales. Pa- 
rade’s advertising linage went 
from 600 pages in 1954 to 729 | 
pages in 1955 for a 21 percent | 
gain, Kimball said. 

It also was. announced that the | 
magazine’s 1955 automotive ad- 
vertising showed a 77 percent gain 
over 1954. 

New automotive advertising in 
Parade last year included Gen- 
eral Motors Acceptance Corp. 
Thrift-Guard Plan, General Mo- 
tors Institutional, and the used- 
car programs of Chrysler Corp. 
and American Motors. 

* * * 


Studebaker Giveaway 


The automotive industry has 
joined the professional laundry 
business in a national contest to} 
introduce a new project which the | 
consumer never sees. Basis of the 
cooperation is the _ contribution 
each industry makes to easier liv- 
ing in homes and travel. 

As a symbol of modern living, | 
with the trend toward greater | 
leisure time, more time outdoors, | 
and freedom from _ household 
drudgery, a Studebaker Pinehurst 
Station wagon was chosen as the 
grand prize in the February-April 
contest by Armour & Co. Besides 
the station wagon, the winner will 
receive $1,500. 

Studebaker dealers will cooper- 
ate with professional laundries 
across the country in the contest 
with special station wagon demon- 








strations and displays and will be 
able to provide contest entry 


blanks, according to William A. 
Keller, Studebaker general sales 


manager. 
* * > 


Chrysler Ups Miller 


Godfrey H. Miller has been named 
sales promotion manager of Chrys- 
ler division. Miller joined the divi- 
sion in March, 1955, as assistant 
sales promotion manager and has 
been in charge of the 1955 Imperial 
fashion show and the 1956 Imperial 
fashion show now in progress, in 
addition to other sales promotion 
activities. 

o * * 


Journals Expand 


Starting with their April issues, 
both Farm Journal and Town Jour- 
nal will offer two new regional edi- 
tions to advertisers with limited 
distribution interests. 

One of the editions will serve 
the 12 central states—Ohio, Mich- 
igan, Indiana, Hlinois, Wisconsin, 
Minnesota, Iowa, Missouri, North 


Dakota, South Dakota, Nebraska, 
and Kansas. It will be known as 
the central edition. 


The other will cover 12 eastern 
states— West Virginia, Maryland, 
Delaware, Pennsylvania, New Jer- 
sey, New York, Connecticut, Rhode 
Island, Massachusetts, Vermont, 
New Hampshire, and Maine. It will 
be designated the eastern edition. 

+ * * 


Firestone Program Honored 


The “Voice of Firestone” radio 
and television program was 
awarded Ohio’s highest honor by 
Gov. Frank J. Lausche at the an- 
nual banquet of the Ohio Newspa- 
per Assn. in Columbus. 

The governor’s award is pre- 
sented each year to outstanding 
Ohio individuals and groups who 
have made outstanding contribu- 
tions toward the advancement of 
the prestige of Ohio throughout 
the nation and the world. 

Howard Barlow, conductor of the 
Firestone orchestra, accepted the 
governor’s award on behalf of Fire- 
stone Tire & Rubber and the “Voice 


of Firestone.” 
< * ok 


°56 Business Forecast 


The “Pulsebeat of Industry,” a 
forecast of business in 1956, has 








“Hear that?” 





been published by McGraw - Hill 
Publishing Co. The predictions and 
analyses are based not only on the 
writers’ own observations but on 
those of the publication’s editors 
and correspondents throughout the 
world. 

Copies of the booklet may be ob- 
tained free from Walter Persson, 
promotion manager, McGraw-Hill 


Publishing Co., 330 W. 42nd St., New 
York 36, N. Y. 


* 7 * 
GM to Sponsor Film 

General Motors will sponsor a 
nationwide color telecast of “Rich- 
ard III,” a new British motion pic- 
ture, from 2:30 to 5:30 p.m. Sunday, 
March 11, over the National Broad- 
casting Co.’s television network. 

The car manufacturer’s arrange- 
ment with NBC apparently repre- 
sents a deal whereby both parties 
share the cost of the program. One 
report said that GM would pay be- 
tween $350,000 and $400,000, which 
would be about half of the total 
cost. 

The telecast of the film will be 
interrupted only three times for 
GM commercials. This stipulation 
about commercials was said to have 
been made by Sir Laurence Olivier, 
star and producer of the film, which 
is based on the Shakespeare play. 

+ * * 


Plymouth Names Norwood 


Robert L. Norwood has been 
named to assist Charles W. Craig, 
director of public relations for 
Plymouth. 

Since January, 1955, Norwood 
has held a writing and photo- 
graphic position with the Plym- 
outh advertising department. 





The JET TRANSPORT 


was bornin S E., 4a TILE 





“MORE THAN—A BILLION DOLLARS-—IN JET SALES 
IS NOW FLOWING INTO SEATTLE PAYROLLS” 


The first jet plane you ride across the U.S., 
the Atlantic or the Pacific will be a 707 Boeing 


(Boeing Airplane Company’s backlog of jet transport orders 
to major commercial airlines and U.S. Air Force 


now approximates a billion dollars.) 
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and that makes ... 


SEATTLE A GOOD MARKET FOR YOU 


No one can overlook the Seattle market in 1956... 


and that goes for 1957 and many more years 
to come. You can share in this rich, spending 
market through frequent, consistent 


advertising in 


NEW YORK °> 


DETROIT e 


The Seattle Times. 


CHICAGO 


a 


¢ Senlt 


Jet Stratoliner—designed and produced in Seattle. 












SEATTLE’S ACCEPTED NEWSPAPER 
Represented by O’Mara & Ormsbee, Inc. 


LOS ANGELES e« 


SAN FRANCISCO 





pee ee ao lied 
ols So ee et, ees 


Se ee Se 


_ act 


Peale 5g SSI au er beg a 


Es hibahe h 


ee 


mas oe aoe 


ees 


om 


Se ans meme ah ge ee ene ba be mee an A oe 


Pe ee ee ee 


Aare 


oie S 





ee 


Pe at or 


sake 


Panae 


Sennen ot alae aaa 


Pata ee Toe eer ESN 


anasctesnuaas shhoteedl 
a ewan - 


52 





Highways & Safety ... 
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Polite Drivers Cited 
By Fargo Council 


A Fargo Courtesy Club has been| explaining the purpose of the 


organized by the 
Council 
courteous motorists. 

All riding or walking citizens 
are urged to support the plan by 
notifying the Fargo Police De- 
partment of any courteous driv- 
ing action observed. 

The Fargo Safety Council then 
writes to the courteous driver, com- 
plimenting him on his action and 
enclosing a Courtesy Club card 
and a courtesy sticker for his rear 
window. 


Fargo Safety 


The promotion began last week | 


and was originated by Del Porter, 


president of the Safety Council. It | 


was preceded by a barrage of radio, 
television and newspaper publicity. 

Also preceding the kick-off of 
the program was a letter mailed 
to hundreds of Fargo citizens, 





to encourage and honor | 


| 
| 


| club and urging that courteous 
acts be reported. 

Supporting the plan is the Auto- 
mobile Dealers Assn. of North 
Dakota, whose manager, George 
Dixon, reports, “We have a great 
deal of enthusiasm for this plan 
here in Fargo ahd so far as we 
| know it is new in the country and 
we sincerely hope it will work out 
very well for everybody concerned 
so that Fargo may become a safer 
city in which to own and use an 
automobile.” 

* * T 


Chiefs Meet in Chicago 


The 63rd annual conference of 
the International Association of 
Chiefs of Police will be conducted 
Sept. 9-13 in Chicago, according to 
Walter E. Headley jr., president. 





Headley, chief of police of Miami, 


Ohio Turnpike. 


Saving time in lube service—produc- 
ing top profits with ARO efficiency and 
dependability—explain why AROLUBE 
equipment gets the call in more and 


said that the Conrad Hilton Hotel 
| will be conference headquarters. 
* * * 


| Calcium Chloride Institute 


Explains Rust Problem 

The use of calcium chloride on 
streets for ice control will not harm 
automobiles, according to the Cal- 
cium Chloride Institute. 

The institute said any rust that 
might result from winter driving 
|is because the calcium chloride 
solution keeps metal wet for a 
longer period than does plain 
water. 

Ed * ak 


12 Buffalo Dealers Supply 


Cars for Driver Training 


Twelve members of the Buffalo 
Automobile Dealers Assn. are aid- 
ing the city’s driver education pro- 
gram by furnishing cars for stu- 
dent drivers. 


The participating dealerships are 
Hunt for Chevrolets, Klein-Weil 
Chevrolet, Gillogly Chevrolet, Jerge 
Sales Co. (Ford), O’Neill Motor 
Corp. (Ford), Taylor-O’Brien Corp. 
(Ford), L. B. Smith Motor Corp., 
J. C. Stephens Motor Corp. (Ford), 
Montana Motors, Inc. (DeSoto- | 





Yes, it’s ARO lube equipment in 
12 of the 16 modern service stations 
along the newly opened 241 mile 


(Dodge-Plymouth), Sheehan Motor | 
Sales, Ine. (Chrysler-Plymouth) | 
and Twin City Auto Co. (Buick). | 


|Safety Experts Plan 
N. Y. Meeting in April 


Six thousand safety experts and 
accident prevention workers will | 
gather in New York for five days, | 
beginning Apr. 16, in an effort | 
to find ways to reduce this coun-| 
try’s annual accident toll of 90,000) 
|lives, 9,000,000 disabling injuries | 
|and economic loss estimated at $9,- | 
800,000,000. 

New York’s 26th annual Safety | 
Convention and Exposition will be} 
held in the Hotel Statler under the} 
sponsorship of the Greater New| 
York Safety Council. Supporting | 


the accident reduction effort are | 


82 cooperating agencies, among) 
them the Army, Navy, Atomic 
Energy Commission, Red Cross, 


branches of city and state govern- 

ment, and business, civic and en- 

gineering organizations. There will 

be sixty sessions, covering almost 

all phases of traffic, industrial, 

home, school and public safety. 
x * * 


Driver Training Stalled 





Plymouth), Jos. W. Snider, Inc. 


T’Ss 








ice stations! 


Michael J. Gittens, Pittsburgh city 





| 
| 
| 


| 





more of the leading garages and serv- 


It will pay you also to look into the 


beautiful new AROLUBE Reels for 


See your automotive wholesaler. 
THE ARO EQUIPMENT CORPORATION, BRYAN AND CLEVELAND, OHIO 


Aro Equipment of California, Los 
Offices in All P: 


Angeles, Calif, 
Aro Equipment of Canada, Ltd., Toronto 15 
rincipal Cities 


|. Ontario ® 


ARO 





LUBE EQUIPMENT 


Also ... Air Tools . . . Aircraft 
Products . .. Grease Fittings 


more profits in your operations. Choice 
of reels for chassis, gear, motor oil, air, 
water, automatic transmission... easily 
installed in any combination of units. 









King Promotes Safety 


The role dealers can play in combatting 
juvenile delinquency and promoting safe 
driving is demonstrated by Kevin King, 
right, King's Chevrolet, Exeter, N. H. King 
has launched a safety program by making 
his showroom available, providing refresh- 
ments and a trophy to a teen-age safety 
club. In a recent teen-age event, over 100 
persons drove cars over a 70-mile course 
at a prescribed average speed. 


traffic engineer, has asked for 
resumption of driver training clas- 
ses in the public schools. However, 
Dr. Earl A. Dimmick, superintend- 
ent of schools, said training will not 
be resumed until a $700,000 subsidy 
bill is passed by the Legislature. 


Grant for Training 


The Kemper Foundation for 
Traffic safety has presented a 
check for $15,400 to the Traffic 
Institute of Northwestern Univer- 
sity for police traffic training. 

od * * 


Akron Mayor Cited 
For Safety Efforts 


Leo Berg, mayor of Akron, has 
received a certificate of achieve- 
ment awarded in recognition 
of that city’s efforts toward 
safer streets and highways through 
a comprehensive voluntary vehicle 
inspection program. 

The certificate was awarded by 
the National Safety Council, the 
Inter-Industry Highway Safety 
Committee and Look magazine. 

* Ed * 


Ribicoff Lauded 


Highway Safety Expert Lewis C. 
Markel has commended Connecti- 
cut Gov. Abraham A. Ribicoff for 
his directive that speedsters have 
driving privileges suspended 30 
days upon first offense and 60 on 
second offense. 

* am * 


If You Drink cee 


Forty-one percent of the 17 
traffic fatalities in Providence, 
R. I., last year involved drinking 
on the part of the driver or pedes- 
trian, according to the Police ac- 
cident prevention bureau. 

* * * 


Enforce Traffic Laws, 
Ash Urges in Canada 


Rigorous enforcement of traffic 
regulations will result in fewer ac- 
cidents, according to W. M. V. Ash, 
president, Shell Oil Co. of Canada 
and chairman of the Canadian 
Highway Safety Conference. 

Last year there were 2,586 fatal- 
ities on Canadian roads and high- 
ways. Seventy percent of these, Ash 
said, were caused by driver error, 
22 percent by a combination of 
driver and pedestrian errors. The 
other 8 percent were caused by 
highway or vehicle defect. 


Chrysler Reveals 


Dealer Investment 


DETROIT.—Chrysler Corp.’s 1955 
annual report disclosed last week 
that the corporation had a total of 
$3,588,200 invested in “Dealer En- 
terprise” dealerships as of Dec. 31. 


The report also revealed that last 
year 1,139 employes shared in pay- 
ments totalling $8,526,853 under an 
incentive compensation plan. No 
awards were made under the plan 
in 1954, when Chrysler earnings 
before taxes failed to exceed 7 per- 
cent of the shareholders’ invest- 
ment. 

As of Dec. 31, Chrysler had re- 
served 395,374 shares of common 
stock for the stock option plan for 
salaried officers and key employes. 
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@ If you want an idea to click quickly with a woman, 
don’t talk to her as a garage mechanic would. Talk the way 
= another woman would. Then she knows you understand 
~~ her. Her mind sparks. 
1C- 
M@ The best place to talk her language is in 
Ladies’ Home Journal, because the Journal is the expert when it 
me | comes to talking women’s language. The Journal is 
4 4s an ignition key. It starts her mind running. 
ada § 
" . ™@ The Journal has more ideas that click with women, 
a and Journal ideas click with more women, than any other 
= = magazine.* Suppose your idea is selling a new car. 
rhe If she spots it in the Journal, she’s more apt 
by | to want your keys on her key chain. 
* Among all magazines edited for women, the Journal is: 
it No. 1 in circulation 
7 No. 1 in newsstand sales 
a No. 1 in advertising revenue 
a 
= ' 
a 
No 


Never underestimate the power of the No. 1 magazine for women... 
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Plans New Building 


It will measure 100 
and will provide added 





o 


* * * 


News to Note... 


Auto World in Brief 


Canadian Ford Associate | Devices, Inc. North Tonawanda, 
| N. Y. Paul H. Taylor, who developed 
|the unit, said arrangements have 
TILLSONBURG, Ont. — A neW| been made with Girling, Ltd., Bir- 
building will be erected here by| mingham, England, for joint devel- 
Livingston Wood Mfg., Ltd. | opmerit and patent licensing. 





by 220 feet _— 
storage and 


handling facilities for the Ford Delco Adds More Space 


Motor Co. packing contract awarded| J7'9 Plant Now Being Built 
the firm earlier this year. 


OLATHE, Kans. — Additional 


Hupp & Wharton Occupies New Building— | ‘Liquid Springs’ Uncorked | ©onstruction will add some 25,000 


This modern building, located at 1225 Seventh St., Parkersburg, W. Va., is the 
new home of Hupp & Wharton Cadillac-Oldsmobile Co. 





being made by a new 





What a Team 
for Speed ! 
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Save time—top off your enamel job 
with this fast Pro-Flex system 


Today, more and more of your complete repaint jobs are two-tones. 
Doing both colors in enamel takes time. Here’s ao system that is saving 
time for lots of Acme shops. First, spray the bottom portion in Acme 
Fleet-X Enamel. Then, on top, use Pro-Flex, Acme’s packaged combina- 
tion lacquer and enamel. Thin it first with Acme 852 Triple “S” Thinner. 
To the final coat, add Acme 81 Intensifier. In half the coats and with 
no rubbing, you've got a finish with lacquer drying time to match 
enamel’s depth and luster. 


ACME 


AUTOMOTIVE FINISHES 


ACME QUALITY PAINTS, INC., 8250 ST. AUBIN, DETROIT 11, MICHIGAN 
5AP341 


CALL 
YOUR 
ACME 

acne JOBBER 


PAINTING PAY 








square feet of floor space to the 


BUFFALO.—“Liquid springs” are; Delco battery plant now under 


firm, Taylor; construction here, increasing the 





START WITH ACME PRO-FLEX. Com- 
bines the fast-drying of lacquer with the 
appearance and weather-resisting qualities 
of enamel. Accurate matches of factory 
standards available for Ford, Mercury, 
Chrysler, DeSoto, Dodge, Plymouth. Also 
available in black. 





THIN IT WITH ACME 852 TRIPLE “‘S” 
SOLVENT. Gives greater covering. Cuts 
spraying time. Rubbing time, in most cases, 
is completely eliminated since deeper, more 
lustrous finishes result. 








TO THE FINAL COAT, ADD ACME 81 
INTENSIFIER. Helps give a really good 
enamel-like appearance in depth and full- 
ness with natural gloss. Particularly good 
for use in metallics. 






— 


total space to 185,000 square feet, 

John B. Harrison, a veteran of 
21 years’ service with General 
Motors in battery manufacturing, 
will manage the new plant, which 
is scheduled to be in production 
by early epring. 


Canadian Steel Firm to Build 


OTTAWA.—Steel Co. of Canada, 
Ltd., has announced a new $70 mil- 
lion expansion program at Hamil- 
ton, Ont. The firm’s expansion 
program now totals more than $100 


million. 
oa * * 


Metal & Thermit Project 


NEW YORK.—Metal & Thermit 
Corp., has purchased an 800-acre 
tract near Montpelier, Va., and will 
soon begin construction of a plant 
for mining and processing of 
titanium-bearing ore. 

7 * * 


Hannah Appointed 


FRANKFORT, Ky.—Wood Han- 
nah sr., president of Hannah Mo- 
tors (Oldsmobile) of Louisville, has 
been appointed to a four-year term 
as trustee of the University of 
Kentucky by Gov. A. B. (Happy) 
Chandler. 

* * + 
Salesman with a Punch 


WILLOUGHBY, O.—Joey Maxim, 
former light-heavyweight boxing 
champion, is a salesman now for 
the Lombardo Lincoln - Mercury 
dealership. 


* * 


Sales Book Announced 


DAYTON, O.—A new sales-man- 
agement brochure, “Who's Selling 
Who?”, is now available without 
charge to sales executives from 
Cappel, MacDonald & Co., Dayton 
2, & 

: * * * 

26,250 Dimes 

MANCHESTER, N. H.—Merri- 
mack Street Garage, Inc., con- 
tributed a new Oldsmobile 88 to 
the annual March of Dimes auc- 
tion staged by radio station WKBR 
here. The car sold for $2,625. 

* a * 


Studebaker Group Formed 


CLEVELAND.—Cleveiand and 
Studebaker dealers have formed 
the Cleveland Studebaker Dealers 
Assn. to promote trade relations 
and cooperate in advertising and 
sales practices. Incorporators are 
George B. Mullin, Joseph M. Quinn 
and C. C. Ferrentine. 


McGaughey Gets 
AMC Promotion 


DETROIT.—American Motors 
has named William H. McGaughey 
to the new post of vice-president 
in charge of communications, it 
was announced last week by 
George Romney, president. 

A veteran of more than 20 years 
in newspaper and public relations 
work, McGaughey joined Nash- 
Kelvinator in 1952 
as assistant to 
Romney, then 
vice-president. In 
1954, he was nam- 
ed director of 
communica- 
tions and man- 
agement develop- 
ment. 

McGaughey is 
a member of 
AMC’s policy F “ 
board, chairman W- H. McGaughey 
of the corporation’s communications 
committee secretary of the indus- 
trial relations policy committee and 
coordinator of corporate advertising 
and sales promotion activities. 


Reynolds Metals Boosts 


Saut in Detroit Sales 

DETROIT.—Jules F. Saut, a rep- 
resentative of Reynolds Metals Co. 
in the Detroit area since 1947, has 

oper age been appointed 

iti manager of sales 
to the automotive 
industry. His of- 
fice is at the Rey- 
nolds_ regional 
sales headquar- 
ters, 1500 Fisher 
Bldg. 

Prior to join- 
ing Reynolds in 
1947 as technical 

, service engineer 
Jules F. Saut in Detroit, Saut 
was with Dow Chemical Co. He 
was made assistant manager of 
automotive market sales by Rey- 
nolds in 1953. 
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than any other newspaper 


Eight hundred and ninety-six million dollars! That’s the amount of 
money the people of Greater Philadelphia spend for automobiles and 
accessories each year. Their favorite newspaper is The Evening and 
Sunday Bulletin. 


To all the contents of a great metropolitan newspaper, The Bulletin adds 
its distinctive and characteristic reporting of local news. This is one 
of the many reasons why The Bulletin, in Greater Philadelphia*, delivers 
more copies to more people every seven days than any other newspaper. 


*14-County A.B.C. City and Retail Trading Zone 


In Philadelphia nearly everybody 
reads The Bulletin 


Advertising offices: Philadelphia, 30th and Market Streets 
New York, 342 Madison Ave. @ Chicago, 520 N. Michigan Ave. 


Representatives: Sawyer Ferguson Walker Company in Detroit 
Atlanta @ Los Angeles ©@ San Francisco 
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for nickel in all industry groups in 
1956 to be substantially higher than 
in 1955. 


* * * 


World Travel Urged 


oo. Department of Commerce is 
taking steps to stimulate and 
develop international travel, Harold 
C. McClellan, assistant secretary of 
international affairs, reported last 
week. 


“If we want to sustain our pres- 
ent level of exports,” McCellan 
said, “we must find ways to help 
foreign countries increase their 
dollar earnings.” One of the best 
ways to do this, he said, is by travel 
expenditures of U. S. residents 
abroad which, last year, netted $1.2 
billion to other countries. 

A total of 49.5 million nonfarm 
workers were employed in Janu- 
ary, a record for the month, ac- 
cording to the Bureau of Labor 
Statistics. 

Over - the - month reductions, the 





Transparent Display Signs— 
Designed to attract consumer attention, Goodstix signs are completely transparent 


so that only the message is visible. Each sign carries its own pressure sensitive adhe- : 
sive, and can. be applied to windows, windshields and other vantage points. Goodstix| BLS said, were reported by many 


is made by Goodren Products Corp., 263-273 William St., Englewood, N. J. manufacturing industries. The ef- 
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newspapers; billboards; station 
display and many other sales- 
building promotions. 
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(Continued from Page 17) 


fects of automobile production cut- 
backs were evident in declines in 
the automobile hardware and metal 
stamping segments of the fabri- 
cated metals industry group, it was 
noted. 

Compared with January, 


Antimerger Bills Called 


‘Harmful by Chamber 


WASHINGTON. — The Patman 
and Celler antimerger bills would 
penalize small business, according 
to the U.S. Chamber of Com- 
merce. 

The chamber, in a letter to all 
members of the House Judiciary 
Committee, said the Patman bill 
particularly — by authorizing the 
Federal Trade Commission to 
block any merger or acquisition 
within its jurisdiction — “could 
operate even to forestall mergers 
which help promote competition.” 
The harm would fall upon the 
“smaller and weaker concerns,” 
the chamber said. 


1955, 








METROPOLITAN 


OPERA 
IS “SWING” MUSIC 


DEALERS! 


THE METROPOLITAN OPERA is swinging business to 
Texaco Dealers in all 48 states! Here’s how: another 
season of opera radio broadcasts has begun, and the 
exclusive sponsor —for the 16th consecutive season — 
is Texaco. These famous Texaco broadcasts come 
direct from the stage of The Metropolitan Opera House 
in New York City every Saturday afternoon through- 
out the opera season. They go out on the ABC Radio 
Network — on more than 340 stations — to music lovers 
all over the U.S.A. and in Canada. 


This is a big, automobile-owning audience. That’s 
why the opera means more than just prestige for 
Texaco Dealers — it means.good, solid business, too. 


And, of course, this is just one part of the powerful 
advertising program continuing all year ’round. It is in 
addition to the TV-Texaco Star Theater, 

starring Jimmy Durante; magazines; 









employment was up in all industry 

groups except ordnance, tobacco 

and petroleum, the report showed, 
* * * 


Highway Delay Held Costly 
re Congress began delibera- 
tions a year ago on an expanded 
Federal-aid highway program, the 
road needs of the nation have 
climbed steadily, says the Ameri- 
can Assn. of Motor Vehicle Admin- 
istrators in its monthly bulletin. 


The association points out that 
population has increased 2.8 mil- 
lion, motor vehicle registrations 
have increased 2.7 million and 
highway travel has increased 5.5 
percent. 


Inadequate roads have cost the 
public $5.3 billion in accidents, 
lost time and operating costs, the 
report said, adding that the cost 
penalty rises $200 million a year 
as traffic increases. 

The association has asked motor 
vehicle administrators in the U. §. 
and Canada not to approve any 
new headlighting system until it 
has been approved by joint action 
of the auto manufacturers and 
motor vehicle administrators in a 
manner similar to that followed in 
originating and improving the cur- 
rent sealed-beam headlamp pro- 


gram. 
* * = 


Government Lists Holdings 


SENATE document released 
last week tells how much real 
property the U. S. owns within its 
continental boundaries and what it 
has cost since 1789 to acquire the 
real estate. It reports that the Gov- 
ernment owns 21.4 percent of the 
continental U. S. and since 1789 has 
acquired real estate costing $32.5 
billion, excluding domain lands. 
Government holdings consist of 
$2.4 billion in land (exclusive of 
domain lands), $14.5 billion in 
buildings and $15.6 billion in struc- 
tures and facilities (for power de- 
velopment, flood control and simi- 
lar uses). 


Close Cooperation 
Urged by Reith for 


Schools, Business 


DES MOINES.—A plea for in- 
creased cooperation between busi- 
ness and education to meet the 
challenge of 
America’s future 
was made by F. 
C. Reith, general 
manager of mer- 
cury, before the 
Greater Des 
Moines Chamber 
of Commerce. 

Speaking at a 
luncheon honor- 
ing Drake Uni- 
versity’s 75th an- 
niversary, Reith F. C. Reith 
said, “We in business feel deeply 
the immense, immediate, practical 
and long-range significance which 
our educational system has for in- 
dustry. Because the success of in- 
dustry in the future is so utterly 
dependent upon the type of product 
our schools turn out, we are obliged 
to, and we should, give our educa- 
tors every support possible.” 

A practical method of developing 
cooperation between business and 
education is for businessmen to in- 
vite professors into their plants 
and acquaint them with the latest 
methods now in use, Reith said. 

Conversely, Reith said, industry 
needs “all the help we can possibly 
get from our institutions of higher 
education, not only in the technical 
fields, but also in explaining and 
interpreting to us this amazing and 
complex industrial civilization.” 

As an example of this mutual 
assistance, Reith cited the Ford 
Educational Forum held last sum- 
mer in which 38 professors from 
all over the country took a short 
course in the automobile business 
with top Ford executives as 
teachers. 


LL LEE: 
C 


Wayne Works to Buy 
Leased Plant in Ohio 


PIQUA, O. — Wayne Works, Inc., 
Richmond, Ind., has announced that 
it will purchase the Piqua, factory 
property of Meteor Motor Car Ccz., 
hearse and ambulance assembly 
plant. Wayne has operated the plant 
under a lease arrangement since 
1953. 

Purchase price will be $230,000. 
The property is owned by Miami 
Mfg. Co. 
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Average Used-Car Auction Prices 


1955 1956 






(Compiled by Automotive News from auction reports.) 










$789 $769 g747 





$725 

















Sept. Oct. 
’48s dropped. 


June duly Aug. 
* Prices of '56s added; 


Feb. March 





Two-ten 


RM Riviera, $1,- $1,045*; Sport coupe, $1,040; 





Super Riviera, $1,550*; 
Market Trend 460* (ps); Special Riviera, $1,400*%.| 4-dr., $945*; 2-dr., 2 at $795.°’53 Two- 
‘ CADILLAC—’55 (62) 4-dr., $3,210* (ps).| tem Handyman, $925; 4-dr., $755; Bel 
The market in used cars at ’54 (62) coupe de Ville, $3,130* (ps);| Air 2-dr., $760*. 
wholesale held its firm footing coupe, $2,875* (ps), $2,865* (ps); 4-dr., ee ae 4-dr., mse (Ps); 
. i i $2,850* (ps), $2,600* (ps). °53 (62) ewport, ° (ps). ” mperia 
last week, ae eee $1 im | far, $1,825" (ps), $1,785" (ps), $1,730" | Newport, $1,500* (ps); Windsor 4-dr., 
the Automotive News index. (ps), $1,670* (ps). '52 (62) 4-dr., $1,- $1.250°. s go = (ve). ‘53 
, ss 250*, $1,080", $1,050*, $1,035*. jindsor 4-dr., *, ps): ’ 
Only two model oo showed ‘HEVROLET ° Bel s Windsor 4-dr., $290*. ’50 NY Newport, 
valuation rises (’56s and ’52s) but | CHEVRO ye ws ] e £2. = s270°. 
coupe, , ° -ar., ’ > e r 
these were more than enough to | (2) "47" si jos. Two-ien (6) 2-dr., | DeSOTO—'53 Fire Dome (8) 4-dr., $775*, 
overcome ’55, 54 and ’53 setbacks. $1,400; Two-ten (8) 4-dr., $1,395*, $1,-| $600*. '51 Custom 4-dr., $225°. 


175; ’54 Bel Air conv.,' DODGE—’55 Royal (8) Lancer, $1,720* 


2-dr., 


Unchanged were ‘51s and ’50s, $1,075. 


while ’49s dipped. 

The overall average rose to $879 
from the previous week’s $878. 
The January average was $880. | 

Most volatile were ’56s and ’55s, 
which jumped $26 and dropped 
$15, respectively. The °52 contin- 
gent gained $7, while ’54s lost $2 | 
and 53s ebbed $7. There was a $3 
drop in ’49s. 

Of the 1,597 cars offered at 10 
auctions tabulated last week, 76.3 
percent were sold. This ratio com- 
pared to 76 percent the previous 
week. 

Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of Feb. 8.) 
(More clean merchandise consigned 
than usual, and prices in general were 
about the same as the past two weeks. 
Sold 84 cars out of 109 offerings.) 
BUICK—’55 Century Riviera, $2,080* (ps); 
RM 4-dr., $2,025* (ps); Special Riviera, 
$1,830*. °53 Super Riviera, $1,025*; RM 
4-dr., $875* (ps); Special Riviera, $705*. 
‘52 Super Riviera, $705*. ’51 Super 
Riviera, $350*. ‘50 Special 2-dr., $160; 
Super 4-dr., $120*. 
CADILLAC—'51 (62) 4-dr., $825*. 
CHEVROLET—’55 Bel Air (8) 2-dr., $1,- 
325; 4-dr., $1,300; club coupe, $1,300; 
Two-ten (S) 2-dr., $1,180. '54 Bel Air 
2-dr., 2 at $965; 4-dr., $875; Two-ten 
2-dr., $885. '53 Bel Air 2-dr., $685; Two- 
ten 2-dr., $655*, $575, $570, $550; 4-dr., 
$585. °52 SL Deluxe 4-dr., $450, $400, 
$375*. ‘51 SL Deluxe station wagon, 
$500; 4-dr., $300*; 2-dr., $280, $230; SL 
Special 2-dr., $235. '50 SL Deluxe conv., 


$155*; 4-dr., $155, $105; 2-dr., $120. 
°49 SL Deluxe 2-dr., $120, $100. 
DODGE—’55 Royal 4-dr., $1,360*. °52 
Meadowbrook 4-dr., $325. 
FORD—'55 Custom (8) 2-dr., $1,335. '54 
Custom (8) 2-dr., $900. °53 Crest (8) 


Victoria, $925*, $870, $850*; Custom (8) 





Model Breakdown 
Of Auction Averages 


Why are New 











Feb., 1956 Jan., Dec., 
Model To Date 1956 1955 
$2,322 $2,338 $2,372 
1,648 1,632 1,743 
1,071 1,077 1,133 
747 154 115 
494 484 510 
318 320 355 
ae see om That’s easy—they buy more food, run up larger tabs 
1 195 1 ; ; 
seek. inaacigoey at check-out counters, keep smart butchers in Cadillacs! 
Average $ 879 $ 880 §$ 915 


2-dr., $680; 4-dr., $600; Main (8) Ranch 
Wagon, $870; Main (6) 4-dr., $590. ’52 
Main (6) 4-dr., $360. ’51 Custom (8) 
4-dr., $370. ’50 Custom (8) 2-dr., $310*, 
$300, $150, $110; 4-dr., $125. 

MERCURY—’55 Custom 2-dr., $1,330. ’51 
Monterey 2-dr., $850*. ’50 club coupe, 
$190*. ’49 club coupe, $120. 

NASH—’52 Rambler station wagon, $350*. 

OLDSMOBILE—’52 (88) Holiday, $690*. 
"51 (88) Super 2-dr., $355. °50 (88) 
2-dr., $165*. 

PLYMOUTH—’55 Belvedere (8) 4-dr., $1,- 
235*. '54 Belvedere 4-dr., $940*, $890*. 
*53. Cranbrook club coupe, $500, ’51 
Cambridge Savoy, $430. 

PONTIAC—'53 Chieftain (8) 2-dr., $735*. 


°52 Chieftain (8) 2-dr., $440*. ’51 Sil ° : 
Streak (8) 4-dr., $305*! °50 Silver Streak readers buy what—information worth a lot to you! Ask your 
) 4-dr., ‘00. 

WILLYS—'55 4-dr., $900*. °53 station isi oN i J ; 

a a ae oe ee * advertising agency or any New York News Office to show you... 
MISCELLANEOUS — '52 Henry J 2-dr., 

$190. 

CHICAGO “Profile of the Millions” 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of Feb. 7.) 
(Sold 229 cars out of 301 offerings.) 


BUICK—’56 Special Riviera, $2,600*. °55 


Century Riviera, $2,365* (ps), $2,200* . . : : ’ . ‘ 

(ps) Super Riviera, $2,300* (ps), $2,- twice the circulation, daily and Sunday, of any other newspaper in America... 
Ps), $1,885* (ps); RM Riviera s Jew Yi ity... i " i a 

4-dr., $1,820° (ps). °54. Century conv. 220 East 42nd St., New Week ny ... Tribune Sower, Chicago... 

$1,620* (ps); Riviera, $1,550* (ps); 155 Montgomery St., San Francisco... 1127 Wilshire Blvd., Los Angeles 


These women News readers have more homes, families and 
children—buy more of the apparel, furniture, cosmetics 
sold in the New York market. You reach more customers 
more effectively and economically through The News. 

We learned a lot about your customers, and so can you— 
in the most comprehensive study ever made of newspaper 
readership in New York, W. R. Simmons & Associates Research 
interviewed 10,345 people, and found out which newspaper 


THE NEWS, New York’s Picture Newspaper .-. .with more than 


4-dr., 
$715°*, 
$425°, 
$270*. 


$1,670*. 

$580*. 
$395°*; 

‘51 Coronet 4-dr., 


‘53 Coronet (8) 
’52 Coron+t Diplo- 
Meadowbrook 4-dr., 
$265*, 


(ps); 
4-dr., 
mat, 
$310*, 
$200°. 

FORD—’56 Fairlane (8) Victoria, $2,265*; 
4-dr., $1,965*. ‘55 Thunderbird, $2,550* 
(ps), $2,475* (ps); Fairlane (8) Vic- 
toria, $1,795* (ps); 4-dr., $1,530*°, $1,- 
335; Custom (8) 4-dr., $1,195. '54 Cus- 
tom (8) conv., $1,270*, $1,145*; 2-dr., 
$1,025*, $840*; 4-dr., $925*, $845, $800; 
Main (6) 2-dr., $695; 4-dr., $620. 


HUDSON—’54 Hornet 4-dr., $925*; Wasp 
2-dr., $800. 53 Wasp 4-dr., $460*, $390*, 
$285; Hornet 4-dr., $405, $295°. 

KAISER—’51 4-dr., $200. 


MERCURY—’55 Montclair coupe, $2,215* 
(ps); Monterey coupe, 2 at $1,915*, $1,- 
705; 2-dr., $1,500. ’°53 Monterey conv., 
$1,205* (ps); coupe, $1,060; 4-dr., $940*, 
$925*; Custom Sport coupe, $1,015, $980. 

NASH—’53 Ambassador club coupe, $855*; 
Statesman club coupe, $645*. '52 States- 
man 4-dr., $415*. 


OLDSMOBILE—’55 (98) Holiday, $2,345* 
(ps), $2,335* (ps); (88) 4-dr., $2,175* 
(ps), $2,030*, $2,000*° (ps), $1,875*; 
Holiday, $2,005*. °54 (98) Holiday, $1,- 
900* (ps); 4-dr., $1,675* (ps); (88) 
2-dr., $1,605* (ps). °52 (88) Holiday, 
$830*; 4-dr., $805*. 


PACKARD —’55 Clipper 4-dr., $1,955* (ps). 
’53 Patrician, $745*, $650*. ‘51 (200) 
4-dr., $415*, $265*, $220*. 

PLYMOUTH—’55 Plaza (6) station wag- 
on, $1,395; Savoy (6) 4-dr., $1,265; 2- 
dr., $1,175. °54 Belvedere Sport coupe, 
$1,050; 4-dr., $995*, $850; Savoy 4-dr., 
$925, $820, $800. °53 Cranbrook 4-dr., 
$655*. °52 Concord Suburban, $510. 


PONTIAC ’55 Chieftain (8) station 
wagon, $2,175* (ps). °54 Chieftain (8) 





Yorkers 





station wagon, $1,255*; Star Chief (8) 
4-dr., $1,200*. '53 Chieftain (8) Cata- 
lina, $925*; 4-dr., $920*, $675, $425°. 
’52 Chieftain (8) 4-dr., $635; 2-dr., 
$520°. 


$1,- 
51 Champion club coupe, 


STUDEBAKER—’55 President 4-dr., 
500* (ps). 
$275. 


JENISON, MICH. 


(Grand Rapids Auctions, Inc. Sale every 
Tuesday. Prices are for sale of Feb. 7.) 

(Weather terrible, with snow and sleet. 
Cars held up very well, however, and we 
sold 87 out of 125 offerings for a very 
good percentage.) 

BUICK—’55 Special Riviera, $1,875* $1,- 
705; 4-dr., $1,800*, $1,795. ‘54 Super 
Riviera, $1,565*, $1,525, $1,520, $1,425*; 
Century Riviera, $1,525* (ps). '53 Spe- 
cial 4-dr., $750. °51 Special 4-dr., $450; 
2-dr., $255. ’50 Special 4-dr., $225*. 


CADILLAC—’52 (62) 4-dr., $1,315* (ps). 


CHEVROLET—’'55 Bel Air (8) conv., $1,- 
650* (ps); Two-ten (8) station wagon, 
$1,600; 4-dr., $1,415*; One-fifty (8) 2- 
dr., $1,000. °54 Two-ten Delray coupe, 
$935. °53 Two-ten 2-dr., $655, $605* 
(ps); 4-dr., $650, $575*. ’52 SL Deluxe 
club coupe, $335; 2-ton dump, $710. ’51 
SL Deluxe 2-dr.. $305; FL Deluxe 4-dr., 
$340*. ’50 SL Deluxe 2-dr., $265*. °49 
SL Special 4-dr., $130. 


DeSOTO—’53 Fire Dome (8) 4-dr., $830*. 
"49 4-dr., $185. 


DODGE—’54 Coronet 4-dr., $975*. °53 
Coronet Diplomat, $600*%; Meadowbrook 
4-dr., $515; 1-ton pickup, $600. 


FORD—’55 Fairlane (8) Country sedan, 
$1,595; 2-dr., $1,460; Custom (8) 2-dr., 
$1,335; Main (6) 2-dr., $1,105. ’54 Crest 


(Continued on Page 62, Col. 1) 


who read The News SO well fed?P 


Within a single month... 


2,150,000 served packaged bread 
1,770,000 served cold cereal 
1,540,000 served hot cereal 
1,280,000 served instant coffee 


1,920,000 served regular coffee 


1,850,000 served soft drinks 
1,590,000 served frozen juices 


570,000 served canned meat 


630,000 served frozen meat 
1,510,000 served frozen vegetables 


(The above figures refer only to the 
2,290,000 women readers of the Daily 
News, who live in New York City and 
suburbs. Copyright 1955 by 

News Syndicate Co., Inc.) 
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Spiking Pepsi— 

The Pepsi-Cola waterfall spectacular, 
upper right, that looms above New York's 
Times Square gets a 3,000-gallon shot of 
International Harvester antifreeze to en- 
able the water to run over the fall for 
the rest of winter. In all, it is expected 
that 15,000 gallons of antifreeze will keep 
the waterfall operating until spring. The 
sign's 10,000 gallons of water are pumped 
up and over the sign at a rate of 50,000 
gallons a minute. 





Business Panel 
OK’s Community 
Safety Program 


CHICAGO. — The business ad- 
visory panel of the President's 
Traffic Safety Committee has 
adopted a proposal for the forma- 
tion and integration of community 
traffic safety units throughout the 
country. 

Under the proposal, businessmen 
in each area would lead in organ- 
izing the local groups. 

Members of the advisory panel 
are: T. S. Petersen, president, 
Standard Oil Co. of California and 
business representative to the Pres- 
ident’s committee; S. Bruce Black, 
president, Liberty Mutual Insur- 
ance Co.'s; Walter F. Carey, presi- 
dent, Automobile Carriers, Inc.; 
Frank A. Christiansen, president, 
America Fore Insurance Group; 
John Cowles, president, Minneapo- 
lis Star & Tribune. 

C. McDowell Davis, president, 
gene Holman, board chairman, 
Standard Oil Co. of New Jersey; 
Palmer Hoyt, publisher, Denver 
Post; William F. Hufstader, vice- | 
president-distribution, General Mo- | 
tors Corp.; Lee R. Jackson, presi- 
dent, Firestone Tire & Rubber Co. 

Robert Mitchell, president, B. F. 
Goodrich Co.; William E. Robinson, 
president, Coca Cola Co.; N. R. 
Sutherland, president, Pacific Gas 
& Electric Co.; Ben H. Wooten, 
president, First National Bank of 
Dallas; 
vice-president, Ford Motor Co., and 
Calvin Fentress jr., president, All- 
state Insurance Co. and chairman 
of the advisory panel. 





Customers Rip 


Auto Discounter 
CHICAGO. — The Chicago Auto- 


Walker Williams, sales} 





mobile Trade Assn. reports that the 
Chicago Better Business Bureau has 
received 12 complaints of non-de- 
livery of new cars against National 
Procurement & Distribution Corp., 
which offers new cars at 17 percent 
discount. 

The complainants, scattered from 
Alaska to California, state they 
have paid National Procurement 
$50 toward the purchase of new 
cars, which they say are still un- 
delivered. Some of the deposits 
were made a year ago. 

National Procurement, headed by 
Charles E. Leggett of Chicago, has 
directed its advertising to military 
personnel and reserves through di- 
rect mail advertising and limited- 
circulation magazines. 


Market Report Official 


Retires after 20 Years 


CHICAGO.—G. A. Leukhart has 
retired after more than 20 years 
as general manager of National 
Market Reports, publisher of Red 
Book and Blue Book used car 
appraisal guides. 

Oscar H. Baehler, vice-president 
of the firm and publisher of Auto- 
motive Service Digest, is now in 
charge of all operations. 


AUTOMOTIVE NEWS, FEBRUARY 20, 1956 





The following advertised-delivered prices 
include the suggested base factory list 
prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 


BUICK—Special—4-dr. sed., $2,372; 2- 
dr. sed., $2,313; 4-dr. hardtop, $2,484; 2-dr. 
hardtop, $2,413; conv., $2,696; 4-dr. stat. 
wag., $2,731. Century—4-dr. hardtop, $2,- 
980; 2-dr. hardtop, $2,918; conv., $3,261; 
4-dr. stat. wag., $3,211. Super—4-dr. sed., 
$3,205; 4-dr. hardtop, $3,295; 2-dr. hard- 
top, $3,159; conv., $3,499. Roadmaster— 
4-dr. sed., $3,458; 4-dr. hardtop, $3,647; 
2-dr. hardtop, $3,546; conv., $3,659. (Dyna- 
flow standard on Century, Super and Road- 
master. ) 


CADILLAC—Series. 62—4-dr. sed., $4,- 
241; cl. cpe., $4,146; 4-dr. hardtop, $4,698; 
2-dr. hardtop, $4,569; conv., $4,711; Eldo- 
rado 2-dr. hardtop and conv., $6,501. 
Series 60 Special—4-dr. sed., $4,992. Series 
75—8-pass. sed., $6,558; limousine, $6,773. 
(Hydra-Matic and power steering stand- 
ard.) 

CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99)—QOne-Fifty— 
4-dr. sed., $1,835; 2-dr. sed., $1,792; bus. 
epe., $1,700; 2-dr. stat. wag., $2,137. Two- 
Ten—4-dr. sed., $1,921; 2-dr. sed., $1,- 
878; 4-dr. hardtop, $2,083; 2-dr. hardtop, 
$2,029; cl. cpe., $1,937; 2-dr. stat. wag., 
$2,181; 4-dr. 2-seat stat. wag., $2,229; 
4-dr. 3-seat stat. wag., $2,314. Bel Air— 
4-dr. sed., $2,034; 2-dr. sed., $1,991; 4-dr. 
hardtop, $2,196; 2-dr. hardtop, $2,142; 
conv., $2,310; 4-dr. 3-seat stat. wag., 
$2,448; 2-dr. Nomad stat. wag., $2,574. 


CHRYSLER—Windsor—4-dr. sed., $2,- 
824.75; 2-dr. Nassau hardtop, $2,859.25; 
4-dr. Newport hardtop, $3,082.75; 2-dr. 
Newport hardtop, $2,995.75; conv., $3,- 
290.25; 4-dr. stat. wag.. $3,552.50. New 
Yorker—4-dr. sed., $3,727.50; 2-dr. New- 
port hardtop, $3,899.50; 4-dr. Newport 
hardtop, $4,050; 2-dr. St. Regis hardtop, 
$3,943.50; conv., $4,190.75; 4-dr. stat. wag., 
$4,471.50. 300B—2-dr. hardtop, $4,367.25. 
(PowerFlite standard on New Yorker.) 


CLIPPER—Deluxe — 4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. 
hardtop, $3,164. 

CONTINENTAL MARK II — 2-dr. sed., 
$9,507. (Turbo-Drive and power steering 
standard. ) 


DeSOTO — Firedome — 4-dr. sed., §$2,- 
632.25; 2-dr. Seville hardtop, $2,688.25; 
4-dr. Seville hardtop, $2,787.25; 2-dr. 
Sportsman hardtop, $2,808.75; 4-dr. Sports- 
man hardtop, $2,907.75; conv., $3,035.75; 
4-dr. stat. wag., $3,325.25. Fireflite—4-dr. 
sed., $3,073.50; 2-dr. Sportsman hardtop, 
$3,300.50; 4-dr. Sportsman hardtop, $3.- 
385.50; 2-dr. Adventurer hardtop, $3,682.50; 
conv., $3,498.50; Pace Car conv., $3,569.50. 
(PowerFlite standard on Fireflite.) 


DODGE — Coronet 6—4-dr. sed., $2,- 


| 228.50: 2-dr. sed., $2,155.40. Coronet V-8 


—4-dr. sed., $2,336.25; 2-dr. sed., §$2,- 
263; 4-dr hardtop, $2,512.50; 2-dr. hard- 
top, $2,398.50; conv., $2,638.50; 2-dr. 500 
sed., $2,494.90. Royal—4-dr. sed., $2,473.75; 
4-dr. hardtop, $2,657.75; 2-dr. hardtop, 


| $2,543.75. Custom Royal—4-dr. sed., $2,- 
| 583.75; 4-dr. Lancer hardtop, $2,767.75; 


2-dr. Lancer hardtop, $2,653.50; conv., 


, , : | $2.873: 2-dr. 50 841.90; 
Atlantic Coast Line Railroad; Eu- | £2,873) 2-dt. 500 hardtop, ($2,841.90; | 500 


conv., $3,061.40. Station Wagons — 2-dr. 
Suburban 6, $2,452.25; 2-dr. Suburban 
V-8S, $2,560; 2-dr. Custom Suburban V-8, 
$2 689; 4-dr. 6-pass. Sierra V-8, $2,677.25; 
4-dr. 8-pass. Sierra V-8, $2,782.75; 4-dr. 
6-pass. Custom Sierra V-8, $2.829: 4-dr. 
8-pass. Custom Sierra V-8, $2,934.50. 


FORD—(Prices are for 6-cyl. models; 
for V-8s, add $99.98) — Mainline — 4-dr. 
sed., $1,845.38; 2-dr. sed., $1,800.20; busi- 
ness 2-dr., $1,698.12. Customline — 4-dr. 
sed., $1,949.66; 2-dr. sed.. $1,904.48. Fair- 
lane — 4-dr. sed., $2,043.54; 2-dr. sed., 
$1,998.36; 4-dr. hardtop, $2,198.70; 2-dr. 
hardtop, $2,143.88: Crown Victoria cl. cpe., 
$2,287.65; conv., $2,309.97. Station Wagons 
—2-dr. 2-seat Ranch Wagon, $2,134.95; 
2-dr. 2-seat Custom Ranch Wagon, §2.- 
199.50; 2-dr. 2-seat Parklane, $2,378.95; 


4-dr. 2-seat Country Sedan, $2,246.77; 
4-dr. 3-seat Country Sedan, $2,378.95; 
4-dr. 3-seat Country Squire, $2,482.50. 
Thunderbird — Hardtop cpe. (V-8 only), 


$3,101.50. 
HUDSON — Wasp 6 Super — 4-dr. sed., 


| $2,380. Hornet 6 Super—4-dr. sed., $2,729. 


Hornet 6 Custom—4-dr. sed., $2,978; 2-dr. 
hardtop, $3.095. Hornet V-8 Custom—4-dr. 
sed., $3,245; 2-dr. hardtop, $3,388. 


IMPERIAL — 4-dr. sed., $4,780; 2-dr. 
hardtop, $5,042.25; 4-dr. hardtop, $5,173.50. 
Crown Imperial—4-dr. 8-pass. sed., $7,- 
550.50; 8-pass. limousine, $7,684.50. (Pow- 
erFlite and power steering standard.) 


LINCOLN — Capri — 4-dr. sed., $4,157; 
2-dr. hardtop, $4,064.50. Premiere—4-dr. 
sed. and 2-dr. hardtop, $4,546; conv., $4,- 
691. (Turbo-Drive and power steering 
standard.) 


MERCURY—Medalist—4-dr. sed, $2,273; 
oa e 
12 Firms Cited 
As Well-Managed 
NEW YORK. — The American 
Institute of Management last week 
cited 12 automotive companies as 
“excellently managed” in 1955. The 
12 were among 408 American and 


Canadian concerns certified by the 
institute. 


Ten of the auto firms were hon- 
ored for the sixth consecutive year. 
They were General Motors; Trico 
Products Corp.; Timken Roller 
Bearing Co.; A. O. Smith Corp.; 
Raybestos-Manhattan Co.; Fruehauf 
Trailer Co.; Electric Storage Bat- 
tery Co.; Electric Auto-Lite Co.; 
Briggs & Stratton Co., and Borg- 
Warner Corp. 

Thompson Products, Ince., re- 
ceived the designation for the fifth 
year. Clevite Corp. was listed for 
the first time. 


2-dr. sed., $2,214; 2-dr. hardtop, $2,348.50. 
Custom—4-dr. sed., $2,370; 2-dr. sed., $2,- 
310.50; 4-dr. hardtop, 
top, $2,445; 4-dr. 

$2,682; 4-dr. 8-pass. 
Monterey—4-dr._ sed., 
sed., $2,611.50; 4-dr. hardtop, $2,660; 2-dr. 
hardtop, $2,590; 4-dr. 

$2,937. Montclair—4-dr. 
$2,794.50; 


4-dr. hardtop, 
$2,724.50; conv., 


METROPOLITAN 
conv., $1,469 (both prices at coastal 


of entry). 


NASH—Statesman Super 6—4-dr. 
$2,345. Ambassador 
$2,644. Ambassador Super V-8—4-dr. 
Ambassador Custom V-8 — 4-dr. 
hardtop, $3,338. 


$2,956. 


sed., $3,195; 2-dr. 


OLDSMOBILE — Series 88 — 4-dr. 
$2,443; 2-dr. sed., 
$2,627; 2-dr. hardtop, 
4-dr. sed., $2,595; 2-dr. sed., $2,529; 4-dr. 
$2,763; 
conv., $2,986. Series 98—4-dr. sed., $3,253; 


hardtop, $2,836; 


Truck registrations 


hard- 
wag., 
$2,779. 
spt. 


$1,445; 
ports 


sed., 
sed., 
sed., 


Super 6—4-dr. 


sed., 
hardtop, 
$2,555. Super 88— 


wag., 
$2,746; 
hardtop, 


Current Prices on New Cars 


— 


Custom stat. wag., $2,337; 4-dr. Custom 
| stat. wag., $2,383.25; 4-dr. Sport stat, 
| wag., $2,553.25. 
| PONTIAC — Chieftain 860 —4-dr. sed, 
| $2,259; 2-dr. sed., $2,201; tr = itop, 
4-dr. hardtop, $3,506; 2-dr. hardtop, on. | See ee ae ct eae, "32 pry 
435; conv., $3,695. (Hydra-Matic and (Chieftain 870—4-dr. sed., $2,374; 4-dr. 
power steering standard on Series 98.) hardtop, $2,491; 2-dr. hardtop, $2,441; 4-ar, 
PACKARD—Patrician — 4-dr. $4,- | stat. wag., $2,709. Star Chief—4-dr. sed., 
160. 400—2-dr. hardtop, $4,190. Caribbean | $2,488; 4-dr. hardtop, $2,696; 2-dr. hard. 
—2-dr. hardtop, $5,495; conv., $5,995. $2626; conv., $2,818; 2-dr. Safari 
(Ultramatic standard.) stat. wag., $3,089. 

, Ta "oe . RAMBLER—Deluxe—4-dr., sed., $1,795, 
ones, Ser. ood. ai btn on, an Super—4-dr. sed., $1,905; 4-dr. stat. wag., 
$1,750.50. Plaza V-8—4-dr. sed., $1,995.75; | $2,199. Custom — 4-dr. sed., $2,025; 4-dr. 
2-dr. sed., $1,952.75; bus. cpe., $1,853.75, | hardtop, $2,190; 4-dr. stat. wag., $2,295; 
Savoy 6—4-dr. sed., $1,951.50; aed, | *-dr. Rardtop mat. wag., £5,400. 
$1,948.50; 2-dr. hardtop, $2,095.75. Savoy STUDEBAKER — Champion 6 — 4-dr, 
V-8—4-dr. sed., $2,094.75; 2-dr. $2,-| sedan, $1,993; 2-dr. sedanet, $1,841; 2-dr, 
051.75; 2-dr. hardtop, $2,199.25. Belvedere sedan, $1,943. Hawk 6—Flight Hawk 5. 
6—4-dr. sed., $2,075.50; 2-dr. $2,-| pass. cpe., $1,982. Commander V-8—4-dr, 
032.50; 4-dr. hardtop, $2,247.50; 2-dr. hard- sedan, $2,121; 2-dr. sedanet, $1,970; 2-dr, 
top, $2,179.75. Belvedere V-8—4-dr. sed.,| sedan, $2,072. President V-8—4-dr. sedan, 


$2,178.75; 2-dr. sed., $2,135.75; 4-dr. hard- | 


top, $2,351; 


4-dr. 
Sport stat. 
—2-dr. 


wag., 
Deluxe stat. 


2-dr. 


hardtop, $2,283; 
$2,443.50. Fury V-8—2-dr. hardtop, $2,832. 
Suburban 6—2-dr. 
162.50; 2-dr. Custom stat. wag., $2,233.50; 
Custom stat. 


wag., 


Deluxe stat. 


$2,279.75; 


conv., 


4-dr. 


$2,449.75. Suburban V-8 


wag., 


$2,266; 


2-dr. | 


6-cyl. 


hardtop, $3,057. 
2-dr., 


cpe., 


$2,097; 
hardtop, $2,473; Golden Hawk 2-dr. 


Sky 


$2,231; 2-dr. sedan, $2,184. President Clas- 
sie—4-dr. sedan, $2,485. Hawk V-8—Power 
Hawk 5-pass. 
2-dr. 


Hawk 


Station Wagons—Pelham 


New Commercial Car Registrations, 


12 Months’ Total, 1955-1954. 


| 





$2,229; Parkview V-8 2-dr,, 
$2,350; Pinehurst V-8 2-dr., $2,525. 
drive standard on Golden Hawk.) 


(Over- 






















































































































































































. | 
are released here weekly, Chev- aoe Stude- | TO- 
compiled by R. L. Polk repre- rolet Dodge! Ford Reo | baker | White | Willys | Mise. | TAL 
sentatives in state capitals. | | 

Alabama 8625) 25| (1279) + +=6769| = 2417} 248) 34| 114} 198) 196} 41| 21652 

7058 14) 1104 5684) —_—‘1427) 8 1 110} 204) —=—*132 18| 17247 

Arizona 3271) 11) 734, 2422} 1044 41} 7 159 47 43! 103, 8916 

2516 13} 619|_—-2351| 794) 16 16 69 50; 258 60) 7324 

Arkansas 6258 30 903, 5677 1947| 50| 8 209 77 116 4, 16669 
6246 30 808) 5773 1632 2! 9 175 89 112 3) 16102 

California 30200 312 7189; 28123| 8909 385) 282 wil 912; 3379 1791, 88376 
22699; 215) ‘5590, 20890) 5944 221! 109} 777|_—*S69|_—«*1967, _—799| «6 3%%6 

Colorado 4206 29 861 3478 1222 99 at 168 122 1188 174| 12759 
3535 15; 677; __-2917| __i010| 49; -35|_—133]_—S 7] (756) —«*125|_—*10342 

Connecticut 23; 2689 102 652; 2377 755 311 60 109 343 374 153, 9071 
28 2310 64) 653 2013 608 175 56; 138 ‘184 _200 150) 7487 

Delaware 6 959 6 224 828 354 265 a 14 248 45 16) 3449 
8} 969 —3)_—st78|~— 683} 238 4l 2 22 75 31 12) 2527 

District of Columbia 2 863 13 253 735 337 13 30 a 39 46 35; 2606 
4) 717 14 325| 616 173 9 12 84S 34 39\ 2187 

Florida ! 9639 78 1621 8960' 2523 553 131 358 598 1208 307; 28160 
7257 89; 1366; 7570 _—«1:918 324 86} 297) 343} 896! 10822072 

Georgia 10047 3! 1761 9355, 2343 289 42 278 336 200 24| 26879 
8710 25| 1669, 8612) +2020 144 55) 404) 237] 204) 25) 2460! 

Idaho 2060 12 528 1686 826 46 + 157 42 él! 37, 6849 
1863 8 491 itt 731 35 8 97 2 391 36 5976 

Illinois 12999 478; 2978) 12114 2921 237 131 443) 547 737 324, 39786 
13142 416| 2663) 11574 2473) 134 84 498 472 507 232| 37376 

Indiana 10059 133 1841 8430; 2113 167 115 672 668 349 369! 28976 
8225 90; 1781} 7829, _—«*1458)_ 69 60) 497) 568) 206126) 24212 

lowa 5474 127 1076, 5485 1000 57 23 147 144 169 102' 16770 
6463 87| 1175; 6231, 985. 36 16) 241 99; 138 52, _ 18308 

Kansas 6416 33 715 5530 1409 a 45 182 106 250 47, 16616 
6129 35 80! 5656; 1398 iH 21 238 87 215 9| 16371 

Kentucky 6148 34,——«929,—«5 134) «1736 104 33) 160, +152) 385 28) 16297 
ap 6048; 36} ~— 880) 5190} _—1360), 47 42| 168} _—st7|_——278 65) 15658 
Louisiana 8300 45 1204 7885 1772 82 10 233 170 261 19 21781 
= 7154 41; 1015) 6583) ‘1482 66 12) 254 90; 208 2718539 
Maina 1992 15 369 1676 635 158 3 it 71 40! 59, 6198 
z 1636 | 19| _330|_—«*1524| 497 5 9 85 76| 258 25; 5023 
Maryland 3769 43 1025, 3567 652 205 64 118 251 195 80; 11267 
7 3311! 2! 1339| 2998) 660} 115 42 90 14! 103| 54 9881 
Massachusetts 3831 100 962 4619 1020 311 5 105 362 564 263\ 13879 
3532) 63 1087; 4328 603 268 141 178 428) 361 | 150\ 12530 

Michigan 14297 | 202 3359; 14624 3734 233 246 319 347 856 356, 41034 
12284 | 125 2825 13258 2566 itt 124 252 299 448 314| 34776 

Minnesota 5771 82 1074 5843 1398 103 42 247 102 374 122; 17526 
5825 46| 1072) 5794) 1283 56 46) 232) 101|,_——247)_——*23|_—*17223 

Mississippi 7990 2 900 6242 1963 63 2 19% 36 167 8| 19385 
7577 I 803 6203 1642 35 \ 165 33 143 3} 18180 

Missouri 10045 130 1385 7982 2389 90 59 191 285 273 83; 25674 
9290 47| 1302) 7431 __2319 7! 42\267'_—-263|_——208 45| 23498 

Montana 2576 3 539 2208 892 63 23 176 71\ 834 67 8478 
2168 9| 449; 2083) 717 40 Hi 151 36| ‘548 29| 7201 

Nebraska 3622 142 727, «3584 955 43 24 114 143 306 202; 11707 
372! 91| 579) 3812)_~—«933 34 13) 155 90/322! 157) 1571 

Nevada 733 I 235 687 316 6 2 129 3 239 8 2634 
570 3 180) 744) 273) 9 _| 83 | 141) 13 2161 

New Hampshire 969 8 247 883 281 134 23 5! 43 304 40 3282 
965 | 9| 264) 748) 248) 57 21 45| 25} ~—209/_~—Ss2|__—-2899 

New Jersey 6754 160 2054 6738 2309 598 58 181 696 478 417' 22826 
6365; -140|_—«*1780, 6586) «1973, 490 55| 272) ~—«$44| —310|_—=—302|_—21047 

New Mexico 3400 17 536 2325 949 114 6 102 47 397 36 8597 
2797 12| 455; 1896) 79 70 9] 105 76| _-252|_ ~~ 24|_—7059 

New York 13556 312 5180| 13019; 4320 1466 557 419 1391 1943 857; 50720 
12382; 238) «4212|_—*NI7I1| _-2958 835! 369, ~—«435|—«*1024)_—s«1164) 424) 41352 

North Carolina 10050 36 1465 8070, 2176 499 31 341 368 331 55' 2518! 
9138 42|__1364| 6910/1642 347! ——-27|_—280)—— 369) ——— 240 34) 22130 

North Dakota 1521 2 345 1432 472 | 58 6 138 6| 5021 
1707 | 323 1740 355) 3 57 6 94 3 522! 

Ohio 6 13411 213 3082; 1326! 3219 553 184 391 | 966 1018 533) 42315 
5} 11389) 110) ~—-3093! 12288) 2273 247 21!|_~—«439'_—— 783) ——575| —-263| 35857 

Oklahoma | 7898 22 990, 6566 1795 8! 30 197 150 213 55/ 20205 
7320 || 889) 6289) ‘1650 69 27| 201 184) ‘140 70| 18656 

Oregon 4674 83, 1000 4232 1733 178 59 299 393 1298 310; 15859 
3469 82 970 3222 1335 130 17 148 170 951 182) 11941 

Pennsylvania 13436 210! 3955 12860; 3662 1253 232 535 1104 1195 338| 45452 
11882| 1137/3981 _:11490| 2630 559|199/_— 505/906 ~——589/ ~—«352/ 38654 

Rhode Island 1108 45 200 909 175 % 21 30 73 62 33 3155 
754 52| 209; ~—823|_—=*:30 48 7 45 7 30 25| 2444 

South Carolina 4237 7 715 3256 | 83! 93) I 86. 107} 74\ 10) 10113 
. 4221 7} 973 2997 | 614 62 85) 103} 64) 6| 9832 
South Dakota 1410 24) 318 1576 431) 5 a 60 17| 278} 7| 5131 
1410 23) 293 1523) 437) 6 80! 20} 175! 8! 4908 

Tennessee 6734 32! +1179; 6089 1803 | 271 | 36 174 319) 213) 23| 18736 
6850 14 1217 6118! 1579) 114 29| 165] 317| 101} 25| 18258 

Texas 33864 | 142; 3797) 26354) 5573) 494! 53) 730! 1249's 1166} 175; 80756 
| 30005) 103! 3737; 23768! 4894) 314} 86! 699 1355] 799 | 158! 72059 

Utah | 1612) 13) 581! 1439 649 | 45) 16 74 67) 413) 71| 5541 
| 1414] 10) 360} 1092} 506 | 33) 12| 49| 35| 291 | 39| 4429 

Vermont é 820) 9 207 | 739 | 317) 14! 10 33) 6! 446 20! 3030 
7) 730) 6} 180 721 | 252| 14} 5 44) | 237 13] 2514 

Virginia 9| . 7227| 24| 1439; 6402| 1660) 426) 102) 257 340} 566) 96| 20272 
11! 6077} 19| 1408} 5986; 1267} 155! 55 241) 235) 332! 59| 17373 

Washington | 4359) 58; 1371; 4397! 2006) 149) 51) 203) 254 894! 217! +15770 
3602} _—33|_—«*1248| ~— 3461] ~—_—*1567/ 61} -35|_——183 57; 599| _—*150| 12480 

West Virginia 3192) 17} 896| 2859) 996 | 129! 17 155 135) 666. 34 9936 
2462 | 11] 623] 63} 81 | 99! 4 79 74| _304|_——27|_—7130 

Wisconsin 5235) 38; 1046; 5306) 1392!) 93! 32 | 154) 191} 408 | 265! 16969 
5636 | 25! (1058; ~=—5164) ~—s' 6} 45! 43) 229| 206| 313| 183| 16329 

Wyoming 1485) 6) 282; = 1168) 546! 14) 5) 63 30) 597) 29| 4740 
1349} 6| —-260)_~—ss:1 45) 404 | 16! 3) 43 17) 442) 13! 4190 

12 Months’ Total 1144! 329791| 3697| 66208) 295900; 84877) 100441; 10932| 3121| 10817) 14372! 27252! 98449! 957001 
All States 1340} 293079| 2701! 60658! 267799| 66644! 6098! 2283) 10193! 1138!| 17523! 5180! 82910! 





‘*The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 


exercised to insure accuracy of this report to the extent of the registrations received 
published. R. L. Polk & Co, cannot assume any liability by reason of inaccuracies or ommissions.’’—R. L. Polk & Co. 
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Correspondent George L. Glaser Writes . . . 


Auto Letter From Europe 


Se ee | it has be- 
come fashionable to promote 
cars with rear engines, most en- 
gineers agree that Volkswagen and 
Porsche, with their short, pancake 
engines, are the only cars in which 
that setup really works. 

They warn against trying to 
move engines to the rear with 
American sized vehicles and 
power-plants. 

Front-wheel-drive may be a 
better answer—or a system tried by 
the French a few years ago in 
which the engine drove an alterna- 
tor which powered an electric mo- 
tor on each wheel. Such a car 
would not need a transmission. 

* * * 


All Jack and No Work 


SHOULD be possible to have 
a powered jack which could 


I-H Announces 
New Automatic 


Drive for 16 Jobs 


CHICAGO. — A new automatic 
transmission is available in 16 In- 


ternational Harvester models from | 


4,200 to 12,500 GVW, the company 
has announced. 

International said automatic 
shift points in the new unit are 


controlled by a vacuum modulator | 


which eliminates -control linkage 
between accelerator and transmis- 
sion and provides smoother shift- 
ing at all speeds. 

Combined with the transmission 
is a new torque converter which 
multiplies engine torque as much 
as 2.16 to 1. Possibility of over- 
speeding the engine is said to be 
reduced greatly by an _ inhibited 
downshift in the low-speed gear. 

The downshift permits the driver 
to place the selector in “low” posi- 
tion while traveling at a relatively 
high speed without having the 
transmission shift immediately into 
low. 


C.1.T. Starts °56 
With 407 Branches 


NEW YORK. — Universal C.LT. | 


Credit Corp. opened 1956 with 40 
division offices and 407 branch 
offices, according to L. Walter Lun- 
dell, president. 


He said the company showed a 
net gain of one division office and 
13 branches in 1955. Nineteen 
branches were opened during the 
year. 

Two additional branches already 
have been approved for opening in 
1956, Lundell said. They are a sec- 
ond branch in Worcester, Mass., 
and one in Elyria, O. 


April Crusade 
‘Fight Cancer with Checkup 


And Check’ 


NEW YORK. — “Fight Cancer 
with a Checkup and a Check” is 
the American Cancer Society’s slo- 
= for its $26 million April cru- 
sade. 


The society, in announcing its 
new drive for research funds, noted 
that last year 80,000 Americans died 
from cancer who might have been 
saved. 


More than 113,000 man-years are 
lost each year in industry alone, 
according to the society, because 
of cancer disabilities. This loss rep- 
resents $427 million 
and $55 million in income-tax rev- 
enue. 


Brush Electronics Posts 
Filled by Harris, Gray 

Two executive changes have been 
announced by Brush Electronics 


Co. division of Clevite Corp., Cleve- 
land. 


John H. Harris, formerly vice- 
president and general works man- 
ager, has been named planning 
vice-president, and Wallace T. Gray 
has been appointed general works 
manager. Gray formerly was works 
manager for Leece-Neville Co., 
Cleveland. 








in earnings |. 


be placed in side-pockets on the 
car. It should also be possible to 
invent a powered wrench within 
a reasonable price to turn the 
nuts when removing or replacing 
a wheel. Those hard-labor jobs 


should be made easier. 
+ * * 


Looking for a Hit 

UROPEAN manufacturers real- 

ly haven’t come up with a gen- 

uine sales hit in the U. S. The 
typical European family car is 
small for economy reasons, but it 
still has four seats. 

A real seller in the U. S. would 
be a comfortable shoppers’ car— 
not too low, with two seats and 
with plenty of package space. 
It should be easy to drive in 
cities, with a relatively low top 
speed but with an American type 
of acceleration. 

Underpowered cars are dangerous 





durability 





Today's 


@ Outstanding in workability, 
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and don’t have sustained sales suc- 
cess. 

Here is some advice to European 
factories looking for sales success 
within the limitations which can 
be expected for imported cars: 

It takes more than one or two 
flash-in-the-pan outbursts; it takes 
perseverance and _ sustained ad 
campaigns. 

* * * 

A Tough Breed 

UROPEAN manufacturers ex- 

porting to the U. S. are begin- 
ning to learn that many items are 
subjected to more attacks by the 
weather in America than in 
Europe. 





That’s why American cars stand | Active Interest in Traffic Safety— 


in regard to rubber 
shipped 


up so well 
parts and paint when 
abroad. 


to make the grade at home. 





Be 


7 ; * ‘x 





and appearance! 


More and more paint shops are finding they do 
faster, more economical work that gives cus- 
tomers utmost satisfaction when they use Ditzler’s 
famous DITZCO Quickset Enamels with Ditzler’s 
202 FLO-DRY Enamel Reducer. 


@ Primarily designed for refinishing metal bodies, 
DITZCO Quickset Enamels are made from the 
same basic formulas used for many of today’s new 
passenger cars and commercial vehicles. The con- 
sistently dependable performance of these enamels 
has been one of the chief reasons for Ditzler’s 
growth to the largest exclusive manufacturer of 
automotive finishes. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, Detroit 4, Michigan 







PAINTS « 





GLASS + CHEMICALS 





safety. 


Fastest 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


This car lineup represents a part of Colorado dealers’ active interest in traffic 
loaned to high schools for use in driver education, the cars were assembled 
in Denver when driver-education instructors and student delegates attended the annual 
They have to be tough in order! Colorado Teen-Age Traffic Conference. The Inter-Industry Highway Safety Committee 
advises Colorado dealers supplied 84 cars to high schools during the 1954-55 term. 









FLO-DRY 
ENAMEL REDUCER 


DTE-202 


WEDGEWOOD BLUE 
DQE-11412 





@ These popular DITZCO Enamels are available 
in hundreds of solid colors, in a wide range of 
polychromatic and symphochromatic hues, and 
in blacks, whites and silver. 


@ When combined with recommended propor- 
tions of Ditzler’s 202 FLO-DRY Enamel Reducer, 
DITZCO Enamels give you smoother flowout and 
an earlier initial set. This special thinner assures 
harder drying, better leveling, higher luster and 
longer-lasting beauty. Shops doing fleet painting 
find 202 FLO-DRY unusually helpful because of 
the speedier through drying required for taping 
and handling. 


DITZLER 


BRUSHES + PLASTICS + FIBER GLASS 
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with car | 


The progressive Hudson franchise makes you a partner, 


gives you a voice... pays you in profit—not promises. 


It’s the industry’s fairest deal, and here’s why... 


Hailed by N.A.D.A.’s Admiral Bell as the industry’s most pro- 
gressive step since World War II, these are the eight policies in 
the Hudson factory-dealer program that make every Hudson 
dealer a partner in the success of America’s two most exciting 
new cars. Read them. See how they solve problems that may 


1. 
2. 


3. 


a 


have been bothering you... 


Dealer Councils elected by the dealers themselves. 


These Dealer Councils to advise and counsel on all matters 
affecting dealers and customers. 


Periodic review of the sales franchise with the Dealer 
Councils, to keep it on a practical, fair and equitable basis, 
including the length of franchise and any other aspect of it. 


Early consideration to be given to a joint company-dealer 
appeal board with final authority in dealer cancellation cases. 


5S. 


6. 


Joint formulation of policies to prevent unethical or mis- 
leading advertising, selling, financing or servicing. 


Primary reliance on dealer projections and orders to keep 
car production sufficiently balanced with market demand, 
to avoid bootlegging and unsound inventory accumulation. 


Joint consideration of methods of avoiding excessive fluc- 
tuations in car sales and production, and maintaining them 
at profitable levels for both the dealers and the factory. 


Consideration of annual programs for sharing with dealers 
the financial benefits from future growth and greater total 
sales volumes. 


These revolutionary policies mean profit to you. Hudson’s liberal 
discounts, area bonuses, and exclusive Dealer Investment Fund 
mean profit to you. Sales are up. Dealers are joining in record 
numbers. Why not be one of them! 


Hudson 


HORNETS - 


Products of American Motors 


There may be room for you... 


You may qualify for one of the preferred areas still open to 
quality dealerships. For information, write: N. K. VanDer- 
zee, Vice President, Hudson Motors Division, American 
Motors Corporation, Detroit 32, Michigan—or contact 


your nearest Hudson Zone Office listed here. (In Canada, 
contact: L. E. Fenn, General Sales Manager, Hudson 


Division, American Motors Sales of Canada, Ltd., 2951 


Danforth Avenue, Toronto 13, Ontario.) 


RAMBLERS - 


METROPOLITANS 


Tune in “Disneyland” — ABC-TV Network 


ATLANTA, 953 Donnelly Ave., S.W. 
BOSTON, 1320 Soldier’s Field Road 
BUFFALO, 1231 Main Street 
CHICAGO, 4821 W. 67th Street 
CINCINNATI, 4527 Reading Road 


. PHILADELPHIA, 800 Chester Pike 


CLEVELAND, 8500 Brookpark Road 


DALLAS, 2601 Mockingbird Lane 
DENVER, 3660 E. 40th Avenue 
DETROIT, 12727 Greenfield Avenue 
KANSAS CITY, 555 Sunshine Road 
LOS ANGELES, 601 Nash Street 


PITTSBURGH, 210 Thomas Street 
PORTLAND, 2053 N. W. Upshur Street 
ST. LOUIS, 3525 Hampton Avenue 
SAN FRANCISCO, 2445 Mason Street 


MEMPHIS, 744 Royal Avenue, Box 4947 
MILWAUKEE, 3322 S. Clement Avenue 
MINNEAPOLIS, 4600 Olson Memorial Highway 
NEW YORK, P. O. Box 492, Union, N. J. 


WASHINGTON, Box 2188, Alexandria, Va. 





Here’s a man-to-man 
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franchise 
man can sell! 








Here’s a car with all the features of the low-priced 


* three, and then some. It’s actually bigger inside — yet 

Hot! The All-American it sells for less, resells for more, and gets higher gas 
RAMBLER mileage (up to 30 m.p.g.!) than any of them. Outparks, 
outhandles, and outmaneuvers them, too—and has 

Has the most sales features a third more horsepower than last year’s model. The 












in the low-price field! only completely new car in the low-price field! 


Hot! The HORNET V-8 


A demonstration sells it fast! 


Take that prospect for a ride, and you’ve sold him. 
He feels the difference . . . feels the wheels bite under 
him, feels the thrust of that big V-8 engine, feels the 
3-times smoother ride, feels safe, solid, and proud. 
Sleek with V-Line styling, stunning in new 2- and 
3-tone exteriors, the Hornet is the top car in the 
American Motors line . . . and it’s easy to sell! 
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Two-ten 2-dr., $790; One-fifty 2-dr., $615, $2,625*; Chieftain (8) station wagon, 

$455. $2,560*; Catalina $2,315*. '55 Star Chief 
CHRYSLER—’56 NY St. Regis, $3,450* (8) 4-dr., $1,900* (ps); Chieftain (8) 

(ps); Newport, $3,400° (ps); Windsor 4-dr., $1,775*, $1,725*. °54 Star Chief 

4-dr., $2,830* (ps). '53 NY Newport, (8) Catalina, $1,335*; 4-dr., $1,200* (ps). 

$1,225* (ps). '51 Windsor 4-dr., $415*.| STUDEBAKER—’54 Champion 4-dr., $890, 
DeSOTO—’53 Fire Dome (8) club coupe, $820. 

$920* (ps), $720*. ‘52 Fire Dome (8)| WILLYS—’56 %-ton pickup, $1,990. ‘55 








Used-C ar Auction Prices 


4-dr., $385*. Jeep, $1,250. '51 Jeep, $500. 
(Continued from Page 57) DODGE — '55 Royal (8) 4-dr., $1,810*, 
$1,495*; Hardtop, $1,695, $1,540; Coro- 
(8) Country sedan, $1,300*, $900; Coun- 4-dr., $385°, $345°. °49 Silver Streak net (8) Hardtop, $1,800. '54 Coronet (8) VALDOSTA, GA. 
try Squire, $1,100*; Main (6) 4-dr., (8) 4-dr., $140. 4-dr., $1,100*. '53 Coronet (8) Hardtop, (Tom Hewitt Auto Auction. Sale every 
$795. ’53 Main (8) Ranch Wagon, $900; | STUDEBAKER — ‘51 Commander 4-dr., $900, $805*, $800*. Friday. Prices are for sale of Feb. 10.) 
Custom (8) 2-dr,, $715; 4-dr., $700*. $110. FORD—’'56 Thunderbird, $3,290* (ps), $3,- (We had a large consignment of autos 
’52 Custom (6) 2-dr., $390. ’51 Custom | MISCELLANEOUS—’51 GMC %-ton pick- 247* (ps); Fairlane (8) Victoria, $2,250*| this week with around 87 percent selling. 
(8) 4-dr., $340; Victoria, $305. ‘50 up, $400. (ps), $2,250*, $2,175*; 4-dr.. §2,100*| Cleam merchandise brought high prices. 
Custom (8) 2-dr., $220; Custom (6) 4- (ps), $2,030, $2,010; Custom (8) 4-dr.,| Sold 208 cars out of 285 offerings.) 
dr., $165. °49 Custom (6) club coupe, DENVER $1,880. '55 Fairlane (8) Victoria, $1,785; | BUICK—’56 Special Riviera, $2,585*, $2,- 
$155, $130. conv., $1,780*; Custom (8) sedan, $1,235, 525*. ‘55 Century Riviera, $2,200*; Spe- 
HUDSON—’51 Hornet 4-dr., $185* (Colorado Auto Auction. Sale every Mon- $1,210. ‘54 Main (8) Ranch Wagon, cial Riviera, $1,800*. '54 RM sedan, $1,- 
a F day. Prices are for sale of Feb. 6.) $1,220*; Custom (8) 2-dr., $910, $850, 405*; Super 4-dr., $1,230*. ‘53 Super 
LINCOLN—’53 Cosmopolitan 4-dr., $975* (Sold 233 cars out of 290 offerings.) $790. '53 Main — Wagon, $985; Riviera, $925*; Special o* $600. °52 
(ps). BUICK—’56 Century Riviera, $2,985* (ps), Crest (8) conv., . _ Special Riviera, $725*; 4-dr., $650°. 
MERCURY—’55 Monterey club coupe, $1,-|  §2,975* (ps); Special evteed, $2,600". LINCOLN — '56 Premiere 4-dr., $4,215*| CADILLAC—'56 (62) coupe, $4,400* (ps), 
600*. ’50 4-dr., $295, $140. | $2,515. 55 RM 4-dr., $2,200*~(ps); Cen-| sabre ' $4,300° (ps). "55 Eldorado conv., $4,205 
Py _| tury Riviera, $2,175*, $2,100*; Special) MERCURY—'55 Monterey station wagon, (ps). '54 (62) coupe, $2,700* (ps); 4-dr., 
NASH—’54 Ambassador club coupe, $1,-| Riviera, $1,850*. $1,725: Super Riviera $2,265* (ps); Sport coupe, $2,090* (ps),| $2,660* (ps). '52 (62) 4-dr., $1,275* (ps). 
320°. $1,125* (ps) 'S4 RM Riviera, $1,760*| $2090%, $2,070*, $2,040°, $2,025*, 3 at) CHEVROLET—'56 Two-ten (8) 2-dr., $2,- 


OLDSMOBILE — ’56 (88) Super Holiday, | (ps); Century 4-dr., $1,640* (ps). '53 $1,900*, $1,845* (ps); Custom station 025*. °55 Corvette conv., $2,160* (ps); 


$2,685*. °'55 (98) Holiday, $1,990*. 54 | Special conv., $965 wagon, 2 at $1,955, $1,920. '54 Monterey| Bel Air (8) 4-dr., $1,600, $1,450*, $1,- 
(88) 2-dr., $1,350*. '53 (88) 4-dr., $700°. | aie ; Sport coupe, $1,485. '52 Monterey conv., 375; Two-ten (8) station wagon, $1,475*; 
'50 (88) 4-dr., $220*. | CADILLAC—’56 (62) coupe de Ville, $5,-| $875*. '49 2-dr., $160. Delray coupe, $1,325; Bel Air (6) 2-dr., 

: —_— 000* (ps), $4,985° (ps); conv., $4,950°| NASH—’55 Rambler Cross Country, §$1,- $1,325; One-fifty (6) 2-dr., $1,050. '54 
PACKARD—’52 (200) 4-dr., $490°. '49/ (ps). '55 (62) coupe de Ville, $4,000*| 650%. ‘53 Ambassador Hardtop, $1,095*;| Bel Air 4-dr., $1,000; Two-ten 2-dr., 
(200) 2-dr., $100. (ps), $3,790* (ps); (60) Special sedan,| 4-dr., $930*. '50 Ambassador 2-dr., $130.| $910, $850, $790; 4-dr., $900*, $885. ’53 
PLYMOUTH—’53 Cambridge club coupe, | $3,700* (ps). 54 (62) 4-dr., $2,765*| OLDSMOBILE — '56 (88) Super Holiday, Two-ten station wagon, $775; 4-dr., 
$640. '51 Cranbrook 4-dr., $205; Con-|_ (PS), $2,735° (ps). $2,925* (ps); Deluxe Holiday, $2,705*| $640; 2-dr., $525; Bel Air 2-dr., $725; 
cord 2-dr., $170. | CHEVROLET—’56 Two-ten (8) Handyman, (ps), $2,655*. '55 (88) Super Holiday, %-ton pickup, $550, $445. '52 FL Deluxe 


$2,325*, $2,280°, $2,250; 4-dr., $2,090°, $2,320* (ps), $2,275* (ps), $2,270* (ps); 2-dr., $525. '51 SL Deluxe Bel Air, $495. 

PONTIAC—’55 Star Chief (8) Catalina, $1,975, $1,905; Bei Air (8) Sport coupe, Deluxe Holiday, $2,250* (ps); 4-dr., 2) CHRYSLER — ‘53 NY 4-dr., $930; coupe, 
$1,945" (ps); Chieftain (8) station $2,305*, $2,275*, $2,255*. °55 Bel Air at $1,900*. '54 (98) 4-dr., $1,480*. '53 $660*. "52 Windsor sedan, $445*. 

wagon, $1,865* (ps). '54 Chieftain (8) (8) Nomad, $2,220* (ps); Sport coupe. (88) Super 4-dr., $1,225*. '50 (98) Holi- | DeSOTO—’52 Deluxe 4-dr., $325*. '50 4- 


Catalina, $1,155*; 4-dr., $1,000*; 2-dr., | $1,940*, $1,790*; Two-ten (8) Delray, 2 day, $450°*. dr., $170. '47 club coupe, $105°. 
$925*. °53 Chieftain (8) 4-dr., $840*, at $1,380, $1,315. '54 Corvette conv.,| PLYMOUTH — ’56 Plaza (8) Suburban, | DODGE—’53 Meadowbrook sedan, $350. 
$795* (ps); 2-dr., $740. ‘52 Chieftain| $1,460*; Bel Air Sport coupe, $1,200°, $1,850. FORD—’56 %-ton pickup, $1,275. ’°55 Thun- 


(8) 2-dr., $465. °51 Silver Streak (8) $1,160*; Two-ten 4-dr., $985, $905. '53| PONTIAC—’56 Star Chief (8) Catalina, derbird, $2,435* (ps); Fairlane (8) conv., 
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SED CAR 











to win and hold time business! 


Before they can say “I’Jl think it over”... 
and then arrange wrong financing elsewhere... 


Take a moment with every car shopper to 
pre-sell smart time buying. Hold on to good 
time business! 


Contrast the advantages and protections of 
thrifty terms... with the costly jokers in the 
careless use of “easy terms”! 


And show why “it pays to finance where 
you buy your car’’. You can prove it, when 
you use the GMAC Thrift-Guard Plan. Its 
full values and extra benefits safeguard time 
buyers’ interests from purchase to ownership. 


GMAC serves you better, too. You gain 
(1) Control of the whole transaction. 
(2) Gross from time contracts. 
(3) Extra business from satisfied customers. 
(4) Repeat sales from GMAC service. 


The GMAC 
Thrift-Guard Plan 
available to General Motors Dealers in 
CHEVROLET @ PONTIAC @ OLDSMOBILE 
BUICK e CADILLAC 
new cars, and used cars 
of all makes 


eT V:NS 


cae nr crac coenon 


TIME PAYMENT 
Wie the Plan that plint Jory, (PLAN 


GENERAL MoToRS ACCEPTANCE CORPORATION 





—— 


$1,605*; 4-dr., $1,575; Victoria, $1,525¢. 
2-dr., $1,350; Country sedan, $1,549: 
Custom (8) 4-dr., $1,300*; 2-dr., $1, 2258, 
°54 Custom (8) 4-dr., $1,120; 2-dr., $1,. 
020*, $970*, $805*; Crest (8) conv., $1. 
045*; Main (8) 2-dr., $700; Custom (4) 
4-dr., $550. '53 Custom (8) 2-dr., $775; 





conv., $700; Main (8) 2-dr., $600. ‘52 


Crest (8) Victoria, $700*; Custom (§) 
4-dr., $420. '51 Custom (8) 2-dr., $369, 
$325, $315. 
LINCOLN—'50 Cosmopolitan 4-dr., $235*, 
MERCURY — ’56 Phaeton 4-dr., $2,925 
(ps). '55 Custom 2-dr., $1,340. ’54 Mon. 
terey coupe, $1,100*. °53 Custom 2-dr, 
$765. '52 Monterey Hardtop, $750*. ‘5 
Custom 4-dr., $275; 2-dr., $125. 
NASH—’55 Metropolitan coupe, $825. ‘53 
Rambler 4-dr., $480*. '51 Rambler sedan, 
$235*; Hardtop, $160. 
OLDSMOBILE—’56 (98) Holiday, $3,150 
(ps); (88) Super 4-dr., $2,510* (ps); 
Deluxe Holiday, 2 at $2,475* (ps), §2,. 
470°; 2-dr., $2,440* (ps). '55 (88) Hol. 
day, $2,100* (ps), $1,590*; (98) 4-dr, 
$1,825*. °54 (88) Super coupe, $1,575 
(ps). '53 (98) 4-dr., $1,100* (ps). 
PACKARD—'51 4-dr., $340. 
PLYMOUTH—’55 Savoy (6) 4-dr., $1,250*; 
Plaza (6) 4-dr., $1,080. '53 Cranbrook 


station wagon, $800; Cambridge 2-dr, 2 


$400. °52 Cranbrook Belvedere, $455; 
Cambridge 4-dr., $310. ‘51 Cranbrook 
Belvedere, $500. 

PONTIAC—'56 Star Chief (8) Catalina, 
$2,450* (ps). °54 Chieftain (8) 4-dr,, 
$910*. °53 Chieftain (8) 4-dr., $725*. '52 
Chieftain (8) 4-dr., $565*, $490*. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every 
Tuesday. Prices are for sale of Feb. 7.) 
(Bidding very active. Sold 75 cars out 





of 88 offerings.) 

BUICK—’55 Century 2-dr., $1,900* (ps); 
Special 4-dr., $1,800*. ‘53 Super 4-dr., 
$1,025*. °51 Special 2-dr., $500. ‘50 
Super 2-dr., $375*. 

CADILLAC—’51 (62) 2-dr., $1,000*. 

CHEVROLET—’55 Two-ten (8) 2-dr., $1,- 
735* (ps); Bel Air (6) 2-dr., $1,375*, 
$1,250. '54 Two-ten 2-dr., $750. '53 Bel 
Air 2-dr., $825*. °52 FL Deluxe 2-dr., 
$500, $405. 

CHRYSLER—’50 NY 4-dr., $355°*. 

DODGE—’55 %-ton pickup, $920. 

FORD—’'56 Country sedan, $2,100*; Fair- 
lane (8) Victoria, $1,900°. '55 Fairlane 
(8) Victoria, $1,470* (ps), $1,245*, $1,- 
200*; 2-dr., $1,290, $1,150; Custom (8) 
2-dr., $1,250; Main (8) 4-dr., $1,190. '54 
Main (8) Ranch Wagon, $1,035; 2-dr., 
$890; Custom (6) 2-dr., $645. '53 Cus- 
tom (8) 2-dr., $670, $580. '52 Custom 
(8) 2-dr., $565, $530. 

MERCURY—’54 2-dr., $1,075*. °51 2-dr., 
$370. 

NASH—’52 Rambler 2-dr., $410. 

OLDSMOBILE—’55 (88) Holiday, $2,230* 
(ps), $2,090*, $1,685. °54 (88) Holiday, 
$1,800* (ps), $1,655*. °53 (88) 2-dr., 
$1,250*; (98) 2-dr., $1,200°. °48 (98) 
2-dr., $120. 

PACKARD—’54 Clipper 4-dr., $980°. '53 
Clipper 2-dr., $800*. 

PLYMOUTH—’'56 Savoy (8) 2-dr., $1,865°. 
"55 Belvedere (8) conv., $1,535*. °'53 
Cranbrook 2-dr., $545. ‘51 Cranbrook 
2-dr., $410. 

PONTIAC—’56 Chieftain (8) Catalina, §$2,- 
325* (ps). ’55 Chieftain (8) Catalina, 
$1,650*. '54 Chieftain (8) conv., $1,230*. 
’53 Chieftain (8) 2-dr., $720*; 4-dr., 
$845*, $665*. '51 Silver Streak (8) 4-dr., 
$375*. ‘50 Silver Streak (8) 2-dr., $260. 
‘49 Silver Streak (8) 2-dr., $160. 

STUDEBAKER — ’52 Commander 4-dr., 
$425, $315. ‘50 Champion 2-dr., $160. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Feb. 8.) 

(Extremely good sale, with prices 
steady and buyers plentiful. Not enough 
good, clean merchandise to meet the 
demand, Sold 72 cars out of 93 offerings.) 


BUICK—’'56 Special Riviera, $2,610*. ‘55 
RM sedan, $2,175* (ps). ’53 Super sedan, 
$940*. ‘52 RM sedan, $670*, $640*. ‘51 
Super Riviera, $500*; sedan, $465*; Spe- 
cial sedan, $330. '50 Super sedan, $375*. 
‘49 Super sedan, $140. 

CADILLAC—'53 (62) sedan, $1,615* (ps). 
"51 (62) sedan, $1,140*. 

CHEVROLET—’54 Bel Air sedan, $1,130. 
'53 Two-ten sedan, $720; One-fifty sedan, 
$510. ‘52 SL Deluxe sedan, $560, $510, 
$470. '51 SL Deluxe sedan, $440, $390. 

CHRYSLER—'52 Windsor sedan, $500*. °49 
NY sedan, $175. '48 NY sedan, $200. 

DeSOTO—’52 Custom sedan, $450. °50 Cus- 
tom sedan, $280. 

DODGE—’53 Coronet (8) station wagon, 
$925. ‘52 Coronet sedan, $470. ‘51 Mea- 
dowbrook sedan, $300. 

FORD—’55 Custom (8) station wagon, $1-, 
575. °54 Crest (8) Victoria, $1,140*. '53 
Crest (8) conv., $525; Custom (8) sedan, 
$770*. "52 Main (6) Ranch Wagon, $625; 
Crest (8) conv., $600°. 

MERCURY—’ 54 Monterey Sport coupe, $1,- 
300*; sedan, $1,125. '53 Monterey sedan, 
$905. ’50 sedan, $250. '49 sedan, $130. 

NASH—’53 Statesman sedan, $610. ’52 
Statesman sedan, $470. ‘50 Statesman 
sedan, $140. 

OLDSMOBILE — '53 (98) sedan, $1,030* 
(ps). '52 (88) sedan, $740*, $690*. ‘51 
(98) sedan, $320*. ’50 (98) sedan, $180. 
*49 (98) sedan, $165. 

PACKARD—'54 Clipper sedan, $1,000*. ’53 
sedan, $610. ’51 sedan, $350. 

PLYMOUTH—'55 Plaza (8) station wagon, 
$1,475. °54 Belvedere sedan $880, $820. 
53 Cranbrook sedan, $525. '52 Cambridge 
sedan, $390, $375. '49 Special Deluxe 
sedan, $150. 

PONTIAC—’55 Star Chief (8) sedan, §$1,- 
690*. '54 Star Chief (8) conv., $1,275*. 


STUDEBAKER — ’52 Commander sedan, 
$325. ’°51 Champion sedan, $210. 
MINNEAPOLIS 


(Minneapolis Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 8.) 

(One of our best sales this week, ’54s 
and older were really good, Sold 91 cars 
out of 122 offerings.) 

BUICK—’54 Super Riviera, $1,575*. ’°53 
Special 4-dr., $850*, $820*. ‘52 Super 
4-dr., $585*, $560*. ‘51 Super 4-dr., 
$390*. '50 Special 4-dr., $240*, $205*. °49 
Super 4-dr., $125*. 

CADILLAC—’53 (62) 4-dr., $1,690*. °52 
(62) 4-dr., $1,210*. ’51 (62) 4-dr., $960*. 
49 (62) 4-dr., $395°. ‘46 (62) 4-dr., 
$100*. 

CHEVROLET—’55 Bel Air (8) 4-dr., $1,- 
240, $1,210. ’54 Bel Air 4-dr., $830*, 
$820, $800. '53 Bel Air 4-dr., $775*, $735; 
Two-ten 4-dr., $690*, $585. '52 SL Deluxe 
4-dr., $560. 51 SL Deluxe 2-dr., $365, 
$350. - 

CHRYSLER — '52 NY 4-dr., $405*. ’51 


(Continued on Page 63, Col. 1) 
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$1,350, $1,320; Two-ten (8) 4-dr., $1,320, 2-dr., $1,470*; Savoy (6) 4-dr., $1,220; ’51 Custom Vi $555*; 
U sed-( ar Auction p rices $1,170, $1,155, $980; Two-ten (6) 2-dr.,| Plaza (6) 4-dr., $1,200, $1,165, $1,125.| $475°. “gtd; Custom (0) 2-dr., ‘$540; 





(Continued from Page 62) $685, $660. 53 Bel Air 2-dr., $760; Two-| ‘53 Chieftain (8) 4-dr., $930*; 2-dr.,| $300: 2-dr.,’ $285;' %-ton pickup, $240. 


Windsor 4-dr., $260*, '50 Windsor 4-dr., 
$130°. 

DeSOTO—'53 Fire Dome (8) 4-dr., $830* 
(ps). ’51 Custom 4-dr., $245°. 

DODGE—’53 Coronet 4-dr., $500*. ’51 Coro- 
net 4-dr., $295*, $270*, $265, $200. ‘50 
Meadowbrook 4-dr., $200*. '49 Meadow- 
brook 4-dr., $125*. 

FORD—'55 Custom (6) 2-dr., $1,265*, $1,- 
200. '54 Custom (8) 4-dr., $870*, $820. 
'53 Custom (8) 4-dr., $680*, $650. ‘52 
Custom (8) 4-dr., $475*, $450. ’51 Cus- 
tom (8) 2-dn, $310*, $300. '50 Custom 
(8) 4-dr., $260*, $220*, $125. '49 Cus- 
tom (6) 2-dr., $110*. 

MERCURY—'53 4-dr., $770*. ‘51 4-dr., 
$500*. °49 2-dr., $175°*. 

NASH—’51 Statesman 2-dr., $215*, $175*. 
‘50 Statesman 4-dr., $155*, $130*. 

OLDSMOBILE—’53 (98) 4-dr., $1,020*. '51 
88) Super 2-dr., $440*. '49 (88) 4-dr.,| 
$125°. 

PACKARD—’51 (300) 4-dr., $305*. | 

PLYMOUTH—’54 Plaza 4-dr., $680. ‘53) 
Cranbrook 4-dr., $540*, $490. '52 Cran-| 
brook 4-dr., $390, $370. °51 Cranbrook | 
4-dr., $280, $275, $210, $200. '50 Deluxe | 
4-dr.; $190, $140. 

PONTIAC—’53 Chieftain (8) 4-dr., $855*, 
$800. ‘52 Chieftain (8) 4-dr., $605°*, 
$520*, $505*. '51 Silver Streak (8) 2-dr., 
$400, $350. '50 Silver Streak (6) 4-dr., 





$165. 

STUDEBAKER — '51 Commander Land 
Cruiser, $215, $165. 50 Champion 4-dr., | 
$155, $130. '49 Champion 2-dr., $100. | 

WILLYS—’53 Lark 4-dr., $380. | 


OMAHA 


(Richard Abel Auto Auction. Sale every 

Thursday. Prices are for sale of Feb. 9.) 

(Tremendous buying and selling at our 
auction today. We sold 151 cars.) 

BUICK—’55 Special 4-dr., $1,985* (ps); 
2-dr., $1,650*. '54 RM Riviera, $1,515* 
(ps); Super Riviera, $1,500* (ps); 2-dr., 
$1,240*. '53 Super 2-dr., $925*; RM 4- 
dr., $900* (ps). '52 RM Riviera, $655*, 
$635*. '51 Super Riviera, $590*, $400*. 
’50 Super 4-dr., $200*, $135. 

CADILLAC—’55 (62) 4-dr., $3,300* (ps). 
’54 (62) 4-dr., $2,850* (ps). ‘53 (62) 
4-dr., $1,330°. °52 (62) 4-dr., $1,350° 
(ps), $1,330*, $1,325*, $1,315* (ps). 

CHEVROLET—'56 Bel Air (8) 4-dr., $2,- 
350* (ps); Sport coupe, $2,035*. '55 Two- 
ten (8) station wagon, $1,770*; 4-dr., 
$1,310; 2-dr., $1,215, $1,200; Bel Air (8) 
4-dr., $1,465*, $1,350*; Two-ten (6) 2- 
dr., $1,305*, $1,200; 4-dr., $1,185. ‘54 
Bel Air 4-dr., $1,160*, $1,125*; Two-ten 
4-dr., $1,000, $950°; 2-dr.. $875, $770; 
One-fifty 2-dr., $780, $705. '53 Bel Air 
2-dr., $935*, $875; Two-ten 4-dr., $800; 
2-dr., $750; %-ton pickup, $700; %-ton 
pickup, $650. ’52 SL Deluxe 4-dr., $585*; 
2-dr., $545; %-ton pickup, $545, $540. 

CHRYSLER — '55 NY St. Regis, $2,295* 
(ps). 52 Windsor sedan, $480°*. 

DeSOTO—'55 Fire Dome (8) 4-dr., $1,725* 
(ps). ’51 Custom 2-dr., $250*. '49 Cus- 
tom 4-dr., $245°. 

DODGE—’52 Coronet 4-dr., $445*, $390°*, 
$335*. '50 Coronet 4-dr., $185*. ’49 Coro- 
net 4-dr., $160. °48 4-dr., $115. 

FORD—’56 Fairlane (8) Victoria, $2,175* 
(ps); 4-dr., $2,145* (ps); 2-dr., $1,970*, 
$1,970; Custom (8) 2-dr., $1,795*. '55 
Fairlane (8) Victoria, $1,665; Main (8) 
2-dr., $1,165; 4-dr., $1,140. "54 Main (6) 
Ranch Wagon, $1,100*; Custom (8) 2-dr., 
$985; Custom (6) 4-dr., $805. ‘53 Cus- 
tom (8) 4-dr., $850*, $730*; Main (8) 
Ranch Wagon, $825, $680*; %-ton pick- 
up, $660. ‘52 Custom (8) 2-dr., $625; 
4-dr., $535*. '51 Custom (8) 2-dr., $535*, 
$435*; conv., $430*; Deluxe (8) 2-dr., 
$325; Deluxe (6) sedan, $400. 

HUDSON—’53 4-dr., $750. ’50 4-dr., $255. 

LINCOLN — ’56 Premiere 4-dr., $4,005* 
(ps). '55 Capri coupe, $2,600* (ps). ‘53 
Capri coupe, $1,350*. 

MERCURY—’54 Monterey coupe, $1,400*; 
2-dr., $1,045. °51 coupe, $395*; Custom 
Sport coupe, $340. ’50 4-dr., $205. 

NASH—’53 Rambler Cross Country, $760*. 
’51 Rambler 4-dr., $240; 2-dr., $150. 

OLDSMOBILE—'55 (88) Super Holiday, 
$2,250* (ps). '54 (98) Holiday, $1,900*; 
(88) Holiday, $1,750* (ps). ’53 (98) 4- 
dr., $1,085*. '52 (98) 4-dr., $900*, $835*; 
(88) 4-dr., $840*. °51 (98) 4-dr., $370*. 

PLYMOUTH—’52 Cranbrook 4-dr., $525*. 
"50 Deluxe club coupe, $300; 4-dr., $135. 

PONTIAC—'55 Chieftain (8) station wag- 
on, $1,985*; Star Chief (8) 4-dr., $1,800* 
(ps). °'53 Chieftain (8) conv., $920*; 
Catalina, $765; 4-dr., $735* (ps); Chief- 
tain (6) 2-dr., $810. ’50 Silver Streak (8) 
4-dr., $250*. °49 Silver Streak (8) 2-dr., 

155. 





$155. 

STUDEBAKER — '52 Commander sedan, 
$395. °50 Champion coupe, $155. °48 
Champion conv., $150*. 

MISCELLANEOUS — ’48 International %- 
ton pickup, $250. 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every 
Thursday. Prices are for sale of Feb. 9.) 
(Prices up an average of 25 percent 
per unit. Demand exceptionally good. 

Sold 85 cars out of 98 offerings.) 

BUICK—’56 Special 4-dr., $2,640* (ps). 
’55 Century conv., $2,675* (ps); Sep- 
cial Riviera, $1,750*, $1,600. ‘52 Super 
4-dr., $625*, $550°. °'50.Special 4-dr., 
$235, $210, $200; RM 4-dr., $190*. °49 
Super 2-dr., $175; RM 4-dr., $110*. °48 
RM 4-dr., $100. 

CADILLAC—’52 (62) 4-dr., $1,365*. 

CHEVROLET—’54 Bel Air 2-dr., $1,045, 
$910*; Two-ten 2-dr., $945, $850; 4-dr., 
$880; %-ton pickup, $775*, ’53 Bel Air 
2-dr., $805, $720. ‘51 SL Deluxe 4-dr., 
$300. °50 SL Deluxe 4-dr., $360, $240, 
$180; 2-dr., $260°%; FL Deluxe 4-dr., 
$330; SL Special 4-dr.. $350. '49 SL De- 
luxe 4-dr., $190, $180, $150, $145; SL 
Special club coupe, $190; FL Deluxe 
2-dr., $140; %-ton pickup, $390. °'48 
FM 4-dr., $100. '47 FL Aerosedan, $125. 

CHRYSLER—’49 Windsor 4-dr., $285. 

DeSOTO—’50 4-dr., $190*. 

DODGE—’55 Royal 4-dr., $1,700* (ps). 
"52 %-ton pickup, $400. °51 Meadow- 
brook 4-dr., $280; Coronet 4-dr., $180. 

FORD—’54 Crest (8) Victoria, $1,240*; 

Custom (8) 2-dr., $820; Main (6) 4- 

dr., $760; 2-dr., $780. °'53 Crest (8) 

Victoria, $835*; Custom (8) 2-dr., $755*. 

’51 Custom (8) 4-dr., $345*. '50 Deluxe 

(6) 2-dr., $190; Custom (6) 4-dr., $145; 

%-ton pickup, $465. ’°49 Deluxe (8) 2- 

dr., $190. °48 %-ton pickup, $210. 
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$1,120*°. '49 (62) 4-dr., $460*, $370, $350.| PLYMOUTH—’56 Belvedere (8) 4-dr., $2 $700; Main (8) 2-dr 70, $500. ° 

é : . , \ . .- $ -dr., . . *S2 ’ 

“les. tees” Bei Air (8) conv., $1,- 125*; Plaza (6) 4-dr., $1,500. '55 Belve- Crest (8) Victoria, ssoor, Main (8) 2- f 
O*, $1,610%; 4-dr., $1,550%, $1,430, dere (8) Hardtop, $1,605; Belvedere (6) dr., $515; Custom (8) 4-dr., $575, $560. 






$1,275, $1,225, $1,220; %-ton pickup, ‘54 Belvedere 4-dr $1,150*, $1,060; D 

A » ; ’ . ’ ’ , ; eluxe (6 -dr., ss 

$980. '54 Bel Air 2-dr., $1,120*, $1,050,| Savoy 4-dr., $750, $710, $700. 2-dr. $300." Gsa0" $305. 2 var $200, 
$1,025, $970; Two-ten 2-dr., $930, $870,| PONTIAC—'55 Chieftain (8) Catalina, $2,-| $240*, 2 at $240, $235; 4-dr., $290, 
$865, $860, $855, $800; One-fifty 2-dr.,| 075%. ’54 Chieftain (8) Catalina, $1,220*.| $280,’ $240*, $235: Deluxe (8) coupe, 























































































; ‘ ten 2-dr., $680; One-fifty 4-dr., $580. $920*; Chieftain (6) 4-dr., $770. ‘52 -* 
bar oy (e'a $4008. 50 CHRYSLER—’53 NY 4-dr., $870*; Windsor} Chieftain (8) 4-dr., $450*. °51 Silver a soo 9008 68 Sar tele. ai acme 
PACKARD_’52 4-dr., $485, $400°. $180°.|  4-dr., $890. '51 NY Hardtop, $460°, $350.| Streak (8) 2-dr., $350*. $450°, $335, $305; club coupe, $380°; 
aa eae r., » $400°. '51 4- | DeSOTO—'53 Fire Dome (8) conv., $680*;| STUDEBAKER — '53 Commander 4-dr.,| 2-dr ” $360.'°50 4-dr., $155 ma 4-dr., 
PLYMOUTH—'54 Belvedere Sport coupe so fe esto. ora ar. sas. “09m Sr "i é ante. SS Se Oe ‘i 
. -dr., i -dr., . , -dr., b \ . ’ 
$035° (ps). "51 Cambridge 4-dr., $335. |DODGE —' '53 Meadowbrook 4-dr., $690, ee ee “s) Gan, CL0U. Ob tebe a ee 
ae Special Deluxe 2-dr., $195; 4-dr., $670. '52 Meadowbrook 4-dr., $520*, $510. DANVILLE. VA (98) a tier, ‘oa (aay Mo Laan 
PONTIAC—'53 Chi 0) ee Os Sle eee eee Gees ° : $530°; Holiday, $555; 2-ar., $560". "48 
*51 Silver Streshe <S eae a by wl sg 50 Custom 2-dr., $210.| (Danville Auto Auction. Sale every| (98) '4-dr $160° a ee 
-dr., $350. -dr., ; wi Sool , 
aa “a a (8) Catalina, $300; Silver | FORD—’55 Main (8) Ranch Wagon, §1,- “Gees Gon Sen geek “gold 133. Sengaat/en thu af a 
WILLYS—°S6 Dispatener , 525°; Custom (8) 4-dr., $1,325, $1,200,/ cars out of 186 offerings.) "G1 Silver Streak (8) 4-dr $475, $300. 
CTE $1,010. ’51 ar see: $1,0/40, | $1,030; | Main | (9), or, | BUICK—'52 Special 2-dr., $570*; RM 4-| STUDEBAKER — ‘51 Commander 4-dr., 
MISC.—'53 Austin 4-dr., $365. '51 Henry| Crest (8). Victorie, “si dkor aL ‘120°; | o.. eee", Sike, f-ar., $305°; RM WILLYS —~ '53 station wagon, $300.” ‘ 
(4) 2-dr., $140. 4-dr., $1,250*; Custom (8) 4-dr., $945*,|  4-4r., : Sain aaa an omen 
2 ‘at’ $930, $020, $880, $830; Main (8) | CHEVROLET—'55 Bel Air (8) 4-dr., $1,-| station wagon, $295. '48 wrecker, $505. 
PHILADELPHIA 2-dr., $735. 53 Main (8) Ranch Wagon,| 320, $1,305*; Two-ten (6) 2-dr., $1,205. | MISC.—’53 GMC %-ton pickup, $510. 
$930; Crest (8) 2-dr., $750, $630; Vic- ’54 Two-ten 2-dr., $975*. °'53 Bel Air 
(Harold B. Robinson Auto Sales Auction.| toria, $710. 4-dr., $755; Two-ten 4-dr., $820°, $760, DYER, IND 
Sales every Tuesday and Thursday, Prices| LINCOLN—’52 Cosmopolitan 4-dr., $725*. $745°; = 2-dr., $730, $665; One-fifty 2- . ‘ 
are for sales of Jan, 26-31.) | MERCURY—’56 Montclair Hardtop, §$2,-| pa $545. "52 SL Deluxe 4-dr., $580°, | |, — s- Apetie, Sate oe Friday. 
(esd ents fa Gace, BF | -570*. "54 Monterey Hardtop, $1,350*; 2-| $530*, $520. '51 SL Deluxe 2-dr., $460, | Prices are for sale of Feb. 3.) 
Ss rices firm to 50 | | $350, $205; 4-dr., $275; %-ton pickup, (Market steady, Sold 141 cars out of 





percent higher. Buyers here we hadn’t | dr., $1,130, $1,080, $940. ‘53 Hardtop, 
seen in months, Sold 198 cars out of | $920. '52 Hardtop, $645, $390. ‘51 4-dr.,| $255. °50 SL. Deluxe Bel Air, $410; 4- lak rae ne 
$385. dr., $335, $290; 2-dr., $280, $165; club | BUICK—’56 Special Riviera, $2,555°, $2,- i 
550*, $2,540*. ’°53 Super Riviera, $945*. i 


239 offerings.) 
ig : NASH—'52 Rambler Hardtop, $300. ‘51 coupe, $285. °49 SL Deluxe conv., $185. 

“a qn Tiee sa Baa a detana | 2-dr., $180, $175. '50 4-dr., $110. FORD—’56 Country sedan, $2,210*%. ’55 CADILLAC—’55 (62) 4-dr., $3,370* (ps). 
560°, $1,410; RM ‘dr, $1,460° $1,-| OLDSMOBILE—’55 (98) Holiday, $2,210*| Fairlane (8) Victoria, $1,700; 4-dr., $1,- 53 (62) 4-dr., $1,615* (ps). '52 (62) 
Special 4-dr., $1,085*; Super Rivi 53| (ps). °54 (88) Holiday, $1,690* (ps);| 605; Custom (8) 4-dr., $1,405, $1,395,| coupe de Ville, $1,500° (ps). ’50 (62) 
$1,020* $975, $960, $870: Sar $1 ono" (98) 4-dr., $1,600° (ps). '53 (88) 4-dr.,, $1,240, $1,225; 2-dr., $1,380, $1,355, $1,- 4-dr., $1,070*, '47 (62) 4-dr., $180*. 
$970, $820: RM 4-ar 975°.” +| $920. '52 (88) 4-dr., $660*, $580*, $560*,| 215; Custom (6) 2-dr., $1,085. '54 Crest| CHEVROLET — '56 Bel Air (8) Sport 

7 - . $520*; (98) 4-dr.. $360*. "50 (98) conv.,| (8)Country Squire, $1,075%; Custom| coupe, $2,215*. ’55 Bel Air (8) Sport 

CADILLAC—’55 Eldorado conv., $4,385%|  $175°. | (8) 4-dr., $905, $840: Main (8) 2-dr.,| Coupe, $1,525*; 2-dr., $1,495*; Bel Air 

(ps). '53 (62) 4-dr., $1,830* (ps). '51| PACKARD—’53 (300) 4-dr., $700*. °52| $855. ‘53 Crest (8) Victoria, $955; (6) 2-dr., $1,240. °54 Bel Air 4-dr., 





(62) 4-dr., $1,140*. ’°50 (62) club coupe,' 4-dr., $430*. 51 4-dr., $460°. | Custom (8) 2-dr., $755, $690; 4-dr., (Continued on Page 64, Col. 3) 


Pete Penn says... 


“I GIVE YOU A HEAD START 
in getting repeat business” 


I am getting to be a familiar character to 
millions of motorists who recognize the impor- 
tance of my story: 


If other factors are equal, a motor oil’s 
lubricating quality depends on the 


quality of its basic crude oil. 


The Pennsylvania region is famous for having 
nature’s finest crude. With this head start from 
nature, it’s no wonder Pennsylvania motor oils 
outperform other brands. 


No wonder, too, that you will have a head start 
in getting repeat business if you carry and pro- 
mote a brand of Pennsylvania motor oil. Your 
customers are sure to 
agree with you and with 
your recommendations. 





Today's BEST Oils 
start with ) 
Nature’s BEST Crude 


-eeand that means PENNSY. LVANIA! 


af 


ree 


PP PENNSYivan 
sein 





PENNSYLVANIA GRADE CRUDE OIL ASSOCIATION Oll City, Pennsylvania 
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MERCURY—’54 station wagon, $1,440. ‘5; 





Halpin Joins Lunn Laminates in Detroit 




















































4-dr., $380, $320. ’50 2-dr., $150. Dra’ 
Carl Halpin has been appointed| ated industries. Halpin formerly ° e be ee et am ease ale $1,108 — 
to represent Lunn Laminates, Inc.,| was general manager and owner of se - ar uc ion rices $170*: (98) 4-dr., $150°. ™ 
in the Detroit area, developing re-| Carl Halpin Industrial Engineers PLYMOUTH—'56 Plaza (8) 4-dr., $1,800, 
inforced plastics applications in the| and president and director of F. L. Gonuaeenh Maas a esse’ eas ate 
automotive, electrical and associ-| Jacobs Co. 2-dr., $660. '51 Cranbrook Belvedere 
ON (Continued from Page 63) $450. 50 Deluxe 4-dr.. $280. F 
: lly re ‘ 
$990; Two-ten 4-dr., $845. '53 Bel Air |PACKARD—'53 Clipper 4-dr., $675°. ee ee oe 
2 dr., $855, $845* (ps), $700*; Two-ten 4-| pL YMOUTH—'55 Belvedere (8) 4-dr., $1,-| 2-dr., $715. '52 Chieftain (8) 4-dr, EC 
dr., $735*, $600*; One-fifty 2dr., $460, '52/ 650"; Savoy (6) 2-dr., $1,085*. ’54 Bel-| $590*. ’50 Silver Streak (6) 4-dr., $2508" R 
SL Deluxe Bel Air, $605*; 4-dr., $490,| vedere coupe, $1,150* (ps), $1,050* (ps). | STUDEBAKER—'50 Champion club coupe es 
fe. $450*. ’51 SL Deluxe 2-dr., $395*, $370, ’53 Cranbrook 4-dr., $400. '51 Cambridge $100. 7 pointe 
. po $320*, $290°; SL Special 2-dr.,/ 2-dr., $210; Concord 2-dr., $160. | WILLYS—’54 4 wd station wagon, $1,040.) He w 
at fe | emeeeers a , F +  |PONTIAC—’53 Chieftain (8) 4-dr., $760*%,| ‘53 4 wd station wagon, $835, $510; Aero “ 
= ae | nee Reta aus os $370". | "$650. °52 Chieftain (8) Catalina, $695*.| Ace 4-dr., $405*. ‘52’ Jeep and Plow, I 
Ce DODGE—’51 Coronet 4-dr.. $270. "51 Silver Streak (8) 4-dr., $450*; Cata-| $895; 2-dr., $290. some 
 *- cd a lina, $440*. ’50 Silver Streak (8) 4-dr. was § 
| FORD—’56 Parklane station wagon, §$2,- * ’ vere > ; 
*; Fai ; 185*, $175*. NEW YORK CITY 
| 220*; Fairlane (8) Country sedan, §2,- $ 4 » for ar 
200*: Victoria, $2,185*. °’54 Main (8) | STUDEBAKER—’55 Champion 2-dr., $985*. iin ; ; 
| Ranch Wagon, $1,170*; Custom (8) 4- ‘4 ae 4-dr.. $670°. 53 Champion on Tans Ge ponies, See ee Tues. on 
| dr., $900, $875*. ’53 Crest (8) Victoria, -dr., $335*. ’ Champion 4-dr. $180*. "2 vane 
| $900*; Custom (8) 4-dr., $755*, $715,| ‘51 Champion 4-dr., $160*. ‘50 Com-| mn ‘chrome Gemma have tate week, oo am my in 
$690; Main (6) 2-dr., $500. ’52 Custom| mander 2-dr., $120*. | indleations tt t tail “J 
8) 2-dr., $500. ’51 Custom (8) Victoria | See oe p Fieger aaa 
$350°; iam oi sae. oe ’ DENVER son, Only off cars keep the sales average to s 
for New and Used Car Lots and Showrooms | HUDSON—’52 Hornet club coupe, $295. '51| : ; aan nae QS ie = = aa fring 
| gu club cou 220; 4-dr. (Jack Layton’s Auto Auction. Sale every | 55 Super iviera, , (ps); # 
WHEREVER LIVE-ACTION DISPLAYS ARE NEEDED a or | cio Pelene Gre tue dite of We, 7.) Special Riviera, $1,895* (ps). '54 Super qa lawy 
es . | LINCOLN —'56 Premiere 4-dr., $4,000* (Market strong with lots of buyers | Riviera, $1,500*, $1,480*, $1,350*; Spe. usele 
These heavy plastic spinners have nylon bushings on 500-Ib. test steel cable. (ps). '52 Cosmopolitan 4-dr., $800*. despite cold weather and heavy snow. cial 2-dr., $1,210. ’53 Special Riviera, beca 
20 spinners on 80 feet of cable. | MERCURY—'55 Custom coupe, $1,895*;| Sold 156 cars out of 255 offerings.) ee, eee a ae He s 
| 4-dr., $1,370*. '53 Monterey coupe, $980*,| BUICK—'56 RM Riviera, $3,115* (ps);| 21 Special Riviera, $485"; 4-dr., $395; 
Cc | f BL 56 _— * ps); x ; 
OMPIONS FOF osc ccc ccc cccteeeescccccseccssecscsceecs ° $900*; 4-dr., $910*. ’52 Custom’ coupe, | Rivi 9 2 960° $2,800* | Super 4-dr., $305. '50 RM 2-dr., $390; will 
$640°. $635"; 4-dr. $540* 51 4-dr.. Super aoe a - at 2.9 ‘PS), 76 ° conv., $335*; Special 4-dr., $375*; Super “Th 
We also sell plastic Pennants. 48 pennants to 300 feet for $12.00. °’ : a 7 +} (ps). ’54 Super Riviera, 3 at $1,765%,| 4 ar. $265*,' $110. 49 RM 4edr., $150°, 
| _ $225*. $1,690*, $1,675*. '53 RM 4-dr., $940* tions 
NASH—'54 Rambler 4-dr., $925°*. 159 ' * 5 | CADILLAC—’55 (62) 4-dr., $3,560* (ps). 
(ps). 52 RM 4-dr., $630*. '51 Super) 
COMFORT SPECIALTY CO Srp ita Aiynae SAE| Mira bu “ah inet dr, S| ae, gee SOT os) ot | 
e (ps). ’ ) uper oliday, ’ ln 2 4 a j 4-dr., $9 ° exac 
, CADILLAC—’56 (62) coupe de Villle, $5,- | 
ar 61.0ues (ae) ea gem sone 060* (ps). °55 (62) 4-dr., $3,420° (ps). | CHEVROLET—'55 Bel Air (8) 2-dr., $1,- pany 
200 S. 7TH ST. ST. LOUIS 2, MO. 52 (98) 4-dr., $615*. 51 (98) 4-dr.,| ‘54 (60) Special 4-dr., $3,125* (ps); (62) mae: ar 'gh.54m $1510" $1,100; sae | wuret 
: 7 , 7 4-dr., $3,020* (ps). °53 (62) coupe, $2,- ) 4-cF., , , , : e200, <-GF., “ 
$440*; (88) 4-dr., $300. e00* twat: 4-dr. $1.500°. "BO (61 , oun, $1,250, $1,200. '54 Two-ten station wag- WI) 
$985*. '49 (62) 4-dr., 2 at $515*, $505*.| on, $965; 4-dr., $810, 2 at $750; 2-dr,, ages 
Ps ; : oe 5 . $840, $815, 3 at $800, $765; One-fifty fringé 
CHEVROLET— 56 Corvette conv., $2,315 | 2-dr., $745, $710; 4-dr., $710. ‘53 Bel Air ring 
(ps); Bel Air (8) coupe, $2,200*; 4-dr., | Sport coupe, $905; conv., $745; Two-ten get Yr 
2 at $1,965*, $1,850°; Two-ten (8) 4-| 4 ar $715*; One-fifty 4-dr., $530, $520; j 
dr., $2,155°; 2-dr., $1,850°, 2 at $1,945°,| $-G6-+ Siar: One Alty oor cuxe dar | of an 
$1,765; One-fifty (6) 4-dr., $1,730; 2-dr., $455*, $355: FL Deluxe 2-dr., $420 "51 and 
$1,670. 55 Bel Air (6) coupe, $1,665*; | SL Deluxe Bel Air, $470*; 4-dr., $320°, payin 
Bel Air (8) 4-dr., $1,520%; Two-ten/| $310*: FL Deluxe 4-dr., $360*%; SL Spe- 
(8) 4-dr., 2 at $1,500, $1,325; 2-dr., cial 2-dr.. $285. °50 SL Deluxe Bel Air, Cl s 
$1,305; Two-ten (6) 2-dr., $1,220, $1,-| gs300*: 4-dr., $195. at 


050; | %-ton, pickup, $1,496. | "64 Two | cHRYSLER—'5S3 NY 4-dr., $750° (ps). °52 
ten 2-dr., 2 at $1,030, $955. '53 Bel) “wing v.. $405* . 
Air coupe, 3 at $1,000, $870, $800; Two- | acon nage hg ote i 
ten 2-dr., 2 at $655, $540; %-ton pick- | DeSOTO—'53 Fire Dome (8) 4-dr., $630* ment 
up, $675. °52 SL Deluxe 2-dr., $490. °51) (ps). 














For extra fast 5 
ated counter dj 


elling, get this customer Oper- 


Splay in assortment No, 742 





a. wanes ".'caaen 2 SL Deluxe | DODGE — ‘51 Meadowbrook 4-dr., $305*. — 

-dr., 0. ’49 arryall, 0. "49 D y -dr. es past. 

DODGE — '56 Royal (8) 4-dr., $2,520*| ,, po eae —s an “ in th 
(ps). ’55 Royal (8) 4-dr.. $1 640° (ps) FORD—'55 Fairlane (8) Victoria, $1,700* 

‘52 i%-ton pickup, $440. 48 %4-ton panel,| (PS): Custom ¢6) 4-dr., $1,195. "54 Cus- the s 
$245 r , ie . tom (8) station wagon, $945; 4-dr., $910*, matte 

FORD—'56 Country sedan 3 at $2,525* ae Se ae) oe, ee ae least 
(ps), $2,285*, $2,255°; Fairlane (8) 4-dr.,| *¢T,, S765. (53 Custom, (8) 2dr ee i 
$2,200* (ps). '55 Fairlane (8) Victoria, a 7 : oon . : again 
$1,870° (ps); Crown Victoria, $1,865°:| (8), Victoria, $400; Deluxe (6) 2-dr., Th 
enue $1 630°: Main (8) Ranch Wagon, $200. '50 Deluxe (6) 2-dr., $105. '49 Cus- and 
$1,755, 2 at $1,620, $1,580; Custom (8)|_ t™ (6) 2-dr., $105. - the 
sedan, 3 at $1,615, $1,415, 4 at $1,365, | KAISER — °'53 Manhattan 4-dr., $520*, 
$1,325, 2 at $1,315, $1,215; %-ton pickup,| $460*. “3 his 
$1,165, 2 at $980, $915. ‘54 Main (8)| MERCURY—'56 Custom 4-dr., $1,950*. ‘54 cour 
Ranch W n, 1,260; t (8) 2-dr. d j 365*. ” -dr. 
$965: %-ton a $025, "ss ‘Crest (83 | a" ee: ane = and 
aa Ghee Coma ant ~~. —e.* 2 OLDSMOBILE—'56 (88) Holiday, $2,550. cat 
Crest (8) " Victoria $635* ‘51 Custom | See? 2-dr., $1,830° (ps), $1,675; (88) — 
(8) Victoria, $325: 2-dr., $315: 1% -ton | Holiday, $1,760*; 4-dr., $1,400* (ps). '52 invo 
pickup $500. , 7 es (88) 4-dr., $615*. ‘51 (9S) 4-dr., 2 at As 

, . °° a 260* 

HUDSON—'53 Hornet 4-dr., $655, °52 Hor-| 380°. '50 (98) 4-dr., $260°. this 
net 4-dr., 2 at $380, $350. PLYMOUTH—'55 Plaza (6) 4-dr., $1,175. 

LINCOLN—’55 Capri 2-dr., $2,600* (ps). "54 Savoy 4-dr., $745; Plaza 4-dr., $700. expla 
54 Capri 4-dr., 2 at $1,680*, $1,590*. 51 Cranbrook 4-dr., $225. tail. 

MERCURY—'55 4-dr., $1,845*; coupe, $1,-| PONTIAC—'55 Star Chief (8) Catalina, shoul 
735%; 2-dr., $1,565*. '54 Monterey 4-dr., $1,850*; Chieftain (8) 4-dr., $1,500*; ers 
$1,275*; Custom 2-dr., 2 at $1,190, $1,-| 2-dr., $1,355. °52 Chieftain (8) Catalina, 

065. °51 4-dr., $370. '50 2-dr., $310. *49) $500*; 4-dr., $405. 51 Silver Streak (8) and | 
conv., $225. | 2-dr., $400*. 

NASH—’56 Rambler station wagon, $2,300. * * * Th 
’54 Rambler 4-dr., $675. '53 2-dr., $660. . a ° e 
‘52 Ambassador 2-dr., $565. — Auctions in Brief — OF 

OLDSMOBILE — '56 (88) Super Holiday, F 
3 at $2,925* (ps), $2,860* (ps), $2,795*| MASON CITY, IA. n 
(ps); Deluxe Holiday, 3 at $2,585* (ps), Central States Auto Auction. Sale every (2d) 
$2,575* (ps), $2,505* (ps); 4-dr., 2 at| Wednesday (Feb. 8). Good weather helped An 
$2,450* (ps), $2,385* (ps). 55 (98) Holi-| make a hot sale, as clean merchandise con- : 
day, $2,430* (ps). ’54 (88) Super 4-dr.,| tinued to move. Sold 81 percent of 175 cars taine 
$1,245*. °53 (88) Super 4-dr., 3 at $1,-/ consigned. purif 
200*, $1,055*, $990*; conv., $1,010*; (98) | Ae rks ing « 
4-dr., $785. '52 (98) 4-dr., $835*. ‘51 (88) 7 2 
4-dr., $450*. '50 (SS) 2-dr., $430*. | Wi WINDSOR, VA. : necti 

PACKARD—’53 Clipper 4-dr., $805* indsor Auto Auction. Sale every Thurs- mack 

PLYMOUTH—'54 Savoy 4-dr “$845 53 | day (Feb. 9). There was plenty of activity 
Cambridge Suburban. $785.” °52 “Cran-| at the sale today, and about 80 percent of On 
brook conv., $495; 4-dr., $445. cars registered were and. : 


PONTIAC—’56 Chieftin (8) station wagon, 
$2,540*. ‘55 Chieftain (8) Catalina, $1,- 
920* (ps). '53 Chieftain (8) coupe, $965*. 
’52 Chieftain (8) Catalina, $820*. '49 Sil- 
ver Streak (6) 2-dr., $120. 

WILLYS—’'54 (4) station wagon, $1,145. 


ALBANY 


(Tim Anspach Auto Auction. Sale every 
Monday. Prices are for sale of Feb. 6.) 

(Nice, ready-to-retail autos sold a 
shade higher here again today as many, 
many, good buyers attended the auction. 
New cars slumped lower, and it was diffi- 
cult to get low dealer cost regardless of 
make. A heavy snow storm in the after- 
noon, causing dangerous driving condi- 
tions, kept car receipts lower. Sold 94 
cars out of 127 offerings.) 
BUICK—’51 Super Riviera, $560*; RM 4- 


dr., $420*; Special Riviera, $380*. '50) 


Special 2-dr., $240; 4-dr., $210; Super 
4-dr.. $210*. 

CADILLAC—’55 (62) 4-dr., $3,600* (ps), 
$3,450* (ps). '52 (62) 4-dr., $1,275* 
(ps). '51 (62) coupe, $1,150*. ’50 (61) 
coupe, $810*. 


CHEVROLET — ‘56 Two-ten (8) Sport| 


coupe, $2,160*; Two-ten (6) station 
wagon, $2,010. ’55 Bel Air (8) conv., 
$1,600* (ps); 4-dr., $1,575*; 2-dr., $1,- 
350; Two-ten (6) 2-dr., $1,280. '54 Two- 
ten 4-dr., $970*, $900*, 2 at $850, $800; 
2-dr., $820, $800; One-fifty 4-dr., $750, 
$725, $675. ‘53 Two-ten 4-dr., $790*, 
$680; 2-dr., $660; One-fifty club coupe, 
$570; 4-dr., $525; %-ton utility, $725. '52 
SL Deluxe 4-dr., $520*; 2-dr., $500*, 
$450*; FL Deluxe 2-dr., $470. ‘51 SL 
Deluxe station wagon, $520, $420; 2-dr., 
$440. '50 FL Deluxe 2-dr., $270*; SL 
Deluxe 2-dr., 2 at $125. ‘49 FL Deluxe 
4-dr., $210; %-ton panel, $170. 

DODGE—’49 Wayfarer 2-dr., $110. 

FORD—’56 Country sedan, $2,150*. ’55 
Custom (8) 4-dr., $1,340. '54 Main (6) 
Ranch Wagon, $1,195, $1,130. '53 Crest 
(8) Victoria, $985*, $775*; Main (8) 
Ranch Wagon, $970; 2-dr., $460; Custom 
(8) 4-dr., $800*. °52 Custom (8) 2-dr., 
$460. °51 Custom (8) 4-dr., $300. ‘50 
Custom (8) 4-dr., $290, $160; Deluxe 
(6) 2-dr., $150. °49 Custom (8) 4-dr., 
$150. 

HUDSON—’54 Super Wasp 4-dr., $750. '51 
Hornet 2-dr., $225. 

KAISER—’51 Deluxe 4-dr., $200. 


HARRODSBURG, KY. 
|} Blue Grass Auto Auction. Sale every 
Thursday (Feb. 9). Both weather and sale 
| good today. Market strong. Sold 70 cars 
| out of 90. 
* * * 


PORTLAND, ORE. 
Portland Auto Auction. Sale every Tues- 
| day (Feb. 7). The demand for sharp, clean 
units still exceeds the supply. 
| * * * 


| SALT LAKE CITY 

| Salt Lake Auto Auction. Sale every 
| Thursday (Feb. 9). We had an exception- 
ally good sale today, selling 75 percent of 


cars consigned, 
* * * 


DALLAS 

Southwestern Automobile Auction. Sale 
| every Wednesday (Feb. 8). Rain today, but 
|; we had a nice run of cars, With pretty 
|; weather we should sell 50 cars and over 
to break the $100 bank. Most dealers don't 
like to get their cars out in the rain and 
dirt. Sold 37 units today. 

| * * * 


MANHEIM, PA. 

Manheim Auto Auction. Sale every Fri- 
day (Feb. 10). The sun was shining today 
and as a result, we had a tremendous sale 
with 339 cars listed for the hammer. Sell- 
ing was hot with better than 80 percent of 
offerings sold. As usual, clean autos were 
really bringing top value. There is always 
a demand for sharp pieces at our sale. 

* * * 


SYRACUSE 

Syracuse Auto Auction. Sale every Wed- 
nesday (Feb. 8). Since Jan. 1, the supply 
of used-cars has diminished—at the same 
time, the supply of buyers has increased. 
The combination of these two factors has 
acted to push the market up an average of 
$50 to $75 a car at this auction. The 
|} cleaner cars are in especially strong de- 
|} mand. Today’s sale was active in spite of 
snow everywhere. 
* * * 


FARGO, N. D. 
Tri-State Auction Co. Sale every Thurs- 


day (Feb. 9). Sold 70 cars out of 87 
offerings. 
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Drawings, Specs Aren’t Eno so 


Only ‘Claims’ Protect Inventor 


By Leo T. Parker 
Attorney at Law 

ECENTLY I received an inter- 

esting letter from a disap- 

pointed inventor in Philadelphia. 
He wrote, in part: 

“I am an automobile dealer and 
some time ago I applied for and 
was given a United States patent 
for an improvement on carburetors. 
A few weeks ago I learned that a 
company in the east is using exactly 
my invention in its carburetors. 

“I consulted a lawyer intending 
to sue this corporation for in- 
fringement of my patent. This 
lawyer told me that it would be 
useless for me to file the suit 
because I cannot win the case. 
He said the “claims” in my patent 
will not win the suit for me. 
“The drawings and the specifica- 

tions of my patent show exactly 
what my invention is and, also, 
exactly what this infringing com- 
pany has incorporated in its car- 
buretors. 

“Why can’t I sue and get dam- 
ages from this company for in- 
fringement? I spent over $400 to 
get my patent and what good is it 
if another company can go ahead 
and make my invention without 
paying me royalties?” 

” = *~ 


‘Claims’ Must Be Complete 


ANSWER is: This inventor 
is having the same disappoint- 
ment numerous other inventors and 
patentees have experienced in the 
past. In other words, what is shown 
in the drawings, and explained in 
the specifications and descriptive 
matter of a patent does not in the 
least give a patentee any protection 
against others infringing his patent. 
This is so because an inventor 
and patentee is protected only by 
the contents of the “claims” in 
his patent. Numerous higher 
courts have in the past laid down 
and upheld this law and last 
month a higher Federal court 
sustained this usual law in a case 
involving automobile oil filters. 
As readers are experienced with 
this class of invention, I shall 
explain this case somewhat in de- 
tail. The knowledge thus imparted 
should save many automobile deal- 
ers future keen disappointments 
and much money. 
* x 


* 

The Winslow Filter Case 
| a example, in Winslow Engi- 

neering Co. v. Smith, 223 Fed. 
(2d) 438, the testimony showed: 

An inventor named Winslow ob- 
tained a patent on a 
purifier” designed to filter lubricat- 
ing oil or oil used for fuel in con- 
nection with engines and other 
machinery. 

One of the problems confronting 


Sun Begins Work 
On Research Lab 


CHICAGO.—Sun Electric Corp. 
has started construction on a new 
million-dollar engineering research 
and development center in Wheel- 
ing, Ill. 





O. L. Rhoades, chairman, said a/| 


series of complete testing labora- 
tories will be set up in the new 
building to make it possible to 
develop and test products under 
actual field conditions. 

Completion is scheduled for early 
summer. 


“lubricant | 





up within a limited time, and thus 
require frequent replacement. 

This was because the particles 
carried in the oil and which were 
required to be filtered out would 
be deposited on the outside sur- 
face of the filter and within a 
comparatively short time all of 
the pores through which the oil 
was to be filtered would be closed 
off, and the filter surface would 
then “slick over.” 

This was found to be true whether 
the filter proper, was made of cloth, 
metal or other material. 

In the Winslow & Moore patent, 
the asserted inventors undertook to 
bring together a combination of old 
parts in such manner as to provide 
a filter element which would extend 
the life of the oil filter and postpone 
the time when the pores in the 
filter surface would slick over until 
the absorbent filtering material be- 
hind the filter surface had been 
completely filled with this foreign 
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| present day manufacturers of filters} plugged with foreign matter and 
| was their tendency to clog or fill 


not useful to filter the oil. 

The court said: “The claim does 
allude to the growth or expansion 
of the filtering material; nor is 
there any allusion to any knitted 
fabrics.” 

This is so although the drawings 
and specifications clearly showed 
and explained the porous “knitted 
sleeve of fabric” which is “flexible 
and normally grows in volume as 
deleterious substances are collected 
and absorbed within the body of 
the element.” 

Holding that an inventor has 
no protection against infringe- 
ment of his patent, although both 
the drawings and specifications 
clearly illustrate his invention, 
the court said: 
“It is true that the specifications 

when read with the drawings, if| 
added to or incorporated in these) 


pointed manager of the foundty|duction as well as sales. He for- 
department of Kennedy-Van Saun|merly was associated with Ameri- 
Mf, 














claims would accomplish the re- 
quired limitation necessary to) 
specify the combination constitut-| 
ing the invention.” 


matter and the material which) — 


absorbed the impurities had been 
utilized to the maximum extent 
possible. 

« * a 


Invention Held Patentable 


rege tec patent is cylindrical 
in shape and has a perforated 
hollow rigid core. Next to this rigid 
hollow core is a mixture of cotton 
waste and wood shavings. This in 
turn is encased within a porous 
knitted sleeve of fabric. 

The impurities and foreign 
matters in the oil pass into the 
filtering material which is full of 
voids or interstices in which these 
impurities lodge. 
The casing is knitted, and not | 

woven, and functions like all knitted 
material. Its openings gradually 
become larger permitting more and 
more of the solids in the oil to pass 
through and lodge in the interior 
filter mass and further fill up its 
voids or interstices. 
As this mass continues to expand 
or grow in this manner it stretches 
the knitted cover and thus post- 
pones the natural operation of | 
plugging up its pores. 

Although all of these elements | 
were found in different old and 
prior patents, the higher court | 
held Winslow’s idea of combining 
these old elements was patent- 
able. 
The court said, “This combina- 
tion presented a growth factor) 
accompanied and supplemented by 
the expanding of openings in a 

filter cloth to allow that growth to 
continue and to prevent slicking 
over until maximum utilization of 
the interior filter mass had been 





accomplished. Hence we think in- 


vention was here present. 
“Thus we have invention . . . It 


|measures up to the standards for 


invention which this court has 
previously had occasion to approve.” 
+ ” 7 


Specs Not Enough 


Svan ree eee, the higher 
court held the patent invalid 
and not infringed because none of 
the claims in the patent contained 
a clause explaining that when the 
casing expands it stretches the 
knitted cover making the holes 
larger through which the oil passes 
and thus delays the time required| 
by the usual filter to become! 








Lead Santa Monica (Calif.) Area Dealers— 


Officers and directors of California's Bay District (Santa Monica) Motor Car Dealers 
Assn. are, from left, seated, Kenneth Parr, treasurer; Earle Locke, vice-president; Lou 
Albertson; Sally Tank, office manager; Floyd Osborn, president; John Hessell, secre- 
tary. Standing: Ira Escobar, Owen Keown, Ed Chaffee, Roy Pierce, Lee Kendall, Sandy 
Ladd and Paul Loranger. 


. 


CAN PAVE THE 
WAY TO BIGGER 
SERVICE DEPARTMENT 


PROFITS 


(Division of Ashland Oil & Refining Co.) 


FREEDOM, PENNA. 
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Derrick Is Manager 
Anthony J. Derrick has been ap-| Derrick will be in charge of pro- 





























































g. & Eng. Corp., Danville, Pa.| can Brake Shoe Co. 












AUTO SAFETY BELT 


WEBBINGS 


NYLON *© COTTON *© RAYON 


Made from the heaviest to lightest 
breaking strengths 
and to all Government Specifications 


Write or phone MUrray Hill 7-7151 for information and prices 


WEAVINGS CO. 


545 FIFTH AVENUE NEW YORK 17, N. Y. 


SPECIALISTS IN WEBBINGS FOR 


AUTOMOTIVE & INDUSTRIAL USE 





SEE WHAT THE Vj 
33,000 MILE GUARANTY _ 
PROGRAM CAN DO FOR You. : 






or 24 months on all chassis and engine p > 
lubricated with Valvoline products. ed M 
cm can weer Woe ie 








repeat customers. - 
® Help close new car sales. 
_—_ # Build Goodwill: ee 
be ae ae Keep you acquainted with your = 
eu stomer until he’s in the market for 
hie Ie er tO 6 os 


And you get plenty of selling aids to fale 
_ your service ‘and zee story to Evstamh 
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"Al AT NO CosT To Your 


MAIL COUPON TODAY FOR FULL INFORMATION 
NO OBLIGATION 







VALVOLINE OIL COMPANY 
FREEDOM, PENNSYLVANIA 


1 would like full information on the Valvoline 33,000 Mile | 
Guaranty Program. ' 
| 
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State Finance Regulatory Trends .. . | 


Ask Credit Insurance Rate Limit | 


N IDEA of the type of laws 

which may be proposed in state 
Legislatures throughout the country 
to regulate credit life and credit 
accident and health insurance has 
been given the National Assn. of 
Insurance Commissioners in a re- 
port. 

It proposed a definite limit on 
the compensation payable to the 
lender on small loans for furnish- 
ing such coverages. 

The report recommended that 
compensation,’ in loans of $500 or 
less, be limited in credit life insur- 
ance to 40 cents a year on each 
$100 and in credit accident and 
health insurance to 60 cents with 
a 14-day nonretroactive elimination | 
period on a one-year loan. 

Meanwhile, the National Assn. of 
Life Underwriters has gone on rec- 
ord as opposed to the proposal for | 
fixing limits on the compensation | 


on credit insurance small loans. 
¥ aa . 


ithe Small Business Administration a gs 





THER developments include the | 
following: 





AUTOMOTIVE NEWS, FEBRUARY 20, 1956 





missioner Harvey G. Combs has| investigate alleged abuses and pos- 
announced he will ask the 1957| sible law violations by credit in- 
Legislature to outlaw so-called | surance agencies in Indiana. 
“package deals” involving insurance | The move followed a hearing 
in connection with automobile sales| conducted by Rep. George S. 
financing. Diener, Indianapolis Republican. 
Combs said, the car buyer “does Voicing strong objections at the 
not know what kind of insurance | hearing against loan companies 
he has. He doesn’t know what | selling health and life insurance 
portion of that lump sum goes for | as a sideline, Oren D. Pritchard, 
interest or insurance. Quite fre- | Indianapolis, a life insurance ex- 
quently he thinks he has liabili- | ecutive, contended that such a 
ty insurance and hasn’t. About | practice made money borrowers a 
all he has is collision insurance.” | “captive market” for insurance 
Connecticut: “A special legisla-| sales. 
tive session has enacted bills allow-| A spokesman for small loan 
ing savings banks and savings de-| firms replied that the courts in McKenzie Joins Hudson— 
partments and state banks and/|most other states had upheld such 


, | A. Clayton McKenzie, of McKenzie Mo- 
trust companies to participate with| a dual operation. 


|tor Co., Lynn, Mass., signs his Hudson 
. | franchise as H. F. Fenerty, left, Hudson 
in making disaster loans to flood- |p remggerengiry eile A bill filed | Boston zone merchandising manager, and 
damaged businesses. Also enacted for consideration by the 1955|R. w. Dillaway, Boston zone manager, 
was a bill permitting savings banks | legislature would boost the limit look on. 
to act as collectors for the Small| for state-regulated small loans | _ 
Business Administration on real|from $300 to $1,500. The proposal | $2,500 and provide for the estab- 
estate mortgage loans. was offered by Rep. William D.|lishment of maximum small loan 
InpiANA: A state legislative ad-| Morton jr., Wellesley Republican. |interest rates by a new board 


visory commission authorized the| Another Massachusetts legislative| rather than by statute. Under an- 


ArKaNsAS: State Insurance Com-| appointment of a subcommittee to| proposal would raise the ceiling to other bill, payroll deductions for 





of the right automotive bearing 


and the right bearing service 


Ball bearings look alike, and it’s practically impossible to tell 
the good from the “not-so-good” until after they're put into 
a job. 


You can always be sure of the right ball bearings for auto- 
motive replacement by insisting on the bearings in these 
boxes. 


Get the BCA ball bearings you need when you need 
them from your Federal-Mogul Service jobber. He can 
give you “on-the-spot” service—he knows automotive 
problems and can help you when you need help. 


FEDERAL-MOGUL 
Federal-Mogul Service 


(Division of Federal Mogu! Bower Bearings, inc ) 


SERVICE 


DETROIT 13. MICHIGAN 
; 





savings banks deposits and pay. 
ments on loans would be permitted, 


NesRASKA: Pending before the 
supreme court was an appeal by 
the attorney general’s office from a 
ruling by a three-judge court in 
Omaha which, in effect, threw out 
a suit brought by the state against 
Associates Discount Corp. 


Charging unlawful loan activi- 
ties, collection of exhorbitant in- 
terest rates and other violations, 
the state’s suit asked that more 
than 1,000 contracts with automo- 
bile purchasers be cancelled. The 
company replied it is not in the 
loan business but buys auto sales 
contracts from dealers. 


appointed a receiver for the firm. 

New Mexico: Of seven applica- 
tions by Pacific Finance Loans of 
Calif. for small loan licenses in New 
Mexico, State Bank Examiner F. 
F. Weddington turned down five 
and approved two. 

The two approved were for 
Gallup and Silver City. Wedding. 
ton said he probably would grant 
company requests for rehearings on 
the five applications for Farming- 
ton, Las Cruces, Artesia, Raton and 
Clovis. 





* * * 


'W YORK: In a letter to banks 

and trust companies, State Su- 
perintendent of Banks George A. 
Mooney cautioned that when rep- 
resentatives of dealer groups call 
attention to the dangers of low 
down payments and long terms in 
the installment sales, it is time to 
reaffirm the importance of sound 
financing methods. 


He cited increasing newspaper 
reports that dealers, under sell- 
ing pressure of the manufac- 
turers, are disposing of an in- 
creasing number of cars on terms 
which indicate that advance- 
ments and repayments have not 
been geared to provide adequate 
equities throughout the life of the 
financing. 


Mooney pointed out that the au- 
tomobile has become the major 
item of consumer goods financed 
in bank installment credit depart- 
ments through the medium of direct 
personal loans and the purchase of 
dealer paper. 

He noted that as of last Oct. 5 
85 percent of all state-chartered 
banks, trust companies and indus- 
trial banks, held a total of $317 
million of automobile paper, repre- 
senting an increase of 36 percent 
over the preceding year. 

Asserting it is not the size of 
consumer credit that concerns the 
state banking department, but its 
soundness, Mooney warned th at 
banks must remain especially alert 
to prevent an influx of marginal 
Paper and to guard against at- 
tempts to break down sound stand- 
ards which have prevailed in the 
state. 


Emphasizing that soundness 
calls for realistic valuations, he 
said banks must avoid the pit- 
falls of artifically inflated sales or 
fictitious equities. 


In another development, the 
Greater New York Insurance 
Brokers’ Assn. proposed a general 
state legislative investigation of 
problems resulting from the place- 
ment of insurance on automobiles 
sold on the installment plan. 

The association suggested legisla- 
tion which would: Compel dealers 
to state the kind of insurance pro- 
vided and the cost of each item, 
prohibit auto salesmen and clerks 
from selling insurance, and elimi- 
nate the present conflict of interest 
between brokers for the finance 
company and the automobile buyer. 

PENNSYLVANIA: Gov. George M. 
Leader signed into law a bill to 
allow banks to preserve photo- 
graphic or photostatic reproduc- 
tions of original records after two 
years. 


GM Executives Join 


Laugh Week Group 

MORRISTOWN, N. J.—Ivan 
Wiles, general manager of Buick, 
and J. A. Anderson, general man- 
ager of AC Spark Plug, are among 
20 top executives who will serve 
on the advisory committee for Na- 
tional Laugh Week, Apr. 2-8. 

William G. Mennen jr., national 
chairman, said, “Humor has a high 
Place in the cultural, social and 
economic life of America. Good 
cheer is good business all year 
around.” 


The court enjoined the corpora- J 
tion and its branch manager, Jack § 
F. Kennitz, from collecting or at-§ 
tempting to collect any loans and} 
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In the Letterbox 





(Continued from Page 12) 


all, trite though it may sound, | salesmen is due to dealer treatment 
salesmen are born, not made. After|on an overall picture rather than 
they do arrive on this earth they | declining commissions. 

must be pampered and cared for| Compare the salesman with fellow 
like the most perishable of flowers.| employes. He is privileged to work 
That wonderful instinct is inborn, | six days per week (even seven); 
the acute sensitivity to a prospect’s| being'not considered an asset to the 
moods and desires. The delicate|company, in good or bad times, 
touch of knowing just when to| when the ax falls look who gets it; 
start closing a deal. 
talents no amount of polls, pamph-| dead; and when business falls for 
lets and mass production sales|a week just ask the boss who’s at 
talks will ever develop. |fault (That lazy bunch of sales- 

Where are these most needed| men). 
of men? Right in front of you. | Sure it takes time to build a clien- 
There probably isn’t a dealership) tele. A dealer hires a salesman to 
in the country that hasn’t one or | produce today and if not — out, 
more of these rare individuals, but | O-U-T. Every other department is 
unless they have intelligent bosses,| granted time for increase but the 
as my husband has, their abilities| sales people should have brought in 
are stymied by personal problems| the business yesterday. 
or a raft of deadwood trainees| Another thing, how many times 
that fumble more deals than 50/ has the house broke the client’s 
men could make up. back. Have you ever seen a boss 

The need isn’t for 15 or 20| “skate” a salesman with, “He’s a 
“leadheads” to stand around and! nice fellow but I’m sure we can 
collect their draw, drive their new; do business. Step in my web 
demonstrators and three months 
later decide they had better look | 
elsewhere for their living. Educa-| 
tion is wonderful, both my husband | 
and I are college graduates, but} 
no amount of education will make | 
a salesman. It just adds polish. 
It is interesting to consider that | 
the very large percentage of col-| 
lege graduates class automobile | 
salesmen along with horse traders, | 
and would not even think of sell- | 
ing automobiles unless they were} 
going to inherit the business. 

A point might be inserted here | 
that they have been so classed be-| 
eause of the failure of the manu- | 
facturers to set a rigid price line| 
and therefore the small dealerships | 
with very small investments are} 
cutting the throats of the larger 
dealers who have hundreds of thou- | 
sands invested, and the manufac- 
turers had better wake up or they | 
will be stuck with just the small} 
dealers who go in and out of busi-| 
ness like the sun pops in and out.) 

To get back on the beam. The} 
manufacturers are stressing more | 
and more salesmen, figuring on the 
law of averages that if the dealers 
employ more men a larger per-| 
centage will fall into a deal. In| 
today’s market you don’t fall into} 
any deal. You sell each and every | 
car. So the excess sales force is| 





and a terrific expense to the 
dealers. 

In other words the dealers snould | 
look in their own back yards and) 
prune the roses they have. A man| 
with automotive experience may| 
need real personal guidance, con- | 
stant encouragement, pampering of | 
all sorts, but he’s the boy who will 
write up the sales, and he isn’t too 
hard to pick out from the crowd| 
of fumblers. | 

Then let the manufacturers not | 
try to hire men in Muncie from| 
the Detroit office, but just see to 
it that the dealers receive a fair 
deal pricewise and octherwise. 
Mrs. C. H. Water, 109 Cleveland 
Bivd., Fayetteville, N. Y. 


* * * 


‘Where Are the Bosses?’ 


This is a sequel to “Where Are 
the Salesmen?” which appeared in 
the Jan. 16 issue of AUTOMOTIVE | 
News. I ask: “Where are the | 
bosses ?” | 

Eleven of 16 manufacturers say | 
there is a need for salesmen. I say 
the need is for the man handling 
salesmen. 

All factories should embark a 
upon training management per- | 
sonnel in handling of fellow man. 

Abandonment of experienced 


a hindrance to the good eH 


Nokorode... 


Dries faster 


Calendar 


(Continued from Page 12) 


General 
Show, Exhibition Hall, Coliseum, New 
ork, 
June 3-8— Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J 





June 11-15—National Plastics Exposition, 
New Coliseum, New York, 

July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 


Edgewater Beach Hotel, Chicago. 
Sept. 20-22—Automotive Parts Rebuilders 

Association Convention and Trade Show, 

Edgewater Beach Hotel, Chicago. 
Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn., Hotel Del 
Coronado, San Diego, Calif. 


These are|take time off or be sick and you're) 
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(oops) office.” 
I wonder if Ford’s definition of 
“prospecting” compares with mine: 
The dealer hands the salesman a 
brochure, order pad, kick on the 
posterior and a cheerful, “Bring in 


| the order.” 


Perhaps Messrs. Hackett and 
McGuckin are right in assuming 
that a shortage of salesmen (in 
number) is acute but, can they con- 
vince dealers to utilize the force 
available. 

Glenn D. Wilson (Buick) is cor- 
rect in stating the dealers have 
sufficient sales manpower. Yes sir, 
20 employed, 20 being hired and 20 
fired. P.S. This will build a clientele 
over the years? P:P.S. How many 
of these salesmen are allowed to 
make a decent living? 

My Plan (Not Dodge) 

1. Factory representatives visiting 
dealers and evaluating management, 
determining fitness to handle sales 
force. 

2. Furnish instructional mate- 
rial helping dealer to understand 
sales force. 

3. Application forms presented to 
future employes screening potential 


| employer. 


50% More Undercoating 


Jobs from Every Drum 


Check these facts, and you'll quickly see 
how Lion Nokorode Undercar Sealer and 
Silencer can build extra profits for you. 


Is sprayed on thinner (4c”) 


Lasts longer 
Goes farther 
Is concentrated 


Is preferred by spray men, because 
both application and clean-up are 


Is guaranteed by Lion Oil Company 


Made under the process of U. S. Patent No. 2393774, 
and made from start to finish by Lion Oil Company. 
Send for complete details NOW! 


LION OIL COMPANY 


A DIVISION OF MONSANTO CHEMICAL COMPANY 
EL DORADO, ARKANSAS 


As for “new-blood” anxious to do 
many things which “seasoned” 
salesmen will often neglect or ig- 


“See For Yourself How 


| Vv Sprays on Quicker 


Vv Saves Time, 
Trouble, Money!” 





BBB President Attacks 


Misuse of Bureau Name 


NEW YORK.—In a letter to 
75,000 members, Victor H. Ny- 
borg, president, Assn. of Better 
Business Bureaus, warned busi- 
ness firms and the public against 
“increasing questionable opera- 
tions which are usurping the 
Better Business Bureau name.” 


He said that some such oper- 
ations endorse questionable prod- 


that BBB policy prohibits any 
endorsements. He urged busi- 
nessmen and trade groups to no- 
tify the BBB or the association 
of any attempted misuse of the 
bureau name. 





| in the young go-getter after 60 days 
| under the roof? 


| Your article said the Dodge plan | 
| suggests this formula to determine 


| the number of salesmen needed: 
No. of units desired for 3 months 
Average Sales per man now 





Swell, just peachy. Figure how 





ucts or services and pointed out | 


nore; could be morale at its lowest | 
| ebb (yes, could be). Why the change | quote 


hire. Yes, hire like crazy. Five men 
moving 30 cars, hire 10 and get 60. 
Incidentally, if you don’t get the 
60 cars out, someone will starve but 
| then I did say incidentally didn’t I? 
| Your article quoted a Dodge 
booklet as saying: “A salesman 
today has to be an intelligent, alert, 
industrious businessman who under- 
stands people, who knows how to 
sell them and who must find out 
what: motivates a prospect before he 
| can sell him.” 

WOW! No wonder this man is 

going into another business 
where, with these qualifications, 
he will soon become president. 
Here on his “home-base,” he is 
| privileged to attend one or two 
meetings per day in order to con- 
|firm his own opinion of himself 
from the holder of sales meeting, 
| just how stupid he really is. 
Let’s sum it up by taking another 
from the Dodge booklet 
| which was mentioned in your ar- 
| ticle: 

“A salesman wants good working 
conditions, a good demonstrator 
plan and he expects to be treated 
| fairly and honestly.” Oh yes! LIKE 
|THE INTELLECT THE BOSS 
WAS LOOKING FOR WHEN HE 
HIRED HIM. — Ross Stone, San 





many cars you want to move and/| Francisco. 


Lion Oil Company 
Dept. AN-L 
El Dorado, Arkansas 


Name_ sew 


City 


aN ae ha 


























Please send me complete information about Lion 
Nokorode, and how it can increase underbody 
coating profits. No obligation, of course. 
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GM's Wheel Belencer— 


A new machine designed by General 
Motors research staff is on the Oldsmo- 
bile production line, balancing wheels and 
tires on a film of air two thousandths of an 
inch thick. Utilizing a so-called air-ball 
pivot, it automatically registers both loca- 
tion and amount of unbalance and stamps 
the mount on the wheel's inside rim. The 
operator, left, puts clamp weights on the 
“light" side as wheels pass him on con- 
veyor. 






Pk 


parts & labor 





LABOR CHARGES 


in hours and tenths, au- 
tomatically figured at 
your scale per hour. 
Covers repairs for all 
cars. Prevents errors. 


PARTS PRICES 





Use the 3-in-1 
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parts and equipment jobber — 
sponsored show was being held. 
Along with them, of course, we 
will have the Booster Clubs Inter- 
national, the Automotive Affiliated 
Representatives, the Equipment and 
Tool Institute and a goodly rep- 
resentation from the Engine Re- 
builders. So the Golden Gate City 
will be swarming with guys who 
make their living from this great 
automotive business of ours. 
I just wonder what Billy Hus- 
ton, the oldest Ford dealer in the 
world—he had a dealership in 
San Francisco even before the 
1907 earthquake—would do if any 
representative part of this crowd 
took up the kind invitation 
he extended at NADA to visit 
him while they were at the show. 
Tll bet that Billy would never 
be loose with his invitations again. 

Incidentally, the Equipment and 
Tool Institute met in Detroit earlier 
this month and entertained the 
service managers of the car and 
truck builders as has been its cus- 


UOT aa 


ON EVERY 
REPAIR JOB 








DeLuxe Auto 


PARTS and LABOR 


MANUAL 


Backshop . 


(Continued from Page 29) 





for all makes, arranged 
alphabetically; and mod- 
els back through 1949— 
hard tops, convertibles, 
station wagons included. 


ILLUSTRATIONS 
of 1954-56 bodies—with 


assembly views of front 
and rear suspensions, 
grilles, power steering, 


YEAR’S SERVICE, JUST $16.50 


For speed and accuracy in your estimating 
and billing and a profit on collision, chas- 
sis, mechanical, trim, glass or body re- 
pairs, order the DeLuxe P & L Manual 
at $16.50 or the Standard P & L Manual 
(which omits the Illustrations) at $12.50. 
Both editions contain the latest figures 
and the year’s service assures you of up- 
to-the-minute revisions. 52,000 users rely 
on this authority for exact quotations. 


‘would result in Dollar Output he 








front bumper. 


your subscription now. 


Your satisfaction is guaranteed. 


The Official RED BOOK 
USED CAR APPRAISALS—$7 YEAR 


Lists all cars back since 1947 and trucks through 
114 ton capacity since 1949. Revised edition every 
six weeks includes finance or cash values; average 
“as is” or wholesale values; realistic average retail 
values and all other important data—for your area. 


A powerful, profitable sales tool—and recognized as 
the nation’s used car authority for 45 years. Mail 










NATIONAL MARKET REPORTS INC 


Speciclizing in cutomotive pub 





30-day free-trial guarantee. 


NATIONAL MARKET REPORTS, INC., 900 S. Wabash Ave., Chicago 5, Ill. 
Please enter our order for 1-yeat’s service indicated below, subject to your | 


O DeLuxe Edition of P & L Manual combined with “Illustrations”$16.50 | 
O National Auto Parts & Labor Manual—Standard Edition.............. $12.50 
© Red Book Official Used Car Appraisal Guide 
0) Pacific Coast Edition ‘‘C”’.............. = 
) Automotive Service Digest, ome yeat.............:c.ccessessesserssseersseseesseses $ 3.00 
©) Check enclosed. ©) We'll pay postman on delivery (plus charges) 


rtiite ee 
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e e e Jack Weed 


tom for several years. And, as 
usual, the institute put on a very 


nice show for the factory boys. 
* * 


& 
You Got to Ask! 


Bo going over to the Equip- 
ment and Tool Institute meet- 
ing here in the Detroit Leland 
Hotel, I stopped off for lunch with} 
the Adcrafters and heard my old 
friend, Bill Power of Chevrolet, 
give one of his great inspirational 
speeches, complete with props. 

His “fired-up” talk had to do 
with advertising being but a part- 
ner of sales, a most necessary part- 
ner it is true, but not the entire} 
sales workhorse. Bill. pointed out,| 
as only he can do, that it takes 
someone to ask for the order, to) 
demonstrate the product and use 
words to sell its features for even 
Chevrolet to reach the high volume 
sales that it aims for each year. 

Then as I walked into the ETI 
meeting I caught the tag end of 
another inspirational speaker, 
Tom Collins, a Kansas City 
banker, telling the shop tool and 
equipment men approximately the 
same thing. 

On the same program, Herb Lam- 
born, of Wolfe Co., went into a 
very graphic illustration along the 
same line using as the base of his 
talk a very pointed—for dealers 
especially—play on the simple word 
DO. 

After setting the stage for the 
play on initials and words by going 
into the advent of increased pro- 
duction and loss of service by 
neglecting customers and loss of 
customers by neglecting service, he 
laced the shop-equipment makers 


and their jobber salesmen for doing| f 


the very same thing that they were 
criticizing the car and truck dealer 
for doing—not serving their cus- 
tomers properly. 

He pointed out that for the dealer 
to get more D O—dollar output 
—from the service department, the 





dealer and his service manager had 
to get more use out of their tools 
and equipment. 

* > 


Get in the Shop 


eases. before any sales- 
man could sell a dealer more 
equipment, it was up to the sales- 
man to get into the shop and show 
mechanics how they could profit) 
more by making the greatest use 
possible of their equipment, which 
wasn’t being used to its fullest ex- 
tent. 

In his calls on dealers Herb said 
—getting back to the play on ini- 
tials—he gets a lot of D O. Instead 
of a sound Dealer Operation which 
would bring Dandy Orders that 


hears Dealer Opinion on why he 
is laboring under Deficite Operation 
as a result of the Damned Over- 
production which brings on 
Damned Overallowances and Dis- 
count Operation. 

This he pointed out brings on a 
Dismal Outlook by the dealer 
toward his business and results 
in Drastic Orders to Don’t Order 
anything for the shop and even 
means that some dealers. Drop 
Out. 

He said the equipment salesman 
should get into the D O game with 
showing the dealer a Definite Oper- 
ation with a Definite Objective to 
work for a Durable Operation and 
insist that all departments Do 
Organize and Demand Output with 
Departmental Objectives. 

He claimed that this not only 
would result in bringing the dealer 
Definite Optimism but would result 
in the service manager Digging Out 
and Dusting Off equipment that was 
not being used, see that it Does 
Operate and make money for the 
dealer again. 

Instead of permitting Dissatisfied 
Owners to Drive Out unhappy cus- 
tomers being referred to as Dis- 
gusting Owners the attitude should 
be turned to Dear Owners. The an- 
swer to that about-face would be 
found in several D O’s, Don’t Of- 
fend, Don’t Oversell and Don’t 
Overcharge. . 





* * 


Just Do It Once 


“More DO of the things we already 
know how to do means More 
Dough,” DO with a long O. 

Jack Dunn of the Cadillac serv- 
ice department brought up a wail 
from the parts end of the business 
that should start some thinking on 
the part of many equipment 
makers. 

He pointed out that while the 
manufacturers were continually 
bringing out new tools and de- 
vices to aid service operations, 

he had not seen anything for 
quite some time that was de- 
signed to aid the parts man on 
his job and help him make more 
money for the car and truck 
dealer. 

He said: “As we look to the parts 
end of the dealership operation, we 
find that in our experience that not 
much attention has been given to 
the needs of providing up-to-date 
equipment for the receiving, 
handling storage, display and dis- 
bursement of parts and accessories. 

“What little equipment that is 
presently available in the line of 
material handling and bulk storage 
usually is distributed by the larger 
industrial suppliers. Such being the 
case, these people have not shown 
much intrest in the lower-priced 
items and smaller requirements of 
the individual dealerships.” 
+ * * 


A Direct Challenge 


os gentlemen, is a direct 


challenge to you in the equip- 
ment end of the business who wish 
to expand your activities and profit 
sources. 
A few short notes gleaned here 





Completes Buick Exam— 


The first of 131 Buick dealer mechanics 
in the San Francisco zone to complete a 
series of factory examinations on product 
information, William Thayer, right, is 
presented with a special lapel insignia 
by D. A. Billigmeier, Buick zone service 
manager. Thayer is a shop technician for 
McAlister Buick, San Francisco. 


Cummins Boosts 
Production 21% 


COLUMBUS, Ind.—Cummins En- 
gine Co. has announced an imme- 
diate increase of 21 percent in en- 
gine production over current levels, 
bringing output to the highest point 
in the firm’s history. 

R. E. Huthsteiner, president, said 
the extra output was needed be- 
cause of the demand for diesel 
engines from the expanding con- 
struction industry, because of the 
acceptance given the company’s 
line of turbocharged diesel engines 
and because Cummins is making 
more components of its engines. 






— 


and there during the ETI “gito. 
gether.” One of the factory service 
managers believes that even under 
present conditions franchised deal. 
ers will do a good job of inspecting 
cars and trucks this coming May 
Safety Month as he understands 


approximately 7,000 sets of dealer | 


material, including banners, ete, 


already have been purchased by 


franchised dealers. 
One of the boys behind the in- 


vitational get together for gov- | 


ernment personnel during the 
NADA Convention in Washing- 
ton said Air Force and Navy 
personnel, as well as a good rep- 
resentation from the civilian 


agencies turned out, but that the | 
Army was conspicuous by its ab- | 


sence. Every one is wondering 
why. 

One out of every four new cars 
coming off the assembly lines these 
days is equipped with brakes that 
are inefficient, clinic tests of one 
manufacturer: of brake equipment 
seems to indicate. One factory 


service manager asked why the in- | 


cidence of brake complaints was 


highest in Southern California. It | 


was suggested that due to the high 
speeds at which cars are driven on 
Los Angeles freeways, people in 
that area knew when they had 
good brakes and when they didn’t. 

This thought leads to a growing 
and persistent belief on the part of 
many dealers and service managers 


that no factory manager has been | 


given orders from the “high com- 
mand” that improperly assembled 
vehicles must be checked and the 
improper assemblies corrected be- 
fore they are turned over to “drive- 
away.” 

Both dealers and service manag- 
ers claim that many hundreds of 
thousands of dollars of dealer shop 
expense and warranty work could 
be avoided if more care was exer- 
cised in seeing that the cars actu- 
ally were ready to go as they drop 
off the assembly lines or before they 
get to the dealers. 


Attendance Tops 
7 Million for GM 


Progress Parade 


SAN BERNARDINO, Calif.—aAt- 
tendance at Parade of Progress, 
General Motors’ traveling science 
show, has passed seven million, the 
company has reported. The caravan 
started its tour from Detroit in 
April, 1953, and has visited 128 
cities. 

The seven-million attendance is 
an average of 54,700 per city and 
1,515 per hour. The exhibition stays 
an average of 5% days in each city. 





Res 


It is an outdoor show and admis- | 


sion is free. 
Harlow H. Curtice, GM president, 


said the show was sent on tour to 7 


help people see “how research, en- 
gineering and American progress 
are linked solidly together.” 

He added, “We feel the Parade 
of Progress is achieving its aim of 


inspiring the young people of the § 


land—the inventors, scientists, en- 
gineers and leaders of tomorrow.” 

From California, the show will 
move up the Pacific Coast, reach- 
ing Vancouver, B. C., in June. 


Thompson Names Lynas 

Robert M. Lynas has been ap- 
pointed assistant division industrial 
engineer for the Michigan division 
of Thompson Products, Inc., Detroit. 





T COULD result in Do Once in-| Attractive Lubrication Department Pays Off— 


Shown above is the lubrication department at Danner Buick Co., Marion, O. Carl 
E. Danner, president, who believes attractive lubrication facilities “sell a great deal 

Herb wound up his talk with a/ of service,” says lubrications have increased from 400 to 600 cars per month since 
bromidic but all-too true phrase,! the installation of new overhead lubrication equipment. 


stead of Do Over and should be 
Done On time. 
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A Tale of Five Cities ... 


AUTOMOTIVE NEWS, FEBRUARY 20, 1956 


Autos Spur Flint’s Fast Growth 


CHICAGO. — Flint has grown 


more rapidly since 1900 than any 


other medium-sized midwestern 
city and the answer can be con- 
tained in just one word: Automo- 
biles. 

This is the summation of a 
Federal Reserve Bank of Chicago 
study contained in the bank’s 
annual report. Included were 
four other cities, Decatur, IIL; 
Fort Wayne, Ind.; Waterloo, Ia., 
and Madison, Wis. | 
The common key in all these 
places was exceptional growth, as| 


) gall expanded at a far greater rate) 


than the national average. How- 
ever, while the other four gained 
from 2% to 3% times the U. S. 
average, Flint’s population multi-| 
plied seven-fold, the bank said. 

“Two out of three people work- 





Auto Finance Measure 
Proposed in New York 


ALBANY. — A bill regulating 
finance charges and prescribing a 
standard form of installment con- 
tract for purchasing vehicles has 
been introduced in the New York 
State Legislature. 

The measure would set maxi- 
mum credit charges at 6 percent 
for new vehicles, at 9 percent for 
vehicles up to two years old and 
at 12 percent for other vehicles. 
A minimum charge of $10 was set. 





23 Dealers Rea 


Of °55 ‘Retailer of Year’ 


NEW YORK.—The Brand Names 
Foundation, Inc., 


among the finalists in the 1955 “Re- 
tailer of the Year” 
sponsored by the organization. 

The awards will be presented at 
the annual Brand Names Day din- 
ner Apr. 18. Principal speaker will 
be Vice-President Richard M. 
Nixon. 

A total of 570 finalists in all cate- 


gories have been selected, accord- | 


ing to Henry E. Abt, president of 


the foundation, which is a record. | 


Three of this year’s finalists 
previously have won runner-up 
Certificates of Distinction. They 
are King Braeger Chevrolet Co., 
Milwaukee (1953-1954), Orville 
Lowe (Ford), Des Moines (1954), 
and Lewis Boggus Motors, Inc., 


(Ford), Corpus Christi, Tex. 
(1954). 
Five previously have been picked 


as finalists. They are: 

Tony Piet Motor Sales (Pontiac), 
Chicago (1953-1954); Charles Chev- 
rolet, Inc., Worcester, Mass. (1953); 
Read Mullen Motor Co. (Ford), 


Canada Spends 
15% More on Cars 


OTTAWA.—Canadians spent more 
money on cars and trucks ($2,229,- 
587,000) than on food and other 
necessities ($2,154,347,000) during 
the first 11 months of 1955, accord- 
ing to the Federal government. 





Car and truck purchases rose| 


15.5 percent over the same period 
of 1954, it was reported. Auto busi- 
ness dropped 7.9 percent in Sas- 
katchewan, but rose 29.8 percent in 
British Columbia; 20.2 percent in 
Ontario; 15.9 percent in Alberta; 
12.7 percent in the Atlantic prov- 
inces; 12.2 percent in Quebec, and 
68 percent in Manitoba. 


6 Appointments Made 


In Lincoln Division 


W. D. Singleton, general manu- 
facturing manager of Lincoln, has 
announced six appointments in the 
division’s office of manufacturing 
operations. 

A. D. Weir was appointed pro- 
duction engineering manager; J. E. 

erman, assistant to the gen- 
eral manufacturing manager; H. F. 
Cilaar, manager of the pre-produc- 
tion control department; C. S. 
Young, manager of the manufac- 
turing engineering department; R. 
Culley, manager of Lincoln’s 
manufacturing engineering depart- 
ment, and W. R. Slattery, manager 
of the plant engineering depart- 
ment. 


| opment 


|}economic structures and the geo- 


j}and services of many types offers 


: has announced |tiac, Tampa, Fla. (1954), and Hum- 
/ that 23 automobile dealers are/|phrey Chevrolet, Milwaukee (1954). 


competition | are: 


ing in Flint are employed by Gen-|the bank said, more and more peo- 
eral Motors Corp.—Buick, Chevro-|ple will find it worthwhilé to go 
let, AC Spark Plug and Ternstedt|into businesses which primarily 
divisions,” said the bank. serve the local market. 

“Moreover,” the report continued,| The following table, illustrating 
“GM accounts for almost all of the|the importance of the automotive 
area’s earnings resulting from sales |industry in Flint, gives a break- 


lof goods and services outside of | down of the jobs in Genesee 


Genesee County. This firm brings | County: 


in more than 95 percent of all/| Total 1955 
| wages, salaries and shareholders’ | (thousands) 
returns earned through external | Total o0........ccccccccccseseseeeeeseessenees 139 


sales by Flint manufacturers.” Motor vehicles and parts.... 82 


Needless to say, the bank adds, | oe 
“the conspicuous success of Buick Tra: eee d utiliti 
and Chevrolet has been a major ransportation and utilities 4 


factor in Flint’s expansion in con eae qrabnesietsuyieiouih . 
recent years.” etal EMD qeustequewsesnsduteetaanees 
: . L i a, 5 
The bank said that Flint has run| Business and personal 
counter to the two distinct trends PEE da hciih een ta ecdaee, 14 


evident in urban industrial devel- | 
in this country. Those 
trends were said to be: Diverse 


The bank said that by studying 
the prospects for growth and sta- 
bility in midwest communities it 
hopes to be better able to “interpret 
the constant flow of banking and 
retail trade data it collects through- 
out the district.” 


graphic decentralization of major 
industrial firms. 

Yet, Flint — while swimming 
against the tide—has shown the 
most rapid growth of any medium- 
sized midwestern city. This, the 
bank said, is why its “economy... 
can be described in a single word 
... automobiles.” 


Outside the auto industry, the 
bank said, lack of wholesale trade 





important room~-for growth in 
Flint. As Flint continues to expand, 


ch Finals 


Phoenix, Ariz. (1954); Elkes Pon- 


| Others among this year’s finalists 


| Buick: S. F. Brown Buick, 
| Bridgeport, Conn,. and Cloud Buick, 
| Appleton, Wis. 

| CHevrotet: C. A. Grieger Motors, 
| Fort Wayne, Ind.; White Chevrolet, 
|Toledo, and Sanders Chevrolet, 
| Watertown, S. D. 
DopGe-PLyMouTH: Mitchell Mo- 
|tors, San Antonio. 

Forp: Charles City Motor, 
|Charles City, Ia., and Sherry Mo- 
|tors, Appleton, Wis. 

| Otpsmosite: N. C. Lamson Motor | 
|Co. (Cadillac), Central Valley, N. 
|¥.; Charles Kreisler, New York, 
land Casner Motor, El Paso, Tex. 

Pontiac: A. C. Hine Pontiac, 
| Hartford, Conn.; Davis Auto, Fort 
| Wayne, Ind.; Pattison Pontiac, 
|New Orleans, and Atlantic Motor 
| Mart, Beverly, Mass. 

The automobile dealer category) 
|was established in 1951. Winners 
have included Monarch Buick Co., 
New York (1951); Masters Pontiac} 
Co., Long Beach, Calif. (1952); 
|Grand River Chevrolet Co., Detroit 
| (1953), and Walker Motor Sales 
| (Mercury), Dayton, O. (1954). 


'Mass-Produced 
Turbine Autos | 


‘Called Possible 


LONDON. — (UTPS) — Gas-tur- 
bine engines to meet modern 
production methods and road con- 
ditions now are a possibility, ac- 
cording to Austin Motor Co. 

But the English auto manufac- € 
turer stressed that problems of 
production, cost and weight will 
keep them off the road in the im- 
mediate future. & 

Dr. J. H. Weaving, head of Aus- 
tin’s gas-turbine research unit, said 
a major difficulty in applying tur- 
bines to the automobile has been e 
the uneconomical fuel consumption. 

“The Austin unit,” he added, “has 
a highly developed heat exchanger 
which utilizes the energy of ex- 
haust gases to warm the incoming * 
gas flow, thereby improving ther- 
mal efficiency to an extent where 
fuel consumption is reduced.” oe 

Among the problems still to be 
solved, he said, is the production of 
a cheap heat exchanger of light 
construction. When this is achieved 
and further improvements added, 
the unit could attain fuel economy 
comparable with that of diesel en- 
gines, he said. The Austin gas tur- 
bine is designed to run on diesel 
fuel. 


Develop better 
prospects 








they sell the car 


@ Increase service absorption percentage 


Keep customers satisfied with their new 
car performance and your service 


Build your business by building your 
reputation for quality 


Bring service customers back regularly 


Get Salesmen to sell “service’’ when 
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Compton Supplies Dodge— 
J. Leon Compton, left, Compton Motors 
(Dodge-Plymouth), Egg Harbor, N. J., turns 
over a new Dodge to Joseph Mohr, instruc- 
tor, and Fannie D. Rittenberg, principal, 
Egg Harbor High School, for use in the 
school's driver-education program. 


new and used car 


BRADFORD, PENNA. 










Chamber Tells 
How to Lure 
New Industry 


WASHINGTON. — A five-point 
program to help local communities, 
including depressed areas, build an 
economic climate which attracts 
and holds industry has been pro- 
posed by the U. S. Chamber of 
Commerce. 


The points are: 

1. Make a survey of employer- 
employe relations, taxes, govern- 
ment services and regulations and 
education. 


2. Enlist cooperation to correct 
factors unfavorable to business. 

3. Encourage employers to inter- 
pret business operations and prob- 
lems to employes and public. 

4. Attack state problems affect- 
ing local business, including re- 
strictive labor laws and burden- 
some regulation of business. 

5. Work on national policies such 
as corporate tax rates which dis- 
courage investment in new busi- 
ness, exemption of unions from 
antitrust laws and Federal regula- 
tions that harass business. 








DOUBLE YOUR NEW CAR PROFIT 
with this Kendall Plan designed to: 





There is nothing like the gee 
to boost business. Tie-in with 
Kendall and keep the service 
business you create. 


KENDALL REFINING COMPANY 
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Takes the eye at a glance 


Swing-Door 


makes nationwide hit! 


It’s no wonder the “Cyclops” has created such a stir. It’s the best 
looking and best-value swing-door cabinet you have ever seen. It tops 
them all. Don’t take our word for it. Gol .. visit your dealer and see 
for yourself. Open and close its smooth, safe-like swinging doors .. 
see its smooth interior and many other features—more features than 
are found in higher priced cabinets. Make a note now to see this new 
“Cyclops” cabinet. 





—Central handle with Yale & Towne lock. 

—Enclosed throw-bolt mechanism. 

—Doors swing easily and quietly. 

—Meeting edges of doors are double- 
wall for greater strength. 

—Doors removable if desired. 

—10 screws.and 15 minutes put cabinet 


together. Cannot be disassembled 
when locked. 
—Smooth interior—no projecting lugs. 
—No bolt heads on front, ends or back. 
—Shelves adjustable on 1” centers, with- 
out tools. No loose shelf clips. 


—Cabinet constructed of first grade fur- 
niture steel. 


—Baked-on enamel finish. Choice of 5 
colors. 


1 handle 
does the 
work of 2 


PATENT APPLIED FOR 


“cyclops” models to choose from 


All 3 styles are convertible, with interchangeable interior parts. 





BORROUGHS 
wardrobe 


No.61802—36”"x78”"x 18” 
No.62402—36”"x78"x24” 
Holds 12 or more heavy 
coats without crowding. 
Clothes hang full length 
and remain clean. 


storage 
cabinet 


No.61801—36”x78"x 18” 
No.62401—36”"x78"x24” 
Stores supplies from view 
in an efficient, neat and 
clean manner—plus gen- 
vine security. 


No.61803—36”x78”"x 18” 
No.62403—36” x78”x 24” 
Serves the dual purpose 
of wardrobe and supply 
cabinet, with complete 
security and protection 
to supplies and clothing. 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3026 NORTH BURDICK aii KALAMAZOO, MICHIGAN 


@mp Plants and a Subsidiaries: {Aeperlene Metal Products Co.—Detroit, 
Michigan—Union City, Tennessee) (AllianceWare, Inc.—Alliance, Ohio— 
Kilgore, Texas — Colt California) (General Spring Products, Ltd. — 
Kitchener, Ontario, Canada) ) (Tube Reducing Corp. —Wallington, New Jersey) 


Manstacturers of quality products ter automobiles, tracks, aircrafl, offices, tacteies, warehouses, and hemes. 





Parallels Histor 





90 Years -s Recorded 
By Flanagan Buggy 





Silver 


METEOR 


(Continued from Page 10) 


him out to our horse track and let | 


him drive around and around. He 
couldn’t make any wrong turns be- 
cause there was only one way to 
go.” 

Looking back, Flanagan said 
there have been only two years 
during the last 90 that the com- 
pany did not show a profit. He 
said that even in these years— 
1931 and 1932—the company was 
only slightly in the red. 

He added that in September and 
October in 1934, the Flanagan 
Buggy Co. sold more Fords than 
any other dealership in the country. 

In a special four-page Flanagan 


anniversary section of the Green-| 


ville Daily Reflector (Pitt County’s 
second oldest enterprise), Flanagan 
said, “I would like to express our 
appreciation to the people of east- 
ern North Carolina and elsewhere 


who have contributed to the suc-| 


cess of this company.” 


A fourth generation Flanagan, E.| was up 21.6 percent over the 1954 | 
is the latest member | total of 359,286. Total sales in No-| 


Graham ir., 





Magazine Charts 
Auto Market 


Among Farmers 
TOPEKA, Kans.—Importance of | 


the farm automotive market has|was less pronounced—from 68,193 | @ 
been graphically charted by a sur-|in 1954 to 73,705 in 1955. 


vey of Capper’s Farmer subscribers. | 


The farm publication found that| Showed an increase of 45 percent | 
1,164 cars are owned by each thou-/| to 23,504 units, from 16,306 a year | 
Truck owner-| earlier. 


sand_ subscribers. 
ship stands at 695 units per thou- 
sand subscribers. 

Over half of the autos were pur- 
chased in the last 28 months, and 
more than half are 1951-or-later 


| 


‘Record 753 Rate 





|alltime peak in the 11 months by| 
| totalling 363,128 units, 


models, the poll found. Nearly five | 


out of nine were purchased new, 
with the sedan as the preferred | 
body style. 

Approximately two out of nine 
subscribers reporting on autos said | 
they owned more than one. 

In a 1953 survey, the publication | 
found that the age of subscribers’ 
autos averaged 73 months. In the 
current survey, the average age 
is down to 67 months. 

Four out of seven subscribers 
own at least one truck, according 
to the survey, while one out of six 
said they had more than one. 

Four out of nine of the trucks 
reported were rated at one ton or 


larger. A third of the trucks were | 


purchased in the last 28 months. 


Bendix Sets Up 
Market Study 


DETROIT.—A new market re- 
search and development depart- 
ment, 
Harrison, has been established by 
Bendix Aviation Corp. 

Malcolm P. Ferguson, president, 
said the company’s product re- 
search program, “designed to meet 
the needs of modern industry for 
control systems and other precision 
products,” had helped broaden Ben- 
dix manufacturing activities to in- 
clude more than 1,000 products. 

In 1955, he pointed out, the com- 
Pany’s engineering staff included 
more than 8,000 persons, an aill- 
time high. 

Among his new duties, Harrison, 
who joined the administrative staff 
of the corporation last year, will be 
responsible for evaluating new 
products developed by other com- 
panies and offered to Bendix for 
further research in manufactur- 
ing and marketing. 


Chrysler Picks Kingsbury 


‘As West Coast Engineer i 
Appointment of Harold E. Kings-| ~~ 


bury as West Coast chief engineer 
for Chrysler Corp. has been an- 
nounced. 

Kingsbury, resident engineer at 
the Los Angeles plant since 1951, 
will be responsible for product 
engineering at the Los Angeles 
plant. Kingsbury entered Chrys- 
ler Institute and obtained a mas- 
ter’s degree in automotive engi- 
neering in 1942. 


directed by Crockett A.| 


| was factory manager at Federal- 
Mogul Corp. plant, Shoemaker Ave., 








|month and totalled 28,960. 





of the family to join the firm. He 
recently was discharged from the 
Air Force and is now a salesman. 

Concluded one Flanagan official, | 
“We've come a long way from the 
days of the horse and buggy to the 
days of modern cars, trucks and 
tractors. When rocket automobiles | 
are ready, we plan to have them | 
for sales and servicing.’ 






FITS 
ALL 
CARS 





Canadian Sales 


Run Bit Behind 


sales in Canada for the first 11 
months of 1955 amounted to a near- 
record 436,833 units, a Canadian | 
Government source said last week. 

The alltime high was 1953’s to-| 
tal of 437,451 units for the 11-month | 
period. The 1955 total, however, | 


OTTAWA.—Retail motor- ial 
| 
| 


Pai. Pend. 


America’s Foremost 
REAR-DECK 
AUTO ANTENNA 


New Low Striking Beauty adds 
final touch to the car of today. 


vember were 40.5 percent greater 
than in last year’s comparable 


Passenger-car sales reached an 


compared | 
with 291,093 units in the same pe-|@ 
riod of 1954. 

The rise in commercial vehicles | 


the 


Triple chrome plated for lasting beav- 

; i 15 ft. of Coaxial 
In November, passenger-car sales ty: complete — 5 = - 
Cable and two universal Dual Purpose 


adapters. 


@ Substantial Profits for you in this Na- 
tional Trend to the Rear-Deck Antenna. 
| 


Plastics Group 


Takes New Name 


NEW YORK.—The Plastic Coat- | 
ings and Film Assn. has changed 
its name to Vinyl Fabrics Institute, fit Loaded Key-Dealer 
it is announced by Paul F. John-| ae ee ee ” 7 


son, executive secretary. | Plan... 

He said the new name is intended | BEAURLINE INDUSTRIES INC. 
| to identify more readily the group's | 
expanding activities with its prod- | 500 No. Robert St., St. Paul 1, Minn. 
ucts. The individual member com- 
panies will continue to identify the 
materials they make by their own 
brand names, Johnson added. 


|Single Unit List Price just $10.95 
complete ... Dual Kits $18.75. 


Call, Write, or Wire to-day 





Stet a tae Ae Lal 
new, improved 


SOL-SPEEDI-DRI! 


Morrison Is Appointed 


James C. Morrison has been ap- 
pointed manufacturing engineer for 
the automotivé division of Motor 
Products Corp. Morrison formerly 


Detroit. 





e GREATER OIL RETEN- 
TION than ever before! 


e The most DUSTLESS oil 
and grease absorbent you 
can buy! 


GET A FREE SAMPLE FROM 


SPEEDI-DRI CORP. 


Menlo Park, New Jersey 
STEMAC 


sume PAY! 


Brings new business. Keeps old customers 
GET DETAILS NOW 


STEMAG, Iie. cower cus 


Wins European Trip— 

A total of 354 retail automobile sales 
in 1955 will send James Kelley, sales- 
man, Don Allen Chevrolet, Miami, with his 
wife on an expense<paid tour of Europe 
as top man in Allen's national sales 
contest. Don Allen, who operates dealer- 
ships in several eastern cities, said sales 
topped 40,000 cars and trucks during the 
contest year. 
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Hi-Fi in Slow Motion 


New Chrysler Corp. Device Receives Fair Sales 
Despite Flock of Adversities 


By W. C. Lockwood 
Staff Writer 

DETROIT.—Chrysler Corp.’s new 
Highway Hi-Fi record player is 
proving to be a relatively slow 
climber in accessory popularity, but 
the report on sales from factory 
officials is “better than expected.” 

Consensus of dealers contacted 
last week by Automotive News is 
that the new music machine, de- 
veloped by the Columbia Broad- 
casting System, has been enthusi- 
astically received by record fans. 
“If they want it, they really want 
it,’ a Dodge dealer said. 

Sales obstacles are said to be 
numerous, however. One is price 

(about $81 advertised-delivered) 
and the fact that the player must 
be bought in addition to—not in 
place of—a radio. 

However, dealer attitude was 
found to have a great deal to do 
with reported sales success. Those 
who personally like the players 
are selling them; those who don’t, 
aren't. 

One dealer, with a long memory, 
said: “Radios met the same kind 
of opposition when they first came 
out. Look at them now.” 

Another hurdle is lack of proper 
promotion, in the view of some 
salesmen. 

“This is a new auto entertain- 
ment medium—not just a mechan- 


Mathieson to Build 
$120 Million 
Aluminum Plant 


NEW YORK. — Olin Mathieson 
Chemical Corp. announced last 
week that it will shortly invest $120 
million to build the world’s first 
fully integrated aluminum plant. 

The new operation will be the 
first in the history of the industry 
in which coal mined on the site is 
used to provide the great amount 
of power needed for the reduction 
of alumina to pig aluminum. 

Approximately $90 million of the 
initial investment will be used for 
the aluminum plant and $30 million 
for the needed power facilities. The 
plant will be financed from Mathie- 
son’s resources and a $60 million 
loan from Prudential Insurance Co. 
Prudential will finance the entire 
power facility. 

Both facilities will be on the Ohio 
River. The plant, reduction plant 
and rolling mill will be near Clar- 
ington, O. The power plant will be 
slightly upstream on the West 
Virginia side near Cresap Bottom. 








Goodyear Reveals 
‘Natural’ Synthetic 


AKRON.—Goodyear Tire & Rub- 
ber Co. has developed a synthetic 
rubber with a molecular structure 
like that of natural rubber, accord- 
ing to Dr. R. P. Dinsmore, vice- 
president in charge of research and 
development. 

Dinsmore said that performance 
tests have not progressed sufficient- 
ly to determine just how closely 
the new product will behave like 
natural rubber, but it is believed 
that the important properties of 
natural rubber will be preserved. 

The catalyst used in the process, 
Dinsmore said, is similar to one dis- 
covered in Europe for making poly- 
ethylene plastic. The catalyst ma- 
terials do not become a part of the 
final rubber, but are used in small 
amounts to build up the huge rub- 
ber molecules from a basic building 
block known as isoprene. 


Turnbull Ends 45 Years 


As Studebaker Dealer 
HARTFORD, Conn.—William M. 
Turnbull, a Studebaker dealer here 
45 years, has retired as president 
of Colonial Motors, Inc. He founded 
Colonial in 1914 after three years 
with his father’s Turnbull Auto Co., 
also a Studebaker dealership. 
Turnbull estimates he has sold 
some 35,000 cars as a distributor 
and dealer. On one occasion, he 
ordered an entire trainload of auto- 
mobiles. The 88 freight cars con- 
tained 352 vehicles. William J.}| 











ical gadget like power steering or 
pushbutton shifting,” a Chicago 
floor man observed. “Highway Hi- 
Fi must be advertised in an alto- 
gether different vein.” 


Chrysler Corp. dealers also con- 
ceded another deficiency—competi- 
tion has nothing comparable. 


“Many customers are leery of it 
because my competitor doesn’t have 
a music player he can compare our 
device with. They ask him, ‘Why 
doesn’t your make have a Hi-Fi?,’ 
and they tell me, ‘T’ll wait until GM 
or Ford brings something like it 
out and then put one in.’” 


“They’re not selling too well,” 
said a suburban Detroit Chrysler 
dealer. “But I think that is be- 
cause they haven’t been adver- 
tised.” 


On the other hand, those at the 
factory level believe the record 
player market will grow just as 
fast as dealers realize its poten- 
tialities. 


But one Chrysler dealer said that 
today’s price market makes dealers 
a bit shy of trying to sell some ac- 
cessories. “They'll always ask you 
to throw it in for free,” he said. 


This dealer said he found quite 
a bit of interest in the record play- 
ers among owners of competitive 
cars and ’55 Chryslers, but because 
of the 12-volt system and other 
factors they could not be equipped 
with players. 

D. H. Linnell, DeSoto sales 
manager of parts and accesso- 
ries, said that DeSoto has sold 
more than double the divisional 
commitment. 


Dealers who equip demos with 
players report better player sales 
than those who do not. Some deal- 
ers report that they use a player- 
equipped car in the showroom to 
provide music during the day and 
evening. 

A record is available for use in 
demonstrators which outlines to the 
prospect the points to look for in 
the car. This can act as an aid to 
a salesman and also as a means of 
getting the prospect interested in 
the record player itself. 


What are the selling points of 
this new accessory? First, one 
can hear what he wants to hear 
when he wants to hear it. Second, 
there is up to 45 minutes of un- 
interrupted music on each side 
of the seven-inch records. Third, 
a flick of a switch changes it 
back to radio. Fourth, the player 
is easy to operate while driving. 


One man said that he found the 
player no more difficult to operate 
than the manual radio tuner, “per- 
haps not as much.” He told of his 
first experience: 

I’d been driving my DeSoto for a 
couple of days and hadn’t bothered 
with it. Then I fished clear across 
the dial and back and could hear 
nothing but ‘yakking.’ So, I pulled 
over to the side of the road, figured 
out how it worked and started it.” 

He finds the player particularly 
comforting and relaxing on long 
trips. However, at the moment 
selections are limited to a library 
of 25. 

This will grow as the market 
expands. Six records are given 
with the player, and include chil- 
dren’s records about Davy Crock- 
ett. There is a balanced offering 
of the classics in the complete 
library, music by Percy Faith, 
Paul Weston and Andre Koste- 
lanetz, Ed Murrow’s Hear It Now, 
CBS’ “You Are There” (Gettys- 
burg and Magna Carta), a sports 
album and songs from “House of 
Flowers” and “Pajama Game.” 

It is possible to get the player 
mounted for operation so it can be 
placed on the dealer’s counter and 
customers can see and handle it. 

Linnell said the market for the 
players physically is limited only 
by the number of radios. “It has 
gone better than first thought,” 
he said. Linnell believes that deal- 
ers can convert customer interest 
in record players into actual sales. 

In his opinion, the market will 
grow as fast as the accessory is 
promoted and pushed. He said 
some dealers may fail to recognize 
its true appeal or potentiality. 

“We’re not selling too many of 


Tuller, Colonial treasurer, succeeds| them,” commented a Dodge dealer, 


Turnbull as president of the firm. 


who added: “But there is a demand 











for them and those who buy it like 
it very much.” 

A DeSoto dealer’s comment on 
customer interest was: “Good. How- 
ever, it hasn’t resulted in any great 
influx of sales. They shy away from 
the price.” 

He said his dealership had sold 
about 12 of the players. and had 
two cars equipped with them—one 
on the showroom floor, the other 
an outside car. 

A Chrysler dealership sales 
manager said: “We’re very en- 
thusiastic about it. But it’s new. 


Some people think it’s just a | FEATURING 
gadget. The ones who have bought Exclusive 3” 

it are really enthusiastic about it. 

I don’t think it’s been promoted | Sliding and 


enough but I do think it’s going | Rotating Spindle 
to go. It will take a little time.” 

Only one Detroit dealer took a 
negative attitude towards the rec- 


Full 10" Spindle 
but he commented: 








ord player T 1 
“When anyone wants this thing, oan 
they really want it. You couldn’t | ——— 
sell them a car without it.” Heavy-Duty 
A summary of dealer opinion 
follows: : % HP Motor 
Sr. Louis: Considered luxury| — oe 
item. Customers don’t ask for|«s 
them. Salesmen don’t push. Some if Pays fo ‘ns 
Vannormanize 


think it could be sold if pushed, 
but are pushing cars at a price. 
Dealers can’t get list of records. 

Cuicaco: Unnecessary luxury. 
Dealers say they haven’t tried 
them. “Some” reported sold. 

ATLANTA: Attractive novelty. Pub- 
lic interested, not buying. Teen- 
agers enthusiastic, we don’t sell 
to them. Dealers “lukewarm,” 
neither they nor factory pushing. 
Need more records. 

New York: Public reaction good, 
sales not in line with reception. 
People like idea, balk at cost. 
Dealers generally like them, but 
believe it’s a “gimmick” with lim- 
ited future. Records difficult to get. 

San Francisco: Dealers like them, 
have them in own cars. Purchasers 
like them without exception. Sales 
not pushed because shortage of 
supply. “Better if price lowered.” 











TURN and WET GRIND 
SIMULTANEOUSLY 


FEATURING 


Time Saving 
Centralized 
Controls 


Adjustable 
Gib-Ways 
for Long Life 


Automatic 
Shut-Off 


"It Pays to 
Vannormanize" 


Increase your profit per man hour with 
VAN NORMAN 
Automotive Service Equipment 


VAN NORMAN 
Automotive Equipment Company 


SPRINGFIELD 7, MASSACHUSETTS 

















TWO POST 
FULL HYDRAULIC 


COMPLETE, “RIGHT-DOWN -THE-MIDDLE,” 
ACCESSIBILITY BUILDS YOUR SERVICE PROFITS! 


The “right-down-the-middle,” wide open space, provides greatest 
under-car accessibility to al] parts requiring service. Faster service, 
less job time . . . greater profit. 

Check these features . . . fast car spotting with virtually no adjust- 
ments . . . car frame contacted directly by lift rails . . . smooth 
working area . . . built-in automatic safety latch functions at 
every point throughout the complete rise of lift . . . simple, accurate 
lift control . . . movement of pistons synchronized by fool-proof 
rack and pinion equalizer. 

And here’s a plus feature . . . the Twin-Master handles all uncon- 
ventional frame cars and 3/4, ton trucks. 


WRITE TODAY FOR COMPLETE INFORMATION ! 
IN CANADA: Midland Foundry & Machine Co., Lid., Midland, Ontaric. 


Ra CU RD 





ere rte 


DAYTON 3, 


NEW JOYCE 
TWIN-MASTER 
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Oneida Promotes Reitano; 


Ups 4 Others on Staff 


Appointment of John Reitano as 
chief inspector for Oneida Products 
Corp. has been announced. Reitano, 
former superintendent of planning, 
joined the company in 1954. He had 
been with ACF Brill Motors Co. 
for 20 years. 


At the same time, Oneida an- 
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nounced the following other pro- 
motions: Charles Capparelli, plan- 
ning manager; Merle Cardner, 
assistant to the chief production 
inspector; Donald Sprole, assistant 
to the chief engineer for all receiv- 
ing inspection, and Lee Chamber- 
lin, who hag filled the vacancy 
created by the death of Robert 
Hilgenberg, master mechanic. 








You can charge more for LUBRIPLATE Lubrication Service 
because you’re actually giving your customer a better grease 
job. He will fairly feel how much smoother his car runs and 
will have fewer repairs and parts replacements. LUBRIPLATE 
Lubrication Service will bring customers back to you again 
and again. 








BUILD CUSTOMER SATISFACTION 
AND PROFIT WITH 





Many motorists already know LUBRIPLATE 
Lubricants. They use them in their shops, in 
their homes and on their guns and fishing 
reels. It will pay you to find out more about 
LUBRIPLATE Lubricants. Ask for our Service 
Franchise Deal. 


LUBRIPLATE HDS MOTOR OIL requires no 
additives. Keeps the motor cleaner and 
smoother running. Results in fuel economy. 


Write today. 


LUBRIPLATE DIVISION, Fiske Brothers Refining Co. 


Newark 5, N. J. 


Toledo 5, Ohio 





TIME IS 


BOOST YOUR 
OTR 
Uy Ve Aaa 


TWO SANDERS 
IN ONE! 






TOUGH JOBS MADE EASY 


SAVE WINDSHIELDS-Removes scratches, rubs, 
and “frost" quickly from auto glass without 
removing from the car. Unique action develops 
only mild surface heat even at speeds to 6000 


R.P.M. Simple to use. SAFE. 


FIBERGLASS-Every job from patches to final 


finish. NO DUST. 


SAVE UP TO 80%-On all sanding, rubbing, 


scuffings 


polishing, “feather - edging", 


FAST. 


an Laay 













ONEY 


Model DA 
Air. 


jobs. 


SEE YOUR 
JOBBER 
OR WRITE 
FOR LIT- 
ERATURE 


DETROIT SURFACING MACHINE CO. 








1229 E. EIGHT MILE RD., DETROIT 20, MICH. 


British Vehicle 
Production Up 


°55 Exports Also 
Top Previous Year 


LONDON.—Vehicle production in 
Great Britain during 1955 totalled 
a record 1,240,000 units, according 
to the Society of Motor Manufac- 
turers and Traders. 

The new record topped the 
1954 total by 200,000, the society 
said. Produced in 1955 were 
900,000 cars, and 340,000 trucks 
and buses. 

Exports rose 40,000 units over the 
1954 total to 531,000 vehicles, con- 
sisting of 373,000 cars and 158,000 
commercial vehicles. 

Production by months: 












































CARS 1955 1954 
(preliminary figures) 
January 69,146 53,504 
February 71,682 56,130 
March 93,142 73,534 
April 67,682 58,224 
May - 73,121 64,522 
June 85,967 73,566 
July 54,020 62,641 
August 55,865 49,060 
September 90,320 58,155 
October 75,322 64,990 
November 75,251 78,360 
December 86,044 715,979 
TOTAL 897,562 769,165 
(Including adjustments) 
COMMERCIAL VEHICLES 
January 25,387 20,093 
February 26.082 20,363 
March 32,400 24,454 
April 23,315 18,249 
May 26,958 20,674 
June 31,734 24,561 
duly 21,180 19,841 
August 21,441 16,763 
September 35,281 22,536 | 
October 28,979 23,769 
Novemebr 29,025 30,734 
December 33,081 27,988 
TOTAL 340,573 270,025 
(Including adjustments) 
CARS 1955 1954 
Australia 99,213 90,977 
New Zealand 37,758 38,828 
U. 8. 19,463 26,347 
South Africa 27,921 18,020 
Sweden 19,268 39,677 
Irish Republic 21,035 19,794 
Canada 14,155 16,449 
Belgium 14,937 14,997 
Rhodesia & Nyasaland 10,373 5,807 
Netherlands 12,644 12,439 
Others 96,436 82,749 
TOTAL 373,203 366,084 
COMMERCIAL VEHICLES 
Australia 35,431 30,181 
Gold Coast and Nigeria 12,935 8,683 
British West Africa 9, 71,299 
British East Africa 8,221 5,027 
New Zealand 11,383 9,098 
Netheriands 5,293 4,100 
Rhodesia & Nyasaland 4,814 2,841 
India 2,753 1,703 
Irish Republic 7,071 6,146 
Finland 2,752 388 
Others 58,063 50,761 
TOTAL 157,970 126,727 
Monthly export totals were: 
CARS 1965 1954 
January 36,229 26,408 
February 34,085 23,582 
March 35,470 34,416 
April 38,233 33,398 
May 33,577 36,459 
June 22,920 33,253 
July 30,828 38,999 
August 28,085 25,474 
September 30,584 30,118 
October 29,961 27,392 
November 27,757 24,051 
December 25,833 32,523 
TOTAL 373,203 366,084 
COMMERCIAL VEHICLES 
January 14,028 11,327 
February 12,974 10,344 
March 14,243 11,086 
April 15,322 11,093 
May 12,924 11,967 
June 8,471 10,074 
duly 12,398 12,141 
August 13,801 9,083 
September 13,439 8,991 
October 14,936 9,335 
November 12,932 7,247 
December 12,581 14,014 
TOTAL 157,970 126,727 


Dealer Association 


In Venezuela 
Has 92 Members 


CARACAS, Venezuela.—La Asoci- 
acion de Distribuidores de Automo- 
miles y Camiones de Venezuela, the 
Venezuela car and truck dealers 
association, reports that it now has 
92 members. 

The association was founded in 
October, 1953, in Caracas with an 
initial enrollment of 16 dealers. 

Motor Mundial is the official pub- 
lication of the association. 

Officers of the group are Carlos 
Duarte, president; John P. Phelps, 
vice-president; V. Medina Iturbe, 
treasurer, and Alejandro Rios, sec- 
retary. 

Directors are F. Blanco Yepes, 
Carlos Siso, Pedro Hernandez, Alex 
B. Henriquez, W. W. Phelps, War- 
ren Williams and Fredy Mateu. 

There are approximately 220,000 
ears registered in Venezuela, of 
which about 90 percent are U. S.- 
made. Ten years ago, Venezuela 
had only 34,000 cars. 





Automated Unit 
Hikes Quality 


DETROIT.—One of the units in 
Plymouth’s automated production 
line in its new engine plant here 
has solved a long-time problem of 
quality manufacture. 

This has been the problem of 
holding critical dimensions as the 





workpiece is shifted from one ma. 
chine to another through a series 
of operations. The new unit keeps 
an engine block clamped in one 
position while it performs six sep- 
arate operations. 

It finish-bores main bearings, 
bores dowel holes, bores camshaft 
bushing holes, distributor and oil 
pump shaft holes and mills the 
oil pump pad. 


NEW BUMPA-TEL SIGNS 





“ANNOUNCING BUMPA-TEL PETITE" 


We are now offering a Bumpa-Tel sign with a panel 12x 40 inches for those adver. 
tisers who do not need as much space as is provided on our regular Bumpa-Tel Signs, 
The new Bumpoa-Tel Petite is lower and blends into the body lines of most cars 
producing a very neat appearance. It is offered at the same price. In ordering be sure 


and state Bumpa-Tel Petite. 


“Mount or Dismount Your 


Sign in Seconds Without 


Tools, Absolutely No Damage to Car.” 


®@ Mounted or Dismounted in Seconds* 


® Polished Aluminum Frames 


e Sheet Steel Face 


® Sign Legs Telescope Into Non-Visible Brackets Mounted 
Behind Bumper 


Guards 


® Does Not Interfere with Operation of Trunk Lid 


* After original Installation. 


State Make and Model When Ordering. 


Now Offered in Four (4) Options, Unlettered at $12.50, 


Lettered at $16.50, Lettered 


and Reflectorized at $21.50, 


Lettered on Full Scotchlite Background, the Top Sign for 


Night Use at $26.50. 


7.0.B., MOUNDS, ILLINOIS 
2% Discount For Check In Full With Order. 


Available Now for 1956 Ford, 


Chevrolet, Plymouth, Buick, 


Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile. 


We will accept telephone calls collect on orders 
for five or more signs. 


WARREN HASTINGS MOTOR COMPANY, INC. 


103 NORTH BLANCHE 
DEPT. 102 









MOUNDS, ILLINOIS 
Phone SHadylane 5-6210 
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Ford Promotes Puscas 
N. D. Puseas has been named 
superintendent of Ford’s Waterford 
(Mich.) plant. He formerly was gen- 
eral foreman. 








Precision Die-Cast 


Triple chrome plated for lasting 


beauty. Original designs. Sketch 
submitted for your approval. Quan- 
tities as low as 100 may be ordered. 
Free sample and prices on request. 


42d eee ee 
Phila. 45, Pa., Dept. A 





He can become 
your top sales- 
man. 


3rd party testimony 
for your competi- 
tiveness, comp e- 
tence, and integrity 
by award to you of 
Mr. Integr Sym- 
bol forcefully sells 
your company 
rather than only 
your product. ‘‘Veri- 
fied survey, cer- 





A Little Fellow 


tified Meritseal.”’ 
Means A Lot To You ! + Details without obli- 
nore = © gation from 


Meritseal, Inc. wane bin NY. 


AUTO 
TURNTABLES 


@enstectared by 
Macton Co. 


DYKE LANE 
Stamford 2, 


18° PENNETTE 


100 feet only $4.00 pptd. 
124 PENNETTES 
6 Bright Colors 


Satisfaction Guranateed 
Discount on 3 or more 


MYRLO COMPANY 
2168 W. 25th, Cleveland 13, 0., Dept. N 


B. 
TO BU 


THE PLACE 
TAGS OF ALL 


~ SEND FOR FREE peed ar 
YG UUUY CLEVELAND aT 
ed Station C7-ABOX 1037 CLEVELAND 2, 
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Intercity Freight Up 


13% in °55, 


WASHINGTON.—The volume of 
intercity general freight transported 
by truck during 1955 was 13.7 per- 
cent ahead of 1954, it was reported 
last week by the research depart- 
ment of the American Trucking 
Assns. 


Intercity tonnage for December, 
1955, was 11.9 percent over De- 
cember, 1954, but was 6.3 percent 
below November, 1955. 

The unadjusted figures are based 
on a special survey covering the 
operations of 350 Class I intercity 
common carriers of general freight. 
Representing about one-third of all 
carriers in the group, the 350 opera- 
tors hauled 56.5 million tons of 
intercity general freight in 1955 
compared to 49.7 million tons in 
1954. 

The central region accounted for 
the largest portion of total tonnage 
and also experienced the highest 
regional gain for 1955 over 1954, an 


Fischer Named 
Dodge Sales Chief 
On West Coast 


DETROIT. — Robert H. Fischer 
has been appointed Dodge Pacific 
zone sales manager, it was an- 
nounced last week by E. P. 
Letscher, division general sales 
manager. 





Fischer joined 
Dodge in 1947 
and served in 
Harrisburg, Pa.; 
Washington and 
Cleveland before 
being named New 
York regional 
sales manager in 
1953. Fischer has 
named Willard E. 
Sutlive, Portland 
(Ore.) regional 
sales manager, an 





R. H. Fischer 


administrative assistant in the Pa- 
cific zone. 


Letscher also announced the ap- 
pointment of Harlan C. Graves as 
national fleet sales manager for 
cars and trucks. He formerly was 
fleet sales supervisor. 

Arthur W. Rowbottom has suc- 
ceeded Fischer as New York re- 
gional sales manager and Harry L. 
Corley jr. has been appointed sales 
chief in the Philadelphia region. 
Rowbottom formerly was on the 
staff of the general sales manager 
in Detroit and Corley was regional 
sales manager in Cincinnati. 


Munn 


(Continued from Page 3) 


this business that I offered the 
sign, among others, to be displayed 
on dealers’ walls. The indirect re- 
sult of the display of such a sign 
is that it helps cut down free serv- 
ice and at the same time satisfies 
owners. The sign reads as follows: 


SERVICE 


- - - not something for nothing 
- - - but doing what you want 
done promptly, intelligently and 
economically ... 


* * * 


How to Order Signs 


es signs are printed in two 
colors on 14-by-17-inch heavy 
India tint stock. They are avail- 
able by writing me in care of 
AvuTomoTiveE News, 2666 Penobscot 
Building, Detroit 26, Mich. They are 
50 cents each or three for $1. 


Should any of you think that 
these signs are offered with a 
profit in mind instead of just a 
desire to serve you, let me tell you 
that I recently had to renew my 
stock and the printer charged 33% 
cents each for them. So I am real- 
ly out the tube, the postage and 
the clerical work in my attempt to 
be helpful. 


$50,000 Blast Rocks Smith 


PORTLAND, Ore. — A gasoline 
tank at A. B. Smith Chevrolet Co. 
here exploded last week and caused 
damage to the dealership estimated 
at $50,000. 
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Guardian 


SERIES 9O0O0O 


FLUORESCENT 
Sa ae 


ATA Says 


increase of 18.9 percent. The south- 
ern and northwestern regions fol- 
lowed, each with gains of 15 percent. 


As was expected, in view of 
strikes and floods in the areas dur- 
ing 1955, the lowest regional gains 
for full-year 1955 over 1954 were 
in the New England region, 1.3 
percent; the Rocky Mountain re- 
gion, 1.4 percent, and the Pacific 
region, 2.2 percent. 

In December, 1955, the 350 car- 
riers transported 4,641,000 tons of 
intercity general freight as com- 
pared with 4,147,000 tons in 
December, 1954 and 4,954,000 tons 
during November, 1955. 

Full-year.tonnage figures (1955 vs. 


1954) for the 350 carriers by regions 
were: 














HERE’S HOW: You get 21,400 lumens 
with one 400-watt Guardian Series 


wl SUE HO. © 1850; 


Listed by 
New England, 29 carriers—2,296,- . ; Underwriters’ 
258 tons vs. 2,267,413, up 1.3 per- 9000 Unit. Compare that output with Labaveterien, fet. 
cent; Middle Atlantic, 63 carriers 17,000 lumens for the 400-watt ter ext 
opera! 


—9,511,018 tons vs. 8,440,917, up 12.7 
percent; Central, 113 carriers—21,- 
596,131 vs. 18,156,999, up 18.9 per- 
cent; Southern, 40 carriers—6,165,- 
415 vs. 5,342,082, up 15.4 percent; 
Northwest, 22 carriers—3,117,727 vs. 
2,706,825, up 15.2 percent. 

Midwest, 26 carriers—3,721,350 vs. 
3,328,414, up 11.8 percent; Southwest, 
16 carriers—4,360,020 vs. 3,833,333, 
up 13.7 percent; Rocky Mountain, 
17 carriers—1,869,033 vs. 1,844,127, up 
1.4 percent; Pacific, 24 carriers—3,- 
885,185 vs. 3,803,330, up 2.2 percent. 


JI mercury and about 8000 lumens 
from the average four 100-watt incandescent lamps. 


Other Guardian economies include longer lamp 
life, lower operating and maintenance costs. And, 
of course, you’ll make more sales from a 
cheerful, well-lighted lots. 


Add “‘see-ability” and get “‘sell-ability’ 
with Guardian Fluorescent Floodlights. 


Write today for 
Guardian’s full-line catalog. 





Bakelite Picks Canavan 


William J. Canavan has been 
appointed assistant manager of the 
extrusion materials division of 
Bakelite Co., a division of Union 
Carbide & Carbon Corp. 


GUARDIAN 


Sight comrany 


500 NORTH BLVD. OAK PARK, ILLINOIS 








Sarnett Aunounces: 


6 Big Bonus Packages for ‘56 


Tremendous VALUES for Car Dealers 
and Repair Shops 


Offer Expires February 27 





No. © Bonus Price $898.50 Savings $82.50 





B-534A Brake Dokter 


Accuracy Gauge 


B-500UP 
Drum Dokter 


@ Bonus Price $791.50 Savings $70.00 @ Bonus Price $131.95 Savings $11.50 


B-500UP Drum Dokter *B-103 Brake Dokter for Ford or 
*B-103 Brake Dokter for Ford or Chevrolet 

Chevrolet B-240-1 Drum Check’R 

B-534A Accuracy Gauge s+when Ordering, Specify Ford or Chevrolet 


© Bonus Price $247.50 Savings $22.00 | @ Bonus Price $306.35 Savings $26.65 


B-105C Brake Dokter B-115C Brake Dokter 
B-16A Roll-About B-16A Roll-About 







© Bonus Price $112.35 Savings naam’ 


21st & Cass, St. Louis 6, Mo. 





= 

B-83 Air Riveter Barrett Equipment Co. ; 
B-18 Anvil diss 

additional inf ion ui 

B-130 Lining Clamp | ment featured in Barvee's ‘New Your Sonus | 

B-244 Drum Check’R i Program. ; i 

#246 Filler & Cement Pelee 5: gnc ! 

| 

BARRETT EQUIPMENT co. . ING id. o.6a n'y 0:45 010 Peas cee ro Ra Se i 

21st & Cass ° St. Louis 6, Mo. OE cc ee adda ss hkagonatel Sante 006i 400 t 


titel imine eee 


See Complete Display of Barrett Equipment 
at the Pacific Automotive Show .. . Feb. 23-26 
Booths 141, 142, 143, 144 
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$4.25 Billion World Program ... 
Ford Expands Overseas 


DEARBORN.— Ford Motor Co. 
affiliates outside the U.S. will have 
invested more than $500 million in 
new plants, production facilities and 
tooling between the end of World 
War II and the completion of over- 
seas expansion programs now 
under way, President Henry Ford 
II said last week. 

This figure is in addition to 
the $3,750,000,000 U.S. postwar 
modernization, tooling and expan- 
sion program. The company’s 
world-wide program totals ap- 
proximately $4.25 billion. 

Ford’s statement included pro- 
grams to be undertaken immedi- 
ately by Ford affiliates in Holland, 
Belgium, Denmark and Sweden at 
a cost of $7,375,000. 

Of this, $4,370,000 will be spent 


Added Accessory 


BISMARCK, N. D.—Steven Bach- 
meier opened the trunk of a used 
car he purchased from a finance 
company and found a tombstone 
inscribed: “John C. Biggens, 1873- 
1951.” The state division of vital 
statistics has no record of a John 
C. Biggens. Neither has the fi- 
nance company. 


in Holland; $1,625,000 in Denmark; 
$1,180,000 in Belgium and $200,000 in 
Sweden. 

Of the total $500 million in over- 
seas committments since the war, 
$455 million represents investments 
in England, Canada and Germany, 
Ford said. These plants, like their 
U.S. counterparts, are the source 
of components used for overseas 


production by Ford assembly plants | 


throughout the world. 


The biggest is that of the English | 


Ford company where work is under 
way on an expansion exceeding | 
$168 million. This brings a total’ 
since 1945 of $265 million. 

Postwar investment of Ford of 
Canada has amounted to $100 mil- 
lion. Production has been boosted 
from 80,000 to 166,000 annually in 
the ten years. 


Expansion in Germany will repre- | 


sent a current $50 million invest-)| 


ment in addition to the $40 million! 


already undertaken since the war. 


When completed German Ford) 
facilities will have an annual capac- | 


ity of 106,000 units, as against a 


rated capacity of 56,000 units an-| 





nually before the present work was 
started. 

In addition, about $40 million has 
been spent or committed since the 
war which includes $18 million in 
Latin America. 

The full list of countries in which 
major Ford facilities primarily en- 
gaged in the sale or assembly of 
trucks, tractors and cars are located 
includes Ireland, Finland, Portugal, 
Italy, France, Egypt, Australia, 
New Zealand, Malaya, South Africa, 
Uruguay, Argentina, Chile, The 
Netherlands, Belgium, Sweden, Den- 
mark, Mexico, Brazil, Germany, 
England and Canada. 


ATAM Denounces 


‘Factory Sales to 


Government Units 


| WASHINGTON.—The Automo- 
|motive Trade Assn. Managers has 
lashed out at factory sales of au- 
|tomobiles to state government 
| units “at less than dealer-factory 
cost.” 


At its winter meeting, the group 
|adopted unanimously a resolution 
|condemning the practice as un- 
sound. 


The managers further urged that 
manufacturers stop the practice 
immediately and that all sales to 
state government units be negoti- 
ated through a new-car dealer in 
that state. 





New Commercial Car Registrations, 
All States for December, 1955-1954. 


Truck registrations by states 


are released here weekly, as | grock- 


way 


compiled by R. L. Polk repre- 
sentatives in state capitals. 





Chev- 
rolet 


Inter- 


— Mack 


Dia- . 
— Dodge! Ford c. 


Stude- 


Reo | baker | White | Willys | Misc. 















































36 States Previously "55 32| 17377 214! 2651| 14544) 5076) 4091 556| 119| 420| 640/ 1668! 448! 47836 
Reported for December ‘54 33} 12700) 169| 3069) 13024) 2897) 4126 294 | 89) 547) 526| 1307) 237| 39018 
Alabama "55 | 1445 | 168) 1144) 528) 247) | 8| 22| 22| 57| 1; 3701 
54 | 574} | 124) 550 152 126 10 1| 22 12| 16! 3} 1590 
Arizona "55 | 513) 4 ; 384) 216 78 4 i 17) 10) 69) 36, «1431 
‘54 312| 75 244 69) 50 | | 12| 2 49| 6 821 
California 55) | 2755 Il; 553) 2614 741 347 | 29) 32 61) 59; 251, Jll| 7764 
"54 | 2| 1648) 12 608; 1781| 384 283 26 3 84 26 172; 41| 5070 
Indiana "55 730 7) 99; «505 129; 238) 8 1 39) 37) 23 8| 1824 
'54 | 583} 5 123 474 88 180 7 4 23 13 7| 7; 1514 
Kentucky 55) | 819 9 79| 644) 245; 109) i 9 17| 14) he 2014 
‘54 522) | 77 484 129) 105 | 2 17) 6) 29 4) 1379 
Michigan 55) 1 1499 24 314, I5il; 478) 262) 10) 33 35) 46) ——*132| 52| 4397 
"54 918} 13} 294! =«-10101_~=S197| ~——s«83} 15] 7 25) 19 56) 21| 2758 
Mississippi 55) 1102 Nl 77, +577) ~=«24 206 | 1 | 18 2) 37) 1| 2263 
"54 605} | 92) 527| 148} 122| 5 24 3} 14| 1541 
Montana "55| 226 43 152| 67| 80) 2| 3] 5 3; ~—«*107) 8) 6% 
'54| 150| | 31 154) 55) 2| 13] 4| 56! 2 512 
New Mexico "55 | 545 | j 41; 335’ ~+~=«+172| ~—~«100) 15) | 5 | 60) 7| (1295 
54) 295 1} 57; 191) 70} 62 4| ‘ i 7| 29| 2} 730 

New York 55) 70; 1217) 34) +499 «1363; 2541) = 603) ~—=«s1 58 3% 120; 21 99) 
'54| 43|  1236/ 30; 489; 1275! 279) 587 112I | 42! 87; 165} 7i| 4451 
Pennsylvania 55) 31| 1406 23; +354) (1254, 599; Sill 194) 19 47; +«*+154| ~—~=«*2:33| 39| 4764 
54! 59| 1180 25| 367| ~—«1078 183) 498] 85 | 13} 63 72| 66! 32) 3721 
South Carolina 55) 595 l 66! 432)—S «133 88 | 1 l 3 ig] 12) 1; 1369 
54! 226 1| 42! 190} 27| 42 4 2 6 9| 549 
Texas "55 4472 | 18, 342) 2721; +707) 621) 63 6| 62; «163 183| 16| 9374 
'54| | 2404! 6; 436| 2158! 293) 515) 30 9} 77 44 104| 8| 6184 
All States Reported "55 134| 34701 344] 5405] 28380, 9873/7581) 1101) 286/801) 1299; -3001/ 827) 93733 
For December '64' ~—«137|«-23353) «= 263) +«5884; +23140/ 5071; 6923! 599) 166 962 827| _2079| 434) «69838 
Year's "55| 1144) 329791| —3697| 66208) 295900) 84877) 100441| 10932) 3121! 10817; 14372; 27252|  8449| 957001 
Total '54| 1340| 293079|  2701| 60658| 267799} 66644) 84222} 6098 2283) 10193} 11381] 17523] 5180) 829101 


“‘The information contained in this report has been compiled from official state documents. Every reasonable precaution has been 
exercised to insure accuracy of this report to the extent of the registrations received and tabulated at the time the report is published. 
R. L. Polk & Co, cannot assume any liability by reason of inaccuracies or omissions.’’—R. L. Polk & Co. | 


New Passenger Car saan All States for December, 1955-1954 


Raybestos Appointees— 


Newly appointed to sales and advertis- 
ing posts, three Raybestos executives pose 


with division and corporation heads. From 
left are William S. Simpson, general man- 
ager, Raybestos division, Raybestos-Man- 
hattan, Inc.; David E. Cunningham, assist- 
ant sales manager, replacement products; 
Jerome W. Brush jr., manager, special 
products; John F. D. Rohrbach, corporation 
president, and Robert C. Calderone, Ray- 
bestos advertising manager. 


Packard Unveils 


C 

A ‘Shockproof’ 
Steering Coupling 

DETROIT.—A new flexible steer- 
ing coupling which is said to give 
increased safety and ease of opera- 
tion has been announced by Pack- 
ard. 


The unit is mounted at the base of 
the steering column and is designed 


to minimize road shock and noise, | 


Packard said. It consists of a 
composition rubber diaphragm sup- 
ported by steel discs and is splined 
to separate pieces of the steering 
column. 


The discs supporting the rubber} 
diaphragm form a rigid coupling) 


that will safely transmit steering 
control even if the diaphragm 
should be torn or damaged, said 
Packard. 


Shocks, which might normally be) 


transmitted to the wheel, are} 
absorbed by the diaphragm, Pack- 
ard said, thus making driving safer | 
by eliminating vibration and driver 
fatigue. 


Dealer Clifford Heads 


Athens (O.) Association 


ATHENS, O—Carl Clifford 
(DeSoto-Plymouth) has been 
elected president of the Athens 
(O.) County Automobile Dealers 
Assn. for the coming year. 


Max Kinneer 
Plymouth) was elected secretary- 
treasurer of the organization. The 
election took place during the regu- 
lar February meeting. 











(Chrysler-| 


= Ld 
Obituaries 
Paul B. Smithson 

CHICAGO, — Paul B. Smithson, vice. 
president, Broadway Buick Sales Co., Chi- 
cago, died Feb. 7 in Palm Beach, Fla. Mr. 
Smithson formerly operated Packard-Devon 
in Chicago and was president of the 
Chicago Automobile Trade Assn. in 1943 


and 1944. 
* * * 


Carl E. Petersen 
HIGHLAND PARK, Ill.—Carl E. Peter. 
sen, 71, Chicago auto dealer since 1914, 


died Feb. 10. 
* * + 


Harold Fisher Greene 
GLENDORA, Calif. — Harold Fisher 
Greene, 67, died Feb. 9. He had been 
branch manager for International Harvester 


Co. 
* * * 


DeForest Lott 
TOLEDO.—DeForest Lott, 57, chief de- 
velopment engineer, Textileather division of 
General Tire & Rubber Co. here, died Feb. 
11. Mr. Lott had been with Textileather 


for 33 years. 
* * 


Charles Eickel 
NEW ORLEANS.—Charles Eickel, 65, 
partner in Crescent City Motors (Stude- 
baker), died Feb. 10. Mr. Eickel was a 
native of St. Louis and was in the auto- 
mobile business there until 1939 when he 
opened his dealership here. 
* * * 


Adlai E. Stevenson 
MADISONVILLE, Ky.—Adlai E. Steven- 
son, 42, a former partner in Madisonville 
Motors here and a cousin of the 1952 Dem- 
ocratic presidential candidate, died in 
Louisville, Feb. 4. 
* * 


* 
William H. Miller 
WACO, Tex.—William H. Miller, 55, in 
the automobile business here for 31 years, 
died Feb. 5. 
* * * 
Robert E. McLeod 
TAMPA, Fla.—Robert E. McLeod, 54, 
owner of McLeod Used Car Lot here, died 


Feb. 2. 
* * * 


Eldridge Hobson Conner 
UNADILLA, Ga.—Mayor of Unadilla and 
a dealer in cars, trucks and farm imple- 
ments, Eldridge Hobson Conner, 57, died 
Feb. 7 after a heart attack. Mr. Conner 
was part owner of Unadilla Motor Co. here 
}and Conner Chevrolet Co. in Vienna, Ga., 
as well as owner of Conner Truck & 
Implement Co. in Unadilla. 
* * * 


Frank L. Bumpus jr. 

BUFFALO.—Frank L. Bumpus jr., 60, 
president and treasurer of F, L. Bumpus 
jr., Inc. (DeSoto-Plymouth), died Feb. 6. 
He had been in the automobile business 
in Buffalo more than 30 years and was a 
former director of the Buffalo Automobile 
Dealers Assn. 


* * 
Walter F. Jansen 
BUFFALO.—Walter F. Jansen, 57, treas- 
urer of Tinney Cadillac-Pontiac Corp., died 
Jan, 31. 








* * * 


George H. Bowen 

| AMESBURY, Mass.—George H. Bowen, 
| 85, who built the first automobile body in 
| Amesbury, died Feb. 5. He was employed 
|by J. N. Leitch Co. which produced the 
| town’s first auto body soon after the turn 
of the century. 


Harold G. Benedict 
| KNOX CITY, Tex.—(UTPS)—Harold G. 
| Benedict, 51, Knox City auto dealer, died 
|}in a Dallas hospital Jan. 23. 
| * * * 
William H. Logan 

AUGUSTA, Ga. — William H. Logan, 
| formerly associated with Logan-Nash Mo- 
| iitne here, died Feb. 12 following a short 
illness. At the time of his death, he was 
| general manager of Carolina Tire Co., 
Salisbury, N. C. 

* 


* * 
Albert G. Milford 
| HARLEM, Ga.—Albert G. Milford, 90, 
| retired automobile salesman, died Feb. 13 
following a long illness. 

























































































Car registrations by states 
are released here weekly, as Mer- | FORD Cadil- | Chev- | Olds- | Pon- | G. M. K-W | Pack- | Stude- 
compiled by R. L. Polk rep- cury |TOTAL| Buick| lac | rolet |mobile| tiac |TOTAL| Kaiser] Willys|TOTAL| ard | baker | TOTAL! eous 
resentatives in state capitals. 
35 States Previously "55| 1587| 3533) 5120) 7272) 5856) 11738) 29039 79226| 2128} 15595! 97105) 31190)  7833| 88611| 28006) 23501| 179141 9 116 125| 2412) 3684] 6096! 2102! 343438 
Reported for December ‘54; 1988} 3725) 5713) 7769| 5443| 11348} 26880 bao 103814) 1484] 10247] 115545} 27510] 7195] 119628] 22326) 23583] 200242 263} 622 885} 1188} 5438} 6626]  1555| 382006 
Alabama "55 2 112 179 17) 302) —=—«965)~—«1563] «3102 37| 565) 3708) 866 147| 3906 787 - 6510 | | 27 ni 138 33/ 12060 
54 28 80 177 86 260; 589} 1112) 2476 32; 197) 2705 560} 110) 3369 433 511] 4983 6 6 12 99 Hy 15} 9012 
Arizona "55 25 67 92} 82/ 70 183; 389) ~=—724| ~=—«1488) 31; 305) 1825) 47! 109| 1394) 375) 404) 2753 | 1 | 1 7 87 124 88) 5606 
54 30 37 a 80} 43 108; 258] 489) 1038) 18} = 125] 1181 269 70; 1109 182 238} 1868 6 9 15 6 69 75 14} 3509 
California 55,213). —«535 48) 1158) 852) 1802/3938) 7750) 12736) 5555/3915] 17240) 6527) 1608) 14718) 4585) 4373) 31811 3| 17 20| 298| 856) 1154) 1753) 60442 
54) 337 515 a2 850} 578} 1405| 3719; 6552] 13216 317| 2435| 15968] 4866; 1656) 15771] 3914] 2943) 29150 40 145 185 92 942| 1034} 1093) 54834 
Indiana "55 80 176| 256) 322; 274) 568) 1267) 2431| 3975 10l|-751| +4834) + +1645 336, 4231; 1507; 1211) 8930 | 5j 5 85, 330 415 50| 16914 
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Yarnall Enthusiastic, but O’Mahoney Lukewarm .. . 
ee 


Reaction Mixed to GM Changes 


(Continued from Page 1) 


icized GM’s agreements as “uni- 
lateral,” said the new franchise was 
“pilateral.” He was a member of 
the GM dealers council which 
worked out the new franchise. 
” * = 

peters Joseph C. O’Mahoney, 

Wyoming Democrat, who headed 
the probe of GM last fall, ap- 
plauded several of the revisions, 
put warned that factory-dealer re- 
lations still needs the “sanction of 
law.” 

Frederick J. Bell, NADA execu- 
tive vice-president, reserved com- 
ment on individual franchise revi- 
sions until actual publication of the 
new contract. 

Despite this, he made it clear 
that NADA still believes legisla- 
tion is necessary. , 

Senator A. S. Mike Monroney, 
Oklahoma Democrat, reached in 
his home state, told AUTOMOTIVE 
News that since the presidents of 
GM, Ford, Chrysler and Stude- 
baker-Packard are going to appear 
before his auto marketing subcom- 
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mittee very soon, he felt it inap- 
propriate to comment at this time. 
= = > 

ENATOR John M. Butler, the 

Maryland Republican who in- 
troduced the “day in court” bill for 
dealers, said the revisions “seem to 
be a step in the right direction.” 
He added that he was anxious to 
see the final form of the changes 
“in order to determine whether 
they give dealers truly enforceable 
rights in the area covered by my 
bill.” 

Senator O’Mahoney said that, on 
the whole, the GM announcement 
is “definite proof of the great 
value of congressional hearings.” 

He told Automotive News that, 
in his opinion, if he and Senator 

Monroney had not held hearings 
“these new advancements would 
scarcely have been announced. 

“I congratulate Harlow H. Cur- 
tice and his staff,” the senator de- 
clared. “They have recognized that 
the dealers had sound cause for 
complaint and have demonstrated 
a willingness to make progress.” 

The latest contract revisions, he 
continued, are “very much more 
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important than the extension of 
dealer contracts from one to five 
years made during his subcommit- 
tee’s hearings last year. 

aa = > 


“IDUT it is still not clear,” said 
the Wyoming Democrat, 
“whether Curtice and his staff 
have been willing to go so far as 
to make the contract enforceable 
in court. Referring to GM’s plan 
to employ an impartial umpire to 
adjudicate dealer appeals, Sen. 
|O’Mahoney pointed out that “a 
great international industry” like 
|GM is a far cry from baseball and 
|football, which have their own 
ezars to settle disputes. 
He warned that the General 
Motors judge, whoever he may 
| be, “will not be acting under the 
Constitution and the laws of the 
U. S., but only under the author- 
ity granted to him by General 
Motors and acquiesced in by the 
dealers.” 


While he complimented GM on 
|taking its latest action, the sena- 
|tor emphasized that “when such a 
|plan does not have the sanction of 
l\law or does not rest upon con- 
tracts in which both parties have 
|rights and responsibilities, change 
of management can make change 
| of condition.” 


He also suggested that GM’s 
plans to purchase a cancelled deal- 
ler’s premises and to declare a 
“moratorium” on the total number 
of dealers “may indicate the possi- 
bility of a much greater modifica- 
|tion of the distribution plan than 
is obvious on the surface.” 
+ * * 


— changes are most impor- 
tant, he said, “when one con- 
|siders that GM has been assuming 
ownership and control as well as 
|management in some of the divi- 
sions.” He said he understood that 
about 20 percent of Cadillac distri- 
bution centers in the U. S. are 
|owned and operated by GM rather 
| than dealers. 


Senator O’Mahoney called the 
|new GM provisions for evaluating 
|dealer sales performance “a wel- 
|}come step toward democratic self 
| government.” He also commended 
ithe new policies concerning the 
dealer’s right to name a successor, 
| warranty adjustments, and allow- 
|ances on last year’s models and on 
obsolete parts. 


Most Maryland dealers who have 
written Senator Butler believe that 
legislation is the only answer to 
factory-dealer troubles, One dealer 
warned him that “there may be 
some weak attempt on the factory 
level to smooth things over until 
|dealer pressure lets up.” 
| Since GM failed to make its 
|“franchise improvements” until 
| pressure had been brought to bear, 











|up to them to prove that the dealer 
| benefits which they asserted are 
embodied in these contract changes 
}are real and enforceable.” 

x x * 


E ADMITTED, however, that 
tle dealer appeals conceivably 
;}could make it impossible for the 
|manufacturer to threaten cancel- 
lation for refusal to take enough 
cars. 


If this were true, Senator Butler 
said, “I might be willing to amend 
my bill to exclude from its cover- 
age manufacturers whose fran- 
chises contain such arbitration pro- 
visions.” 

But he added that he would 
want to be sure the “impartial” 
judge would be beholden to 
neither the manufacturer nor the 
dealer. “I am wondering where 





| Virginia Law Controls 
Seat Belt Installations 


RICHMOND, Va.—The Legisla- 
ture has passed a bill to give the 
state police control of the instal- 
lation of safety belts. 

In appearances before legisla- 
tive committees in support of the 
measure, C. W. Woodson jr., state 
Police superintendent, said belts 
designed to hook to the seats 
rather than to the auto frames 
were being sold commercially in 
Virginia. 











|Senator Butler asserted that “it is| 


GM’s plan to let an umpire set- | 











such a person can be found other 
than in our courts,” Senator But- 
ler declared. 


Bell stated the announcement of 
revisions “indicate gratifying and 
encouraging progress.” He said he 
was greatly impressed by the en- 
thusiasm of members of the Gen- 
eral Motors Dealer Council follow- 
ing their meeting with GM officials. 

“NADA’s position on the sales 
agreement was spelled out in the 
speech I delivered at the Washing- 
ton convention,” Bell said. In that 
address, he told dealers they are 
“defenseless, vulnerable to attack.” 


“You stand alone, unprotected by 

any Federal statute,” he warned. 
+ * + 

H® WENT on to say that if fac- 

tory-dealer contracts could be 
written in clear language setting | 
forth the mutual obligations of both 
parties and guarantee the dealer 
his “right of a day in court,” then, 
and only then, would legislation be | 
unnecessary. 

In an address at the Miami Mo- 
torama, Curtice said he was “puz- 
zled” by the pleas for a dealer’s 
“day in court,” adding that he be- 
lieved GM dealers already had the 
right to sue their factory. 

Commenting on the Curtice 
statement, Bell called it “highly 
interesting.” He pointed out that | 
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BLAKE'S CAR 
BE READY? 
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Auto dealers report 


75 


he would like for Henry Hogan, 
GM _ general counsel, to furnish 
him with specific instances when 
GM took this position in court. 

“There may have been such 
cases,” Bell explained. “I just don’t 
know of any. But I do know that 
the general tendency of courts has 
been to rule that factory-dealer 
contracts are unenforceable.” 

* * * 

oe Monroney, amplifying 

his reluctance to comment at 
the present in view of the future 
hearings, said: “To take a horse- 
back judgment might be to over- 
emphasize the shortcomings or the 
advantages.” 

He added that it will “require 
very careful study by the sub- 
committee to determine what 
beneficial effects, if any, these 
changes might have.” 

Senator Estes Kefauver, author 
of a bill to force manufacturers to 
buy premises of a cancelled dealer 
was out of town and could not be 
reached for comment. 

However, one GM contract re- 
vision would seem to have the same 
effect as the Tennessee Democrat’s 
measure. 

In Chicago, C. J. McCorkle 
(Buick), president, Chicago Auto- 
mobile Trade Assn., expressed his 


| approval of the many changes and 


called them “fair and reasonable.” 


———— 
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GM Changes Seen as Franchise Pattern .. . 





Ford, Chrysler Rush Reform 


(Continued from Page 1) 


each dealer to return 2 percent 
of the parts he purchased in a 
year. This will now be 4 percent. 

4. INCREASING FORM 30 TO 
90 DAYS THE PERIOD WITHIN 
WHICH PURCHASED PARTS 
MAY BE RETURNED TO THE 
FACTORY. 

5. ASSISTANCE AND _ SUB- 
STANTIAL PROTECTION FOR 
THE DEALER WITH RESPECT 
TO DISPOSAL OF HIS PREM- 
ISES AND LEASEHOLDS IN 
THE EVENT OF TERMINA- 
TION. 

* * * 


COUNCIL member said it was 





agreed that, in disposing of a 
dealer’s property after termination, 
the factory and dealer would each 
pick one qualified and independent 
real estate man. They in turn 
would pick a third man. Then, the 
price to be paid to the dealer for 
his property would be the average 
of their appraisals. The dealer 
would have the choice of selling 
or leasing his property to GM. 

6. EXTENSION OF THE POLI- 
CY IN THE AGREEMENT, UN- 
DER WHICH A SON OR A SON- 
IN-LAW MAY SUCCEED TO 
THE DEALERSHIP IN EVENT 
OF DEATH OR INCAPACITY OF 
THE DEALER, TO INCLUDE 
ANY QUALIFIED PERSON AC- 
TIVE IN THE BUSINESS 
WHO IS NOMINATED BY THE 
DEALER TO SUCCEED HIM. 

7. MAKING IT POSSIBLE FOR 
A DEALER TO PROVIDE THAT 
HIS WIDOW HAVE A FINAN- 
CIAL INTEREST IN THE 
DEALERSHIP FOR A PERIOD 
UP TO FIVE YEARS AFTER 
THE DEATH OF HER HUS- 
BAND. 


Said one dealer, “This is a very 
important feature. It will act 
as a sort of insurance policy for 
many dealers.” 

8 INCLUSION OF A DE- 
TAILED PROVISION IN THE 
CONTRACT FOR EVALUATING 
DEALER SALES PERFORM- 
ANCE BASED ON ALL FAC-! 
TORS, INCLUDING LOCAL CON- | 
DITIONS AFFECTING HIS'| 
DEALERSHIP OPERATING! 





EITHER FAVORABLY OR AD- 
VERSELY. 


* * * 

NE member of the dealer coun- 

cil said, “Formerlly, a dealer’s 
sales performance had to be ‘satis- 
factory to the seller’ (the factory). 
The factory had carte blanche. 
Now it will be a matter of the 
opinion of the dealer, the impartial 
umpire and the factory.” 

He added that a dealer’s per- 
formance will be evaluated in the 
light of local, regional and national 
economic habits. He said_ this 
clause was very reasonable and 
also took into consideration local 
buying factors. For instance, an 
Oldsmobile dealer in a coal mining 
town would not necessarily be re- 
quired to get a local sales penetra- 
tion equal to the national Olds- 
mobile penetration. 

9. INCREASING THE FAC- 
TORY CONTRIBUTION TO CO- 
OPERATIVE ADVERTISING 
FUNDS. 

The amount of the increase of 
the factory contribution has not 
been revealed, but it is expected to 
be substantially better for the 
dealers than the present plan, 
whereby the factories reportedly 
contribute about 25 percent. 

Said another dealer council mem- 
ber, “They are substantially in- 
creasing their percent of the total, 
which has been small hitherto.” 

* * a 
ONTIAC dealers in Detroit said 
they already have been affected 
by this advertising concession in 
these ways: 

(A) Pontiac division is bearing all 
the expenses for its dealers in the 
Detroit Auto Show, except the 
charges for the portering service. 
From now on, including 1956, the 
factory will absorb any losses ac- 
cruing to the dealers from the 
auto show. This will amount to 
a $10,000 saving for Detroit Pontiac 
dealers this year, it is estimated. 

(B) Pontiac is immediately as- 
suming the cost of a new direct 
mail advertising program. 

One dealer said: “Last week we 
were called in for a meeting at 
which the factory people had prev- 
iously told us that they wanted to 
‘sell’ us a direct mail program. We 
were overwhelmed at the meeting 
when the manager said he wasn’t 
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selling it anymore, he was giving it 
to us. This amounted to a sav- 
ing of $35,000 for dealers in this 
area.” 
+ * * 
N ADDITION, the Pontiac 
dealers in Detroit were told that 

they will have a much larger voice 
in the selection of advertising, 
henceforth, as to regarding the type 
of ad copy and media used. 

10. INCORPORATION IN THE 
CONTRACT OF A CLAUSE PRO- 
VIDING FOR MAINTENANCE 
OF A HIGH STANDARD OF 
ETHICS IN LOCAL DEALER AD- 
VERTISING. 

One dealer said: “I think this 
clause will go a long way toward 
eliminating much of the current 
false advertising, both from the 
dealers and the factories. However, 
I believe dealers have been most 
guilty of this. Bad advertising will 
now be one of the ‘causes’ for 
which franchises can be cancelled. 
Generally, dealer advertising must 
not bring disrepute to the product. 

“One of our competitors’ factories 
is now advertising in a manner 
that would be banned. This fac- 
tory is advertising a new car for 
$56 a month. But this is untruth- 
ful, since it only applies to one 
model and requires the buyer to 
pay $300 down, plus the sales tax 
and license.” 

11. BROADER PROVISION FOR 
REPURCHASE OF PARTS AND 
SPECIAL TOOLS UPON TERMI- 
NATION OF AN AGREEMENT. 

A member of the Dealer Council 
recalled, “Under these provisions 
the factory will repurchase at ter- 
mination any parts in the catalog 
—which represent the great bulk 
of parts any dealer should have 
on hand. This clause and the 4 
percent obsolescence clause should 
enable a dealer to dispose of al- 
most his entire parts stock at ter- 
mination. I believe the factory will 
repurchase any tools purchased in 


the past three years.” 
* * * 


aa, the factory would | 


take back only parts for the 
current year’s car and for cars of 
the three previous years. 


12. IMPROVEMENT OF THE 
LANGUAGE IN THE CONTRACT 
IN THE INTEREST OF SIMPLI- 
FICATION. 


A council member reported that 
a general effort was made to elimi- 
nate any clause and language in 
the contract that wasn’t necessary. 


13. MANY OTHER CHANGES 
IN THE CONTRACT, INCLUD- 
ING THE ELIMINATION OF 
MANY CLAUSES, ALL DESIGN- 
ED TO IMPROVE THE DOCU- 
MENT AS A WHOLE. 


The clause requiring a dealer to 
spend 100 percent of his time on 
the premises of the dealership 
proved to be a source of laughter 
for the factory and dealership men 
alike. It was eliminated. 


A dealer quoted Curtice as say- 
ing: “My God, let’s throw that 
out.” 

* * x 


us dealer also reported that a 
number of clauses relating to 
freight, possible freight rebates 
and some other clauses relating to 
situations that occur rarely were 
deleted. 


General Motors also reported 
that Curtice made the following 
announcements: 


“1. Direct mail costs will be 
absorbed by the corporation. The 
cost of sales contests and owner 
magazines will be shared equally 
by the corporation and the 
dealers, 

“2. All GM divisions will adopt 
the policy of electing dealer coun- 
cils to provide a forum for discus- 
sion of mutual problems with divi- 
sional representatives. These coun- 
cils will be in addition to the Gen- 
eral Motors Dealer Council. 


“3. An impartial umpire will be 
engaged to adjudicate appeals by 
dealers from decisions of General 
Motors’ divisions. The umpire, to 
be selected on the basis of special 
qualifications and experience, will 
supersede the Dealer Relations 








A Bright Outlook— 


Frank Yarnall (right), 
president of NADA, and Harlow H. Curtice, 
GM president, smile at the GM dealers- 
executive conference in Miami before the 


immediate past 


opening of the Motorama. It was at this 
conference that some of the details of the 
new GM franchise were reportedly ironed 
out. Yarnall has spoken glowingly of the 
new contract. 





Board of top GM executives first 
organized in 1938.” 
+ * * 

NOTHER council member com- 

mented: “It hasn’t been deter- 
mined who will pick this umpire 
or who will pay him. But I don’t 
think either of these factors will 
be important since we expect to 
get a man of such stature that 
they won’t matter. 

“Curtice said they had been look- | 
ing for a man of unimpeachable 
character, preferably an ex-Fed- 
eral judge—possibly one who was 
preparing to return to practice. 

“Curtice said, ‘Now, the sub- 

ject of who pays this man is 
bound to come up. We don’t care 
who pays him. We'll pay him; the 
dealers can pay him, or we can 
go 50-50 on his salary.’” 

Two dealers reported that it was 
also agreed that a cancelled dealer 
can be represented by counsel be- 
fore the umpire. | 

GM also reported that dealers | 
would have a choice of one of these 
three selling agreements: 

1. A _ selling agreement for a 
term of five years cancellable by 





Maremont Group 
Gains Control of 
Motor Products 


DETROIT.—A year-long stock- 
purchasing campaign has enabled 
Chicago industrialists Arnold H.| 
Maremont and Victor Nemeroff to 
gain control of Motor Products 
Corp. here. 

Maremont, Nemeroff and two as- 
sociates gained places on the Mo-| 
tor Products board after showing | 
they held a controlling stock in- 
terest. Maremont, president of 
Maremont Automotive Products, 
Chicago, said his group had at 
least 200,000 of the company’s 468,- 
304 outstanding shares. 

The group already had one rep- 
resentative on the nine-man board 
before last week’s action. 

Maremont Automotive has 
aequired 11 small companies in the 
last two years. Maremont and 
Nemeroff have been associated in 
corporate dealings for _ several 
years, their first major acquisition 
being H & B American Machine 
Co., Chicago, in 1952. Nemeroff 
now heads the firm. 

Maremont said his group plans 
no change in Motor Products’ man- 
agement or products. 

Motor Products, a 40-year-old 
firm, has lost money the last two 
years after operating profitably 
previously. In 1954, General Tire 
& Rubber Co. offered to buy 300,000 
shares of the company’s stock for 
$7 million, but the bid failed when 
United Auto Workers Local 203 
pledged to buy the stock on a with- 
holding pay plan. 


Mallett Seeks Office 


COLLINSVILLE, Ill—David F. 
Mallett, president of Collinsville 
Motor Co. (Ford), is a Democratic 
candidate for Illinois secretary of 
state. He currently is serving as 
clerk of the Fourth District Appel- 
late Court. 








——w, 


the corporation only for cause, but 
by the dealer on 30 days’ notice 
without cause. 

2. A selling agreement for a 
term of one year, as in the past, 
cancellable by the corporation only 
for cause but by the dealer on 3 
days’ notice without cause. 

3. A selling agreement for an in. 
definite term, a continuing con. 
tract cancellable by the corpora. 
tion on 90 days’ notice without 
cause but by the dealers on 30 days’ 
notice without cause. 

+ * > 
NE veteran dealer, who is 4 
member of the GM council, said 
that he thought the five-year con. 
tract was the best one and that he 
_—— most dealers would choose 
fc. 

When asked if he thought that 
the new franchise had the usual 
number of loopholes whereby the 
factory could still cancel a dealer 
at will, this dealer replied: 

“No sir, I don’t. I think it’s a 
terrific document for the dealers, 
The combination of the new 
clauses relating to cancellation 
and the umpire gives a dealer tre- 
mendous security—a great deal 
more than he ever had before. 

“However, a dealer can still be 
cancelled for bankruptcy, bad ad- 
vertising, insufficient sales (if 
proven to the umpire), for being 
convicted of a crime and for many 
other things, most of which are 

justifiable.” 
+ * = 


|b pepper that GM had gone 
all out to do the right thing, 
the dealer said: 

“Curtice is to be commended for 
recognizing the problem and then 
taking steps to rectify a serious 
situation. One of his handicaps has 
been that most dealers won’t speak 
up honestly to him. He asks how 
they’re doing and they say ‘fine.’ 


| Then they go around the corner 
|and pour out their troubles to the 


world.” 


A General Motors spokesman 
was asked to explain further some 
of the provisions of the contract, 
and he replied: 

“We’re not amplifying anything 
further until Curtice can take 
the new contract to the dealers 
on the telecast March 2. Also, 
some of the mechanics and de- 
tails of the contract have to be 
crystallized.” 

The matter of new dealerships 
also was discussed at the GM 
Dealer Council. Dealer reports on 
this were conflicting. 

Two dealers said they were 
promised that no new dealerships 
would be opened for a year and 
several other dealers reported 
that the dealership moratorium 
was indefinite. Pontiac dealers 
in Detroit have been told of the 
dealership moratorium. GM made 
no mention of this in its public 
statement. 

One dealer was asked what he 
thought the best feature to come 
out of the council was and he re- 
plied: 

“There was one feature that I'd 
rather have than $20,000 a year. 
That was attitude and intent of the 
GM factory people to give the 
dealers a new deal.” 

* * * 


Chevrolet Reorganizes 


Dealer Planning Body 


DETROIT.—Following shortly on 
the heels of the announcement of 
the revamped GM dealer contracts, 
Chevrolet has reorganized its Na- 
tional Dealer Planning Committee 
in a move aimed at providing in- 


dividual dealers with more direct | 


representation on zone, regional 


and national committees. 


Under the new plan, dealers in 
each of the 493 Chevrolet districts 
will elect a committeeman to rep- 
resent them at the zone or branch 
level. Each of the 43 zone or 
branch committees will elect a re- 
gional representative. 

Finally, each of the eight region- 
al committees will elect a member 
to serve on the eight-man national 
committee which meets with com- 
pany executives in Detroit. 


Formerly, dealer committeemen 
were elected on a basis of planning 
potentials the size of the dealer- 
ships in each zone—eight repre- 
sentatives for large dealerships and 
eight for smaller ones. Chevrolet 
said that five years with this plan 
showed that problems of large and 
small dealerships are similar. 
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Car, Truck Output Estimates 
By Automotive News 


PASSENGER CARS 


(U. S. PRODUCTION ONLY) 








Week Week Jdan.1 Jan. 1 
Ended Same Ended Feb., To To 
Feb. 18, Week, Feb. 11, 1956, Feb. 19, Feb. 18, 
1956 1955** 1956* To Date 1955** 1956 

AMERICAN MOTORS 4,170 3,893 3,917 10,532 17,723 25,531 
FERRI OM  aesscccesssesssscsceseees 1,270 1,317 1,188 3,241 6,747 7,910 
POO. ccceciessssccsasvscentevssorses 2,900 2,576 2,729 7,291 10,976 17,621 
CHRYSLER CORP. ...... 16,401 33,701 18,480 48,375 217,011 148,206 
CERO cccccsecessncsevsivnvnes 2,600 4,381 2,430 6,667 29,632 19,942 
DeSoto 2,280 3,392 2,241 6,192 23,088 17,271 
Dodge 3,000 8,044 3,744 10,001 54,789 31,323 
Plymouth. ...............000... 8,521 17,884 10,065 25,515 109,502 79,670 
FORD MOTOR. .............. 29,215 45,147 34,751 85,574 302,158 242,418 
Continental ................... ee 67 ee - —-Sesvcnsdon 540 
SINE v: avedsvusetsiuvensivensciewttine 23,700 34,689 28,428 69,566 241,039 197,349 
OEE. cicinetsbsevecuionsessvens 875 981 1,250 3,018 5,574 8,769 
PIE sccvsnsicccesisecscecoeee 4,600 9,477 5,006 12,823 55,545 35,760 
GENERAL MOTORS .. 76,459 85,039 76,868 199,501 560,680 520,872 
UNE . dtcmnsecissbsceinarepeecsevins 14,480 16,401 15,118 39,021 107,988 106,116 
Cadillac ....... 3,360 3,220 3,383 8,764 23,774 22,960 
Chevrolet 37,300 40,169 37,426 97,188 263,042 248,866 
Oldsmobile .................... 11,969 12,339 11,917 31,057 83,724 81,223 
PE Svcscssivicestescaasusioeas 9,350 12,910 9,024 23,471 82,152 61,707 
TE GHRGUIES svssessccszsscssccestees 2,600 5,321 2,291 6,277 31,527 24,422 
PIO: xscncrenssiievessensive  abessniass ee (ts 220 8,750 4,013 
Studebaker .................. 2,600 3,646 2,291 6,057 22,777 20,409 
Total Cars, U. S. ........ 128,845 173,457 136,307 350,259 1,131,259 961,449 





*Revised 


**Totals for 1955 include Kaiser-Willys production. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 














Week Week Jdan.1 Jan. 1 
Ended Same Ended Feb., To To 

Feb. 18, Week, Feb. 11, 1956, Feb. 19, Feb. 18, 

1956 1955* 1956* To Date 1955* 1956 
CHEVROLET 8,300 213 9,074 23,047 28,575 59,566 
DIAMOND T ........ 100 80 97 255 529 662 
NY, Secisxnislcbacssbsasienianive 100 60 100 258 440 665 
DODGE ......... 1,700 1,408 1,870 4,618 11,261 11,485 
EY casshnspubbciunengdeceadittiecds 5,635 8,116 6,644 16,273 56,107 45,503 
REY glicacssasdcsey sientaintinodinetiel re 2,078 5,550 6,515 14,315 
INTERNATIONAL ....... 3,090 2,372 3,098 7,978 15,723 21,021 
NL, - Shachincesdbvapicevmenceteieens 252 357 911 1,483 2,661 
NEE * tsassesnscneiebeuieidveosevasstoene 16 47 203 581 539 
STUDEBAKER 499 191 407 2,875 1,847 
WHITE 261 406 1,064 1,787 2,751 
WILLYS 1,534 502 3,095 10,695 8,769 
MISCELLANEOUS***.. 50 59 49 127 487 336 
Total Trucks, U.S. .... 24,282 14,930 24,513 63,786 137,058 170,120 





Total Cars, Trucks, 








BRI cote pitta diasenccasddinets 153,127 188,387 160,820 414,045 1,268,317 1,131,569 
Total Cars, Trucks, 

NL faidissdictencicnanaie 7,616 8,206 4,141 15,748 55,079 45,374 
Grand Total, 


Cars and Trucks, 


U. S. and Canada....160,743 196,593 164,961 429,793 1,323,396 1,176,943 





*Revised, Miscellaneous includes Corbitt, Marmon H., Brockway, Four-Wheel Drive, etc. 
N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar and Sterling are included in White Totals. 


NSPA Plans to Demand 
Stiffer Antitrust Laws 


SAN FRANCISCO.—The National 
Standard Parts Assn., whose con- 
vention opens here tomorrow (Feb. 
21), is preparing an urgent plea for 
Congress to end growing monopolies 
in the automotive supply field. 

NSPA said this threat endangers 
the independent businessman. Close 





Moran Explains 
Switch to Ford 


CHICAGO.—Jim Moran, whose 
appointment as a Ford dealer has 
been assailed by the Metropolitan 
Ford Dealers Assn., said last week 
he switched from Hudson “because 
in the interests of the dealership 
and its employes it was necessary 
for us to look for a product that 
is merchandised nationally on a 
larger scale.” 


Moran’s Courtesy Motor Sales, 
Inc., is one of the nation’s largest 
Hudson dealerships. His Ford fran- 
chise becomes effective March 1. 

The local Ford dealer group at- 
tacked Moran’s selling practices in 
protesting his appointment. In a 


telegram to Henry Ford II, the 
group charged that Moran had 
been expelled from the Chicago 
Automobile Trade Assn. 


to 10,000 representatives of the 
automotive service industry are 
coming to the convention deter- 
mined to get tougher anti-monopoly 
laws, NSPA said. 


They want the laws to end what 
they claim to be ruthless competi- 
tive practices on the part of major 
auto and tire manufacturers and 
oil companies. 

“The practices include outright 
coercion, false advertising and mis- 
representation,” according to an 
NSPA spokesman. 

Joseph W. Burns, chief counsel, 
Senate antitrust and monopoly sub- 
committee, will make the principal 
speech at the meeting. 


Winning Speed in ‘500’ 
Is Subject of Contest 


FREMONT, O.—Herbrand Tools 
has announced its annual “500” 
contest in which mechanics are 
asked to guess the winner’s speed 
in the Memorial Day race at the 
Indianapolis Speedway. Contestants 
must guess the speed to three deci- 
mal places. 

Fifteen prizes will be awarded, 
headed by a tool set and cabinet 
worth $250. Entry blanks may be 
obtained from WHerbrand jobbers 
and the contest closes Apr. 15. 
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Week’s Total Is 128,845... 


Car Output Off Again 
As Chrysler, Ford Cut 


(Continued from Page 1) 





percent below the same period a 
caused industry observers to read-| Year ago. 
just their estimates for February 
production totals. With the indus- 
try currently producing an average 
of 26,938 cars a day over a five-day 
week, the manufacturers now are 
expected to turn out approximately 
565,700 cars this month. The orig- 
inal estimate for February was 
590,000 cars, or about 3.5 percent 
below January’s outturn of 611,190. 
The industry turned out 675,495 
ears during February a year ago. 
* * + 

. ane the way in last week’s 

readjustment to current market 
conditions was Ford division, which 
curtailed output operations at 10 of 
its 15 assembly plants for one or 
two days during the week. 

Four of the 10 affected plants, 
Atlanta, Buffalo, Kansas City and 
Memphis, were down both Thurs- 
day and Friday, while division 
plants at Chester, Pa.; Chicago, 
Dallas, Louisville, San Jose, Calif., 
and Dearborn were out of operation 
on Friday. 


Five assembly units not affected 
by the shutdowns were at Long 
Beach, Calif.; Mahwah, N. J.; 
Norfolk, Va.; Minneapolis, and 
Somerville, Mass. we are in trouble.” 


Ford division’s output of only} Last week Studebaker announced 
23,700 cars last week was 19.9 per-| agreement with Local 255 of the 
cent below the previous week’s pro-| UAW on a new three-year labor 
duction of 28,848 cars and dropped| contract, covering 800 workers at 
it 22.1 percent behind its pace for|its Los Angeles plant. The con- 
the first seven weeks of 1955. |tract was in line with other UAW 

a |contracts settled earlier. 
FPORD MOTOR'S Mercury, Lin-| Se ae 
coln and Continental divisions GAW Employer Dispute 
also cut production schedules dur-| MEANWHILE, a dispute is brew- 
ing the week. ing between Michigan large 

Mercury, with its St. Louis |and small manufacturers over ef- 
plant down Thursday and Wayne forts to secure legislation that 

(Mich.) and Metuchen, (N. J.) | would prohibit the integration of 
plants down both Thursday and ee and public unemployment 
Friday, terned out only me — A bill, backed by the Michigan 
last week, as compared with 5,006 | Ti formation Committee (an as- 
the previous week. It also left | sociation of small businessmen), has 
Mercury 55.3 percent behind its 


been introduced in the Michigan 
i for the first seven weeks of | [Legislature to prevent integration. 
ast year. 


| John S. Bugas, industrial rela- 

The closing of the Wayne plant) tions vice-president of Ford Mo- 
for two days also hampered Lin-| tor Co., rapped this and other 
coln output—the division’s output} efforts to block integration as 
for the week being 875 units, as 


“misguided and shortsighted.” 
compared with 1,250 a week earlier.| Also speaking last week, Edward 
+ * ~ 


L. Cushman, industrial relations 
ONTINENTAL has readjusted its vice-president of American Motors, 
schedules downward to 16 units 


criticized the suggestion that in- 
a day, after working on a 20-a-day dustrywide collective bargaining be 
pace throughout most of January 
and the first two weeks of this 
month. A spokesman termed the 
cutback a readjustment to the 
“normal demand for the car.” 

Although a backlog is still to 
be filled, the major demand for 
the car has been met, he said. He 
pointed out, however, that pro- 
duction still is 50 percent above 
the original estimate made last 
year. 

Chrysler Corp., with its Dodge 
and DeSoto divisions on four-day 
operations, turned out 16,401 cars 
last week, or 12.6 percent below the 
18,848 units turned out a week ear- 
lier. The corporation’s overall out- 
put is running approximately 46.4 


Chrysler’s Harris 
In New Sales Job 


DETROIT. — Appointment of 
Maurice J. Harris as assistant sales 
manager in charge of territory 
development has 
been announced 
by E. M. Braden, 


*” * * 


ODGE, which laid off another 

2,800 workers last week, turned 
out 3,000 cars, as compared with 
with 3,744 the previous week, while 
DeSoto, which lays off 1,500 em- 
ployes today (Monday), turned out 
2,280 cars. It assembled 2,241 units 
during the week ended Feb. 11. 


A total of 32,961 workers have 
been laid off by Chrysler Corp. 
since the beginning of the year, 
29,776 of which were employed in 
Detroit plants. 

Plymouth, which dropped another 
shift last week, turned out 8,521 
cars, aS compared with 10,065 a 
week earlier, and Chrysler assem- 
bled 2,600 units last week, as com- 
pared with 2,430 the previous week. 

* * * 
ENERAL MOTORS, 
member of the Big Three to not 


GM Canada 


(Continued from Page 6) 
ion’s Chrysler department, said, “If 
|things don’t pick up by March 15, 
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SERVICE MANAGER 
BY VOLUME FORD DEALER 
PROSPEROUS LOUISIANA CITY 
Excellent Compensation 


Write complete details to Box 5816, 
c/o Automotive News, Detroit 26. 





SALES MANAGER. Dealership, established 
over 40 years, offers exceptional salary 


general sales; and bonus opportunity for alert and 
aggressive sales manager to take care of 

pee Chrysler new car sales. Dealership located 
vision. Pennsylvania, trading area 200,000 popu- 


Harris has been| ation. Sales for last five years more than 

with Chrysler 900 new units per year. One of ‘‘Big 2’’. 

y Must have proven record of ability to 

Corp. for 11 years.| produce sales and handle large sales 

His first work was staff. Write, giving past ten years’ 

th secret! employment history, educational back- 

on e : ground, age, marital status. Replies 

X-100 project) strictly confidential. Box 5757, c/o Auto- 
which later was 
unveiled as part 


motive News, Detroit 26. 
PARTS MANAGER for Ford dealer—met- 
of the production job on the first 
atom bomb. 


M, J. Harris 


ropolitan Detroit. $30,000 volume. Salary 
and bonus. Mr. Schroll, New Center Mo- 
tors, 7379 Woodward, Detroit. TR 5-8310. 





the only| 
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cut output appreciably over ’55, 
turned out 76,459 cars last week, or 
409 fewer units than it produced 
the previous week. Its totals for 
the first seven weeks of this year 
were only 7.6 percent below the 
same period of last year. 


American Motors’ assembly of 
4,170 cars last week was a 5.9 per- 
cent improvement over the pre- 
vious week’s outturn of 3,917 
units, and pushed the corpora- 
tion’s todate totals 44.1 percent 
ahead of the same period a year 
ago. 

Studebaker - Packard, with its 
Packard-Clipper division still down, 
turned out 2,600 cars last week, as 
compared with 2,291 a week earlier. 
Overall, the corporation’s output is 
down 29 percent from a year ago. 

Truck production totalled 24,282 
units last week, or 231 fewer than 
were produced a week earlier. 
Canadian car-truck assemblies 

totalled 7,616 units last week with 
the return of Chrysler Corp. to full- 
scale output. 

Although the GM of Canada 
strike has ended, it is doubtful 
whether the corporation will get 
back into production before an- 
other week, a spokesman aid. 


—Martin L. WHITMYER 





Longest Auto Walkout... 


Strike Ends 


conducted in the auto industry. 

He declared that such a proposal, 
formerly advocated by Henry Ford 
II, president of Ford Motor Co., 
would put too much power in the 
hands of a few men. 

On the dealership front in Min- 
neapolis, Local 1086 of Retail Clerks 
Union has asked the National La- 
bor Relations Board to hold repre- 
sentation elections in 17 dealerships, 
according to John Brennan, secre- 
tary-treasurer of the union. 








Turnout Sets Record 


For Miami Motorama 


MIAMI.—General Motors has 
announced that 448,405 persons 
attended Motorama during its 
nine-day run here. This was a 
Miami record. GM said attend- 
ance has increased each year 
since the 1953 opening. 

Harlow H. Curtice, GM presi- 
dent, said Motorama crowds at 
New York and Miami reinforced 
his conviction that 1956 will be 
“another record year for business 
generally.” He said it can be the 
“second-best” production and 
sales year in the history of the 
automobile industry. The peak 
year was 1955. 
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22c) PER WORD FOR EACH | 


Replies to | 


unopened. Display ads: $12.30 per | 


Contract 


2666 PENOBSCOT BUILDING 
tha 


HELP WANTED 


GENERAL OR SALES MANAGER wanted 
by large volume General Motors dealer in 
Columbus, Ohio, Must have proven ability 
in training a sales force and promoting 
sales. Good pay, group insurance, dem- 
onstrator, etc. In reply, please state age, 
experience, general background, history 
and mail a picture. Box 5791, c/o Auto- 
motive News, Detroit 26. 


EXPERIENCED BOOKKEEPER to assume 
full charge of books, Salary open, Posi- 
tion offers opportunity and permanency 
for qualified person with 100 new car 
year Chrysler-Plymouth dealership lo- 
cated in ideal southern New England 
community within 75 miles of New York. 
Please address Box 5774, c/o Automotive 
News, Detroit 26. 





SALES MANAGER 
Excellent Opportunity and Compensation 
for Volume Ford Sales Manager 
SOUTHERN STATE LOCATION, 
PROSPEROUS CITY 


Write complete details to Box 5817, 
c/o Automotive News, Detroit 26 
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HELP WANTED 


WANTED—OLD ESTABLISHED 


dealer- 
ship needs experienced service manager 


HELP WANTED . 


EXPERIENCED SERVICE manager for 
dealership handling Ford, Located south- 








for Studebaker - Packard - foreign car eastern Pennsylvania, population 30,000. 
dealership in beautiful Santa Barbara,| Handling 450 new units yearly. Salary 
California. Must be able to supervise; and bonus. Advise fully with references 


first letter. Answer Box 5799, c/o Auto- 
motive News, Detroit 26. 


complete shop employing 20 men. Attrac- | 
tive salary with share of profits to right | 








man. Box 5812, c/o Automotive News, - — 
Detroit 26. CAR RENTAL MANAGER wanted oy large 
—— | metropolitan Oldsmobile dealer. Must have 
GENERAL SALES MANAGER for 1000 thorough knowledge of car rental and 
car volume New York City Ford dealer. ability to create and establish rental 
Generous salary plus extras for top department. Excellent opportunity for 
man, Box 5813, c/o Automotive News, right man. Box 5800, c/o Automotive| 
Detroit 26. News, Detroit 26. 


Salary $15,000 to $25,000 
And an Opportunity to Make More 


Are You This 
Sales Manager? 


This is a Permanent Career Position 
in the Metropolitan New York Area 
for an Outstanding Sales Manager. 


You must be a leader able to assume complete 
charge of our sales force and the operation of a 
successful "Big Three" new car dealership. 


You must have exceptional abilities and prove 
them with an up-to-date record of successful 
sales and sales administrative accomplishments. 


You must be able to build profitable sales volume, 
hire and train sales personnel, initiate produc- 
tive sales promotional programs and always 
employ ethical, good-will and prestige-building 
methods. 


You must have highest character, provide best 
references and stand rigid investigation. 


If you are this man and your knowledge and 
experience can be effectively — then—and 
only then—apply. 

Send a detailed resume for our confidential con- 


sideration to Box 5818, c/o Automotive News, 
Detroit 26. 
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MIDDLE ATLANTIC EAST NORTH CENTRAL 





MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
“WE NEVER MISS” 
All Checks Insured by Fidelity Ins. Co. of Tenn. 
Your Good Will—Our Most Valuable Asset 
On U. S. Route 20A Phone 5-9535 


NEW YORK CiTY's 
SKYLINE 


AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 
and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 








Flint Auto Auction, Inc. 
3711 Western Rd. Flint, Michigan 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 





AUTO AUCTION 


TIM ANSPACH 


"Midway,"" Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 


(For Dealers Only) 


12:30 —— SALE EVERY WEDNESDAY — 12:30 


Grvesy oneAy - --, 12 ROOM |M. D. McCollum, Mgr. Phone Cedar 9-4492 


Member of N.U.C.D.A. and N.A.A.A., Inc. 











$1,000 PRIZES 


U. S. GOVERNMENT BONDS 
SECOND ANNIVERSARY SALE 


Wednesday, February 29th 


SYRACUSE AUTO AUCTION 
Cortland, N. Y. | 
Irv Mondore says 
“EVERYBODY COME” 


DEALERS SAY 
Our greatest dollar values are at 
CARL MARKER'S 
FORT WAYNE 
AUTO AUCTION 


Oldest in the Mid-West | 
One of the Nation's Best 
Sale Every Tuesday 
12:30 P.M. 


OPEN ALL NIGHT MONDAY 


Phone E 1254 Phone E 5209 | 
| 324 West Main Street, Fort Weyee, Indiana 
We Guarantee Checks 

Dealers Only 








New Jersey's 
Only: Original Auction 


LEBANON AUTO AUCTION, INC. 
On Route 22—3 miles west of N. Plainfield 


Sale Every Wednesday at 12 Noon 
Dunellen 2-0915 and Dunellen 2-9849 











SALES MANAGER 


NOW AVAILABLE! 


PARTS MANAGER — 15 





AUCTIONS 
INTHENATION = 


y Rates: Minimem space, 1 inch on 1 column—Maximum: 5 inches on 2 columas— 





On M2i—One Half mile west of Grandville, 
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AVAILABLE at once} 
due to liquidation of ‘‘Big 3’’ | 








ground includes seven years’ in sales pro- 
motion plus a profound knowledge of | 


new and used cars. Proven ability in| 
producing sales and training, directing | 
salesmen. Dependable, aggressive—inter- | 


ested in position with a future. Excellent | 
references—present employer will recom- | 
mend me highly. Box 5819, c/o Automo- | 
tive News, Detroit 26. 


| EXECUTIVE SERVICE manager. Success- | 


ful management all departments Chevro- | 
let, Oldsmobile—merchandising, customer 
relations. Interested large, medium pro- 
gressive organization. Prefer Florida, 
southern California, Arizona, New Mexico. 
Box 5802, c/o Automotive News, De- 
troit 26. 


MIDDLE age man, 
twenty years’ experience. Held positions 
as general manager, sales manager and 
used car manager. Can furnish best refer- 
ences as doing a good job. Honest and 
sober. Free to go anywhere in the south. 
R. D. Keller, 206 Carolina Ave, N.W., | 
Orangeburg, S. C. Phone Jefferson 4-5711. 
years’ General 
Motors experience, sales, service. 12 
years as parts manager. Familiar with 
all phases of General Motors systems. 
Now parts manager for large Motors 
Holding dealership. Prefer dealership in 
north Florida, North or South Carolina, 
Georgia. Proven record. References ex- 
changed. Box 5803, c/o Automotive News, 
Detroit 26. 





|GENERAL MANAGER or sales manager. | 


22 years’ experience in all phases of deal- 
ership management. Age 46, married. | 
Available April ist. Desire location in| 
Maine, New Hampshire, Massachusetts, | 
Rhode Island r Connecticut. Box 5805, 
c/o Automotive News, Detroit 26. 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Automotive News. Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 

mediately to the advertiser. 


Manager, 





EAST NORTH CENTRAL 


GRAND RAPIDS AUCTIONS, INC. 


Mich. 

EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M. Sharp—Dealers Only 
Auctioneer: Col. W. E. ‘Bill’ Nagy 
“Michigan's Best'* 

Phone: ARdmore 6-4720 


EAST | SOUTH CENTRAL 


| AVAILABLE — 





JOHNSON AUTO AUCTIONS 


LAWRENCEBURG, TENN. 
Every Tuesday 


HUNTSVILLE, ALA. 





Every Friday 
Insured Checks and Titles 





MOUNTAIN 


COLORADO 
AUTO AUCTION 


LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 


Sale Every Monday—11:00 a.m. 


Owners: 
Francis R. Cassell 
Carroll Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colorado Auto Auction FAX 
', Colo. 


STATES 








Auctioneers: 
Colonels Johnny Wood and Dean Davis 


| All cars paid for by our own check through 
the First National Bank of Englewood. 








LUCAD 


Leading Used Car Auction Directory) 
-+-is the key to a dealer’s problem when 
lecking for a place to buy or sell cars. 





POSITION WANTED 


DEALERSHIPS AVAILABLE 





GENERAL MANAGER, currently experi- 
enced, capable profitably operating 
dealership under present challenging con- 
ditions, obtaining good market penetra- 
tion, consistently moving used cars 
retail, also obtaining reasonable service 
absorption, Will 
aggressive organization all departments 
and operate to a high standard, insuring | 
good factory relations. College educa- | 
tion, steady, reliable, middie aged, 
slender, athletic, good bearing, family 
man, excellent references. Compensation 
$750 a month, use of car and 10% net 
profit before taxes. Prefer medium sized 
city but familiar with large city opera- 
tion, California preferred but will con- 
sider other locality. Arthur 
Wolf, 4249 Degnan Bivd., 
8, Calif. 


SERVICE MANAGER — 20 years’ experi- 
ence in the automotive business. Able, 
energetic manager who knows all phases 
of parts and service. 37 years old, mar- 


ried and will relocate. Can start in ten} 
days. Box 5794, c/o Automotive News, 
Detroit 26. 


AUTO SALES MANAGER—19 years’ ex-| 


perience in closing and appraisals, expert 


pencil man. Capable manager on volume, | 
mature | 
judgment. Married, 40 years old, Chicago | 


spot delivery operation. Reliable, 


area only. Armitage 6-9605 after 6 p.m., 
Chicago, Ill. 


OFFICE MANAGER AND accountant, one 
of the best in the business, wishés, to 
locate with an alert, successful, large 
volume automobile dealer. Presently em- 
ployed. Instant records, speed and ac- 
curacy with the least possible help. 
Knowledge of finance and car papers. 
Salary plus bonus. Box 5806, c/o Auto- 
motive News, Detroit 26. 


GENERAL OR SALES MANAGER— Spe- 
cialized heavy truck selling. 21 years 
wide executive experience. Employed. De- 
sire future investment opportunity. Box 
5801, c/o Automotive News, Detroit 26. 


ADVERTISING AGENCY seeking dealer 
accounts Detroit area. Experience with 
newspaper display, direct mail, radio-TV, 
brochures. Box 5804, c/o Automotive 
News, Detroit 26. 


DEALERSHIPS AV AILA BLE 


DEALERSHIP handling 
Chevrolet and Buick. Netted over $23,000 
and sold over 160 new units in 1955. 
Small Wyoming town. Two hours from 
Salt Lake City on coast to coast high- 
way. Low overhead. Sure profit. 
will buy parts, tools and accounts. 





Lease 


building for $225 per month. Gas heat. | 


Box 5810, c/o Automotive News, Detroit 
26. 


build strong youthful | 





— 


Used Car Agency 


FOR SALE 


Excellent location in Winchester, 
Virginia, at edge of town on main | 
highway to Shenandoah Valley. | 
Good inventory, garage and serv- 
ice station with 2-year lease on | 
property. This is a real bargain, 




















Crandall | 
Los Angeles | 


$10,000 | 







being sacrificed to wind up an 
estate. Brokers protected. 


WRITE BOX 5808, 
c/o AUTOMOTIVE NEWS, 
DETROIT 26. | 






a THERN CALIFORNIA dealership han- 
dling Clipper, Packard, English Ford, 
Excellent franchise territory near Disney- 
land, mountains and ocean, Wealthiest, 

| fastest growing county in U. 8S. Good 

lease on beautiful, modern buildings and 
used car lot. Real estate available if de 
sired. Approximately $40,000 plus work. 
ing capital. Owner has other business in- 
terests. Inquiries and details confidential. 
Box 5786, c/o Automotive News, Detroit 
26. 





DEALERSHIP HANDLING Chrysler-Plym- 
outh in one of the most beautiful south- 
ern California cities. Excellent potential, 
wealthy community, splendid facilities 
with transferable building lease. Sale 
price for equipment and parts only; no 


good will, Must meet factory approval. 
Box 5796, c/o Automotive News, De 
troit 26. 





DEALERSHIP HANDLING Chrysler. 
Plymouth in Nebraska. No used cars or 
accounts. Sell or lease building. In irri- 
gated territory. Box 5809, c/o Automotive 
News, Detroit 26. 

AGENCY HANDLING DeSoto-Plymouth in 
central Kansas—doing $225,000 yearly. 
Buy or lease property. Consider reason- 
able offer. Kashfinder, Wichita, Kans. 

DEALERSHIP HANDLING Mercury. 
pact new and used car operation. 
growing town between oil and_ steel, 
$420,000 sales 1955. Lowest possible over- 
head. Complete buildings, office and shop 
equipment, parts, signs. $15,000 will buy 
$35,000 assets. Wayne C. Cly, Gilmer, 
Texas. 


HELP WANTED 








Our company is a leading 


for advertising, sales 


functions. 





automotive distributor 


Excellent insurance and pension program in addition to salary 


stated above. Top opportunity 


assume broader responsibilities. 


Your reply will be treated in complete confidence and should 
include age, present connection and home telephone number. 


Box 5811, c/o Automotive News, Detroit 26. 


promotion and all 


SALES MANAGER 
$30, 


AUTOMOTIVE REPLACEMENT PARTS 


000 


manufacturer of quality metal 


parts for the automotive industry. We have an excellent oppor- 
tunity for an experienced sales manager, capable of directing 
a national sales organization as well as assuming responsibility 


other marketing 


@ Preferred age 35 to 45 years. 


@ The right man should have experience with prod- 
ucts such as spark plugs, 
pumps, generators or other products sold through 


filters, piston rings, 


channels. 


for growth for a man who can 

















General Managers, 


Sales Managers, 


Business Managers, Auditors 


We are interested in men who can qualify now or who have the background 


and experience to qualify within a few months. If you are interested in a 


connection that offers unlimited ownership and management possibilities with 


an organization that operates over 40 


dealerships, and feel that you have the 


qualifications, write complete resume of background and enclose recent photo- 


graph. 


HULL-DOBBS-OAKLEY 


104 SOUTH THIRD STREET 


SUPERVISION SERVICE 


MEMPHIS, TENNESSEE 





| 


























. 













han- 
“ord. 


sney- 
iiest, 


itial. 
troit 














DEALERSHIPS AVAILABLE 


FO SALE BY OWNER. Well equipped 
adeterahip handling DeSoto-Plymouth 
I ly located in Vermont, 200 new car 
Gotential. Modern new building and ad- 
joining used car lot. Can be bought with 
or without real estate. Long term lease 
available. Inventory clean and conserva- 
tive. Small investment required, If in- 
terested, write Box 5814, c/o Automotive 
News, Detroit 26. 


“BIG 3°’ DEALERSHIP available— Dur- 
ango, Colo., population 10,000 plus large 
trade area. Oil, , uranium, tourists, 
best hunting and fishing in state. Owner 
taking larger deal. Just $18,500 for 
parts and equipment. Box 5815, 
Automotive News, Detroit 26. 


————————— 

DEALERSHIP, now handling Pontiac. 175 
car franchise. Texas border city of 
60,000. You buy only actual inventories. 
Approximately $35,000. No accounts or 
used cars, Will lease new buildings rea- 
sonably. Box 5785, c/o Automotive News, 
Detroit 26. 


DEALERSHIP WANTED 

WANTED FORD OR G.M. DEAL, 250 
units up, factory approval, ready to take 
over. Prefer West Coast. Strict confi- 
dence. Box 5782, c/o Automotive News, 
Detroit 26. 

FORD OR CHEVROLET, 400 to 600 units 
per year, in Midwest or South. Factory 
approval assured. Have cash. Informa- 
tion kept confidential. Box 5783, 
Automotive News, Detroit 26. 

WANTED—FORD DEALERSHIP. 250-500 
car potential in western Pennsylvania or 
eastern Ohio. Spot cash available. Box 
5807, c/o Automotive News, Detroit 26. 


DEALER SERVICES 


Catchy Jingles Add 
"Oomph" to Your 
Radio Ads 


eS AT A FRACTION 
USUAL COST : 

You'll a “he whole town humming 

your singing commercials written 


c/o 


c/o 


especially for you and transcribed 
professional radio singer. 


by Adds 
impact to your radio or television 
advertising. Easily a $100 value. 
Volume operation enables us to pro- 
duce this for Specify what you 
want featured (used cars, new cars, 
service or whole operation). Explain 
ronunciation of name if unusual. 
no money. 
you receive transcription. 
within a few days. Write A. 
Elliott Advertising—Automobile Dealer 
Promotion—Dept. AN-2. 310 E. Hud- 
son St., Columbus 2, Ohio or phone 
AMherst 7-2188 or AMherst 7-2674, 


INVENTORY SERVICE 


& CERTIFIED REPORTS * 
@ Obsolescence Disclosed 
@ Shortage or Overage Established 
@ i Py - ~ py —~ 


@ Analysis of 


ocedures 
Full time experts. No pick-up part time help. ny s. 


Call or write for service + aye 


Automotive Inventory Service 
10040 Freeland Detroit m7 Mich. wes. 3-6445 
estern Dealers Attention 
429 S. Western Ave. Los Angeles 5, Calif. 
Du 9-5095 











CARS FOR SALE 
ATTENTION 


Wholesale 


Write, Wire or Call 


GAGE 


OLDSMOBILE, INC. 


21710 Woodward Ave. 
Detroit 20, Mich. 
or call JOrdan 4-5600 


For Clean, Late Model 
Used Cars And 1956 
Factory Officials’ Cars 





ATTENTION DEALERS !! 


SPECIALIZING IN THE SALE OF 


EX-TAXIS 
Excellent Bodies - Good Motors - Heaters 
Upholstery New 
BUY NOW — LOWEST PRICES EVER 
1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7.2300 








ROBINSON AUTO RENTAL 


FLEET LEASED CARS 
1954 - 1955 


CHEVROLETS, FORDS, PLYMOUTHS 
Deluxe and Standard— 
Many two-tones 

Now available at Hertz Stations in the fol- 
lowing cities: Philadelphia, Baltimore, Wash- 
ington, D. C., Pittsburgh, Akron Cleveland, 
Detroit, Flint, Chicago, "Milwaukee Cincin- 
nati, Louisville, St. Louis, Kansas City Lin- 
coln, Neb., Oklahoma City, Fort Wout! Dal- 
las, New Orleans, Atlanta. 

ROBINSON AUTO RENTAL 

nnen 


Philadeiphia, Pa. 
; spotte U Vand Car Mgr. Sherwood 8-1500 








CLASSIFIED WANT ADS 
BRING RESULTS 


HELP WANTED 


OUTSTANDING OPPORTUNITY 


National finance corporation with over quarter century in auto 
finance field, requires men fully qualified to start as: 


District Managers — Branch Managers 
Sales Solicitors — Operations Supervisors 
Need qualified personnel for immediate assignment due to com- 


pany’s rapid expansion. 


Progress assured to qualified personnel. 
Multiple employee benefits including company sponsored Retire- 


ment Program, Profit-Sharing, 
Life Insurance. 


Hospitalization, liberal Group 


Those selected will be paid top salary and will qualify for addi- 


tional Incentive Bonus in 1956. 


Write, in strict confidence, for personal interview giving com- 
plete personal information and employment history. 


Box 5777, c/o Automotive News, Detroit 26. 










equipment. 


Equipment and Office Furniture. 


Auctioneer—Col. Harold Reisert 
Richmond, Indiana 
Phone 2-3686 





PUBLIC AUCTION SALE 


WILKINSON MOTORS — FORTVILLE, INDIANA 
U. S. Highway 67, halfway between Indianapolis and Anderson, Ind. 
DeSoto—Piymouth—International Truck Dealer 
TUESDAY, FEBRUARY 28, 1956 
Beginning 11 A.M. 
Entire stock of automobile shop equipment, 
40 Late Model Cars—2 New International Trucks—% and 1-ton Dual. 


$16,000 Current Parts Inventory, $5,500 Accessories, $3,000 New Tires. 
$800 Brass Fittings—$8,000 Shop Equipment—Complete line of modern Office 


Auctioneer's Note: Automobile buyers, parts dealers, and accessory men, 
this is one of the finest automobile dealership liquidation 
sales ever offered at public auction. By all means attend. 





(E.S.T.) 


parts, accessories and office 









Owner—J. F. Wilkinson 
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1953 PLYMOUTH 


Ex-Taxis 


$150 each 


© Good Motors © Good Bodies 
2 Upholstedy New ° Heaters 
© All Running Cars 


SID LAVENE 


912 Spring St. Philadelphia, Pa. 
Phone Market 7-4465 or 
Kingsley 6-1100 








CARS WANTED 


CADILLAC — SHARP 1952’s-1956’s. All 
body styles. Chrysler, DeSoto eight pas- 
senger sedans only. Prices gladly quoted. 
McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
sing, Mich. 


PARTS FOR SALE 


BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formerly Gorden Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 





SURPLUS 
FORD PARTS 


CARS — 1948-1955 
TRUCK HOODS-DRUMS-PARTS 1942-1955 
SHIP ANYWHERE 


New Center Motors, Inc. 
7379 Woodward Detroit 2, Michigan 
TR. 5-8310 





NEW LINES WANTED 


WANTED FROM 
MANUFACTURERS 


Repeat Order Products That 
Will Sell by Direct Mail 


We are equipped to mail into 52,000 


new car dealerships in the U.S.A., Can- 
ada, Alaska and Hawaii. 


We also have direct sales representa- 
tion in the states and Canada to fol- 
low mail orders if profit warrants. 


Box 5741, c/o Automotive News, 
Detroit 26. 





BUSES WANTED 


WILL BUY USED school buses—36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 5772, c/o Automotive 
News, Detroit 26. 

TRUCKS FOR SALE 

FOR SALE—TON AND ONE-HALF GMC 
and Holmes wrecker, Model 340. Chassis 
equipped with new tires and chains, has 
radio, heater, directional signals and all 
necessary silhouette lights. Wrecker con- 
sists of towing cradle, twin booms and 
flood lights mounted on custom Holmes 


body. Wrecker has seen only three ya rc 


light service. Schumann Buick, Inc., 
State St., Binghamton, N. Y. 


FOR SALE — TWELVE Willys converted 
motor transport trailers. Willys vehicle 
hauling operation being discontinued. 
Tractors available also. Will sell oe 
or in group. Bargain or retnmnl Wie 
9-3636 or write Box 630, Miam: 


TRUCKS WANTED 


WANTED — F800 TRACTORS C.O.E. Air 


brakes. In good condition. Masters Ga- 
rage, Kingsley, Pa. 





WANTED 


FORD TRUCKS, TRACTORS AND DUMPS 
F800 and F900 1953 or later 
Buy one or fifty. 


W. E. McCARTHY 
Medford, Mass. 


241 Mystic Ave. 
Mystic 6-3500 





TRACTORS WANTED: Ford or Ferguson; 
Farmall Super A, Farmall M or Super 
M; garden tractors, jeeps, bulldozers, 
and loaders, low-bed trailers. Any year 
or model. Also for sale. Write, phone or 
visit Phil Gardiner—‘‘Massey Harris- 
Nash-Bolens-Dodge Truck Sales-Service,’’ 
Mullica Hfll, N. J. Phone GRidley 8-6291. 


SHOP EQUIPMENT FOR SALE 


LYONS AND LUPTONS parts bins for 
sale. Complete with dividers, shelves and 
drawers. Purchased 1947. These 





SHOP EQUIPMENT FOR SALE 





CHANGING FRANCHISE 
DeSOTO-PLYMOUTH SIGNS 
FOR SALE 
1936-1953 Parts—Sheet Metal— 
Odds and Ends 
Close out prices 
Also selling tow truck 
New Beeline frame machine—Heavy duty 
Some Body Shop Equipment 
Contact Mr. Mel 
3161 N. Clark St. Chicago, Illinois 





SHOP EQUIPMENT WANTED 


WANTED TO BUY. Good used model 36 
Bear Dy-namic wheel balancer. Also 
model 35 wheel spinner. Dave McCormick 
Pontiac, 116 N. 10th St., Quincy, Ill. 


ANTIQUE CARS FOR SALE 





ATTENTION!! 
Dodge Dealers 
1933 DODGE SEDAN—Like New 
$500!!! 


KNIPPENBERG MOTORS, INC. 
Box 2428, Hollywood, Fia. Tel. 2-3435 





MISCELLANEOUS 


The NEW 
BLUE @ CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 
Meets 1.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


* 
FOUR CLAMPS TO FIT 
98% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL (F.0.8. Factory Net) 


FED. TAX 
INCLUDED 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


A Worthy Companion to Our 
Famous Moto-Matic 
TOW © GUIDE 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 
COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors 
FIVE WHEELS LIMITED 
1467 Bathurst St. 
TORONTO 10, ONTARIO 


$535 


New Subscription Order 


| 

| 

| 

Call | | 

=I Send Automotive News to Address Below 

| U. S., Canada and U. S. Possessions 

| One Year $8 [] or Two Years $14 [] 

All Other Countries — One Year $12 [] or Two Years $20 [1] 
| 
| 
| 
| 
| 
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| Jobber [] Insurance [] Financial [] Supplier [] 
Mahe GF Cai. cv cccccccctdcccesccocnceceus cocse Bevccecssissvedamnebe 
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INSIST onthe BEST 
The COST is LESS 


The ORIGINAL "YELLOW" 


Automatic Braking 


The ONLY © TOW BAR @ That 
Gives You A Full Floating 
WRIST ACTION Ride and Tow 
on all type roads at all times 
WITHOUT any strain to bump- 
ers or tow bar. 


1.C.C. DEMANDS 


Controlled Steering 
On All Hook-Ups 
... also Safety Chains 


COMPLETE with 
Guide Cables and 
BRAKE HOOK-UP 
Meets ALL 1.C.C. Requirements! 


WITH BRAKE HOOK-UP 


ONLY. . .$51% suis 


GUIDE 

CABLES 

Meets I.C.C. Strength Requirements 
—SPECIAL— 


STEEL (Tow Bar) CARRYING 
CASE with Wheels & Handles $1 3.95 
(Add 55c for Padlock with 2 Keys) 


$42.50 


Up iIntra-State Tow Ser. 


Special Intra-State 
TOW BAR DEAL 


TRI-KING 3-Point Hook-Up 
(Folding ‘“‘V” Type) 


Only $509 


For Limited Time Only 


THE ABOVE 


WE STOCK ALL MAKES 
TOWING EQUIPMENT and PARTS 
FOR AUTOMOBILES and TRUCKS 


Our Prices Include Federal Excise Tax 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


Call Collect “* 


char ges 
on $100.00 orders 
40 So. Clinton St., Chicago 6, Ill. 





WANTED—2 POST LIFTS and jeeps. New 


or used. Friendly Phil of Mullica Hill, 
N. J. Phone—GRidley 8-6291. 





a 


FEBRUARY 1956 


TUE. WED. THU. 


> 2 | 23 4 
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and this big, beautiful Chrysler couldn’t have 
come in a better year. We even have an extra day to 
cash in on ‘PowerStyle.’ Thanks and congratulations.” 


(This message was recently received in Detroit from a Chrysler Dealer) 


CHRYSLER DIVISION e CHRYSLER CORPORATION 
; 12200 East Jefferson Avenue e« Detroit 31, Michigan 





